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Get in the Webster line quickly if you want your 
telephone to ring and your cash register, too. Webster's 
complete line of finest duplicating supplies means fast 
turnover merchandise. Besides, it’s fully advertised to 
attract customers and it’s quality-builc to keep them 
sold on you—and Webster's. 
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MULTIKOPY TYPEWRITER RIB- MULTIKOPY SHUR-FLAT CARBON MULTIKOPY PENCIL CARBONS. 






BONS give exceptionally sharp im- PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 
pressions. Finest money can buy. back carbons, Shur-Flat will resist plus unusually sharp, clear impres- 
Greater length means less changing wilting and curling under the most sions every time, makes this new 







and longer service. varied climate conditions. carbon tops in its field. Available in 
blue, 15 lbs. weight for making up 
to three copies. 












Within the Webster line, here’s a full line of dupli- 
cating winners: MultiKopy Spiro-Sets, Master Papers, 
Duplicating Fluid, and Star Skin Cleaner 

FOR FASTER SERVICE remember Webster's ware- 
houses in key cities from Coast to coast 







F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in key cities from coast to coast: 


Duplicatin 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 


of the industry and its valu- 
able special articles upon 
subjects germane to its field 


have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 


agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 


States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 

{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 


germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
{COPYRIGHT. Contents 
covered by copyright, 1949, 
by the Office Appliance 
Company 
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the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
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Victor Safe & Equipment ¢ I ( She 
Wabash Filing ‘Supple ny Mfg. ¢ on D t Time Clock Supplies 
Weis Mfg. Co M ‘ ees ( 
Yawman and Erbe Mfg. Co : « i I Time Clocks & Recorders 
Office P ' ‘ 
Finger Pads on Partitions & Railings Shows & Exhibitions I 
lodgman Rubber ¢ M ‘ : 1 — , Trimming Boards 
Speed Products Co., In - iii x Ste : S 
ads, Figuring Signals, Index Card Type, Typewriter 
Fountain Pens . ap f U-Dex ¢ : 3 y 
Esterbrook Pen Co ‘ ( Y George B ‘ 
r Safe & |} ( Typewrite eaning Mater 
t Pape ( 
va nst bere ree pt | Signs, Changeable Letter X 
Gummed Cloth Rings - Slide Rules M ‘ ‘ 
de ‘ Mfg. ( ( I | ‘ 
Deant _ ms bs Paper Clamps . - . , 
orsnha K > \ P Smoking Stands, Offic M { 
Gummed Tape (Pressure Sensitive) & rbrool e < os R > 
Appl. Machines ( Mac J K r 
Ferris Products, Inc Paper Clips ~ : oe +4 
Gummed Tape & Sealing Machines & ‘ v Office I Typewriter Covers 
Dennison Mfg. Co ( \\ Sorting Devices I f ( 
Metal Specialties Mfg. Co MI ( Mi ( 
r t Pro Typewriter Cushion Bases & Knobs 
Honor Rolls re Fastening Machines Stamp Pad 3 i 
Acme Bulletin Board Corr ‘ . oe oa 
I I S Typewriter Cushion Keys 
index Card Signals , r Sy ( \ Cor 
(See Signals, Index Card I ( & Wer I ( 
5 Vif ( Prox s S 
index Tabs P ( R. A., & 
Aigner, G. J., Co Safe & I ( ‘ Ss ( 
Amberg File & Index Co Stamps Duplicating Typewriter Margin Aligners 
Barkley, C. L., & Co Parcel Post & Postal Scales a Mi r ( 
Cel-l ex Corn Stamps ubber 
( i08 w val os ( The Pact . | S Typewriter Parts & Tools 
Hobe e » Co Paste : \ > ‘ \ 
Guide System & Supply Co . I ‘ Stands for Office Machines t 
Markilo Company > ‘ Sup ‘ ypewriter Tables 
Master-Craft Cort Div. S-W Pencil Pointers w Draftsmen A; . . o 
Shs vaiker C ‘ e Ch eP 
iin good E. Co Pencil Sharpeners Mte Co Typewriters, Mfrs. of 
Sneed Products Co., Inc A 1 ( ; ‘ . M 
Victor Safe & Equipment ¢ " I | 2 -. 
Inks, Adhesives, ete. Penell » M ne , ( - fi. 
Dennison Mfg. Co r 
Pencils, Paper Wound . 3 W oe ( 
Inkstands ( " C T ' 2 t 
Cushman & Denison Mf ( Pencils. W 4 i + ypewrite Rebuilt & Used 
* Sengbusch Self-Cl. Ink nd ¢ . sr od Cased Lead - . | Y . 
Label Holders \ oft I R & 
Masterce Sales Co Pens ' 
Mclirath, Roy Sa Staple Extractors Upholstered Furniture 
Labels ; M M ( iB ( ( 
Dennison Mfg. Co Pins and Pin Containers x ) 
Imperial Methods Co M { Staples & Stapling Machines . 
Oxford Filing Supply (« Platens, Typewriter, etc : ‘ ( 
Warshaw Mfg. Company s ‘ | ( I I i 
Wels Mfg. Pool Car Distributing-Shipp ng \\ I ( R ‘ 
Ladders, Library, Store & Vault : ~ os rg. « . & Ss 
Cotterman, I. D Presentation Covers Pro ( S , 
k x I Stenographers’ Notebooks ( 
Leads for Mechanical Pencils A Na al Blank Book ¢ 


Listo Pencil Corry Price & Sign Markers Sto 





ols ( 

Leather Goods r Corp 
Canvas Products Corp ; ; fair Com) ; ‘ 
Chicago Saddlery Co . . P s Of I ‘ 3 . 

Letter Trays > Storage & Transfer Cases Vistar Systems Equipme 
(See Correspondence Trays W ‘ y : 

Lockers & Storage Cabinets ~ { ( it Cor MN , S 
All-Steel Equipment, In re N 
Anderson-Hiekey (< Ine | ( c ! & R 
Art Metal Construction Co R. G 
Berger Mfg. Div. Repul Push Pins i ) K S 
Browne- Morse Co M ( \ 

Cardinal Sales, Inc a emeneatteaitien nits sa 

Globe-Wernicke Co., The - 4 * ~/ pees Steel I : 

Invincible Metal Furn. (« : . bia S I ( ‘ 

Keystone Steel Equipment ( Ribbons and Carbons lamesto \ ( Wardrobe Rack 
Lyon Metal Prod., Inc “ - Metal P \ 
Shaw-Walker Co ‘ ( n, M. I Waste Basket 
Yawman and Erbe Mfg. Co . ‘B. 1 

Loose Leaf Books & Systems ( M ( s ‘ ‘ 

Amberg File & Index Co ak ‘ Hall-M ‘ ‘ . 
Master-Craft Corp., Div. S-W 4 M ‘ ‘ 

National Blank Book Co Mi f M I ‘ ( 
National Manifolding ¢ X ( ‘ 

Sheppard, C. E., Co R ‘ { or : 

Wilson Jones Co I ) } . ‘ ~ 

Loose Leaf Metals : — R \\ 0 
National Blank Book ‘ " > Wholesale Stationery 
Sheppard, C. E., Co ; ‘MN y 


Willson Jones Co 


6 OFFICE APPLIANCES, April, 1949 





OFFICE 


WAN] AN 


he rate 


SITUATIONS WANTED 


The 
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insulated 


for classified advertisements ts 














CTOR ug experiences ood, steel lines 
loose leaf, filing, lithography, engraving, ruling, print 
rds, sales and installation land indexing systems AC 

lume Will travel State particulars Only higher 
tive consid Address D-112, care Office Appliances 
SALESMAN wit! training and fifteen years retail 
t sell for manuf turer Well qualified for se eal 
and ibinet ture stationery supplies Best of 
\ sider any that offers suitable opportunity 
or Appliar Chicago 6 

» OFFICE MACHINE REPAIRMAN, 9 years experience 

erwood, Remington and Roval Typewriters. Also train 

iding machines and Underwood Electric. Experience 
flice machines Past tw years service manager Ad 
Office Appliance Chicago 6 

TYPEWRITER ADDER, ET¢ Manual and Electric thor 

excellent references sober. reliable Assume respor 
posed wl bu Keep your istomers happ 
W rite D-114 Office Appliances Chicag e 
STATIONER desir position in the East Ag 8, 18 
Married At pr nt re manager in large midwest 
er t\ Adare D-1 eare Office Appliances Chi 
EXECUTIVES WANTED 

PLY MANAGER wantec established $200,000 busjness 

fit basi Re rtunity for right man wt knows 
t ti pul Send picture and references to 
oft Supp H I ger Texas 

ANUFACTURER ie wT r and Adding Machines wi 

it ¢ rad Sprir Colorado to right party with 
experience Must | idle active ules and service 
R-264 ire Off Ap] nees, Ch t 
inager, tho } h wledae of store management 
busir s statior ¢ Salarv 8450.00 we montl 
fit West ¢{ t Addres R-2¢ Ort 
f 
SALESMEN WANTED 
rORY REPRESENTATIVE by nationally known mid 
turer f fice equipment and pplies Excellent oppor 
experience = s¢ ng dealers; be able to conduct sa 
irkets or new dealerships The positior 
‘ nent Gi mplete background and details of 
y k ind We er Pennsylvania territory per Ad 
oft Appliance ) ig 6 


W CALLING ON STATIONERS & DEPARTMENT STORES! 


ST TIMI 


re Mart ( 


APPLIANCES, April, 





1949 


in our history ve are marketing tl Persona 
{ eckwriter thr ig! tati ers ind department tores 
ils vith bank ecking accounts are prospect 
Ret $ t S19 i tax Liberal Missior Add 
I ectograph t r ind increase r earning 
ropD CO., INC. DEPT I ROCHESTER 2 
MAN Selling special lir direct to consumer Our pat 
L-BINDER for storing e leaf records mee adopted, 
the user's filing te insuring REPEAT BUSINESS 
rllot 1 to le ib representatives Write The 
Box 208, Royal Oak, Michigar 
I inging ir territorie Opening in important centers of 
Central westert inufacturer of quality brief cases 
tional reputatior tablished in business over twenty 
portunity for ipable men Give complete ibstract of 
te in full time r le line men Our own men know 
Write R-287 of Appliances, Chi f 
1S CALCULATING AND ADDING MACHINES, bot! 
Swede! ire now | g ported to this country Avail 
Sale f | iipment who el irectly t 
} ‘ hit t esting ind = profitab le 
0 Fifth Avenue, N York 10, N. ¥y 
XPERIENCED SALESMAN t | nati Ivert l 
exclusive territor er wing a int nd cor 
\ real nit rt nto manage department 
Northwest Ar R-268 ‘ Of Appliances g 
1 exper ‘ 
OLD WEST-COAST OFFICE EQUIPMENT lea ha 
t f experie! iiee machine furniture r cash 
rested in higl é d climate, fast growing 
t ‘ I é cutive p tior [ ! ired 
of Anpliar (} g f 
WANTED—Now ° on reta ffice equipment store 
tionally kK! VT t t top meta smokestands 
jad tasels 4 i er H. P. Herz Cc 


D TOR SALE 


twelve cents a word, minimum charge $2.40 


SALESMAN WANTED 
Friden Calculators, Victor Adding Machines and Ohmer Cash Registers 
Reliable Office Equipment Co., Inc., Box 477, Evansville, Indiana. 
DEALER SALESMEN for the Hart Mimeograph and supplies. Nationally 
1dvertised. See our advertisement on page 226 Hart Manufacturing 
Co., 2400 Endicott Street, St. Paul 4, Minnesota 

NEW LINE OFFICE TABLES, medium 
territories open. Reply Box R-270, care 


to cover large middie western territory selling 








priced, 
Office 


prompt shipments. All 


Appliances, Chicago 6. 








MECHANICS AND REPAIRMEN WANTED 


Experienced Typewriter and Adding Machine 
Good salary. Leon W. White, 607 Abdou 





WANTED 
manent job 
Texas, 

EXPERIENCED TYPEWRITER 
Steady position for steady man 
Address R care Office 


Per 
Paso, 


Mechanic. 
Bidg., El 





MECHANIC 
Will assist 
Appliances, 


REPRESENTATIVES 


SALES ORGANIZATION (two travelers) now selling card duplicators and 
iddressers to stationers and typewriter dealers in Minnesota, Iowa, 
Dakotas, Kansas, Nebraska and western Missouri (Kansas City, ete.) and 
possibly Wisconsin, has capacity for additional office supply or equipment 
line. Covers territory thoroughly and successfully Best references 
Address D-116, care Office Appliances, Chicago 6 
MANUFACTURERS Representative, SUCCESSFUL 
ropolitan New York dealers for past 10 years 

resent additional line of merit. Finest references 
Office Appliances, 100 E. 42nd St.. New York 17 
WELL ESTABLISHED DISTRIBUTOR in Philadelphia 
irea will consider additional line of office equipment 

active contacts, functioning organization, systems 

1-118, care Office Appliances, Chicago 
MANUFACTURERS’ REPRESENTATIVE 
York State and Pennsylvania 
irt dealers, department 
Office Appliances, 100 E 


WANTED—AIl makes 
in obtaining living quarters 
Chicago 6 


"7 








AVAILABLE 








RECORD selling 
in position to 
Address 1D-117, 


Met 
rep 
care 


8 





100 mile 
excellent 
Address 


and 
Have 
good service. 
6 





desires additional lines for New 
Calls regularly on stationers, paper jobbers, 
stores. Best references. Address Box D-119, care 
42nd St., New York 17 








REPRESENTATIVES WANTED 


OF QUALITY SMOKELESS type 
and one fast repeating stationery 
way up, has the following fine territories open. N. Y., 
Chicago, Mich., St. Louis and far West areas. Commission basis, exclu 
sive territory and all repeats. Prefer men carrying a chair or desk line 
Permanent connection. Courtcraft Mfg. Co.. Box 30, Cranford, N. J 
MANUFACTURER OF NATIONALLY KNOWN line of safes, vaults, and 
burglar chests wants territory salesman for a number of states now 
open to call on office equipment, stationery, appliance and department 
tores. Protected territory if an established business at present time. 
Can carry other lines if non-competitive. Commission basis only. Perma- 
nent position for the right man, Give complete back ground and experi 
ence in first letter. Address R-272, care Office Appliances Chicago 6. 
SALESMEN: Side Line. A top Quality product to go OFFICE SUPPLY 
STORES, PRINTERS, ete. Sahara Waterless Hand Soap Removes Hecto 
ind Mimeo Stains, Ink, Carbon and Grease. Now Nationally advertised 
in trade and consumer magazines in the automotive field. NEW in the 
Office Supply Market. A needed product that GOOD, and that has 
demonstrated its Repeat and Steady to the Automotive Trade. 
Write for sample and complete Please mention Territory 
ou cover. Sahara Waterless Rapids 2, Michigan. 
WELL KNOWN MANUFACTURER of fine office furniture has territory 
ivailable in South East, South Central, Pacific Coast and Central States 
Excellent profit opportunities for manufacturers representatives in these 
Liberal commission arrangement. Give complete details concerning 
your present lines, experience, etc., when answering. Address R-273, care 
Office Appliances 100 East 42nd Street, New Vork 17, N vy 

SELL THE FINEST QUALITY Inked Ribbons, Carbon Paper, Stencils, 
Inks, Etc. in new attractive packages. Write today and learn why you 
should handle “‘Key Products!" Key Ribbon & Carbon Co., Manufacturers, 
65 Mine St., New Brunswick, N. J. Domestic and Export 


4 FEW REPRESENTATIVES FOR A LONG ESTABLISHED, expanding, 
quality cellulose, duplicator stencil manufacturer. Carry as a_ sideline 
in protected territory. Full Commission on all sales, including established 
iccounts. Challenger Inc., 125 Winder Street, Detroit 1, Michigan. 
FOR CHICAGO AREA, including Lilinois, Indiana, leading manufacturer 
metal office chairs, will soon have available for top man with good 
dealer following and wide acquaintance. Write fully your background, 
past lines and present lines sold in this area. Address R-274, care Office 
Appliances, Chicago 6, Thi. 
MANUFACTURERS REPRESENTATIVE 
priced line of personalized stationery; a 
sold by some of the largest department 
mar, St. Louis Mo 





MANUFACTURER 
cessories, lamps 
much on the 


desk ac- 
item, who is very 


smokers, 








is 
sale 
information 


Soap Co. Grand 





reas 














Wanted to carry a popular 
wonderful sideline. Now being 
Silhouette, Inc., 1811 Del- 


stores 








REPRESENTATION WANTED 





SALESBOOKS— Business Forms, 
Only. Write for illustrated 
Bronx 61, New rk 


Sold 
1930 


Dealers 
Ave., 


through 
Patterson 


Tags 
ERSCO, 


Envelopes 
price lists 


Y: 





RETAIL BUSINESS FOR SALE 


OFFICE MACHINE AND SUPPLY 
stockholder of California corporation doing $120,000.00 
retail but partly wholesale wishes to pave way for retirement. $20,000.00 
will buy majority stock for right party with proven managerial ability 
but prefer to sell smaller amount with agreement to sell more when and 
if buyer proves to be capable salesman and manager. Terms if desired 
Write R-275, care Office Appliances, Chicago 6 





BUSINESS—Founder and principal 


business, largely 





7 





WANTS AND FOR SALE, Continued from Page 7 FOR SALE AND WANTED TO BUY, USED EQUIPMENT 

















t LLIOTT-FISHER, Burroughs, Moon Hopk ‘ g and ( ilatir 
RETAIL BUSINESS FOR SALE, Continued on, Caen ers, Hlectromatic Types d fa hine 
——— ght al go Office »pliar 130 West t St 
OFFICE MACHINES AND EQUIPM! BUSINI , t locat - we AM 
in fastest growing community t t Estal } eighteer Pal — = eed 7 
years Ideal setup for experienced H ‘ hine age ‘ LLIOTT-FISHER M Adding Machine ( ‘ et " roughs 
plus complete stock of office p t. Owr 1 Monroe Cal T'vpewriters and al re ht ar 
wishes to sell because of ill healt t experience leeter-Warsh ( 349 N. 3d St., Milwa Wi 
in stationery and equipment wit! I t half ar Sate AE atiowien ae 
sufficient experience to run the b t elp f he present ELLIOTT-FISHE! es, calculating é vddi ine 
owner for a period of two I ! 2150.000_% fice equ ight ame ld W , 4 . { ~ Mie Of 
Write for further information of Chicago ¢ 5 Water St M > Wis 
pe manger a, Anny iat AND OFT I UPPLI te ar f BURROUGHS, MOON HOPKINS. Elliott-} Re ngt \ intir 
section o ichigan ow ” 1 t ' Vl P 1 ; g in the office macl ‘ Stat ‘ seri 
linotype machine, cylinder pre tt | he g t , ” te highest « ge renee ti Office Ap 
expanded. Owner retiring. W t | ting fir ; Ir East 22d St.. New Yor . \ : 
building with 3 apartment rot : Write R ES tS 
care Office Appliances, Chicag URROUGHS. MOON HOPKINS. ELLIOTT-FISHER B o M 
ee ( make culat ght | Book 
OFFICE MACHINE DISTRIBUTORSHII Mu i ladelios Mackin: ton of & Mint ‘i 
igan city, established 24 i Net t { Lea g ¢ 
building. Large stock invent t Cate y . “ <r Sm pean 
to wholesale and retail busi: 0 t tright at & WANTED Rs BUY bat le ~- el Elliott-t ure a 
ema ¢ ‘ or . a ‘ . , i) 10,000 serial numbe ting I servic 
000. term in be arr ng W ( y ; WW W “7 Chkeano ¢ 
FOR SALE—Office Equipment t t f 47,006 : eens fins , . 
Agency for Royal. R. (¢ Alls “ 7 1 | 5° RURI ot GES MOON HOPKINS ELLIOT r-FISHEI We re 
Checkwriter. Weill equippe t t ed 1 . ) 1. ( e service for de \ y ! e] 
anics, Inventory $12,000 hoy M A ; nn ‘ ne Servi { 7 Grand, Kansas ¢ 
4 { es ) ‘ bus | } ) re t TE 2 “6 ™ 
ye ec Chi — 6 — = VANTED TO BUY 7 istrand bookkeeping nes M ‘ na ¢ 
. & “ el ; te he serial, siz ur whetl fee 
OFFICE SUPPLY EQUIPMENT 4 rATIONE\ rORE wit é feed. I Off Appliance ) I st 
equipped’ printing plant in cor lidwest { t f é ; Yor! y. 3 
25.000. Excellent trade territs ( Good EE — 
Priced at inventory plus equ | } W rit R-220 ure CALCULATORS AND ADDING machine t nd ¢ ‘ p 
Office Appliances, Chicago r& M bookkeepers: Burt Moon H ved 
a Af mb ul erials; Sundstrand M els A, ¢ i D and 
OFFICE MACHINI BUSIN] | Duplicat OP, give fu et t descriptions. Me ] ne M es ( 
Agency, Steel Equipment, Se G I é 4 t Nassau St New York 10, N. ¥ 
profit $14,000, $20,000 will ha } \ ire OF ——_-—____ —— 
Appliances, Chicago 6 WANTED \ ilators and ud " hines Stat ike 
inate ‘ . » yacity ‘ ’ ‘ . ' ’ 
FOR SALE: Typewriter Sale Re I Angele Kast +3 > wy, rt a 2, \ ” ' 
Well established. Many regula G ed bette : sik. 
then 827.500. last vear Retir Vi } ure Office . . 
Appliances, Chicago 6 QUANTITY \I Marchant Ca gt 
ieee sate t ing ( ted or ull type f ther mactl é i 
FOR SALE--Printing and Off ling t , Mac! Grand St New Yor N. ¥ 
lished and located in the u i oO . . 5 ss 
west side of Chicago. Cleat t Re f ‘ t Lge IDEN CALCULATORS -Highest Prices Paid tate wile d 
owner, Address R-28 ire Off \ r \ expert reb AAA Adding Machine write ( 33 W 
— t st New \ 
RETAIL BUSINESS EQUIPMENT A vi ger — 
Doing almost half millior ! etiring. P BURROUGHS PRODUCTS > snecialt : he ' . F 
thout %175.000 cash. Write R off " Cc : eet , ~ i . : oe \ . | S i" Ss 
— —— ee ) Chi | j 
WANT TO BUY RETAIL BUSINESS — 
WOULD LIKE To HUY on ROUGHS NEW BROWN KEYTOPS for all Model Adding Bookk 
y . OMCE ‘ t { ti M ‘ Greet ne vor ed evtor f ( ) 
of 30 to 75,000. Advise appr f y Addre ny a . invited == <4 M <— i Ma ne 
R. L. Sanford, Mill Creek 1 ( ) D WW , ‘ , born Equipn am : South D , 
DEE go, I 
PARTNER AVAILABLE 
—_——_——_—- - TYPEWRITER SOLD—Select Rougl Re Reb 
CAN YOU USE A PARTNER ' ; " Bought. All I Typewriter | 
married, experienced (1 ear meal ‘ i wl Se \ , XN \ 
become tively intereste: ! ent ‘ — 
Locate anywhere. Excellent ref M t pport URPLUS SALI | ido Model J D ~ Le } 
ity to later. Now living in P | on Ay HW ‘ , Wiat ; Weight he P ‘ ; nieal ‘ 
ances, Chicago 6 ‘ Make par ‘ : ne Black * “ sled ‘ nie 
—==— —— —_ — i phot ne nd drving “ ‘ nit 
FOUNTAIN PEN REPAIRING hy : ) each, | $55. er ER ELECTRIC MF¢ Co ( 
ciguammenseeateemeas Boke 9 \ ensw \ ( ig 4 in 
WELTY'S REPAIR ALL MAKES FOUN N PE} D P Pe 
ete, Repaired at tandard price i t NI HOWARD ARISTOCRAT Mode J g 
improving. We especial! feat \ WA WATERMAN ext t and one set of nd new ‘ 186 
WAHL, PARKER, WELTY, SHEAF! WORT ; $275.04 , t $225.00. Kelley Off ent ing 


other makes. We feature Gold P 


‘ Vl 
to ONE place for better er " ROUT 











¥ WELTY PENS 
$1.50 to $10.00 LIST. Welty Per t { S Stat LLING OUT 8 jiece pen and pet .  hox 
St., Chicago 8 wot : we wi ~~ rissi Write the 
—__— Comy W. Franklin St M 
NAME PLATES & SIGNS ' : 9 

—E — . KA I ACMI ke ised ble ! t ’ 
DESK SIGNS, NAME PLATES, D Y ‘ 7 = itione na woks , hand & 

Car Signs. Dealer inquiris invite NSO] reD i } ¢ de “eh . Get bat oO @ 
circulars, samples. Hull Sign ¢ \\ \ \ . | in | ‘ New \ k \ 

MAILING LISTS SIBLI KQUIPMEN'T ight id and We 

hematin = t Kar \ ! Internati \ I gr 

FOR SALE--NATION WIDE MAILIN¢ t t ! \ ind t is wh \ I 
ers, Compiled this vear wit! " t ( f f ‘ rice t deale H on 

$150 cash with order TALA } ' Ft Wort! , Dept. OA, 4 N t St. I M 

Texas 

——————— = BLE FILING EQUIPME® 

BUSINESS OPPORTUNITY VEST ESTABLISHED ds pecia y t K \ 

a “\ ration ¢ ‘ 

WOULD 820.000 a ear interes . Writ ficle that 

$20,000 selling Nee iter ‘ \ on t req ' ( ~ 

Appliances, Chicago ¢ ‘ \ mn. ¥ 

OFFICE MACHINE REBUILDERS SERVICE IBLE FU DEX, ACME, Pt x AS LOBI 
— ‘ AVE ON HAS fle 

PRECISION WELDING AND BRAZIL ( Deale . % é } 

Adding Machine Base Case ( } ‘ . P ) , ey 
Ford & Wynn, It is W \ 

ooo WANTED 

ADDING MACHINE PARTS, TYPE, ETC ERNATIONAT ' I tograpl 
- et } We 


LARGE STOCK of new 
available. Quotations fur 7 px ‘ Dent ~ 
Dehn, Jr 1A4 1Olst Ave a 
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PATENTS ini 
at 
‘ oe: ah 
Copies patente shown here can be obtained J \ 4 
from the Commissioner of Patents, Washington, oe Re } 
D. C.. fer 25 cents each in cash, postoffise y > 
money orders or certified check. Stamps and <- -« 
personal checks not accepted. Copies of design - t ° r 
ttenta are ten cents each. : “s - 7 
2,461,652 Knockdown Caster James W. Montgomery eo ° 4 = 
. Application July 29, 194 Serial um neste 2 ca2 190 eens aeenent 
é February 15, 1949 
461.778. Caster. William F. Schacht, Huntington 
‘ Schacht, executor of said William F 
ignor to William Ff Schac ht, II 
Ww Schacht, both of H rto Ind 
Al c f 7, 1947, Serial No. 746,48 Granted -. 
rebr , ) 2 
2.461 869 Stapling Machine. James Balton, Balti y+ 3 
; tion October 17, 1947, Serial No > 
( February 15, 1949 “toe 
2,462,208. Finger Cot Walter Meyer, Chicago, Ill., i, 2s 
\ r. Cole, Chicago, Il loing busi . 
+r Cole Co. Application Jt 1945 — ty > wee r = , = 
, ee ~ - one 
Ser p Granted February 22 1949 ~ - Pp . a > 
2,46 Copyholder. Earl R. Metcalf, Ridgefield ' 
Park Application July f 1945 Serial No ole 1 er pee neennet 
( February 22, 1949 
2.462.298. Pencil Vending Machine. Cletus B. Alex- 
r N Ind Application May 23 194° 
s N 8. Granted February 22, 1949 ‘ 
2,462 Modernistie Spring Metal “Folding Chair \ 
Q Wayne bure Ky Application Octo } &. . 
< No. 705.263 Granted February ui 
2,462,52 Spring Oscillating Chair. Roscoe R as 
m Canyor Utah Application August s 
609,784. Grante February 22 , ’ 
ee] aes 
462.6 Stapling Device Alexander L. Flamna 
} fi Application Maret > 1945, Serial 
: G ted February 22, 1 
2,462,789 Two-Piece Plastic Leese Leaf Memoran- 
dum Sheet Holder. Martin E. Trollen, St jul, Minn 
n & tigelow, St. Paul M nr Ap 
ber 27. 1944 Serial N 565,37 
2, 1949 p. 
462,929 Fountain Pen. Harlan H. Zodtner, Janes m A [a - ale * r ° ——— 
r to The Parker Pen Company SE es ee ob 1 , = = ay! 
Orporation of Wis Appli 5 ii 
M46 Serial No a4 Granted 1 662 bes een ees oa) ens near 
462,94 Desk Lamp Carl C. Braur Stamford, 
Smith Metal Arts Comp Ine ' . 
t rporatior f New York Appli + peer ae, 
Se 1 No. 680.4 Granted a F ~ 
2». 46 7 Posting Tray Ad G. Latter, Mil 0 ee 
I nor Stationers Loose Leaf Com 
W porat of Wisconsir 1- 
4 ‘ M4. Se N 68,439 ) ' | 
>. 46 Display Case Construction. Ar Var j j 
t Mi issig Grand 
t Compar { r Rapids ; tT? 
wf Michigan i mn Oct neato e078 a tors 
~ N 063. Grante March 1 
2.463 j Resilient Mounting Means for Tilting 
Chairs Chicago il ussignor to The | - 
wation of Illir AT catior 
N 8 Granted March 1 
2, 4 Display Card veld and Sample Kit > : 
Brooklyr Application N e 7 ) — 
Serial N ” : 1 Gra Maret ne® CP tA —s —_— 
fa ~~ ite At a 
4¢ : Writing Instrument with Adjustable Lead — ann aunt = 
. Terrs Minr A pplicatior “ wee paa.e 
s sl Ne 65,199. Granted Maret 
46 44 Tape Dispenser Paul V Cleef, Chi- P 
y mesne assignmer to Johns- 
t New York, N. ¥ i corporation f i 
tion December 45, Serial z 
: Mareh 1. 1949 . “as t 
> 46 Ash Tray Virg Go Akron, Ohlo: 
nistrator of ‘ \ George 
Mar l 4 ‘Serial N 
March 1, 1949 
— 
463,57 Staple Hammer. Walter J. Vail, Chicag C 
\ Manufacturing Company Ch 2 ; 
r n of Ilir Application May 
N 17,419. Grar nted March &, 194% > at | 
463,64 Desk Level Visible Card Cabinet. James satus sen. 9e0 s52.96 — 190.708 sen.st 
. ( Applicat May 1 M7 
< Granted Mare’ h & 949 
46 " Stencil Liner Hilti A. Re Laurens 
‘ m5 Serial N a 5 
p = . s Cts, 
> af Electrolytic Method of Etching Metals . wr * < ‘ 
ith § I ugle, ¢ azo Heights, 7 y 
Serial No. 48% G i - 
« a | 
463,7 Card Sorting Device R Conr s ~ 5 3: 
, The McBee ¢ Athens 4 j x ~ # 
oO 4 ation Apr 44. Serial — — 
, M h & 1949 5 ioe 
» 46 77 Combined Desk ~« Mirror Device for < > Es = 
Transferring Records. RBenijamir n. & p> 7” A - 4 2 
November ‘ S ‘¥¢ : r _— 
March & 49 ist.eee : Tz = — 
463,8 Loose-Leaf Sheet and the Like Murra am omens —- ssenr 
j N y i gnor t Ss. § & M 
York, N. ¥ ration of 
r cemt 1, Serial N L. Metz Palisades Park, N. J., assignor to Stratford 152,849. Design for a Combination Lamp and Ash 
: ws Pen Corporation, New York, N. ¥ 4 corporation of Tray. Robert Lee Aulich, San Francisco, Calif. Ap 
463,94 Refillable Loose. — Binder Arthur |} New e rk A t November 1, 1947, Serlal No plication January 26, 1948, Serial No. 144,047. Granted 
7. ation Augu 12.256. Granted Februar 1949 March 1, 1949 
Ml g 1949 
464.04 nk R r , 152,747 Design for a Combination Pen Rack and 152,851 Design for a Chair Supporting Base 
, Ink ibbon Carrier Claude E. Inskee Desk Unit. }> ell esau eines Application Chester J. Barecki, Grand Rapids, Mich., assignor to 
. — : aon june 24 j ‘Sen No. 139.89 Granted February American Seating Company, Grand Rapids, Mich a 
ona a : on , 1949 . orporation of New Jersey Application March 27, 1947, 
‘ untain en a D. Teff anes . : Serial No. 137,94 Granted March 1, 1949 
I Parker Pen Cor ' anes , 152 761 Design for Shears Henry ¢ Wheeler 152.880 Design for a Combination Display Package 
W , Ar t 7 see a Fairti 1 Cor igt The Acme wasnt Company and Ash Tray Maurice T. Groen, New York, N 
Granted Ma 8 Bridgeport, Conn., a corporation of Connecticut. Ap Application April M7, Serial No. 138,122 Geanted 
atior Februar i448 Serial Ne 144,536 March 1. 1949 
DESIGN PATENTS Granted February 1949 152,925 Design for a Writing Seeretary. Dmytro 
sign for an Ink Container. Raymond 0 152,788. Design tor a Note-Pad Container. Albert Stee, Dearborn, Mic Application February 12, 1948 
' . Applica : } 104 Kaser Glendale Cal Application -_ 28 1947 Serial No 42% Granted March 1, 1949 
Grant ebruary 49 Serial No. 139,989. Granted February 22, 1949 153.012. Desian for an Interoffice Communication 
Jesign for a Com em, Lamp. Martha 152,847 Design for a Combination Ball Pen and Cabinet or Similar Article. Joseph Palma, Jr Ber 
Ago t ation Ma Knife. Jacob M. Weis New York Applica wyn, Til assignor to The Rauland Corporation, Chi 
is. G € I ary 1 49 tion October , Serial No. 142,052 Granted eago, Ill, a corporation of Iliinois. Application October 
Design for a Writing Instrument Charle February i9 20, 1947, Serial No. 142,038. Granted March 8, 1949 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 





Addressograph-Multigraph Corp., Cleveland 
nded Januar es of the Addressogray 


Cana n ibsidia totaled Net t for the 


, Ohio—For the six months 
yh-Multigra ‘ 


$20,089, 586 





$2.55 a share 1 witl {f $ 
$2,444,198, or § ) hare in 
months ended J 
$4,665,537, 

net 
(New 


"Pull over, mister ’ j ri a4 42 eq 4 $8.18 a 
income 


York Ti: 


any tail light.” 
The motorist st 


r P . Burroughs Adding Machine Company, Detroit, Mich.—D pera 
wilh Gismay. B y , 
” Ta ol surrougl d I Ms produces it ir mie 150,662 
Well, it with $60. in 1947. according t unnouncement by Joht 
omment. ( ' he mpar P e thar 
Rec overing r v f ) ent of ! ised to he p fi the higher leve f opera 
tail light that bother tions, totalled $ ‘, or $2.52 per share of stock, compared wit} 
ail light that bot ry r $1.96 1 hare in 1947. “Out of tl 18 profit Mr. Col 
il 191 wa I wa ed dur 
meen ng the year to he y for the compa 
| g ] e ¢ pany pe . ! ! ern 
A hungry cowboy stopped in one of Chicago's swankier ion program, and § lion on the | é plant fa 
restaurants for a juicy steak. tic Larg entories have also b t he ¢ 
° ° P P \ ope tior ring the year, with t tl I nvestec 
On being served, he immediately bellowed for the manager cA ary f Ree" ’ . bey a 
The manager tried to placate the man by asking, "What's the the close of 194 ghs stocl rs fT 
matter, sir? Isn't your rare steak cooked to suit you? divider $3,742,643, or $ f st th ume 
” " t 47 
Cooked, hell," roared the westerner. ‘Take that back and , 
put it on the fire. I've seen cows hurt worse'n that and still Clary Multiplier Corporation, Los Angeles, Calif.— Pre! t earr 
get well.” f tl poration for the year ended De er 31 t ted ft 
— 2 6 - 34 ( j i t * hare on tl f ' tock 
t Pr t Hugh L. Clar t M } I I 
Two little sir ~ { t fs r & ; wi t 
one, 'W y doe » df jf ) . 1 | 1 2 ee t Fs r 
A , 
| dunno; | que he idend policy | r annua 
retort. | ‘ t ‘ t be I 2 rter ends of 
. i i tock divi« a t I two 
— 
: | ent in J i per cent December 
A well-oiled wanderer was standing in a drugstore when a : “ight Be a. + stg Me 
fat lady came in and stood on the scales. But the scales proved al : 


to be out of order and the indicator 
stopped. 


swung fo 79 pounds and 


Feit & Tarrant Manufacturing Company, Chicago Durit 



















































Migosh," gasped the inebriate, ‘'she's hollow ! iced Presid 1. Koel t i 
3 Ml 6. N for is was $2.0s $3.93 per I Lles 
—_ 641 hare in { of $3.06 ha 
and blue on the other? Globe-Wernicke Co., Cincinnati, Ohio.—<At ul yf the 
"Pal, it's ar f director February 2 194 tl lend 
icting themcelvs i é rred stock payab 49, t of 
dicting : M } was declared. The rt sl a net 
=—_=.S i Is ifter all harg é Tl pared 
1.00 1947 It Isc that t par 
A notably generous permanent guest at a hotel found a new ion and tha zn fr 
waiter serving him at breakfast one morning and inquired ft ts produ \ C. How new! 
"Where's my regular waiter, boy—that fellow called Sam? nting on th t the strea 
” ” tinue ind that t | 
Well, boss," beamed the new waiter, "Sam ain't gonna serve camp i ms fon 
you no more, ‘cause last night | won you in a crap game! put into ef 
Factory Chairman 
international Business Machines Corporation, New York, N. Y¥.—Con 
t t ‘ International Bu ‘ M hine Ce tion for 
You were broug t t port disel M Ne 947 
sergeant fo the ‘ ‘ hare, after g to t in 
"Thash mighty fine i 4s r mn exceeded ar t inv’s 
started’ i unt t the year end 
started r iw ent I ; an 
I ete equiy t in 
} hines and ip 
s the ] t , te 
N \ He 7 
Marchant Calculating Machine Company, Oakland, Calif.— |} 
24 rs ; { ng 
Ml } p, pl M 
\ D pal | j f 
Xtra 0 | 
< yea I} 
~ 48.4 Pas ¥ 
rh ipital at D { n : 84.901 
i with & 16,4 $14 é 1 t the 
Royal Typewriter Co., Inc., New York, N. Y¥ pal 
yg ud of Quar } 
Ne < BB ce pare < 
< New | 
) e Underwood Corporation, One Park Ave., New York, N. Y¥.—N gs 
JEFF ‘ pared with $ 6, after 
KEATE xencies xpendi ; 
t i i! M4, ) Laxe z r 
e * . } ’ + j Fr ‘ 
Sometimes | wish the boss had never promoted been deducted. During r, div 
Shelby from his old desk back by the window. bl 
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Folders, circulars, counter cards and other 

promotional material provided by manufac- 

turers are designed to aid dealers in the sell- 

ing process. In this new monthly department 
are presented the latest offerings. 


og CARTER’S INK COMPANY, CAMBRIDGE 
42, MASS.—Catalog No. 49, with attractive brown-and- 
gold cover, has just been issued for Carter customers. 
The new publication, embracing 32 pages, covers the 
complete Carter line of ribbons, carbons, duplicator 
supplies and type cleaner. A special feature is the in- 
clusion of two pages giving helpful hints on the proper 
use of ribbons and carbons. 

THE MAYFAIR COMPANY, 315 N. DESPLAINES 
ST., CHICAGO 6, ILL.—The company has issued a 
large and profusely-illustrated general catalog and deal- 
ers’ price list detailing the items in a varied line of office 
equipment and accessories from transfer cases to cos- 





MAYFAIR TRADEMARK 


tumers. Additional catalog sheets and price lists will 
be ready from time to time and the catalog is mailed 
free on request of rated office equipment dealers. At 
the same time the Mayfair Company is introducing the 
new trademark herewith illustrated. This carries a pic- 
ture of a top-hatted gentleman, traditionally character- 
istic of the fashionable Mayfair district of London, 
England. 

HIGGINS INK COMPANY, INC., 271 NINTH ST., 
BROOKLYN, N. Y.—A modern edition of information 
available to letterers and typographers awaits the users 
of Higgins’ new book titled “Lettering.” This replaces 
“Script and Manuscript” which had been so completely 
revised that the company thought it advisable to change 
the name. “Lettering” gives an illustrated historical 
description of the origin and growth of writing and then 
describes lettering with brush and pen. The book re- 
tails for $1.00. 

FRANK SCERBO & SONS, INC., 536 PEARL ST., 
NEW YORK 7,N. Y.—A beautifully-illustrated catalog 
in color has just been issued by the firm featuring its 
complete line of distinctive leather upholstered furni- 
ture, desks, tables and cabinets. Complete specifications 
are given. 

NUCRAFT FURNITURE COMPANY, GRAND 
RAPIDS 2, MICH.—The company recently issued a 
colorful 12-page catalog, No. 49, covering its full line 
of office accessories in walnut, mahogany and oak. In- 
cluded in the new publication are bookcases, tables, 

(Turn to page 234, please) 
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IN APRIL OF 1879, WHEN: 


The Stationers Board of Trade secured “pleasant rooms” in 


the Howland Block of Chicago. . . . The American Lead Pencil 
Company marketed a new nickel-plated pocket lead pencil with 
screw telescope movement. . . . Cooke & Cobb opened a new 
store at Stone and Whitehall Sts. in New York City, giving up 
the former No. 10 Broadway location. . . . Boorum & Pease added 
a new line of fine leather goods to the firm's business. . . . The 
stationery house of H. H. Shepard at Kansas City, Kans., was 
reported to be a growing firm. . . . Collins ink capsule was in- 
troduced to the trade. . . . (From files of the American Stationer). 
Stationer). 


IN APRIL OF 1889, WHEN: 


“A good typewriter, like a piano, is a joy forever, but a bad 
one is simply inexpressible,” a writer noted. .. . The Mail and 
Express said, “every year the citizens of the United States.wear 
out about 130,000,000 steel pers. . . . L. Zeckendorf & Company, 
New York, marketed a “knife-edge” pencil that could be used 
as a letter opener, pocket paper cutter and a ruler. . . . Joseph 
Dixon Crucible Company brought out a slate pencil sharpener. 

. A. A. Weeks, New York City, offered a line of Baccarat 
glass inkstands. . . . S. E. & M. Vernon moved the factory from 
New York to Brooklyn. . . . Eagle Pencil Company planned to 
put a new copying lead on the market. . . . The Winslow & 
Curtis envelope opener, with two cutting knives, was introduced. 

. (From files of the American Stationer). 


IN APRIL OF 1899, WHEN: 


President Walter F. Cushing of Adams, Cushing & Foster pre- 
sided at a meeting of the Boston Stationers Association. .. . 
The John Holland Gold Pen Company, Cincinnati, Ohio, re- 
modeled and refitted its factory, which had been damaged by 
fire. . . . Agitation was started in Massachusetts to permit the 
use of typewriters in recording deeds. State laws declared only 
“state ink’ could be used. . . . The New Ideal pencil sharpener, 
made of aluminum, was marketed. . . . (From files of the Ameri- 
can Stationer). 


IN APRIL OF 1909, WHEN: 


Royal Standard Visible typewriter was selling for $65... . 
Robert Tarrant, pioneer manufacturer, died at Chicago. ...A 
bill was introduced in the Wisconsin legislature providing that 
“any stenographer who shall furnish to any other than the 
employer any information or permit anyone visiting the office 
to read anything contained therein, shall be liable to a fine or 
imprisonment.” P.S. The author was a bachelor and the bill did 
not pass. . . . The Hotel Secor was chosen as convention head- 
quarters for forthcoming sessions of the National Association of 
Stationers & Manufacturers at Toledo, Ohio. . . . (From files of 
Office Appliances). 


IN APRIL OF 1919, WHEN: 


M. S. Eylar, general sales manager of L. C. Smith & Bros. 
Typewriter Company, was elected president of the National 
Association of Office Appliance Manufacturers, meeting in Chi- 
cago. . . . The National Business Show was held at Mechanics 
Hall, Boston, Mass. . . . The War Trade Board liberated a num- 
ber of commodities in this industry for shipment to Finland. .. . 
An advertisement read——"As the Renault tank ‘stopped’ the 
Boche, the new Van Dorn file will effectively ‘stop’ competition.” 

. The Wilson Jones Loose Leaf Company took new premises 
at 316-322 Hudson St., New York, N.Y. ... The L. E. Waterman 
Company has purchased property for a new plant at Jersey 
City, adding to its facilities... .E. H. Huber of Eberhard Faber 
headed up two Victory Loan bond drives. . . . (From files of 
Office Appliances). 
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Two Views of Annual Dinner of Wholesale Stationers 
Held at the Hotel Commodore, New York City, March 2 


More than 300 attended the success- 

ful Thirty-Third Annual Convention and 

Exhibition, viewing the new products 

of 85 manufacturers. All officers, 

headed by Herbert Held, Blackwell 

Wielandy Company, St. Louis, Mo., 
were re-elected. 


(See story and other pictures, page 32) 
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Hii "i Typhhinnees 


Skillful Merchandising Maintains 


Essential Profit Level 


rse, providing such inci- 

ervice to buyers as the na- 

ture of the merchandise involves, 
ire the only purposes for which 
an mmercial business is ever 


S ELLING MERCHANDISE and, 


In every kind of trade, this is an 
important socio-economic distri- 
butive function that demands a 
ertai minimum profit for its 
This minimum profit 
vari ymewhat with the size and 
of the business, but in 
eve isiness it requires sufficient 
experience and skill in merchan- 
lisi to maintain the day-after- 
day profit-average that is known 
to be indispensable for permanent 


continuance 


Selling, which in its broadest 
sensi ludes advertising and dis- 
playing as well as face-to-face 
salesmanship, is the implement 

ch this profit must be 


The instinct for investing and 
net for selling are not, 
identical. We all know 

in the retail field as 

well as in industry, who are astute 
al management and prod- 
neering, yet who would be 
ed by their competitors if 
inable to employ adver- 
selling talent 
bracket of comparatively 
nmercial investments, as 
by stationers and other 
ent” retailers, the dealer 
good all-around busi- 
He must be a good buyer, 


isinessmen, 
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a good salesman, a good store ex- 
ecutive, personable enough to make 
friends out of buyers, but above 
all, he must know how select suit- 
able material for his sales organ- 
ization and how to train his men 
to sell for profit in a way that 
builds good will and prestige as 
well as profit. 

Selling is not scientific in the 
literal meaning of the term, but it 
is a professional art. And sell- 
ing experience, whether retail or 
wholesale, has been a chapter in 
the business experience of a large 
number of the world’s most fa- 
mous men 

There are three basic interest- 
impelling factors that affect buy- 
ing-interest in any retail store. 
They are interest in the store it- 
self, interest in the merchandise 
under consideration, and interest 
in the salesperson. The last-men- 
tioned is seldom thought of be- 
cause its influence is rather in- 
tangible and subconscious, but it 
is frequently as important as the 
other two. It is the subtle, in- 
visible influence of the professional 
selling personality — something, 
quite indefinable, that tells a buyer 
he can safely trust the salesperson 
to sell him the thing that will in- 
sure him the biggest value and the 
best results 


Buyer-Interest A Prime Factor 


There is no question that buyer- 
interest is the biggest part of buy- 
ing-receptivity. The first flush of 
interest is attention, but every in- 





By V. N. Vetromile 


Feature Writer 


stance in which a person looks at 
or handles some piece of merchan- 
dise doesn’t result in a sale with- 
out the intervention of a salesman, 
as everyone is aware. 

Typically, the average buyer in 
an appliance salesroom comes in 
for some office machine that he 
already knows about and had de- 
cided conclusively to purchase, or 
he is looking forward to the pur- 
chase of new equipment about 
which he is more or less unin- 
formed and undecided. Then there 
is the fellow who is wholly inex- 
perienced in the selection of office 
furniture or the buying of office 
machines and whose primary quest 
is for an intelligent and experi- 
enced analysis of his prospective 
requirements. 

In nine instances out of ten, the 
undecided prospective buyer and 
the man who is “new” in the buy- 
ing of office equipment looks into 
more than one salesroom before 
placing his order. For this reason, 
the likelihood of getting that order 
depends upon the personality and 
skill of the salesman who “handles” 
him, especially, when, as is so 
likely to be the fact, the same 
equipment is obtainable at the 
same price in any of several rep- 
utable outlets. 

The experienced salesman rec- 
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ognizes this fellow by intuition 
and knows just how to engender 
the prospect’s receptive interest 
by adroit discussion of the pros- 
pect’s plans and requirements after 
drawing him out as to the nature 
of his business, the size of his 
established or contemplated office 
set-up, and so on. By this device 
he builds a figurative bridge into 
the sales talk along which any 
prospect who is normally sociable 
will usually follow him. The sales- 
man then paints a clear word- 
picture of the benefits, economy, 
and adaptability of the machine 
or fixture that he is showing the 
prospect and emphasizes the many 
incidental advantages of making 
the purchase from a long-estab- 
lished stationery outlet with a rep- 
utation for assisting and servicing 
its customers in every possible way. 


Convince With Demonstrations 


In view of the probability that 
substantially the same sales can- 
vass may have been made by equal- 
ly competent salesmen in other 
representative stores, the sales- 
man who recognizes the opportu- 
nity, not only to make a sale, but 
to win another account for the 
business, backs up his talk with 
tangible proof by way of actual 
exhibits, not only of the machine 
but of the work that it can do. He 
will make a convincing demon- 
stration right on the spot, and if 
it seems necessary to the consum- 
mation of the sale or contract, will 
probably show the prospect some 
spontaneous testimonials of satis- 
faction from well-known business 
firms in the locality. Or, in the 
absence of such written testimo- 
nials, he might ask the new buyer 
to telephone some previous pur- 
chaser who has orally expressed 
complete satisfaction with the fix- 
ture or appliance under considera- 
tion. 

So-called “visual selling aids,” 
supplied by most representative 
manufacturers of all machines 
having technical features, can also 
be brought into play very effec- 
tively because they depict graphic- 
ally certain points of construction 
or operation which an inexperi- 
enced buyer may not be able to 
appreciate adequately merely by 
looking at the machine. 

Questions always add stimulus 
to sales-interest, whether they are 
asked by the salesman or by the 
prospect. The salesman’s ques- 
tions, adroitly conceived and strat- 
egically timed, require the pros- 
pect to listen and pay attention, 
if he is to answer them properly, 
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and when he “opens up” and be- 
gins to participate in the canvass 
he can usually be sold at once, 
provided all his own questions are 
answered to his satisfaction and 
he knows that the price asked is 
the honest standard price. 

Even in the ordinary transaction 
with a man accustomed to buying 
office fixtures and appliances, it is 
best to assume that he is not in- 
terested to the point of purchase, 
in either the salesman or the mer- 
chandise, until the salesman “de- 
velops” him to that point. Taking 
too much for granted with regard 
to this phase of selling, especially 
on equipment that runs into con- 
siderable money, often causes the 
sale to flunk. 

One of the strongest devices for 
striking a responsive chord in the 
mind of the undecided buyer is the 
kind of questioning that suggests 
a degree of sympathetic discern- 
ment of some probable problem of 
the buyer, as for example: “What 
troubles have you had with older 
makes of machines?’; “What is 
the special problem that you are 
trying to solve in your accounting 
or filing system?’’, or whatever the 
circumstances may indicate. “Did 
you manage to get five years serv- 
ice out of that old machine? We 
can guarantee you a much better 
service life for this new one,” and 
so on. In general, this follows the 
accepted theory of talking about 
the goods in terms of the buyer's 
own interests as affected by the 
use of the goods 

In every selling situation, a 
courteous, considerate and alert 
attitude goes a long way toward 
arousing interest and buyer-recep- 
tivity. It is bound to make the 
buyer feel “at home”—that he has 
come to the right place, in other 
words 


Buyer Gets Just What He Pays For 


To the inexperienced buyer of 
office outfitting or the chronically 
price-resistant person, the appli- 
ance salesman should point out 
(as diplomatically as possible, of 
course) that in any line of trade, 
if a person shops around long 
enough, he can locate goods that 
have been made “to fit a price,” 
but that the majority verdict of 
persons who have tried this is that 
they would never buy the second- 
rate article again while the real 
thing was availalbe at any price 
within reason 

John Ruskin immortalized this 
truism of trade when he wrote 
‘There is hardly a thing in the 
world that some man can not 


make or do a little worse or sella 
little cheaper and the people who 
consider price only are this man’s 
lawful prey.” I may say, in fact, 
that I saw this quotation from 
Ruskin displayed prominently in 
the salesroom of a big stationery 
establishment in Baltimore several 
years ago. 

Along this same line, a success- 
ful old stationer in Boston said to 
me one day recently: “The only 
price policy I have is that of fair 
prices always with a _ so-called 
‘bargain’ now and then, if I myself 
can find any such thing in the 
wholesale markets to pass on to 
my customers, but I need hardly 
tell you that this is very uncom- 
mon in these days of nationally ad- 
vertised, brand-identified, stand- 
ard-price merchandise.” 


Price-Cutting Should Be 
Infrequent 


Since a real bargain must com- 
bine a low price with sound qual- 
ity, bargain merchandising can 
hardly be a regular feature of any 
business if that business is to pros- 
per. No merchant can afford to 
lose sight of what his goods cost 
him and what it is costing him to 
maintain his store. In truth, it 
virtually costs a certain number 
of dollars just to turn the key in 
the door every morning, that cost 
varying with the location, the size, 
and nature of the business. 

The firm that “shades” a price 
now and then to make advertising 
lures knows what its merchandise 
costs, but fails to consider the 
advertising and selling costs. If it 
did, intelligent management would 
decide that since it costs real 
money to attract buyers by adver- 
tising it is foolhardy to increase 
still further the advertising and 
selling costs by giving away part 
of the profits. 

Price should always be a serv- 
ant, never a master, so to speak. 
Prices should always be fair, gen- 
erally not exceeding the competi- 
tive price-levels of the maximum 
trade area of the business, because 
it is only human nature for a cus- 
tomer to resent seeing an item for 
a dollar less in some other near-by 
store—that is, if it is the identical 
brand or model. 

While a dealer should be as alert 
to lower prices when he can as to 
increase them when he is com- 
pelled to, he should always cleave 
to the legitimate standard prices 
that insure his legitimate net 
profits. 

(Turn to page 121, please) 
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ROM “PRINTERS DEVIL” on a 
F ‘ountry weekly, news reporting 
and a nine-year stretch as multi- 
sraph operator, with some short 
terms in various advertising de- 
ment thrown in for good 
measure, the author has just fur- 
ther fortified himself by reading 
his horoscope (Leo-born) for the 

Just to keep the record straight, 

uu should be warned that what 

O¢ yn from here is not too tech- 
nical. Perhaps a lot of it will be 
ld stuff to many of you 
The t few years I haven't felt 
0 well. Along about mid-summer 
or early fall, I have an annual 
attack of “conventionitis.” The 
remedy is self-prescribed. So far I 
am a major stockholder in an air- 
line, the B. & O. and a couple of 
other deisel streamliners. I can 
heartily recommend it to you. A 
hange of scenery, new and old 
face 1 loud wailings of fellow- 
‘raftsmen will make a new man of 
you. I always return in the best of 
spirits and as I survey the office 
and meander back through the 
shop I am convinced my troubles 
ire little ones. Stock shelves, work 

nd things in general seem 
to be pretty much in order in com- 
parison to what I experienced on 
that last trip. This business of 
operati a lettershop or mail ad- 
vertisi service is not as simple 
would have us believe, 
reason enough that some 
hould come down with 

methi besides ulcers. 


What Duplicating Industry 
Includes 


I just mentioned lettershop and 
rtising service. A more 

term would be the dupli- 

dustry. Now we won't 

me out. That takes in 

any lettershop, regardless of what 
kind of duplicating equipment they 
Even printers, some of which 

re d s nothing more than that 
And some lettershops are 


Another Oscar, Please! 


The Operators of the Letter Shops of the Country 


Deserve a High Award for Their Contribution 
Of Service to the Business World 


doing a poor job of duplicating, 
too. Many so-called public steno- 
graphers have a duplicator, so let’s 
include them also. This art, and it 
can be called such, has for a long 
time been more or less an orphan 
as far as the graphic arts industry 
is concerned. And from what I 
have seen in my travels and 
through correspondence, I can see 
why. Be that as it may, there is 
good and bad in all of us. I shall 
confine my remarks to the broader 
term—the duplicating industry. 

I hope to convince you that, 
generally speaking, the duplicat- 
ing industry of today is as much 
a part and parcel of the graphic 
arts industry as copywriters, de- 
sign and layout men, research de- 
partments, market analysts, en- 
gravers and a lot of others too 
numerous to mention. 


Pick up any one of the promo- 
tion pieces that will hit your desk 
tomorrow morning or grab your- 
self a current publication at the 
newsstand and pick out the most 
appealing ad you can find. Trace 
the mechanical steps necessary to 
get that story into print, and you 
will find that somewhere along the 
line an agency production man, 





by 8. W. Adams 


Adams Letter Service 
Rockford, Illinois 


copywriter or advertising manager 
relied on a lettershop to help meet 
a very urgent deadline. Maybe you 
are looking at a broadside in color, 
a simple insert or enclosure, a 
commonplace ad or a processed 
letter. Selling merchandise or a 
service in today’s market is big 
news and that means everybody 
along the line, down through the 
manufacturer, distributor, jobber, 
dealer and, last but not least, the 
consumer, must get the news fast, 
accurately, and on time. To whom 
else but a competent lettershop or 
mail advertising producer would 
you entrust this important task? 


It’s A “Pressure” Business 


Nothing to it, you say? In simple 
terms it might mean only 3000 en- 
velopes to be addressed. Process 
the letter — multigraph, mimeo- 
graph or offset. Fold, gather with 


WASTE MOTION HELD TO MINIMUM.—Gathering table with interlocking metal 
letter trays and near-by Addressograph cabinets provide easy access and mini- 
mum lost motion in loading magazine of No. 1900 Addressograph. Transferring 
addressed mail direct to inserting table accounts for least possible waste effort. 
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an insert, stuff, seal, meter, sort, 
tie and mail. It does sound simple 
now. What I forgot to tell you was 
the fact that the agency didn’t 
send along enough news release 
paper. On the second callback 
from the lettershop, the produc- 
tion manager couldn’t locate the 
account executive and nobody 
knew where the glossy prints were 
or when they would be over from 
the photographer. It’s only three 
o’clock now, anyway. The prints 
will be delivered by 4:00 p.m. So 
what happens now? You know the 
answer as well as I. The lettershop 
still “bagged” that release in time 
for the 5 o’clock mail! 

Many of us have been in this 
business a long time—for me, only 
a short 15 years. But if the dupli- 
cating industry and its thousands 
of lettershops scattered all over 
this land of ours aren’t a mighty 
important cog in the graphic arts 
industry, then we don’t need any 
faster presses, better engravers, 
copywriters or other specialists. 

These lettershops comprising the 
duplicating industry are actually 
unsung heroes every day. They are 
phantom producers for thousands 
of promotions, large and small 
Each are handling their job to a 
degree of advertising exactness 
They have the “know-how.” And 
here is a tip. If you are looking 
for an enterprising lettershop with 
this uncanny “know-how” and 
ability to handle your work, pick 
one that comes back at you with, 
“Brother, I don’t know we're 


loaded to the gills now.” That’s 
your man! Dump it in his lap and 
he will come through for you. You 
will not only get service, but qual- 


ity, and prevent that second ulcer 
from acting up. 

If ever there is a surplus of 
Oscars, I hope somebody engraves 
a big tall one in honor of the dup- 
licating industry. The one arm on 
the Statue of Liberty could be 
straightened out to hold it aloft. 

Don’t forget, the lettershop is 
probably the last man in line to 
get his hands on that “rush” job. 
The copywriter probably spent 
days in a soft swivel chair fum- 
bling for an idea. Finally it clicks. 
The art department leans on their 
hands and chews up a good pencil 
or chaws off the end of a camel 
hair brush, finally completing the 
job in a week. The engraver says, 
“Four days, and the plates will be 
ready.” The printer says, “Sure, 
we can make that in three days.”’ 
Then finally the job is through the 
bindery. And look what happens! 
The job lands in the lettershop at 
11:00 a.m. and just as if that was 
the only job in process, “It must 
go tonight.” 

The writer has been exposed to 
a lot of lettershop operators, large 
and small. Some are old-timers in 
this game and others are just be- 
ginners. These new folks, and they 
are increasing every year, are ask- 
ing on every side how they can get 
in “the big swim.” What does it 
take to land a good account? How 
can I expand and increase my 
volume? What equipment should I 
have for a full and complete serv- 
ice? 

Let me give you two or three 
cardinal points that I have seen 
put to use over a period of time 
and have proved successful. 

One thing is paramount in to- 





day’s analysis of what’s ahead for 
the duplicating industry. Do not 
commit yourself to additional 
equipment that you cannot pay 
for out of last year’s earnings. The 
only exception to this statement 
would be “unless” you can secure 
a contract account that will def- 
initely pay the freight on the new 
equipment needed to process that 
particular job and show a profit 
from operations. Carefully analyze 
your present production and price 
structure. And I mean your selling 
costs in relation to what it is cost- 
ing you to produce the job. This 
applies to every mimeograph job, 
large or small. Watch your ad- 
dressing costs, material mark-up, 
your multigraph or type metal 
costs. Keep time on every opera- 
tion in every department. With 
this information at hand, I will 
venture to guess that you can in- 
crease your profits in 1949 without 
the purchase of additional equip 
ment or extra personnel. 


“Almost Perfect” Work Won’t Do 


Some rapid strides have been 
made in all duplicating equipment 
since the war. I will stick my neck 
out a little further and go so far 
as to say, “Don’t you believe for. 
a minute that any office employee 
can be taught to run this so-and- 
so duplicator or office composing 
machine.” That is not a reflection 
on your employees. They probably 
can be taught, but can they master 
it to a professional degree so that 
you can command a profit and 
beat your established competitor 
to the draw because you are able 
to render a faster service with 
better quality? This industry is 
right smack up against a buyer's 
market now and it is going to take 
a heap of service and quality-plus 
to hold accounts. With the advent 
and improvement in all duplicat- 
ing equipment, the day is past 
when you can sell a mimeograph 
bulletin that looks like a govern- 
ment priority form. Remember 
them? Just any old typewriter 
won’t do the job “tomorrow.” Typ- 
ists may be good girls, loyal and 
faithful, but from here on in they 
are going to have to be fast and 
accurate. Errors will cost you 
money. Re-runs are expensive. 
Copy by any process must be sharp 
clean, clear and void of noticeable 
corrections. 

Bindery departments must be 
alerted to the fact that a slip in 





gathering pieces in the wrong se- 
quence or a wrong fold may mean 
(Turn to page 169, please) 


PLANNED FOR HEAVY PRODUCTION.—The new No. 450 A. B. Dick mimeograph 
handles a tremendous volume. Slipsheeting is eliminated by using “contact dry” 
ink, and the pedestal-type scope, style and stock are all within easy reach. 
Counter to right of machine (not shown) receives finished work from machine. 
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The Lowdown on Price-cutting 


EALERS HAVE OFTEN asked 
D us how department stores and 
live-wire merchandisers 
seem to flourish by price-cutting 
Their bewilderment 
springs from too little understand- 
ing of a complex subject. To most 
businessmen, a price-cut is a 
much like “pigs is pigs,” 
is more to the story than 
it deserves exploration 
because, unless one has a compre- 
hensive understanding of this 
important phase of merchandis- 
ing, its scope, operation and 
source, one cannot cope with the 
problem successfully. 


other 


consistently 


price-cut 
but there 
this and 


Moreover, what we say here is 
“proof positive” that dealers must 
cost and sell aggresively to earn 
maximum profits in the post-war 
period when competition is in 
high. Merchandising is more than 
displaying your wares, more than 
quoting a price that reflects cost 
plus overhead plus net profit, be- 
cause these are varying factors 
that must be co-ordinated pro- 
perly with all the elements that 
comprise successful business man- 
agement, sales, purchases, collec- 
tions, credits, display, stockturn, 
accounting, pricing and competent 
business analysis, if one is to earn 
maximum profits. 

‘What has price-cutting to do 
with all this?” you are probably 
asking yourself by now. You'll 
soon see. We have spent years con- 
tacting merchandising outlets, and 
know that few appreciate the role 
that the price-cut plays in barter. 


Don’t think that we advocate 
slashing prices, we merely want to 
expound on a phase of business 
operation about which you should 
have a comprehensive under- 
standing from Alpha to Omega if 
you want to be a four-square 
businessman. To combat a thing, 


know all about it, and 
dealers price-cut with- 
out sufficient knowledge of this 
important element in barter. They 
retail outlets getting 
by handsomely with this device 
and they follow master blindly, 
going into the red. Many wounds 
result from a diluted understand- 


one must 


too many 


see certain 


ing of the subject. We hope the 
followin breakdown and com- 
mentary will clarify such mis- 
understanding 

Price-cuts fall into six classifi- 
cation 

1. Clearance cuts used on clear- 
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ance sales to move shelf-warmers, 
trailers, obsolete items and sea- 
sonal goods. These are merchan- 
dising cuts, good business, not 
price-cuts. 

2. Economic cuts resulting from 
over-loaded markets. Beyond the 
control of the businessman. Con- 
trolled only by the law of supply 
and demand. Businessmen should 
never try to counteract the law of 
supply and demand because it will 
eventually slap them down. Re- 
member OPA and other govern- 
ment controls. 

3. Technological cuts. This 
price-cut is always operative in a 
free market backed by industrial 
efficiency. In 1915, a thing that 
looked and ran like an automobile 
cost $5,000 or more. A tire that 
might last 3,000 miles cost around 
100 bucks. In 1925, a radio bring- 
ing in local stations only and lots 
of static cost $500. In Colonial 
days they burned down houses to 
get the nails in them because nails 
were scarce and costly before the 
invention of nail- heading ma- 
chinery. You get more value in 
office equipment today than in 
1920, and so on, ad infinitum. This 
cut is also outside the compass of 
individual achievement. 


Reductions to Build Volume 


4. Promotional cuts to build 
volume, such as loss leaders. The 
chains grew fat on such knifing so 
it does get results, but, in this 
field, the promotional cut is of 
limited use. Loss leaders are spe- 
cials, sold at reduced prices, often 
near cost, to bring in customers 
in order to sell them high-margin 
items that more than make up for 
the loss on the “bait.” 


5. Good will cuts. Merchandis- 
ers able to give such cuts are the 
salt of the crop because they are 
helping to decrease the cost of dis- 
tribution, getting goods to the 
consumer at lower prices and still 
earning satisfactory profits, a goal 
desirable in our post-war economy 
if full employment is to be main- 
tained and free enterprise kept in 
the saddle. The good will cut is 
born of greater managerial effi- 
ciency by which costs per sale are 
reduced, the savings passed to 
customers in the form of price 
reductions. 

6. Sucker cuts. Arbitrary cuts 
just to meet the other fellow’s 
prices. This is the cut which gives 


By Fred Merish 


Business Analyst and 
Financial Counsellor 


the average dealer cum laude. The 
wise merchandiser never uses it 
and it differs from the other clas- 
sifications as democracy differs 
from communism. All the other 
cuts are based upuon business 
analysis and experience records 
that show how to reduce prices 
beneficially. If department stores 
and other merchandising special- 
ists were to price-cut the way 
many gullible retailers do, they 
would find themselves in the rain 
barrel with mosquitos buzzing a 
requiem. They, however, keep their 
feet dry by using adequate cost 
records and supervision, keen an- 
alysis of prior activity before mak- 
ing reductions, and the utilization 
and effective synchronization of 
all essentials underlying sound 
business management. 


Clearance cuts, promotional cuts 
and good will cuts, paradoxically, 
do build profits or minimize losses, 
although the operation works in 
reverse. The conservative dealer 
keeps his stock on hand until 
somebody buys it. The aggressive 
merchandiser keeps his_ stock 
moving and if it doesn’t clear fast 
enough, he takes action, often 
baiting his promotions with price 
reductions. “But, doesn’t this cut 
profits on these sales, often bring 
losses—and what good is selling 
merchandise at a loss?” asks the 
tyro. Such querists consider the 
purchase price of merchandise as 
total cost, overlooking over-all 
cost. The cost of your resale 
stock increases day by day be- 
cause of the overhead charge 
against it, so you earn less money 
on your wares the longer you hold 
them. You’re a price-cutter in re- 
verse if you let overhead pile up 
on your wares because you wait 
until somebody buys them, instead 
of pushing aggressively for busi- 
ness to get a profitable turn. 


A Matter of Overhead 


Overhead, the biggest of all 
price-chiselers, is behind many 
price-cuts you see advertised by 
department stores and other suc- 
cessful merchandisers. One of the 


17 








biggest stores in the country buys 
a product, prices it at regular 
mark-up, if it doesn’t show the 
average turn for items of this type 
within one month, the price is cut 
10 per cent, a fortnight later 
another 10 per cent, if it still lags, 
maybe another 10, and then down 
to the basement at cost. If it 
doesn’t move at cost, it is cut until 
it does pass out. This is a plan 
that this store has found more 
profitable than hanging on to 
goods indefinitely at regular list 
The outsider handling the same 
item, experiencing equally poor 
customer response, would prob- 
ably call this store a price-cutter, 
whereas, its management is using 
good business sense based upon 
experience figures. The outsider 
may carry the same merchandise 
for months, complimenting him- 
self on his adherence to original 
selling prices, yet, when he finally 
sells the lot, he may earn less than 
the department store quoted, be- 
cause overhead on the _ shelf- 
warmers has increased over-all 
cost so that profits are less than 
nil. 

Only in special cases are such 
merchandising cuts applicable in 
this field, but the reason for such 
reductions, the invisible toll taken 
by overhead on cobweb lines, ap- 
plies to everybody’s resale wares, 
so a dealer should keep his stock 


moving, otherwise, he’s a price- 
cutter in principle, if not in prac- 
tise. This means aggressive adver- 
tising and selling promotion and 
less bellyaching about the maca- 
bre practises of price-chiselers. 
Few dealers give a hoot about 
stockturn, and although it has less 
meaning for them than for de- 
partment stores, nevertheless, it 
has a bearing on profits. All things 
equal, the dealer with the bigger 
stockturn is on a better wicket to 
earn bigger profits. Of course, you 
could increase selling prices to off- 
set the overhead toll on the slow- 
movers but the public is allergic to 
paying for somebody’s selling in- 
efficiency so your wares will 
gather only more dust. 


That Period Here Again 

When the market is short on 
supply, price-cutting goes into a 
twilight sleep but it springs into 
action when goods flow freely to 
market again. Now that restric- 
tions are off, the dealer may not 
wait very long to experience a 
buyer’s market and by the natural 
law of supply and demand, price 
reductions are rejuvenated. Under 
OPA and other controls, the law 
of supply and demand sulked and 
our economy got the palsy. Irre- 
gardless of how you feel about 
outside competition and _ their 
come-on prices, that old law of 
supply and demand still functions. 


It says to you, “Play the game my 
way, sell your wares aggresively, 
and live in a palace. Stick to your 
showroom or office, building cas- 
tles in the air, heaping invective 
on other live-wire merchandisers, 
and you'll end up on the wrong 
side of the railroad track.”’ 

Newspapers all over the land, 
for the first time in years, are ad- 
vertising real bargains in soft 
goods, merchandising cuts brought 
about because the law of supply 
and demand has come into its own 
again sans controls. Moreover, 
money is less plentiful, radios, 
home appliances, furniture and 
other heavy lines will be compet- 
ing with office appliance dealers 
for the consumer’s dollar. These 
trends should be the handwriting 
on the wall for dealers who are 
stalling the adoption of an aggres- 
sive merchandising program be- 
cause hard goods, before long, 
should also be plentiful. The 
dealer will be up against price 
competition inside and outside the 
industry that can be beaten only 
with planned promotions of their 
wares and effective follow-through. 
Griping against the evils of price- 
cutting won't help because many 
price reductions are inherent in 
profitable barter. A more realistic 
attitude toward a necessary evil is 
the best approach to intelligent 
management 








COMFORT COMES FIRST FOR CUSTOMERS OF UTILITY COMPANY—Cincinnati 

Gas & Electric Co. believes in seating their customers in comfort when they call. 

Blonde walnut chairs with top-grain leather upholstery add modern beauty to 

this efficieint layout. The chairs were manufactured by the W. H. Gunlocke Chair 
Co., and were sold and installed by C. Loth, Inc., Cincinnati. 
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Modern Records Management 


Extracts from an address before a re- 
cent meeting of the Filing Association 
of New York. Although directed to 
users of filing systems and equipment, 
Vr. Leahy’s discussion contains much 
of interest to producers of and sellers 


of filing facilities. 


HE RECORDS of American pri- 
) eed enterprise, government, 
ind institutions are indispensable 
tools of management and a vast 
stockpile of invaluable experience. 


In these records is the hard- 
earned sum of the successes and 
failures, and the strengths and 
weaknesses of every phase of the 
two great experiments of our time 


the American forms of demo- 
cracy and capitalism—and the way 
of life which has shaped their dis- 
tinctive molds. 

Apace with industrial progress 
there has been a revolutionary 
mechanization, specialization, and 
duplication in record-making and 
record-keeping. Modern § records 
accumulate in fantastic quantities 
and are maintained only at exces- 
sive costs. As a result, modern rec- 
ords are in double jeopardy. The 


fraction of the total which com- 
prise essential records is endan- 
gered and constantly being lost by 
the unjustifiable expense or phy- 


sical impossibility of maintaining 
Sheer mass also makes 
it difficult or wholly impractical 


for management, the analyst, and 
the historian to draw effectively 
yn the experience contained in 
modern records 

Mechanization of the office be- 


p the introduction of the 
typewriter around 1875. Adding, 
bookkeeping, calculating, tabulat- 
ing, and recording machines rap- 
idly followed. Mechanization of 
offices is expensive but it saves 
expensive labor or gives a 
better result. There is an exten- 
sive backlog of improvements and 
new developments in the labora- 
tories of the office machine indus- 
try Further mechanization is 
Widespread use of this 
equipment by spectacularly ex- 
panding public agencies and pri- 
vate enterprise in the United 
State is producing records in 
itities wholly unapproached 
in the past and unparalleled 
abroad 

Specialization in record-making 
and record-keeping has resulted 
from the mighty American drive 
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to get things done faster, cheaper 
or better. Several records wholly 
comprising a single operation such 
as bookkeeping in the last century 
has been divided and subdivided 
into anywhere from a score to 
hundreds of component records. 
Countless specialized, single-pur- 
pose records are the result. 

Duplication in record-making 
and record-keeping also gets 
things done faster, cheaper or bet- 
ter. Labor and expense limited the 
clerk in the past to one or a few 
hand-written or press copies of a 
record. Carbon paper was intro- 
duced just prior to 1900. The 
mimeograph, photo lithography 
and chemical processes followed 
and acknowledge little or no lim- 
itation on copy-making. 


Mass Producton of Records 


The Federal Government has 
amassed 15,000,000 cubic feet of 
records, according to The National 
Archives estimate in 1947. This 
volume is close to 20 times the 
apacity of the largest and most 
expensive national archives build- 
ing in the world, our own National 
Archives. It is equal to the ca- 
pacity of 2,500,000 standard four- 
drawer filing cabinets. An un- 
broken line of these cabinets 
standing side by side, not end to 
end, would, of course, reach a 
great distance—from Washington 
to Ottawa, for example. Such a 
volume of records means more 
than a hundred billion individual 
cocuments; several times the ca- 
pacity and cost of the gigantic 
Pentagon building in floor space 
and maintenance; hundreds of 
millions of dollars in equipment; 
and more than a billion dollars in 


salaries for record-making, hand- 


ling, classifying and filing. 

W.P.A. surveys of state and local 
records show that state and local 
governments collectively have 
amassed an equal or greater vol- 
ume of records. 

Private enterprise and institu- 
tions, with manufacturers, banks 
and insurance companies leading 
in that order, surpass public agen- 
cies in peace time in mechanizing, 
specializing and duplicating rec- 
ord-making and record-keeping. 
Using as a measure the clerical 
worker count in private enterprise 
and institutions, and the volume 
of office equipment purchased, the 
records produced can be safely 
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estimated to exceed by as much as 
50 per cent the combined total of 
the records of Federal, state, and 
local governments. Approximate- 
ly 45,000,000 cubic feet of records 
of private enterprise and institu- 
tions is therefore the best obtain- 
able estimate. The giant record 
overflow centers established in 
Westchester County by the Metro- 
politan Life Insurance Company, 
in Wilmington by DuPont, and in 
Pittsburgh by Westinghouse give 
a local habitation and a name to 
the great volume of records in pri- 
vate enterprise. 


The unit of measure in modern 
records is no longer the individual 
document and the bound volume 
but the cubic foot and the ton. 


The New Significance 


Since record-making and record- 
keeping are indispensable tools of 
management and the experience 
recorded therein one of our great- 
est national assets, management, 
the archivist, the analyst, and the 
historian have a vital stake in the 
fact that modern record-making 
is in a dangerous flood stage. 


Management is primarily con- 
cerned with the high costs of mass 
record-making and record-keep- 
ing which increase overhead, and 
in private enterprise raise the 
break-even point and decrease 
profits. Records in great volume 
are less accessible and less practi- 
cal to use. The management of 
records in such volume is in itself 
a problem. 

Archivists and curators of man- 
uscripts are confronted with a 
volume of modern records far 
exceeding any actual and pro- 
jected capacity of ther storage 
areas. A policy of highly limited 
accessions is forced upon them. 
The volume of records which are 
accessioned are such as to re- 
quire the development of wholly 
new types of finding media sup- 
planting the classical inventories 
and calendars of former genera- 
tions of archivists. 


Historians and analysts are 
overwhelmed by the sheer volume 
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of modern records as materials for 
research and investigation. Here- 
tofore, access to records was only 
incidental to a research project 
In modern times, finding and 
mastering the required records is 
a project in itseif. Management, 
particularly in private enterprise 
is at best reluctant to make its 
records available for research. It 
is wholly disinclined to establish a 
project of record searching and 
assembling to assist the investi 
gator. 


Current Trends 


The four essential elements in 
the management of records have 
not changed in modern times 
They are still: (1) the day-to-day 
function of record-making and 
record-filing; (2) records of value 
must be preserved; (3) records 
preserved must have the physical 
facilities and finding media to pro- 
vide access to them; and (4) the 
experience contained in records 
must be drawn upon and put to 
work. 

But the day-to-day function of 
record-making and record-keep- 
ing has undergone a technological 
revolution resulting in a mass 
production of records. Records of 
value can now be preserved only 
by aggressive, planned destruction 
of the vast majority of duplicated 
or transitory records; the records 
preserved require large-scale, spe- 
cialized storage facilities and new 
techniques including mechaniza- 
tion in the preparation of finding 
media. There is both a new 
premium and a greatly-increased 
difficulty in turning to our na- 
tional advantage the experience 
embodied in the essential core of 
modern records. 

The traditional solution of rec- 
ords depositories whether public 
archives, business and institutional 
records centers or historical so- 
cieties no longer in themselves 
suffice. The financial means and 
physical capacity of such deposi- 
tories are hopelessly inadequate as 
a single device to cope with the 
volume of modern records. 

The solution of modern prob- 
lems in records management must 
therefore be in and by the operat- 
ing agencies of management. Any 
solution must capitalize on man- 
agement’s engineering in the 
mechanization, specialization and 
duplication of record-making and 
record-keeping, the archivist’s 
modern science in selective rec- 
ords preservation, planning, equip- 
ping, and administering large- 
scale and specialized facilities for 


20 


the maintenance of and access to 
records and the development of 
new techniques in finding media, 
and the historian’s science in or- 
ganizing, evaluating, and inter- 
preting recorded experience. 


Records Management Centers 

Records overflow, once relegated 
to marginal office space, cellars, 
attics, or outbuildings, now is in 
such volume as to require and to 
justify sizable, specialized facili- 
ties. 

Planning, construction, equip- 
ping, and administering such fa- 
cilities for records storage involves 
substantial costs but returns tan- 
gible savings many times greater 
than cots. Properly planned and 
located records storage areas equal 
only 15 to 25 per cent of the cost 
of office space, marginal or other- 
wise Suitable records storage 
equipment yields two and one-half 
to three times the capacity of 
equipment required for current 
records. Assembled records mean 
savings up to 75 per cent in the 
cost of personne] for reference. 

If records storage centers are 
records management centers in 
the full sense of the phrase, eco- 
nomies and benefits are multiplied. 
The archivist’s criteria and tech- 
niques for selective records pres- 
ervation combined with a tight 
inventory control annually elim- 
inates as high as one-third of the 
total records stored in the center. 
The centers thus serve as giant 
sieves sifting out the duplicated 
and transitory records as fast as 
they have fulfilled their usefulness 
The archivist worthy of the name 
promptly develops appropriate 
finding media to the resulting core 
of records and anticipates the re- 
quirements of management, the 
analyst and the historian by in- 
suring that the experience recorded 
in such records is or can be readily 
withdrawn. 


Modern Requirements 


These trends point up the fact 
that the records engineering of 
management and the science of 
the archivist and the historian 
must be brought into single focus. 
Furthermore, this single focus 
must be achieved within and at 
the expense of the operating agen- 
cies of management. Such a pro- 
gram is much too large in scope 
to be supported solely by an edu- 
cational or philanthropic institu- 
tion with any degree of the 
effectiveness required. 

The first requirement is a broad 
program of education and infor- 


mation directed not only at man- 
agement and management’s rec- 
ords personnel but also at the 
archivist and the historian. Man- 
agement little appreciates the full 
function and potential contribu- 
tion of the archivist and the 
historian. The archivist and the 
historian, as a rule, are in turn 
baffled by management and rec- 
ords engineering and wary of the 
important contributions they can 
make thereto. Selected mediums 
of promotion and education and a 
clearing house can close. this 
breach. 

Qualified personnel with special- 
ized skills in records management 
and with an understanding of the 
objectives and requirements of 
management, of the archivist and 
of the historian must be provided. 
The nucleus of such personnel is 
available in the several hundred 
who have demonstrated their com- 
petence in the records manage- 
ment programs already referred to 
in government and industry. It is 
noteworthy that these several hun- 
dred specialists converted their 
previous training or experience to 
the requirements of records man- 
agement in a reasonable period of 
time. Their previous training or ex- 
perience for the most part was in 
the fields of public or business ad- 
ministration, archival science or 
history. 

Additional qualified personnel 
can be provided by (a) prevailing 
on a reasonable number of uni- 
versities and business schools to 
present well-planned and ably- 
directed courses in records man- 
agement and promoting atten- 
dance to such courses; (b) offering 
qualified personnel to government 
and industry to conduct in service 
and on-the-job training in records 
management; and (c) developing 
a large group of young records 
management specialists by appren- 
ticeship to experienced personnel 
serving in a consulting capacity to 
government and industry. Such 
training by its nature should be or 
should rapidly become self-sus- 
taining. 

In addition to personnel with 
special skills in records engineer- 
ing, more archivists and historians 
can be developed to serve man- 
agement through: (1) Formal 
educational channels; and (2) in- 
ternship with experienced seniors 

The expert assistance and ex- 
perienced counsel that manage- 
ment requires and that can be 
supplied include 

(Turn to page 98, please) 
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MODERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 


— Monthly Feature on Visual Promotion — 





An Extra Window for the 


Small Store 


A RADIO CLOCK was the prize 
won by the writer for a sug- 
a fairly recent “Trends 


gestion in 


Contest.” The following article and 
the supporting photograph illus- 
trate this suggestion perfectly. 
Where space is at a minimum, 
especially show window space, 


ways and means must be found to 
help the prospective customers see 
all the merchandise it is possible 


to display to their view. Sometimes 
this involves a little extra work or 
an extra daily chore, but these are 
the necessities of business conduct 
which will guarantee maximum 
results and I heartily recommend 
this one to you as a tried and 


tested medium for producing extra 
sales 

The photograph shows a view of 
taken at night through 
the sed front door. We have 


only two windows in which to 
show our merchandise. This is a 
decided handicap in this modern 
age when visual selling has as- 
sumed such important stature. So 
we utilize the space just inside the 
door as an extra window and ar- 
range it just as we would an office 
for a customer. 

The merchandise displayed is 
Yawman and Erbe metal equip- 
ment and Harter chairs, which 
have been important lines with us 
for many years. The first glimpse 
the customer gets of your store is 
the one that usually forms an im- 
pression that stays with him. If 
yours is attractive as he enters, he 
will very likely want to see more. 
If such is not the case, he very 
likely will not bother to even come 
in unless he is desperately looking 
for an hard-to-find article. 
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HOW SPACE JUST INSIDE FRONT DOOR CAN BE MADE TO SERVE AS 


EXTRA SHOW WINDOW FOR STORE WITH LIMITED DISPLAY AREA 
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The “OA” Display 
Section Is Conducted 


By George fy. Taylor 


Long Beach, Callif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





In order to command extra at- 
tention at night we have placed an 
attractive rug just inside the store 
and make our display on it in as 
attractive a manner as possible. 
In the morning we move the desk 
slightly to one side so that the 
customers have access to the rest 
of our interior display. It is very 
important to light this unit well. 
A spotlight over the door or a 
floodlight wil help attract the cus- 
tomer “moths.” 


Plenty of Merchandise 


In order to create the idea that 
we have plenty of merchandise we 
often run chairs down the entire 
length of the aisle from the door 
to the archway. This quite fre- 
quently causes customers to com- 
ment, “I had no idea that you 
carried so much merchandise.” 

If you want maximum results 
from this display, change it from 
time to time. This is another sales 
plan about which you should not 
procrastinate. Put it on your cal- 
endar a year in advance and see to 
it that the presentation is changed 
on the day specified. This is the 
way to get the most out of it. 

If you handle both wood and 
metal (as we do), then the trend 
of the door display should change 
from metal to wood every week or 
so and, of course, if you have a 
special promotion of any specific 
item use the space to show this 
item during the promotion. 

We are constantly arranging 
and rearranging the interior set 
up in our store. There is no defi- 
nite reason for this except to cre- 
ate within the mind of our pros- 
pective customers the idea that we 
are progressive, that we are not 
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aSleep but are constantly on our 
toes. 

The third reason is to make the 
prospective customer curious as to 
what he is to see next. This extra 
work is not a waste of time as I 
have heard some people say, but 
a constructive definite effort to 


attract more customers to your 
place of business. This is always 
the highest aim of the business 
world with the exception of selling 
them. 

It should be a “must” that you 
use all of your available space. It 
is one means, and a most impor- 


tant one, with which to achieve 
the success you are so desirous of 
achieving. If neglected it will be 
of no benefit to you, but will be a 
liability. You might as well throw 
the equivalent of its rental price 
into the gutter. It will do you as 
much good there 





More Profitable Pen Display 


HERE ARE MORE PROFITS to 

be earned by the smaller mer- 
chant if he will pay more attention 
to the display of fountain pens 
and related items. A few pens 
thrown on a piece of velour, and 
maybe a card or two, is surely not 
proper pen display. Now I grant 
you that this is better than no 
display at all, but this type of dis- 
play is decidedly below standard 
and certainly will not guarantee 
you all the profits that you should 
expect your silent salesman to 
earn for you. 

The apparent work should not 
deter you from making the extra 
effort which will certainly produce 
more sales for you and hence more 
profits. The necessary work time 
will be cut more than half if ap- 
proached in a manner that has 
been carefully planned. The com- 
bination sign and pen display 
cards provided by the manufac- 
turers are usually discarded as 
soon as the last fountain pen has 
been removed. If you will save 
these display cards and cut out 
the sections designed to hold the 
pens, you will find many uses for 
them in newer display arrange- 
ments. Many general designs can 
be planned and these cutout sec- 
tions used in the design to hold 
the merchandise. The simplest 
method of using these cutouts is 
the squared board which we have 
stressed so often in this display 
section. The cutouts are fastened 
on the board, each in its own 
square. Thus in a board consisting 
of six squares it is possible to show 
six different kinds of fountain 
pens. Each square, in addition to 
the pens, should carry a small de- 
scriptive card and, of course, the 
price should be mentioned. This 
particular pen display can be used 
as a permanent display in your 
show windows without in the least 
disturbing your displays of other 
merchandise. If you wish they will 
work for you 24 hours a day, 365 
days a year. 

Small cardboard colored coast- 
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By George fs. Taylor 


Display Specialist 


ers when used with paper doilies 
are very effective in displaying 
Single pens or groups of three. The 
doily is fastened on the board and 
the colored coaster fastened in the 
center of the doily by means of a 
staple or a common pin. The pens 
are fastened on the coaster by 
means of their clips at any desir- 
able angle, and price and descrip- 
tion cards added. The accompany- 
ing sketch illustrates this method 
of pen display very clearly. 

Some of the manufacturers are 
supplying plastic pen displayers 
These are very valuable in display- 
ing pens and pencils, both in the 
store and in the window. Here is 
an invaluable item upon which to 
spend some of that budget money. 
If the manufacturer cannot supply 
you with enough of these display- 
ers, have your local plastic factory 
copy them for you. It will be a 
good paying investment. Beautiful 
displays can be planned using 
these displayers. They are espe- 
cially good for use on turntables 
A moving display attracts more 
attention and would be productive 
of more sales. 

There is nothing handier for 
showing ordinary pen holders and 
pencils than slabs of yucca wood 
These can usually be obtained 
from any California display house 
Have them send you some slabs 6” 
in diameter and 3” thick. They 
are very inexpensive, very handy 
and will last a long time. All you 
have to do is to stick the pen 
holders and pens into the soft 
pulplike center of the wood. It 
will hold all the pen holders and 
pens you can stick into it. It isa 
handy displayer for other types of 
merchandise as well 

Never put in a stationery display 
without showing founcain pens of 
all types with it. Your turnover of 
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COLORED CARDBOARD COASTERS 
AND DOILIES FORM EFFECTIVE 
BACKGROUND FOR PEN DISPLAY 





desk sets, pocket pens and pencils 
will be greatly increased if you 
observe this rule. If handled cor- 
rectly, these items make a very 
attractive addition to the station- 
ery presentation. 

There are numerous ways in 
which to display pens. The mag- 
nitude of your presentation de- 
pends on the ability of the trim- 
mer and on the budget you, Mr. 
Merchant, have provided for his 
use or laid aside for your own use. 
If, however, your talent is limited, 
if you cannot afford to hire outside 
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help, and if you have a very low 
budget available for your use, then 


you can adapt some of the fore- 


going ideas to your place of busi- 
ness. The cost will be low. The 
effort will be worth it. Increase 


your pen sales and profits by a 
studied plan carried out to this 
end. 





This Month's Suggestion 
for Your Ad Window 


Advertisement of Clemco Desk Company and Johnson 
Chair Company Furnishes Inspiration 


HE O. A. ADVERTISEMENT 

which suggests our April display 
is found on pages 130 and 131 of 
the December issue of OFFICE AP- 
PLIANCES. It is by the Johnson 
Chair Company and the Clemco 
Desk Manufacturing Company. 

It suggests a display that should 
be of intense dramatic interest in 
this inaugural year and it carries 


a very powerful message which 
can be seen at a glance. It should 
not be hard to prepare, the only 
props needed being an antique 
frame and a sign to go in it. The 


frame can be secured from any 
reputable display house or an an- 
tique shop, the sign would have to 
be made by a good sign man. 
This is the type of display that 
lends itself admirably to the pro- 
motion of finer office furniture. It 
is distinctive and is an ideal way 
in which to show better quality 
merchandise. The antique frame 
should be a fairly large one and 


should be shown on the back- 
ground the display window or 
on an easel at a vantage point in 
the presentation. It should be let- 


tered in Old English type and the 
caption should read “Good Things 
Last.” 

The picture of the vice-presi- 
dent’s chair could be copied to a 
larger size by an artist or used 
just as it is. Tear out the page 
trom OFFICE APPLIANCES, mount it 
on a large card and print under it, 
“The Senate chair of the Vice- 
President of the United States, 
built by Johnson Chair Company 
in 1912.” A photograph of Presi- 
dent Truman, Vice-President Bar- 
clay and other prominent national 
figures would add some atmos- 
phere to the display and attract 
attention. Don’t let this added 
color, however, stand out over and 
above the merchandise display 
with which you are going to show 
it. The main object of the display, 
of course, is to sell furniture 
or at least to call the attention of 
the public to it. 

The furniture must predominate. 
The antique frame must hit you 
in the eye with its beauty and the 
beauty of the lettering. Everything 
else is incidental. This is the type 


of display that is ideal for showing 
one item. One chair, one desk or 
the desk and chair together would 
be sufficient in the way of mer- 
chandise. We are trying to put 
over an idea—that the desk is 
good and that it will last a long, 
long time. An open style display 
will do this. 

Use a spotlight on the merchan- 
dise and one on the frame. The 
sign for this frame should be let- 
tered by the best show card man 
in your town. It should be an ex- 
quisite job of perfect Old English 
type. It must uphold the quality 
of the desk or the effect of the 
display will be nullified. The name 
Clemco and Johnson should be 
coupled with the name of your 
own firm very prominently in the 
arrangement. 

This should be done in order to 
stamp the important information 
on the minds of your prospective 
customers that you are the local 
agent for these famous products 
and that you have them ready for 
delivery right now. 

By all means plan a window 
display as suggested in this article. 
It will add prestige to your busi- 
ness and will help to build that 
sales volume to which you are en- 
titled. Convey the news to your 
public through your silent sales- 
man that “Good Things Last” and 
that your place of business is in 
a position to supply those good 
things. 





Behind That Glass Curtain 


HAKESPEARE has written, “All 

the world’s a stage and men 
and women merely players.” To 
the office supply, office equipment 
and office furniture specialist, all 
of his window space is a Stage, 
and he’s stage manager, scene 
shifter and prop man out to 
create the most alluring setting 

stationery merchandise to play 
ts role most effectively, to win the 
ind the patronage of the 


What the stage manager of a 
theater sets out to achieve is a 
f some degree of grandeur 
that will create a mood, for moods 
have magic to move the audience 
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In selling it’s likewise true that to 
move such merchandise you must 
move the public, and a “stage” 
(your window) set for a display 
has that power when the display 
fits neatly into and blends with 
the background 

Stage plays without scenery or 
backdrops, but only a stark black 
curtain, have been tried “for ef- 
fect” with ill success in those 
“arty” schools of the drama, and 
as ever, reliance is placed anew on 
the setting that awes and inspires 
and attracts ‘em as soon as the 
curtain goes up on the scene. 
Otherwise, as in the case of those 
artless little theater doings, too 


By C. In. Litteljohn 


Staff Correspondent 


much is left to the imagination— 
especially to the imagination of an 
imaginationless public. 

Do not take the imagination of 
your window audience for granted. 
Do not rely too much upon the 
busy passers-by visualizing the 
setting, but provide that magic 
touch in the window as upon a 
Stage, where well-selected and 
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well-placed articles of stationery 
for sale reach out and create a real 
buying mood. 

Of course, no one wishes to have 
passers-by who pause and com- 
ment on exquisite woodwork in the 
stationer’s window, or the color of 
Side draperies, expensive doo-dads 
or other decorations, rather than 
be attracted by the merchandise 


set out. Yet where there is too 
much scenery, with no relation at 
all to the stationer’s lines set out, 
it is likely to be a case of detrac- 
tion. 

Relationship to office merchan- 
dise is paramount in the good 
window display or sales setting for 
Silent salesmanship of stationery 
lines. No matter how “pretty” or 


artistic some green forest scene 


may be as a background in itself, | 


or some architectural beauty like 
a miniature of a Christopher Wren 
masterpiece, if it has no distinct 
bearing on the stationery lines 
displayed, it will detract from 
them. Direct connection, and ty- 
ing-in, is what counts in linking 
up setting with lines of stationery. 





A Dirty Old 


By George . Taylor 


Display Specialist 


T’S AMAZING SOMETIMES what 

intelligent merchants will toler- 
ate in their places of business with 
no apparent reasonable explana- 
tion. I had occasion a few months 
ago to visit a competitor of ours 
and as I was talking to him on 
his main display floor, my eyes 
wandered to an attractive desk 
he had displayed thereon. I was 
struck with the beauty of this 
particular desk, so much, in fact, 
that when I was through with the 
conversation I made a closer study 
of the arrangement which had 
attracted my attention. I remem- 
ber full well the thought which 
flashed through my mind as my 
first impression was formed, 
“What a beautiful desk, why can’t 
we have something as nice as that 
in our store.” 

Upon closer inspection I was 
amazed to discover that we: did 
have a desk not only as nice as 
the one that intrigued me but 
even better than it. I pondered, 
“What made me admire my com- 
petitor’s desk to such an extent 
that even I, a salesman in the 
business and dealing in desks ev- 
ery day of my life, should be so 
impressed with its appearance?” 

I had to consider for quite a 
few minutes before I could satisfy 
my curiosity and decide the rea- 
son for its “apparent” superiority 
over our desk. Ours was equally 
good in utility and quality. In 
design it was far superior to the 
competitor’s desk which had been 
displayed so much to my satis- 
faction. 

I was forced to the conclusion 
that the reason the competitors 
desk seemed so much more attrac- 
tive than ours was because it was 


Rug 


shown on a piece of rough floor- 
ing which we had not covered 
and which was badly in need of 
some sort of modern surfacing. 

Now the important thing to 
consider is the fact that this lack 
of modern display cost merchants 
many dollars throughout’ the 
year. The shopper wants to get 
the most he can for his money. 
(Don’t we all?) He is a busy 
man and does not have the time 
to look into a comparison such 
as I have just made. He hurries 
from store to store and usually 
becomes interested in the desk 
that catches his eye. He does not 
know WHY the one desk looks 
so much better than the other, 
he only knows that it does. 

The desk on the unpainted floor 
is not half as likely to catch his 
eye as is the one shown on the 
new linoleum. In fact the new 
linoleum improved the appearance 
of the desk at least 50 per cent, 
which I proved through my ex- 
perience. We “homebodies” of the 
business world miss out when we 





do not study our competitor and 
his methods. We become so used 
to our surroundings that we are 
complacent and self-satisfied with 
the conditions in our store. 

Look around your own place of 
business and see what conditions 
are prevalent in your own mer- 
chandise presentations. One of 
the most glaring oversights that 
comes to my attention wherever I 
go is the number of dirty faded 
rugs which some merchants re- 
tain upon which to display (?) 
their beautiful furniture. What 
service these rugs render to the 
organization is beyond me. 

The only practical purpose they 
could be credited with is to wipe 
the shoes of those who walk on 
them. They were put there years 
ago, no doubt, to set off the fur- 
niture and to make it more at- 
tractive to the customer. 

If a new rug or a new piece of 
linoleum could fool a desk Sales- 
man as it did the writer, think 
what goes on in the mind of the 
man you are anxious to sell as he 
enters your place of business and 
sees the conglomeration you have 
permitted to remain for his in- 
spection. 
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SANFORD INK CO. “DESKETTE” DISPLAY WHICH APPEARED RECENTLY IN 
WINDOWS OF ALL HORDER STORES IN CHICAGO AREA. 


displayed on some attractive lino- 
leum. The desk in our store was 
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New Furniture Service Inaugurated in 


Denver 


N EXIT FROM the elevator 
A to the second floor at Kist- 
ler’s in Denver proves at a glance 
that there is “a new service in a 
modern mode” in operation. This 
furniture and sys- 
tems department, which has re- 
redesigned and for 
which a grand opening was cele- 
latter part of Janu- 


is the office 
cently been 
Drateda tne 


The general offices for this de- 
partment were moved from the 
right rear corner to a counter- 
enclosed space in the center rear 
wall. Daylight fluorescent light- 
ing has been installed over the 
manage! and salesmen’s office 
| precise arrangement of 
and files reveals a light, 
neat and efficient working place. 
From their desks the salesmen 
can readily see when a customer 
enters the floor. 

The space formerly occupied by 
office is now devoted ex- 
clusively to steel office furniture, 
files and other equipment. The 
customer who is interested in steel 
only will find all acces- 
ynveniently grouped in 
moae ispiays 

The remainder of the floor is a 
olorful surprise to office furni- 
ture istomers Brilliant but 
pleasil shades of gold, billiard 
gree! i chartreuse adorn the 


wall: f four individual galler- 
ies, which are completely equipped 
with a iccessories necessary for 
smoot and accessible business 
efficiency. From a steel-blue ceil- 
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LALLA 


Kistler's Redesigned Furniture and Systems 
Department Put Into Production Recently 


ing, Spotlights cut through to 
highlight the handsome grain in 
the wood furniture. A striking 
contrast is made with gray car- 
peting and a painted Indian red 
floor showing around its edges. 

On the walls of the gold-colored 
office gallery are real photo mu- 
rals which any executive would 
be proud to exhibit. A leaf-pat- 
terned drapery adds harmonizing 
color as well as a homey atmos- 
phere. The furniture placed in 
this section includes executive and 
secretarial desks, waiting room 
tables, leather sofas and colored 
leather chairs. 

Modern water color scenes and 
creamy yellow drapes are decora- 
tive themes in the billiard green 
section. Furniture of a modern 
design is displayed here in con- 
trast to the more versatile designs 
of the gold gallery. 

Each office display is sharply 
segregated through the use of 
“egg crates.” This wooden frame- 
work is built in sections provid- 
ing shelving space for the artistic 
placement of potted plants, cera- 
mics, entwined ivy and books. 


Futuristic Furniture Featured 


Standing before the center dis- 
play, the customer is confronted 
with a chartreuse background 
and a handsome foreground of 
bleached walnut and _ pigskin. 
Here is the most unique and fu- 
turistic furniture in the entire 
department. A sectional, natural 
pigskin sofa spreads snugly around 


a corner. An almost kidney- 
shaped two-toned desk stands 
elegantly in the center of the 
room and is flanked with a 
matching table and smart leather 
arm and side chairs of contrast- 
ing colors. 

The final section is devoted to 
traditional furnishings, and the 
pictures and other accessories 
have been selected for their com- 
plementary value. The strength 
of this comparison is based on the 
fact that there will always be 
business and professional men 
who prefer sedately traditional 
surroundings in their offices. 

The center and open section of 
the floor, surrounded by the gal- 
leries, contains standard wood and 
steel furniture suitable for execu- 
tive, secretarial and clerical use. 
It is arranged in attractive group- 
ings with chairs, sofas and tables. 
This consists principally of lower- 
priced merchandise. 


This entire modern theme is in 
keeping with the color harmony 
designations of the Executive Fur- 
niture Guild of Grand Rapids, of 
which Kistler’s is a charter mem- 
ber. Co-operating closely with the 
Guild on color-styling suggestions 
for customers, Kistler’s retains the 
services of an interior decorator. 
An office furniture salesman de- 
velops the customer’s interest in 
a new color scheme for his office 
as well as in new furniture and 
accessories. From there, the in- 
terior decorator takes the custo- 
mer’s color selections (for he is 
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the man who will live and work his own future office. This in- ply dealers—promoted the grand 


among the color), the measure- cludes the carpet, drapery, picture opening of the office furniture 
ments, number of windows, doors and accessory suggestions. The and systems department as its 
and furniture which must fit into colors which he has selected from most concentrated advertising 
his office. After a sketch in full the large swatches are woven campaign of the year. Because 
color of the prospective office is throughout the plan. this company has some of the 
completed, the customer is pre- Kistler’s—large stationery, finest printing and engraving fa- 
sented with the pictorial vision of printing, office furniture and sup- cilities in the West, all possible 


production and reproduction was 
done in the plant. The engraved 
invitations, sent to some 10,000 
individuals, were circulated, sec- 
ondarily, as a sample of the fine 
engraving done at Kistler’s. 

The entire campaign was cen- 
tered around one theme—“A New 
Service in a Modern Mode.” It 
was illustrated on the invitation 
through the means of a very finely 
engraved picture of a modern 
desk, chairs, carpet and drapes. 
It was the headline in two news- 
paper advertisements (both of 
which were four columns by 14 
inches in size). The slogan was 
also used in a number of radio 
announcements which were stag- 
gered throughout the evening 
hours the week of the opening. 

A window display of Kistler’s 
most handsome and modern of- 
fice furniture was set up in the 
front island window, and an at- 
tractive sign in the corner an- 
nounced the “new service in a 
modern mode.” Throughout the 
main floor, small counter placards 
were displayed, calling attention 
to the new department on the 
second floor. 


Sales People Emphasize Opening 


The day before the opening, all 
sales people on the main floor 
were instructed to inform all of 
their customers for the remainder 
of the week of the second floor 
showing. 

Yellow roses, placed in a dark 
green vase, and blending with a 
smart yellow leather chair, were 
set on the bleached walnut desk 
in the window. These served as 
an additional passer-by stopper. 
Fresh carnations were ordered 
each day, and two attractive, well- 
dressed young women greeted the 
guests as they entered the floor 
from the elevator. One pinned a 
carnation on each lapel, and the 
other pleasantly requested a sig- 
nature in the guest book. Novel 
desk calendars (designed, offset 
and plastic-bound in the plant) 
were given to each visitor. 








af side 
Ss Ce All of the office furniture sales- 
KISTLER’S “NEW SERVICE IN A MODERN MODE” IN OPERATION.—Top: M. Perry men were in the store during that 
Holcomb, manager of the furniture department, and Mary Hodges, interior decora- week, as were representatives from 
tor, give sketch a critical “once-over.”” Middle: modernism is featured in this ventions furniture and steel file 


section of Kistler’'s new furniture display rooms. Bottom: furniture for the more 


conservative office is shown in “traditional” style section at Kistler’s. companies. 
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I've Got an Idea---- 


(Address Presented at the February 
meeting of the Office Equipment 
Dealers Association of New York) 


*REAT MAN died last year. 
Au was a man of simple hab- 
its. He was poor, by any stand- 
ards that we would apply. He 
lived in a country town, far re- 
moved from the centers of popu- 
lation. But he had an idea, an 
overwhelming idea. He was pas- 
sionately devoted to it, and used 
all his energies to accomplish it 
Before he was finished he had 
wrested from Great Britain the 
jewel of her empire. The man was 
Ghandi, and the idea—freedom 


: of another man, who 
died some 85 years ago. He was 
born in obscurity, of poor, pioneer 
parents. While he had more than 
average ability, he had no driv- 
ing ambition and might well have 
lived and died in the same ob- 
scurity that surrounded his early 
life. But he was seized by an idea. 
In pursuing it, he reached a peak 
of greatness that no man in this 
country has ever achieved, before 
or since. That man was Lincoln, 
and that idea was a truly United 
States of America. 


The Power of An Idea 


Well, you say, that’s very inter- 
esting, but what does all this have 
to do with the art of selling? Per- 
haps I can bring it down to earth 
a bit by recounting a personal ex- 
perience of mine. During the ten 
years after I left school, I was 


pursuea Dy insurance salesman. 


I could say “No” to most of them, 
but when my friends in the insur- 
ance business approached me, I 
was in trouble. You Know the re- 
sult. Probably it happened to you. 
From one friend I bought a term 
policy, from another an ordinary 


followed the 20- 
year e1 wment and the 30-pay- 
ment lif and all the rest of it. 


life, and there 


In ten years I had accumulated 
such a mess of policies that I 
was ct I was insurance-proof 


} 
Uli 


Then ne day a chap came 
alongs le wasn’t even a friend, 
mind you) and announced he was 
an insurance salesman. I tried to 
give him the usual brush-off, ex- 
plaining that I already had more 
insura than I could carry. In 
fact, I was thinking of cancelling 
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out some policies. But instead of 
taking my “No” at its face value, 
he said, “You know, I’ve got an 
idea that I can shape those poli- 
cies into a real program for you. 
Wouldn’t it be a fine thing to 
lave your insurance set up so 
that if you die in the next few 
years, there will be money for the 
education of your children? And, 
of course, a portion of it should 
be available to pay Mrs. Davis 
the cash she will need for burial 
expenses and taxes at your death. 
Then the balance could be used 
to provide her with a comfortable 
income for the rest of her life. A 
real insurance program could do 
that for you. Then, if you sur- 
vive until retirement age, we can 
arrange it so that you will have 
an income which, with social se- 
curity, will set you up comfortably 
for the rest of your life.” 


An Idea Turns the Trick 


Well, that caught me complete- 
ly off guard. All these years my 
friends had sold me insurance. 
Here, for the first time, was a man 
selling me an idea—security for 
my family money for edu- 
cating my children a nest 
egg for my wife and myself when 
I was ready to retire. 

Oh yes, I protested. I told him 
that no matter what happened, I 
couldn’t buy any more insurance. 
But if he wanted to waste his 
time setting up such a program, 
it was all right with me. I turned 
my policies over to him, and a 
little later he came back and laid 
the complete plan before me. It 
was a beautiful thing to behold. 
He had worked everything out 
just as he had promised me. 
There was only one catch. I found 
that to do the job as I wanted 
it done would mean that I would 
have to buy more insurance. Well, 
you've guessed it. I bought it- 
the largest single policy I ever 
bought. And let me tell you, noth- 
ing that I have ever bought be- 
fore or since has given me the 
personal satisfaction that I got 
from that purchase, and that in- 
surance plan. 

There is a sequel to the story 
I have been approached many 
times since by other insurance 
salesmen, but now I have a real 
defense. I have an insurance pro- 
gram. I have been sold an idea. 
The man who sold it to me gets 





By Kenneth 7. Davis 


Vice-president, 
W. H. Gunlocke Chair Company 


all my insurance from here on in. 

Now perhaps you see a little 
more clearly just what I am driv- 
ing at. I believe the successful 
salesman, the real top-notcher, 
sells Ideas, and offers his product 
only as a means of fulfillment of 
those ideas. Does the ordinary 
office equipment salesman sell 
that way? I am afraid not. He 
sells desks, but not prestige, or 
utility, or pride of ownership. He 
sells chairs but not sitting com- 
fort, or lessening of fatigue, or 
conserving energy, or preserving 
health. His thoughts are cen- 
tered on his product, not on his 
prospect. Visualize this situation: 
Mr. Average Salesman has a pros- 
pect on your sales floor and he is 
showing that prospect a desk. 
What has that prospect in mind? 
Well, perhaps he is thinking of a 
new modern office, one that’s 
clean, bright, impressive, hospita- 
ble, that puts the seal of success 
upon him. He never expects to 
furnish his office again so this 
time he will do it right. He has 
a mental picture of that office and 
he is struggling to place that desk 
in the picture, to see how it will 
fit into his scheme and fulfill his 
ideas. And what’s Mr. Average 
Salesman doing all this time? He 
is probably mumbling something 
about the size of the desk, or the 
depth of the drawers, or how the 
locking mechanism works. He has 
no idea what is in his prospect’s 
mind, much less attempting to di- 
rect those ideas toward his prod- 
uct and toward a sale. 


Oh sure, I have overdrawn it, 
just as a cartoon is overdrawn. 
The moral is there, though! Far 


27 








too many salesmen think that 
selling consists in showing and ex- 
plaining a product, depending on 
the prospect to sell himself, if 
any sale is to be made 


Four Fundamentals of Selling 


So let’s come to grips with this 
fundamental of all good selling 
the sale of ideas. Let’s see if we 
can set up a method to use ideas 
in our selling, just as my insur 
ance friend did. 

This method? Well, let’s divide 
it into four parts. First of all, 
what do you know about your 
prospect? Let’s say he has ex- 
pressed interest in the purchase 
of an Office outfit. Why is he in 
the market for one? What ob- 
jectives does he have in mind 
that will be fulfilled by a new 
office outfit? What is the layout 
of the office, its relation to ad- 
joining offices? You must get an- 
swers to these questions and many 
others before you are ready to 
begin your selling. In other words, 
you must first investigate. If you 
aren’t accustomed to doing this 
or emphasizing it in your selling 
you will be surprised by the ease 
with which you get that informa- 
tion. Remember, your prospect 
has come to you because he hopes 
you can help him solve his par- 
ticular problem. Of course, he 
probably won’t admit it until you 
have gained his confidence. But 
he needs your assistance in 
achieving the result at which he 
is aiming. Don’t be overwhelmed 
by him. He may be an expert 


in automobiles, or men’s clothing, 
or publishing, but he is hopelessly 
outclassed when he comes into 
your field. 

So I say again, first of all, Jn- 
vestigate! 

Secondly, with this information 
at hand, get your prospect’s point 
of view. You know now the ideas 
he has in mind. You are ready 
to mentally stand beside him and 
help him accomplish those ideas 
Remember, your role is that of a 
friendly counselor. It’s up to you 
to give helpful service and advice. 
Is that thought new to you? Just 
try it sometime. See how it keeps 
your own mind alert, elastic and 
versatile. The best salesmen have 
their customer’s interest at heart. 
They realize that essentially sell- 
ing is serving. For point Number 
2 then, get your prospect’s point 
of view and prepare yourself to 
help him bring his ideas to suc- 
cessful fulfillment 

Then, thirdly, having grasped 
your prospect’s ideas, expand 
them. For instance, when he 
comes into your store his only 
idea may be to set up an Office 
to reflect his own essential sta- 
bility and conservatism. All right, 
that’s his main theme. But you 
can well remind him that there 
are other desirable ends to be at- 
tained, also. For instance, along 
with an idea of stability and con- 
servatism may also go the ideas of 
a hospitable office with comfort- 
able chairs; a restful office that 
comes from the right combination 
of colors; a distinctive office that 








expresses the personality of its 
owner. These, and many other 
ideas, can be set before your pros- 
pect to expand his own first idea 
of what he is trying to achieve. 
So thirdly, then, show him what 
his office should accomplish, what 
it should do for him. Put before 
him all the other ideas to sup- 
plement the one or two principal 
ideas he had in mind before you 
talked to him 

Fourthly, show him how the 
articles you are offering him— 
desks, chairs, and the like—will 
fulfill the desired objectives. To 
take the instance I have just de- 
scribed, you point out that an at- 
mosphere of stability and con- 
servatism is created in part by a 
large substantial period desk and 
generous sized, comfortable chairs. 
You convince him that the com- 
bination of pieces you are offer- 
ing him will bring about the ful- 
fillment both of his original ideas, 
and also those that you later 
planted in his mind as supplemen- 
tary objectives 


Paint Picture of Results 


So there, I believe, are the four 
essentials of selling ideas. What 
about price, you say? Not a sin- 
gle mention of that. Well, I am 
practical enough to know that we 
can’t always escape it, nor that 
every sale is as smooth and in- 
evitable as the one I have de- 
scribed. But I think you will agree 
that price becomes much less im- 
portant when your _ prospect’s 
mind is focused on the results 
he is going to achieve, the de- 
sirable benefits and advantages 
that your equipment is going to 
deliver to him over the years 

To sum up then, I have at- 
tempted to emphasize the impor- 
tance of ideas in selling. I have 
offered you a method which is, 
first, to investigate; secondly, to 
put yourself in your prospect’s 
shoes, to think as he is thinking; 
thirdly, to expand your prospect’s 
thoughts by pointing out many 
other ideas and objectives that 
perhaps he hadn’t considered, and 
finally, to show that the articles 
you offer will bring fulfillment of 
those ideas 

Will it work? Ask any con- 
sistently successful salesman. If 
you are not accustomed to using 
this method, it will take time and 
effort to make it habitual to you. 
But give it a try, and if you want 





A BLAIR ALUMINUM TABLET ARM CHAIR INSTALLATION IN CINCINNATL—A 
partial view of an installation of 36 aluminum tablet arm chairs at the Ford 
Motor Co., Terrace Plaza Bldg., Cincinnati, manufactured by the Blair Aluminum 
Furniture Co., Marietta, Ga. The chairs ate upholstered in Duran, a product of 
Masland Duraleather Co. Installation was made by Ziegler & Sampson Staty. Co. 


it in one sentence, it’s “Sell Ideas, 
and Your Products and Your 
Prospects Sell Themselves.” 
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Use Better Technique to “Glamorize’ 


Chair Merchandising 


Ly Bert Merrill 


Field Writer 


HE SALE of a single chair can 


be an important step in office 
furniture volume-building, accord- 
ing to S. Ritter, proprietor of Rit- 


ter’s Office Furniture Company, 
West Palm Beach, Fla., because in 
addition to showing an individual 
profit its own, the chair sale 
may pave the way toward com- 
plete outfitting of a business office. 


While still comparatively a new- 
comer to office furniture merchan- 
dising in the “Palm Beaches” area, 
Mr. Ritter is already a familiar 
fixture to potential furniture buy- 
ers up and down the southern 
Florida coast. The reason for this 


energetic chair promo- 
tion the year around, with such 


is simply 


origina stunts” as “selling the 
chair upside down,” sampling of 
chairs in the prospect’s own sur- 


comparative displays, 


roundings 


‘ +h 


and so forth 


With a large stock of chairs 
from famous national manufac- 
turers, Mr. Ritter does not wait for 


them to sell on their own merits, 
sitting in the showroom. Instead, 
in making calls on office managers, 
he has constantly played up the 


idea of a “correctly fitted chair” 
for less fatigue and better produc- 
tion in the average office. “We 
would rather go around and test 
the chair to fit the customer, 
rather than to have him telephone 
in and merely send one out,” he 
said. “We even fit a posture chair 
carefully to the person who is 
going to use it, having found that 
there are surprisingly large num- 
bers of people who have experi- 
mented with a posture chair and 
given it up in disgust with a state- 
ment that it would not fit—merely 
because the adjustment screw was 
never touched.” 

When Mr. Ritter gets a prospect 
interested in a new chair of any 
type, a “sample” is sent out and 
demonstrated in the office itself. 
Chair pads and back adjustments, 
plus the basic type of chair itself, 
all enter into this consideration, 
with the result that no Ritter cus- 
tomer is sold a chair until it is 
properly fitted, and he knows how 
to use it. “I have seen so many 
misfits in office furniture that I 
am amazed by it,” Mr. Ritter said. 
“Of course, we cannot fit a chair 
as a department store fits a corset, 
but we can be certain that it gives 
the user proper posture, correct 
backbone support, and so on be- 
fore we make it a sale.” Incident- 
ally, none of the chairs which 


have been sent out on a “sample 
basis” have ever been returned. 
“Selling chairs upside down,” 
which is a continuous policy at 
Ritter’s, consists of displaying two 
duplicate chairs, one sitting up- 
right and one up side down, in the 
window. Whenever a new variety is 
received, Mr. Ritter explains care- 
fully to his sales people the points 
which should be stressed in the 
chair, such as its supports, hard- 
ware and special reinforcements. 
Recently he developed a large win- 
dow sign which points out such 
outstanding features of a heavy- 
duty chair as its block-base, rein- 
forced arm stumps, heavy spindles, 
hand fittings, and methods by 
which upholstery fabrics are fast- 
ened down. This sign appears 
frequently in window displays, 
between a poorly-made, glued- 
together chair, which Mr. Ritter 
took in as a “trade” for the pur- 
pose, and a modern swivel office 
chair. The sign is placed between 
the two, with ribbons leading from 
various itemized points in con- 
struction to the actual chair bot- 
tom itself. The sign is headed 
“Here are features that determine 
chair value,” all of which evokes 
plenty of curiosity. A chair is such 
a commonplace item, Mr. Ritter in- 
dicated, that few people have ever 
observed any difference in their 
construction. “At the same time, 
however, almost every business- 
man can remember seeing a chair 
collapse when roughly treated, or 
when subjected to special strains.” 








A LEOPOLD-EQUIPPED BANK IN CINCINNATI—An impressive Leopold desk in- 
stallation at the Peoples Bank & Savings Co., Cincinnati, Ohio. The planning and 
installation were handled by Globe Office Equipment Co., of the same city. 
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The State of 
the Industry 


e "A SALES EXECUTIVE with a flair for 
phrase making describes the current busi- 
ness picture by saying, ‘The gravy train 
has gone by.’ As merchant and business 
men we recognize the authenticity of the 
description. We know that the channels of 
distribution in our field from manufacturers 
to dealers are filling up. We know that the 
same situation exists in most other indus- 
tries. We know that order-taking, servicing 
an account, is no longer sufficient. We know 
that salesmanship has become a must for 
everyone in the distribution scheme. We 
know that the leveling off of sales peaks 
will result in confusion and uncertainty, 
even slight panics that could snowball into 
catastrophe." 

In the preceding words, as part of his 
column in the April issue of The National 
Stationer, Gordon Kickels, vice-president 
of the Field Division of the National Sta- 
tioners Association, describes the prevail- 
ing business condition. He suggests that 
manufacturers’ salesmen consider the cir- 
cumstance an opportunity to assist dealers 
in achieving balanced inventories, train- 
ing for salesmen, organized promotion pro- 
grams, and less costly operations in general. 
Mr. Kickels pointed his comments to sales 
representatives of manufacturers, but the 
travelers calling on dealers cannot do the 
job alone. To achieve success it must be 
a co-operative venture, which means equal 
contributions of time, effort and skill by 
all involved—manufacturers and their sales- 
men, dealers and their salesmen. More 
time is available for intelligent planning 
and acting, if less time is spent fearing 


and complaining.—WSL 


Editorial 
Wages and Prices 


@¢ THE EXTENT to which businesses are able to 
determine their selling prices and to which labor or- 
ganizations are able to determine their wage rates 
seriously affects economic stability. 

Is continued high employment possible with a con- 
tinuous upward pressure of prices and wage rates? 
Will periodic waves of wage and price advances set off 
general waves of inflation? Will rigidity of wage rates 
and prices cause depression and unemployment? 

Answers to these questions will depend in part upon 
government policy in setting limits to the concentra- 
tion of organized power in labor and business, and in 
part on the policies of labor and business organiza- 
tions in using such power as they may have. 

Three studies being made by the Committee for 
Economic Development deal with various aspects of 
this problem. Results of the studies will be published 
shortly. 


Market Surveys—Their Uses and Abuses 
@¢ AS A MEANS of maintaining if not increasing 
sales in a changing economy, many business organ- 
izations are making surveys, or having them made. 
Improved techniques of market research point to the 
wisdom of such action, although the survey idea has 
fallen into some disrepute because of inaccurate elec- 
tion prognostications last fall. For the most part the 
survey methods used have been criticized. In a recent 
research report covering office machines and equip- 
ment used in a certain division of the insurance field 
we find the survey method above reproach, but some 
of the conclusions reached are erroneous because of 
lack of knowledge of the character and purpose of the 
product of the office equipment industry. In several 
instances machines are incorrectly placed in certain 
catagories. All of which leads to the conclusion that 
the priceless ingredient in any market survey as- 
suming the research method to be correct, is a com- 
prehensive knowledge of products involved. 








Here and There 





PLANT ENGINEER OF IMPERIAL Life. his prow ; h Mr. Pot 
DESK CO. SPEAKS ON FREE Among Mr. Bosse’'s recent talk ter is shown hold pound 
ENTERPRISE PANEL GROUP was one delivered before the New 6!/,-ounce Chinook King salmon 
Gilbert B. Bosse, t Presiden burgh (N.Y.) Kiwanis Clut which h 1 early last ta 
Gilbert H. Bosse of Imperial Desk Puget Sound at Snee-Oosh Beact 
Company, Evansville, Ind., and plant ROY POTTER, AUTOPOINT ear LaConr Wash 
engineer of the same EXECUTIVE, SHOWS SKILL Given ast in fist 
been made a member of a par AS A SALMON FISHERMAN ng equ rT the th 
group pledged to br Friends of Roy Potter, executive men inh Mr. P required 
of free enterprise to various grout ntact in charge of advertising and 45 min ind the big salmo 
and organizations at th nsumer promotion tor the Autopoint Com which measured 46!/, inches long 
level to stimulate more action and pany, maker of Autopoint pencils and 2634 inches around the girtt 
concern on the part of a tizer ind imprinted busine yifts, have His re n't sta t+, he 
in supporting the Ame in Wa ist released a photo testifying t 3 and had to be set by hand 
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MORSE SENSE FROM OLLIE THE OWL 


STAN L. HANSSEN'S HOUSE 
FEATURED IN DAILY NEWS 
AS NEW MODERN HOME TYPE 


Nevertheless, the Chinook King was 
tisk lidn't get away... 
landed in a running 

600 fathoms deep. 


OND 


- & UT 








ROY POTTER (RIGHT) HOLDS 50- 
LB. CHINOOK KING SALMON HE 
LANDED IN PUGET SOUND 











The Stan L. Hanssen home at 
Kenilworth, Ill., was recently fea 
tured on the home and society page 
f the Chicago Daily News as a 
house "'considered an outstanding 
example of modern streamlining 
that perfectly suits its suburban sur- 
roundings.'’ Mr. Hanssen is known to 
this industry as president of the 
Hanson Scale Company, Chicago. 


The home fits into a neighbor 
hood of various types of homes a: 
though it belongs to the landscape," 
says the Chicago newspaper. “'Its 
natural look is as much due to the 
use of familiar construction mate 
rials as it is to the perfect propor 
tion of its angles." 


Among the features of the ning 
room structure are listed: picture 
windows built to carry the eye even 
ly from the inside to the outside at 


the same plane of vision; open 
spaces and doorways that give vis 
tas and room separations achieved 
without id walls; rubber matting 
under the all-over deep pile carpet 
ing to deaden sound: the use of pure 
primary lors in softly grayed 
hades, and a completely unclut 


. , 
tered ettfect due to modern storage 


arrangement 


EXTERIOR AND CORNER OF LIVING ROOM OF NEW STAN L. HANSSEN HOME 
AT KENILWORTH. MR. HANSSEN IS PRESIDENT OF HANSON SCALE Co. 
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Ovce 2 WHO STREET 
THe OAK TREE 
ow. HOLLOW 

Ex 
LIBRI 
Dear Editor: 


There's an old fable that tells 
about the goose that laid the 
golden egg. It might surprise 
you to know that we had such 
a goose in Birdland. When the 
town fathers discovered this rare 
bird, they decided that they 
wouldn't be as foolish as the 
farmer in the fable who killed 
his goose to get all the golden 
eggs at once and got goose 
pimples instead. 

No, they were going to see that 
she was well fed and housed, 
in return for which the goose 
was to give her golden eggs to 
the Birdland treasury. 

The goose agreed. Every day 
the treasury received one golden 
egg. The town fathers were jubi- 
lant. Now, they had plenty of 
money to improve conditions in 
Birdland. They began building 
flying fields, flying schools, 
municipal perches, hatcheries, 
and planted seedlands. 

Before long, one golden egg a 
day wasn’t enough to pay the 
bills. The town council sent for 
the goose and demanded that 
she lay two golden eggs a day. 
Said the mayor, “We have it all 
planned. We'll feed you twice as 
much food and it's just simple 
arithmetic that you'll lay twice 
as many eggs. Even a goose can 
understand that.” The poor goose 
agreed and went back to work. 

While laying around all day, 
she got bored and decided to 
read up on the arithmetic that 
the town fathers said was so 
simple that even a gocse could 
understand it. Soon she found 
that she was getting only chick- 
en feed for her golden eggs. So 
she took a gander and left town. 

When the goose that lays the 
golden egg begins to realize that 
she is a goose, it will be a sad 
day for those who plucked her. 


Very wisely yours, 
OLLIE THE OWL 
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WHOLESALE STATIONERS HOLD 
33rd ANNUAL CONVENTION 


85 Manufacturers Exhibit Lines at Successful 
Meeting — More than 300 in Attendance 
Entire Slate of Officers Re-elected for 1949-50 


The thirtv-third annual convention and exhibition 
of the Wholesale Stationers Association of the U.S.A 
and Canada was held on February 27-28, March 1-2, 
in the Hotel Commodore, New York, N. Y 

Registration started early Sunday afternoon, Febru- 
ary 27, and steadily increased to well over 300 by the 
time the books were closed 

Promptly at 3 p.m. the annual convention trade 
show was officially opened in the east and west ball- 
rooms and main ballroom foyer, permitting conven- 
tionites to devote several hours to the inspection of 
product displays of 85 manufacturers. Musical enter- 
tainment plus a delicious collation rounded out the 
day at the president’s and officers’ reception held in 


ec 


the early evening between 5 and 7 P.M. 
President Held Presides 


A good attendance marked the first general conven- 
tion session which was called to order in the main 
ballroom at 10:30 a.m. on Monday, February 28, by 
General Manager Harold C. Whittemore. with presi- 
dent Herbert Held presiding. After extending greetings 
and a cordial welcome, he called upon David Koeller, 
Blackwell-Wielandy Company, St. Louis, Mo., to ren- 
der the invocation. He then introduced president 
Herbert Held, Blackwell-Wielandy Company, St. Louis, 
Mo., who reported on the association’s activities for 
the past year. Declaring the association has become 
nationally known for its accomplishments, he called 
for a continuation of co-operation by all members 
and pointed out that without unity the association 
cannot carry out its aims. Seeing the necessity for 
intense promotional plans and strong selling efforts 
for the coming year, he recommended that markets 
be analyzed in order that advantage might be taken 
of every opportunity to sell merchandise. In speak- 
ing of National School Carnival promotion, he de- 
clared it has had a strong influence on progress dur- 
ing the past year and he looks for even greater 
improvement during the coming year. In conclusion, 
he thanked the exhibiting manufacturers for their 
co-operation with the association and expressed the 
hope that the Wholesale Stationers Association would 
grow and prosper. 

The reports of the various committees were then 
heard—George F. Griffiths, Noesting Pin Ticket Com- 
pany, chairman of the auditing committee; Joseph 
Strauss, Automatic Pencil Sharpener Company, chair- 
man of the exhibit committee; and J. Thurston Roach, 
Southern Central Paper.Company, chairman of the 
necrology committee. At the conclusion of Mr. Roach’s 
report the entire assemblage stood with bowed heads 
in respect to the memory of the departed members. 


Hear Whittemore, Rodgers 


The next order of business was a report of “What 
Resulted in 1948 and Plans for 1949” on the School 
Carnival national promotion by Harold C. Whittemore 
He was followed by William Rodgers, Paper, Stationery 
and Tablet Manufacturers Association, who spoke on 
“How to Make ‘School Carnival’ a Nation-Wide Slo- 
gan.” After reviewing efforts made during the past 
year which had proved so successful in promoting the 
School Carnival campaign, he went on to outline 
plans for 1949. No longer pressed for time as was the 
case last year, he pointed out that a complete selling 
job will be done this year, covering Chambers of Com- 
merce, local merchants’ associations, local newspapers 
and radio stations throughout the country. Promis- 
ing a thorough nation-wide coverage, consisting of 
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advertising mats, releases and art work to be sup- 
plied to newspapers, he could see no reason why sales 
of school supplies cannot be kept at a high level every 
month of the year and even greatly increased by 
more intensified promotion. In conclusion he declared, 
“There is no limit to what intelligent planning and 
intensive promotion can do to push sales,” and he 
urged every member to enlist the co-operation of 
merchants in their localities. 

The next speaker was Tracy Higgins, Higgins Ink 
Company, whose subject was “Ten Thousand Store 
Windows Did Shout a Message Think What Twenty 
Thousand Could Do.” Calling for greater participa- 
tion on the part of wholesalers and manufacturers 
alike, he advocated an increase of window display 


promotion from 10,000 to 20,000 to give a more com- 
plete coverage 


Declaring that the promotion permits 





OFFICERS OF WHOLESALE STATIONERS ASSOCIATION 
For 1949-50.—Seated: Harry Litzenberger, H. H. Tammen Co., 
Denver, Colo., vice-president; Lothhardt Jensen, Brinn & Jen- 
sen, Omaha, Nebr., vice-president: Herbert Held, Blackwell- 
Wielandy Co., St. Louis, Mo., president: H. C. Whittemore. 
executive secretary. Standing: J. H. Chipman, Brown Bros., 
Ltd., Toronto, Canada, vice-president; Louis M. Brown, Eber- 
hard Faber Pencil Co., vice-president; John G. Kolb, national 
chairman, Sales Representatives National Society. 


the manufacturer to reach thousands of retailers 
serviced by wholesalers that cannot be sold any other 
way, he found it fills a genuine selling need and 
pointed out that strong co-operative effort is the an- 
swer to the problem. 

David Manley, Modern Retailing, spoke on “Point 
of Sale—Dealer Contact with Thirty Million School- 
goers.” Reminding his listeners of the important part 
played by retailers in determining the success of the 
plan, he remarked that no matter how good the ma- 
terial is, their co-operation is vitually necessary. The 
first important step is for the wholesaler’s salesman 
to make contacts with dealers and the second is to 
give widespread publicity to the project. He went on 
to outline his publication’s publicity efforts to enlist 
the retailers’ enthusiastic co-operation and show why 
they should participate. 


Tells of Tie-In Plan 


Next to address the group was Marion Springer, The 
American News Company, Inc., whose topic was the 
school supply circular—“A New Way to Create De- 
mand for School Goods.” Describing a plan designed 
to tie in with the School Carnival promotion and 
boost schoo] supplies in general by the use of circu- 
lars, he declared the possibility of reaching more 
potential buyers than just the display alone is possi- 
ble if dealers will buy them from wholesalers and 
distribute them to their clients. They can be used 
as direct mail pieces, envelope stuffers and counter 
handouts. The circular provides room for the dealer’s 
name and location. He suggested that dealers co- 
ordinate the distribution of circulars with their win- 
dow displays and other publicity 

The last event of the first session was the show- 
ing of a motion picture entitled “Telephone Courtesy,” 
presented through the courtesy of the New York 
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Telephone Company. It portrayed telephone habits 
und practices that build business and improve jobs. 
short rest period, luncheon was served in 
the main ballroom at one o'clock, with Henry E. Abt, 
Brand Names Foundation, Inc., as guest speaker. After 
reviewing the growth of brand names, Mr. Abt pointed 
it the possibilities for development in the stationery 
industry for branded merchandise which in the end 
will p! te greater confidence in products and de- 
velop consumer demand, Declaring that the possibili- 
inlimited with a large home market to be 
considered, all of whom buy stationery articles, he 
.dvantage of manufacturers’ building stream- 
lined knowledge of their brands which could then be 
more efficiently distributed through the wholesaler 


lé re 


U +} 
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who functions as the manufacturer’s agent to the 
retaile! 

From 2:30 until 9:30 in the evening the trade show 
exhibits were open for inspection of products. The 
ladies at the convention attended a bridge-tea and 
fashion show at 2:30 p.m. and at 4 p.m. the annual 


Board Control meeting was held. In the evening, 
starting at 9:30 p.m., a “Gay Nineties” social was held 
in the main ballroom at which lunch and refresh- 
ments were served. A quartet of singing waiters en- 

sd and souvenirs were provided for the ladies 
mn to numerous door prizes. 


Tuesday, March 1 

3:30 Tuesday morning the Sales Representatives 

Society held their annual breakfast. The 
ywwing officers were elected: president, John G. 
Howard Hunt Pen Company; vice-president, 
vard Shoemaker, J., Eberhard Faber Pencil Com- 
pany; eastern regional chairman, Herbert C. Hooks, 
Moore Push Pin Company; and western regional 
Joseph D. Hale, J. D. Hale Company. 
The second regular convention business session was 
d over by L. M. Jensen, Brinn & Jensen Com- 
naha, Nebr., first vice-president of the asso- 


ciation. Mr. Jensen introduced W. G. Turquand, sales 
manager of the portable division of Underwood Cor- 
poration, who spoke on “Selling in Today’s Market.” 
He pointed out that the old-time concept of the sales- 
man was outdated, that today’s salesman must supply 
merchandising service and ideas to help move the 
goods off the dealers’ shelves. He recommended small 
group conferences as an excellent means of accom- 
plishing an interchange of ideas among salesmen. Sell- 
ing today, he said, has three major objectives—(1) 
creation of desire on the part of your dealers for your 
specific product; (2) creation of dealer desire to “push” 
your particular brand over others; (3) development of 
the “know-how” in your dealers and their salesmen for 
presenting and selling your products. He closed by 
urging the lavish use of sales helps as an excellent 
means of building confidence in any company’s sales- 
men. 

The next feature on the program was a panel 
discussion with William Greenleaf, Bainbridge, 
Kimpton & Haupt, Inc., New New, N. Y,, acting as 
moderator. The panel members were as follows: Dis- 
tributors — David Koeller, Blackwell-Wielandy Com- 
pany, St. Louis, Mo.; Harry G. Horder, Associated Sta- 
tioners Supply Company, Chicago, Ill.; Leo Wurtz- 
burger, Acme Paper Company, Memphis, Tennessee; 
H. L. Chandler, Adams, Cushing & Foster, Inc., Boston, 
Mass.; manufacturers—A. D. Farrell, Automatic Pen- 
cil Sharpener Company; C. W. Lofgren, Sanford Ink 
Company; and L. A. Hehner, American Lead Pencil 
Company. 

Hold Panel Discussion 

Some of the questions and answers follow. 

1. With reasonable price adjustments, brought about 
by normal economic trends, can sales volume be 
held—or increased? (‘This question relates pri- 
marily to commercial stationery, merchandise used 
in business offices). 

Answer: Can be held and possibly be increased. 
2. How are you cushioning for a marked decline in 





HERE AND THERE AT THE WHOLESALE STATIONERS CONVENTION 


M. H. Chute. Jr.. Bainbridge, Kimpton & Haupt, Inc.. New York, 

N. Y P. R. Westcott, Sr., Westcott Rule Co., Inc. 

J. W. Henn and H. B. Van Dorn, both Joseph Dixon Crucible Co. 

R. A. Jonas. Oxford Filing Supply Co.; ove Luckett, Luckett 
Leaf Company. Ltd., Toronto, Ontario, Canada. 

4. R. N. Wood. and R. B. Gingland, both Esterbrook Pen Co.; Harry 
G. Horder, Associated Stationers Supply Co., Chicago. IIl. 
Ruport Austin, C. Howard Hunt Pen Co.; H. N. Schmidt, Paul M. 
Adams Co., Baltimore, Md.; John G. Kolb, C. Howard Hunt Pen Co. 
Mr. and Mrs. Herbert Held (President, Wholesale Stationers Asso- 


Blackwell-Wielandy Co., St. Louis, Mo. 


Ed Blevins. 
and Mrs. 


7. Will Winnes, Will Winnes. Inc., Cincinnati, Ohio; 
Caldwell-Sites Co., Roanoke, Va.; Mrs. Blevins; Mr. 
Ray V. Schumacher, S. E. & M. Vernon, Inc. 


8. E. L. McCusker, D. W. Sharpe and R. C. Schmutzler, all Reyburn 


Mig. Co. 
9. Martin Brown and Frank May. both J. L. May Co.; Harry Litzen- 
berger. H. H. Tammen Co., Denver, Colo. 


10. James J. Grecco, 
Prtg. & Staty. Co.. New York, N. 
Hotchkiss Co. 


E. H. Hotchkiss Co.; Abe Schlossberg. Perry 
Y.; A. L. Johnson, The E. H. 


(Our photographer penitently reports the spoilage of 12 other personality photos through 
the inadvertent use of an outdated film pack. This loss is regretted.) 
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sales volume if this should come? 


Answer: By taking precautionary measures—closer in- 


ventory control, added coverage, greater sales ef- 
fort and increased promotion. 

3. Closely related to this last question but approached 
from a different angle, is the query “What sound 
procedures should be taken as protection against 





SEEN AT WHOLESALE STATIONERS CONVENTION 


Above: Asa Wright. Tayloe Paper Co., Memphis. Tenn.; J. H. Chipman 
Brown Bros., Ltd., Toronto, Ontario, Canada; John G. Bainbridge: J. H. 
Taylor, W. J. Gage, Ltd., Toronto, Ontario, Canada; R. C. Denver. 
McFarlane Son & Hodgson. Ltd., Montreal, Quebec, Canada; A. L. 
Naismith. Buntin Gillies & Company. Ltd., Hamilton, Ontario, Canada; 
F. J. Goette, Schwabacher-Frey b... San Francisco, Calif.; R. S. 
Greenwood, Warwick Bros. & Rutter, Ltd., Toronto, Ontario, Canada; 
Harry Litzenberger, H. H. Tammen Co., Denver, Colo.; Ben Levy. 
Majestic Stationery Co., Philadelphia, Pa. Below. front row: Hy Hur- 
witz, United Art Co., Boston, Mass.; Herbert F. Held, Blackwell- 
Wielandy Co., St. Louis, Mo.; Lawson Long, Practical Drawing Co.. 
Dallas, Tex.:; H. C. Whittemore, Wholesale Stationers Association. 
Back row: L. C. Oelwang, Scranton’s Book & Stationery Co., Rochester 
N. Y.; R. B. Putnam, Froctiont Drawing Co., Dallas, Tex.; Orville 
Diemer, Langan Paper Co., Des Moines, Iowa; L. M. Jensen, Brinn & 
Jensen, Omaha. Nebr.; Henry S. Heffley, Schwartz Paper Co., Lincoln. 
Neb.; Cortland B. Horr, Associated Stationers Supply Co., Chicago, IIl. 


deflation, having in mind the thought of some 
advisers that we are not yet done with inflation?” 

Answer: Weed out, eliminate wasteful practices, take 
optimistic attitude, go out and do a selling job 

4. Are many small firms likely to fold up in the 
foreseeable future? Will many be seeking addi- 
tional funds? Is there any trouble ahead, credit- 
wise? 

Answer; Yes, many will—those who buy from whole- 
sale stationers who give seasonable datings will 
fare better. 

5. Should a wholesaler spread 
stocking all competitive lines, 
centrate on lines to push? 

Answer: No—he should carry 
brands. 

6. Does the telephone offer a wholesaler a good in- 


his purchases thin, 
or should he con- 


nationally-promoted 





strument in selling? How can it be used most 
effectively? 

Answer: Yes—definitely gives good tie-in with sales 
efforts. 

7. Which suits the wholesalers’ interest best—net 


price, or list and discount? 

Answer: Divided opinion. 

8. What should be done to promote contact on the 
policy level between wholesaler management and 
manufacturer management? Can this contact be 
maintained without injuring or disturbing execu- 
tive responsibility so vital to proper organization 
functionings? 

Answer: Top management of both 
manufacturer to confer and co-operate to 
out problems successfully. 

9. Is the wholesaler, in this period, primarily a ware- 
housing and service institution or a sales agency 
for the active promotion of sales? 

Answer: Works in dual capacity of sales agency and 
warehouse-service organization. 

10. What is the practice of the wholesale industry in 
regard to sales meetings? When and how often 
are such meetings held? How are they conducted? 
What benefits are seen? Can they be improved? 

Answer: At least once a month was thought proper— 
fine for schooling on product and service. 

11. In so far as the average wholesaler or manufac- 
turer is concerned, what relation does the suggested 
dollar sales budgets for 1949 bear to the actual 
sales for the year just closed (1948)? Should the 
budget for this coming year be the same, more, 
or less than 1948 in view of possible lower sales 
volume and also lower selling prices? 

Answer: Individual problem—if headed up, set it up; 
if headed down, set it down. 

The morning session was then adjourned and 
luncheon was served, The guest speaker was Dr. 
Henry Bund, director of divisional management and 
methods, Research Institute of America, Inc., who 
spoke in place of William J. Casey who was unable 
to attend because of illness. In an optimistic talk 
on business outlook entitled “What’s Ahead for Busi- 
ness,” Mr. Bund gave as his opinion that business 
conditions were getting back to normal with no major 
set-back in sight. With a somewhat lower price level, 
he visualized better values and more consumer buy- 
ing. His advice was for each business to concentrate 
on their own efficiency problems and do a good plan- 
ning and promotion job to contribute toward making 
1949 a good year. 

The trade show exhibits were open from 2:30 p.m 
| to 9:30 p.m. and at 3:00 p.m. the ladies assembled 

(Turn to page 158, please) 


wholesaler and 
work 





FAMILIAR FACES AT THE WHOLESALERS NATIONAL CONVENTION IN NEW YORK CITY 


1. Mrs. Dorothy Miller, Harold C. Whittemore, and Alice Klein, all 
Wholesaie Stationers Association. 

2. D. C. Huntington, Dennison Mig. Co.; Edgar M. Berry. Loring, Short 
& Harmon, Portland. Me.; R. A. Maish. Dennison Mig. Co. 

3. William H. Smith. Venus Pencil Company, Toronto, Ontario, Can- 

ada; J. P. ‘Steve’ Moriarty, E. Morrison Paper Company. Wash- 

ington, D. C.; C. B. Rosengren, Geyer Publications; Harry Tehan 

a Ink Co. 

R. C. Scherer, John Leslie Paper Co., Minneapolis, Minn.; Julius 
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Kahn, David Kahn, Inc.; Alfred Lippman, E. T. Howard Co., New 
— N. Y.; C. E. Collogan, John Leslie Paper Co., Minneapolis, 
nn. 

5. Hy Hurwitz, United Art Co., Boston, Mass.; Jack Silver. Advanco 
Products, Div. Advance Salesbook Co.; Max Goldstein, Rochester 
Stationery Co., Rochester, N. Y.; Harry Tehan, Jr., Cooke & Cobb Co. 

6. artes M. Levy and William I. Lampel, Art Steel Sales Corp.; 
W. H. Greenleaf, Bainbridge, Kimpton & Haupt. Inc.. New York, 
N. Y.; Joe Bandes, Julius Bandes & Company, Inc 
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JOHN C. PRESTON, LTD., OPENS AT OTTAWA 


John C. Preston, Ltd., is a new firm in this industry 
recently opened at 37 Murray St., Ottawa, Ont., Canada, 
lizing in planning the comfort, utility and effi- 


specializi 
ciency of the modern business office. 


President of the company is John C. Preston, son of 
James Preston, president of Preston-Noelting, Ltd., 
Stratford, Ont., a firm once known as Globe Wernicke 


his father purchased the plant. It was there 
ynn C. Preston and his two brothers learned the 
manufacturing end of the business from a man highly 
respected in the office equipment field in Canada. At 
present, the oldest brother, W. J. (Jeff) Preston is gen- 
eral manager of the factory and the youngest brother, 
James D. Preston, is secretary-treasurer and sales man- 
new John C. Preston, Ltd., organization. 


before 
that J 


ager of the 


Went to Ottawa Eight Years Ago 


John C. Preston has opened his retail business in a 
city where he was sent by his father’s firm eight years 
ago on a temporary basis to sell equipment to the gov- 
ernment. He also had some retail experience as the 
manager of the Imperial Typewriter Company of Cana- 


da, Ottawa branch, a firm which he purchased in the 
organization of John C. Preston, Ltd. 

The new retail firm has an attractive and modern 
store front and display facilities. The showroom has 
an elevated floor five inches above the natural level, 


attractive in green tile and carpeting for flooring. The 
color scheme is unique with rose and grey for the 
opposite walls. Mr. Preston‘s office is in the middle 
section and visible from any part of the store. Due to 
two walls of tihs office being of plate glass, it acts as a 
display room, showing a complete office suite in use. 
The background of the store is in the form of oak 
panelling with a false window which is indirectly 
lighted to show off an outdoor scene. 

The typewriter, adding machine and time clock re- 
pair room is in the rear of the store and behind this is 
a large warehouse for furniture and stationery supplies. 


Directs an Interested Staff 


Mr. Preston, who is himself 30 years of age, directs a 
staff that is interested in the office equipment and 
supply business. The staff has good working conditions, 
hospitalization plan, adequate vacations and bonus 
payments at Christmas time. The owner believes that 
pleasant working conditions result in better service 
to the customers. 

Knowledge of the business from the bottom up is 
serving Mr. Preston well. He started work as a laborer 
in his father’s factory, spending three years working in 
all departments including the machine room, cabinet 
room, finishing and steel departments, and costing 
office. At the time he decided to go into business for 
himself he was being trained for sales manager of 
Preston-Noelting, Ltd. 





JOHN C. PRESTON OPENS NEW OFFICE EQUIPMENT STORE IN CANADA'S CAPITAL 


After eight years’ background in the manufacturing end of 
the office equipment business, John C. Preston, son of Pres. 
James Preston of Preston-Noelting, Ltd., has entered the retail 
field in Ottawa, Ont., on his own. Above left: the attractive 
new store front of John C. Preston, Ltd., the doors of which 
opened for business in January, 1949. Above right: Mr. Pres- 
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ton dictates a letter to his secretary. Lower left: one of the 
complete executive office setups, giving prospective customer 
a concrete idea of how the suite would look in his own office. 
Lower right: section of wood furniture department. The 
firm maintains a complete repair shop for typewriters, adding 
machines and time clocks, as well as a large warehouse. 


35 









4 . 
- s 








HEAD TABLE NOTABLES AT HAROLD HAMPTON’S PARTY 


Left to right: Ken Boyer, Newell B. Newton Co., Toledo, Ohio; 
Bill Hoge, The General Fireproofing Co.; Bill Smith, Ace 
Fastener Corp.; Paul Burbank, National Stationers Assn.; 


SUPPLY COMPANY CELE- 
BRATES 30TH ANNIVERSARY IN NEW HOME 
Following three days of open house in the new 

location of the Indianapolis Office Supply Company, 

Kentucky Ave., and Georgia St., Indianapolis, Ind., 

members of the firm's staff, headed by President Harold 

Hampton, entertained a number of manufacturers rep- 


INDIANAPOLIS OFFICE 


resentatives and several dealers at a dinner in the 
Lincoln Hotel on the evening of February 24. Totaling 
48, those present learned once again that Harold 
Hampton is an excellent host 

Terming the assembly “the first of NSA regional 


meetings,” Mr. Hampton presented the seven members 
of his staff in attendance and then introduced each 
other individual with some quip or pertinent comment 
He spoke of the cifficulty he encountered in reducing 


Harold Hampton, Indianapolis Office Supply Co., Indiana- 
polis, Ind.; Rose Cushman, NSA; Charlie Davis, retired; H. C. 
McPike, Weis Mig. Co.; Harry Fellowes, Bankers Box Co. 


an original list of 350 folks in the industry to a reason- 
ably sized crowd of 56 which could be entertained in 
the private dining room selected. The honor of being 
invited was considerable because selection was made 
on the basis of personal friends in the field “who had 
given more to the industry then they had taken out 
over the years.” 

Mr. Hampton reviewed the history of his business 
humorously, insisting that he had practically no capital 
when he started on March 31, 1919, but finding it im- 
possible to convince manufacturers, who extended 
credit to him. From a single employee 30 years ago, the 
staff has grown to 34, seven of whom own stock in the 
business. The firm was incorporated on July 1, 1940, 
with a charter that restricts stock from being held by 
anyone but an employee. In addition to general lines 





GUESTS WHO ENJOYED HAROLD HAMPTON’S HOSPITALITY ON THE EVENING OF FEBRUARY 24 


Top. the Dealer Group—Seated: Harry Morton, Indianapolis Office 
Supply Co.; Miles Fox, Miles Fox, In« Detroit. Mich.; Emile 
Raque, O'Connor & Raque, Louisville, Ky.; Georgia Alberty and 
Opal Barlow, both Indianapolis Office Supply Co.; Mrs. Miles Fox 
Harold Denomme, Indianapolis Office Supply Co. Standing: Ken 
Boyer. Newell B. Newton Co., Toledo, Ohio; Harold Hampton. the 
host: C. J. Petithory, Indianapolis Office Supply Co.; George Davis 
Bank & Office Stationery Co., Indianapolis, Ind.; Dick O'Connell 
Indianapolis Office Supply Co.; Henry Chesick, The Century Press 
Newcastle, Ind.; Karl Kramer, Indianapolis Office Supply Co.; Art 
Fontaine. Decker’s, Inc., Lafayette, Ind.; Pat O'Connor, O'Connor 
& Raque, Louisville, Ky.; Sid Glueck, General Office Supply Co. 
Cleveland. Ohio; Dick Heer. The F. J. Heer Printing Co., Columbus 
Ohio; Ernie Earnshaw, Roth Office Equipment Co., Dayton, Ohio: 


36 


E. A. Decken and Earl Balk, both Indianapolis Office Supply Co. 
Bottom, Manufacturers—Seated: Harry Nichols, Weis Mig. Co.; Bob 
Vojta, Chicago Saddlery Co.; Bill Smith. Ace Fastener Corp.: 
Brewster Towne, National Blank Book Co.; Harry Health. Richard 
Best Pencil Co.; Charlie Davis, retired; Harry Short, Columbian 
Art Works; Art Frey. manufacturers’ representative; H. N. Paham, 
manufacturers’ representative. Standing: Folger Fellowes, Bankers 
Box Co.; J. Hershner. manufacturers’ representative: Harry 
Walden. Wilson Jones Co.; Harry Fellowes, Bankers Box Co.; 
Harry Balch. Quality Park Envelope Co.; Jack Johnstone, Wallace 
Pencil Co.; Jack Luke, Sengbusch Self-Closina Inkstand Co.; Dick 
Steding. Wallace Pencil Co.; Parle Cooley, Bates Mig. Co.; Bill 
Lipner, Koh-I-Noor Pencil Co.; Ralph Graham, Columbia Ribbon 
& Carbon Mig. Co. 
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IMPRESSIVE NEW QUARTERS OF INDIANAPOLIS OFFICE SUPPLY CO. IN INDIANA CAPITAL 

room, with order-fillers and members of the shipping room 
staff at their posts. Center: downstairs display of wood desks. 
Lower left: part of the display of General Fireproofing desks. 
Lower right: General Fireproofing steel and aluminum chairs. 


Upper left: the company’s general offices, where are located 
executives’ private offices, switchboard, central files, order 
and billing desks, and bookkeeping department. Upper right: 
part of the display floor and a view of the stationery stock- 


the company now has exclusive agency 
with the following manufacturers: Acme 
Visible Records, Inc.; Bankers Box Company; Richard 
Best Pen Company; Columbia Ribbon & Carbon 
Manufacturing Company; The General Fireproofing 
Company; Hoosier Desk Company and Wallace Pencil 
Company 

Of all the guests at the dinner only Paul Burbank, 
general manager of the National Stationer Association 
and Bill Hoge, the General Fireproofing Company, were 
asked ft peak. Mr. Burbank responded briefly, com- 
plimenting Mr. Hampton and his associates on their 
achieve! Mr. Hoge retold his famous story of the 

ittle Green Soldiers 


A gue deserves 


of produ 


special mention is Charley 


Who 


Davis, retired representative of the Automatic Pencil 
Sharpener Company. Mr. Davis who is 80 years old and 
lives in Battle Creek, Mich., traveled the entire dis- 
tance to Indianapolis by bus to be present for the open 
house celebration. 

During the day before the banquet, the visitors in- 
spected the one-story building in which the Indiana- 
polis Office Supply Company is now housed. They were 
first impressed with the wide expanse of show windows 
which extend for 122 feet along Kentucky Ave. and 12 
or 13 feet around the corner on Georgia St. Next they 
viewed the spacious interior, which has a total area of 
21,000 square feet, half on the ground floor and half in 
the basement. The building is triangular in shape, 
which Mr. Hampton says enabled them to streamline 





EXTERIOR OF NEW HOME OF INDIANAPOLIS OFFICE SUPPLY CO.., 
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operations and save 35 to 40 per cent of time in han- 


dling orders. On a test run 350 orders were filled in 
one day in the new quarters, whereas the best record 
in the former location with the same personnel was 175. 

The ground level floor houses the business offices, 
shipping and receiving rooms, display space and the 
stock of office supply items. The lower level is devoted 
to displays of wood and metal office furniture as well 
as to storage space for equipment items. As the build- 
ing is completely air conditioned, with a maintained 
75 degrees of temperature, dust is largely eliminated 
Since the moving of merchandise started late last De- 
cember, the shelf stock has needed only one thorough 
dusting. 

Floors throughout are asphalt tiled. Walls are 
painted in a pleasing light pastel green. Sound absorb- 
ing tile lines all ceilings. Over 200 fluorescent light 
fixtures provide plenty of illumination. Supplementary 
spot lights emphasize items on display. The spot lights 
come on automatically as daylight wanes. The com- 
pany name on the outside of the building in orange 
neon also lights up automatically as darkness settles. 

The new quarters of the Indianapolis Office Supply 
Company are a credit to the industry and indicate the 
high degree of operating efficiency that can be reached 
through careful thought and planning. 

- Owe 


KOL, INC., NAMES REPRESENTATIVES 


Kol, Inc., 220 S. 10th St., Minneapolis, Minn., manu- 
facturers of metal typewriter tables, filing and utility 
stands, recently announced the appointment of the 
following new sales representatives: 

E. J. Mitchell, 5540 Delmar Blvd., St. Louis. Mo. 


Missouri, Kansas, Nebraska and Illinois outside of 
Cook County. 
William Corbett, 2433 Merwood Lane, Havertown, 


Pa.—Maryland, Delaware, Washington, D.C., and south- 
eastern Pennsylvania. 

Len C. Jacobs Company, 122% S. Sweetser Ave., Los 
Angeles, Calif—Washington, Oregon, California, Idaho, 
Nevada, Utah and Arizona. 

John M. Lamb, former advertising manager of the 
company, has left to become associated with the ad- 
vertising end of a Minneapolis employment organiz- 
ation. 

Top-bracket management of the firm remains vested 
in President Karl V. Larson and General Manager U. 
W. Hella. The latter reports a sharp upgrade of na- 
tional sales ever since the end of December, with 
February “literally booming.” 

The company currently has made several improve- 
ments in the general line, going into Vinoyl under- 
coating in finishing metal parts of the stands and 
tables, improving the green color heretofore featured. 
The No. 1000 gray, they state, is currently the largest 
selling item in the whole line. 

——_ - 


$6,000 TAKEN FROM OFFICE SUPPLY FIRM 


Three gunmen escaped with $6,000 in cash and mer- 
chandise from the Gary Office Equipment Company, 
Gary, Ind., on February 11 after forcing R. E. Hodge, 
one of the proprietors, to yield the safe combination. 

Mr. Hodge was bound and gagged by the three 
yeggs, who confronted him in the rear of the store 
as he returned to do some work early in the evening. 
The intruders first demanded the safe combination. 
Mr. Hodge told them he didn’t know it, but after they 
dragged him partway down the basement stairs, he 
revealed it. He said the men poked their guns into 
his back and threatened him. 

About $1,200 in cash was stolen from the safe, along 
with about $2,500 in watches, including new ones and 
those awaiting repair. Fountain pens and movie films, 
valued at about $2,500, were also stolen, police said. 

Mr. Hodges told police that the burglars did not 
harm him except for a slugged jaw received when he 
looked at one of them. He was then ordered to gaze 
in another direction 


/ 
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Calendar of 
Industry Activities 











April 4-5. District No. 9, NSA, Texas Hotel, Fort 
Worth, Tex. George Rollosson, Regional Governor, 
George W. Rollosson & Son, Crowley, La. 

April 7-9. District No. 4, NSA, Soreno Hotel, St. 
Petersburg, Fla. Arthur Hubert, Jr., Regional Gov- 
ernor, John H. Harland Co., Atlanta, Ga. 

April 22-23. District No. 7, NSA, St. Paul Hotel, St. 
Paul, Minn. James Gaffaney, Regional Governor, Gaf- 
faney’s Fargo, N.Dak. 

April 25-26. District No. 6, NSA, Congress Hotel, 
Chicago, Ill., P. G. Picknell, Regional Governor, Haines 
& Essick Co., Decatur, Ill. 

April 27-30. National Association of College Stores, 
Hotel Biltmore, Los Angeles, Calif. Russell Reynolds, 
Executive Secretary, 189 W. Madison St., Chicago, Il. 

April 28-29. District No. 10, NSA, Cosmopolitan Hotel, 
Denver, Colo. William Mason III, Regional Governor, 
Out West Printing & Stationery Co., Colorado Springs, 
Colo. 

May 2-3. District No. 14, Hotel Lafayette, Long Beach, 
Calif. R. A. Thomas, Regional Governor, Grimes-Stass- 
forth Stationery Co., Los Angeles, Calif. 

May 6. District No. 12, NSA, St. Francis Hotel, San 
Francisco, Calif. E. A. Petersen, Regional Governor, 
Associated Stationers, Los Angeles, Calif. 

May 9-10. District No. 11, NSA, Winthrop Hotel, Ta- 
coma, Wash. Al Osborn, Regional Governor. Tacoma 
Office Supply Co., Tacoma, Wash. 


May 23-25. National Office Management Association 
Annual Office Equipment Exposition and Thirtieth 
International Conference, Convention Hall, Philadel- 
phia, Pa. A. C. Spangler, Secretary, 12 E. Chelten Ave., 
Philadelphia 44, Pa. 

June 1-2. District No. 1, NSA, Wentworth-By-The- 
Sea, Portsmouth, New Hampshire. Courtney F. Bird, 
Regional Governor, M. T. Bird & Co., Boston, Mass. 

June 19-22. NOMDA Twenty-fourth Convention and 
Trade Exhibit. Ambassador Hotel, Los Angeles, Calif. 
Oswald Schreiner, Executive Secretary, 1129 Vermont 
Ave., N.W., Washington, D. C. 

June 23-24. District No. 3, NSA, Ambassador Hotel, 
Atlantic City, N. J. Joseph C. Runnels, Regional Gov- 
ernor, Commercial Office Furniture Co., Washington, 
Db; @. 

October 2-6. National Stationers Association Forty- 
third Annual Convention and Thirteenth Merchandise 
Exhibit, Hotel Stevens, Chicago. Paul Burbank, Gen- 
eral Manager, National NSA Headquarters, 740 Invest- 
ment Bldg., Washington 5, D. C. 


a 
NAME JUNIOR PARTNERS IN DALLAS FIRM 


John L. Andrews and B. B. Webb, Jr., have been made 
junior partners in the Texas Office Furniture Com- 
pany, Dallas, Tex., B. B. Webb, senior partner and 
manager, announced. Both of the new partners served 
as salesmen for the company before the promotion. 
B. B. Webb, Jr., joined the firm in 1945. Mr. Andrews, 
formerly zone promotion manager for the Kelvinator 
Division of Nash-Kelvinator, joined Texas Office Fur- 
niture in 1947. 

B. B. Webb said the expansion of the company in 
1947—-when it occupied its present two-story building 
at 2214 Main St. near Preston—necessitated the in- 
crease in management personnel. J. E. Brooks of Dal- 
las has been added to the company’s sales force.— 
WLF 


OFFICE APPLIANCES, April, 1949 











_— OE CUa—li(C 


a 


Milestones in the 50-Year 
Story of Shaw-Walker 





FIRST FACTORY—Shaw-Walker Company started in the 
card system business on March 8, 1899. Within one year 
their rented quarters outgrown, the partners risked their 
business to finance this factory which they outgrew by 1901. 
Now a Gospel Mission, three blocks from present factory. 


Built Likea 
4 Skyscraper” 


4 TRADE-MARK created in 1913 was to 
illustrate pictorially the strength and 
rigidity of Shaw-Walker'’s all-welded 
steel file, the nation’s first. A recent 
survey indicates that the man jump- 
ing in the file drawer is still one of 
the best-known trademarks in the 
office equipment industry. 





i ‘ 
sit ane 


TODAY—The second factory erected in 1901 is a part of 
today’s 17 acres of floor space. Shaw-Walker has its Master- 
Craft Division, loose leaf factory in Kalamazoo. 





L. C. WALKER—President of 
company since 1899, under 
whose leadership Shaw-Walk- 
er became one of the largest 
exclusive makers of office fur- 
niture and filing equipment 
Mr. Walker, on the job daily. 
is actively engaged in the 
progressive development and 
improvement of products, 
methods and distribution. 
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$495 


Shaw-Walker Card System 


Worth any number of pigeonholes or books. With it the busy business 
or prof al man can collect in a sma!l place all the information and 
loose and bothersome details that are scattered throughout his desk and 
office, Each day is brought to his notice those matters which should 
have immediate attention. 

te made of selected quarter-sawed white oak, with three ply built up 
THE CASE bottom, ts nicely finished inside and out, Atted with adjustable 
follower, sad Giled with 400 LINEN BRISTOL RECORD CARDS, 325 ruled 
1 SET OF ALPHABETICAL INDEXES; 1 SET DAY INDEXES; 3) BLANK INDEX 
CARDS, various colors, for special indexes. ee ee ae 

inch required to St the width of your desk If not 

perfectly satisfactory you can have your money beck 
A catalogue eaplaining the system Selly and descriptive matter illusrateng 
33 special weee accompany cack outfit, or will be sent separate for two ampe. 


The SHAW- WALKER CO., Muskegon, Mich. Su5¢3 
: The Largest Exclusive Makers of Card Systems in the World. 














EARLY NATIONAL ADVERTISING—Ad in Munsey's April 

1900, reads; “Shaw-Walker Card System — Worth Any Num- 

ber of Books or Pigeon Holes — Complete $1.95.” — Then, as 

today, every Shaw-Walker product was designed to save 

time, save space, increase office output. At the outset 

Shaw-Walker sold by mail The first ad for dealers appeared 
in OFFICE APPLIANCES, June, 1905. 





Today Shaw-Walker sells its 4,000 office time-savers and 


space-savers through more than four hundred Dealers and 


sixteen Office Panorama branch stores. 


A. W. SHAW —In 1900 the 
magazine SYSTEM was created 
by The Shaw-Walker Co., as 
a house organ to increase 
sales by mail. Mr. Shaw took 
SYSTEM to Chicago in 1902 
where it became the nation’s 
leading business paper. In the 
1930 merger of A. W. Shaw 
Co. and McGraw-Hill it be- 
came BUSINESS WEEK. Mr. 
Shaw has continued as a 
director of Shaw-Walker. 
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AT OPENING OF NEW UTILITY STATIONERY STORE IN CHICAGO LOOP, MARCH 8 


Upper left: exterior view of the store at 65 W. Washington 
St., with crowds awaiting opening hour. Upper right: general 
view of store’s interior. Center left: Utility executives and 
guests of honor. Left to right: Morris Wolf, president; Frank 
Giuntini, director of operations; Harry Hecktman, treasurer: 
Andy and Della Russell, luminaries from the entertainment 


UTILITY STATIONERY’S SIXTH STORE 
OPENED IN GALA STYLE TO THOUSANDS 
The formal opening of Utility Stationery Company’s 
new ultra-modern store at 65 W. Washington St 
Chicago, brought enthusiastic response from more 
than 11,000 persons who streamed in to witness the 
event and become “first customers.’ Occupying more 
than 14,000 square feet of space, including an enor- 
mous main floor and an equally large lower level, 
the store became the sixth member of the rapidly- 
growing Utility organization 
So large was the attendance and so enthusiastic was 
the reception given Singer Andy Russell and his wife, 
among other honored guests, that the supply of 6,000 
roses flown in from California and distributed by three 
glamorous models was exhausted. Rush local 
orders provided more flowers for the visitors 


Soon 
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world; Arnold Hedman, furniture department manager; 
Marvin Wolf, vice-president: and Oscar Tischer, store man- 
ager. Center right: model office setup on theater-like stage. 
Bottom left: one section of the stationery department. Bottom 
right: partial view of extensive furniture department. 


Construction costs at the new location, according 
to Morris E. Wolf, president of the concern, are in 
excess of a quarter of a million dollars. One of the 
largest and most completely-stocked office furniture 
and office supply centers in the nation, the new Utility 
stationery store provides Chicago with an entirely 
unique type of modernistic architecture as well. 

Completely modern in design, the store blends a 
soft-tone color scheme with a scientifically-contrived 
daylight cathode ray lighting system. It also has a 
year-around air-conditioning plant, of latest design, 
which reaches every square foot of the store’s area. 

The Utility store contains 11 major departments, 
including one section devoted to all types of modern 
office furniture, another to business machines, and 
still another to visible systems. A _ special installa- 
tion and instruction service on use of these systems 
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feature of the latter department, located 


level. 


is an added 
in the lowe! 


Latest models in office furniture design are displayed 
on an elevated theatrical-type stage, and a battery of 
floodlights points up their unusual features. Harry 
Heck tm an, secretary of Utility Stationery Company, is 
particularly proud of the furniture department man- 
aged by Arnold Hedman, who personally designed the 
decorative arrangements for the ultimate in sales 
appeal through the soft-tone color scheme providing 
the proper psychological reaction of the customer. 

Tischer to Manage Store 

O. Tischer, formerly manager of Utility’s Madison 
St. location, is now general manager of this new store 

The enormous all-glass front, modernistically styled, 


impressive display of merchandise to ar- 
ntion of passers-by. The setting has equal 


provides an 


rest the atte 


amounts utility and eye-appeal and items from 
all departments in the store are colorfully high- 
lighted 

Departments are roomy and recessed shelving pro- 
vides maximum display. Commercial stationery, 
books supplies and varied office items are readily 
available customers. 


—- © 


FIELD-PARKER STAGES OPEN HOUSE EVENT 


Field-Parker Company, Inc., office equipment and 
stationery firm of El Paso, Tex., recently held an open 
house to mark the formal opening of its larger store 
at 310 Texas St. This event was given extra significance 
30TH ANNIVERSARY VIEWS OF THE 


NEW FIELD-PARKER STORE AT EL 
PASO, TEX.—Above: the inviting store 
front of the new Field-Parker Co. head- 
quarters at 310 Texas St., El Paso. Be- 
low: view toward front entrance of the 
new store during the 30th anniversary 
opening, Feb. 4 and 5. 
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by the fact that the organization is celebrating its 
thirtieth anniversary this year. 


The new quarters are located in the center of the 
downtown district. In addition to providing ample 
display facilities for the stationery department, the 
new store has several offices set up with model furni- 
ture displays, and an office machine department has 
been installed on the balcony. 

The Field-Parker Company, Inc., as it stands today, 
is an outgrowth of a partnership formed in 1915 by 
Herbert D. Field and Robert L. Parker. In September of 
1918, Field, Parker and E. A. Ridell filed papers of in- 
corporation. That year, commercial stationery and 
business records were added to the original lines of 
office and bank equipment and a branch store was 
opened in Phoenix. In 1932, the company was pur- 
chased by E. J. Benavides, the late Thomas A. Thornton 
and Miss Mathilda A. Hankens, who is now the presi- 
dent of the firm. She started with the organization in 
1920 as secretary to Mr. Parker. 


Now associated with Miss Hankens in active manage- 
ment of the company are Marvin E. Adkins and George 
M. Harper. Mr. Adkins worked as an outside salesman 
for five years before entering the service. When he re- 
turned to El Paso in 1945, he was made manager of 
the Modern Stationery Company, which has now been 
combined with Field-Parker Company. George Harper 
became associated with the firm in 1945, when he re- 
turned after four years service in the Pacific area. 


In 1947, Mr. Adkins was selected by the Junior Cham- 
ber of Commerce to receive the award as the most out- 
standing young man in El Paso. 


7a PARKER | COMPANY 
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OKLAHOMA OFFICE OUTFITTER 
BELIEVES IN DISPLAY FROM THE 
GROUND UP.—Above: street-level per- 
spective of the unique three-level dis- 
play window at The House of Wren, 207 
N. W. Second St. in the Sooner State's 
capital. Left: the second floor display 
window which, at time of photo, was 
devoted exclusively to upholstered fur- 
niture. The entire second floor, compris- 
ing 10,500 sq. ft. of floor space, is wholly 
taken up by such well-known furniture 
lines as Stow-Davis suites, Shaw 
Walker steel furniture and files, Milwau- 
kee chairs and Imperial desks. 
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HOUSE OF WREN FEATURES UNUSUAL FRONT 

An unusual] store front with a display window that 
towers from street level to the third floor and a perpen- 
dicular 43-foot neon sign, surmounted by a wren house, 
is a striking feature of the ultra-modern store of the 
House of Wren at 207 N.W. Second St., Oklahoma City, 
Okla. 

The wren house is the identifying symbol of this firm, 
which at this location has 31,500 square feet of floor 
space to properly display the House of Wren stock of 
office furniture, equipment and gift accessories. 

As many display units of merchandise as possible 
have been arranged within the visual range of cus- 
tomers and illuminated with a generous allotment of 
fluorescent lights to make shopping easy. The first 
floor, covering 75 x 140 feet, is devoted to office acces- 
sories, gifts, greeting cards, stationery, luggage, mimeo- 
graph sales and the executive offices. 

The entire second floor, with 10,500 square feet of 
floor space, displays office furniture such as the na- 
tionally-kKnown lines of Stow-Davis executive suites, 
Shaw-Walker steel desks, chairs and filing cabinets, 
the Milwaukee chairs and the Imperial Desk Company 
line. The third floor is given over to used furniture and 
equipment, a repair department and storage. The store 
is air-conditioned the year around. 

—- — 


ELDRED’S OBSERVES SIXTIETH YEAR 


In a novel greeting card, “Orchids to You,” the firm 
of Eldred’s, Inc., Lorain, Ohio, is telling its friends of 
its sixtieth year in business. It was on March 17, 1889, 
that Milton N. Eldred opened his stationery store in 
Lorain, coming there from Elyria, Ohio, at the age of 
19 as the junior partner of the Elyria firm of W. F. 
Eldred & Company in which his older brother, father 
and a sister were associated with him. 

Books, stationery and office supplies, together with 
household furnishings and wallpaper, made up the 
stock at that time. Lorain’s population then was a 
scant 3,500. 

Eldred’s, Inc., today proudly relates, “We brought to 
Lorainites the first fountain pen, typewriter, mecha- 
nical pencil, greeting card and many other items that 
are commonplace in our lives today.” 

President of the firm is Arthur C. Eldred. He says, 
“Our aim today is the same as it was 60 years ago—to 
make each transaction a satisfying pleasure.” 
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MARSHALL-JACKSON COMPANY, CHICAGO, MARKS 
SEVENTY-FIFTH ANNIVERSARY 

This is the diamond jubilee seventy-fifth year for 
Marshall-Jackson Company, stationers of Chicago 
serving the industry since organization on January 1, 
1874, as Ives & Marshall. The firm was succeeded by 
George E. Marshall & Company on May 1, 1876, and 
business continued under that name until June 13, 


1904, when it was consolidated with Thayer & Jackson 
Company and incorporated as Marshall-Jackson Com- 
pany 

Of historical significance as 75 years of operation 
are marked is an old order register dated 1875 and 
bearing the handwriting of George E,. Marshall. It lists 
the names of customers served in that year and in- 











GEORGE E. MARSHALL 


Founder of Marshall-Jackson 





cluding several still in business and sold by Marshall- 
Jackson Company, namely: 
Jones & Laughlin Steel Corporation. 


Spraguc & Warner Company, now Sprague-Warner, 
division of Consolidated Grocers Corporation. 

Armour & Company. 

Crerar Adams & Company 

Marshall-Jackson Company was located at what is 
now 111 W. Monroe St. until the spring of 1909 when 
the move was made to the present location at 26 S. 
Clark St 

Serving the company for many years, the record of 


seven employees lists 20 years or more of continuous 
duty. Six have had at least ten and up to 20 years 
of employment. 

O. R. Geuther, who started in 1909, heads the organ- 
ization as president, his years of service being exceeded 
among the officers only by O. F. Modene, vice-president 


SOTH ANNIVERSARY 
PARTY FOR O. F. MODENE 
ATTENDED BY SALES 
STAFF MEMBERS OF MAR- 
SHALL-JACKSON CO., CHI- 
CAGO.—Seated at head 
table, left to right, are O. R. 
Geuther, president; Oscar F. 
Modene, vice-president and 
treasurer, and Clark S. 
Roland, vice-president and 
sales manager. 
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and treasurer, who began with the firm in 1899— 
50 years ago. C. S. Roland, vice-president and sales 
manager, started in 1920 and J. R. Wershing, secretary, 
in 1933. 

Mr. Modene’s golden anniversary with Marshall- 
Jackson Company was observed on the evening of 
January 28. A sales meeting was called which later 
was disclosed as a dinner party given by the sales 
organization in honor of Mr. Modene’s 50 years of 
service. It was well planned and came as a complete 
surprise to the vice-president and treasurer. 

At this happy event, Mr. Modene was presented with 
a Lord Elgin watch, a travel kit and a gold fountain 
pen and pencil set. It had also been arranged by the 
sales organization to make it possible for Mr. Modene 
to present each of those attending with a fountain 
pen and pencil set in commemoration of the event. 

oo 


SALES TRAINING REPORT AVAILABLE 


Increased sales volume, lower distribution costs, 
higher profits, better customer relations, and lower per- 
sonnel turnover are some of the results that can be 
expected from successful sales training, according to a 
survey of selected companies with progressive sales 
training programs. 

The survey was made by the policyholders service 
bureau of the Metropolitan Life Insurance Company, 
in co-operation with The National Federation of Sales 
Executives and the National Society of Sales Training 
Executives. Findings of the survey have been published 
by the Metropolitan in the report, “Training Salesmen,” 
which was issued as a part of the Metropolitan’s con- 
tinuing program of services to group-insured com- 
panies. 

Purpose of this report is to provide executives with 
practical assistance in reviewing or developing sales 
training. Included is information on the following sub- 
jects: 

The set-up of successful sales training organizations; 
the development of a training program; how to keep 
the program practical; how to present the program; 
training methods available; size of the training group; 
training aids; outlines and guides for conference lead- 
ers, and training facilities. Also included are charts 
showing the training organizations of several com- 
panies; job descriptions of sales personnel and training 
representatives; and sales training program outlines of 
several selected companies. 

Executives who would like to see this report may ob- 
tain a copy by writing to Policyholders Service Bureau, 
Metropolitan Life Insurance Company, 1 Madison Ave., 
New York 10, N. Y. 
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NEW STORE OF PENZEL’S, MUNCIE, 
IND.—View from front entrance of new 
store, construction work on which was 
completed in June, 1948. Dimensions of 
main floor are 19 x 100 feet, while 
downstairs furniture display room meas- 
ures 17 x 50 feet. Flooring is of asphalt 
tile; lighting intensity averages 80 foot- 
candles. Grained steel fixtures were 
built by Service Steel Products Corp. 


PENZEL’S OF MUNCIE REMODELS STORE 


A major remodeling program has been completed 
by Penzel’s, booksellers and stationers, a firm which 
was established in Muncie, Ind., in 1906 by C. A. Penzel. 
As the business grew and flourished, a three-story 
brick building was purchased and occupied in 1915. 
It is this building, in the heart of the downtown 
Muncie shopping area, which was modernized and 
improved to fill the needs of the firm. 

After demobilization in December, 1945, C. A. Penzel 
Jr., entered the business as a partner on January l, 
1946. During the latter part of that year it was 
decided that an extensive remodeling and enlargement 
program would be undertaken. After writing the Na- 
tional Stationers Association for suggestions on re- 
modeling advice and guidance, it was determined to 
engage R. J. Eichenlaub of Service Steel Products 
Corporation, Chicago, to make a preliminary survey 
of the existing property. In February, 1947, Mr. 
Eichenlaub visited the store for three days and, in 
conjunction with the owners and their architect, a 
basic remodeling plan was formulated, A few later 
revisions were made, and then the completed plans 
were drawn up. 


Started Work in 1948 


Construction began March 1, 1948. The basement, 
which had never before been used as selling space, 
and only as secondary storage space, was excavated a 
depth of three and one-half feet. The 100-foot length 
was then completely finished, concrete poured, wired, 
plumbed, plastered, and divided into two rooms; the 
first half for a new furniture display room, and the 
back half for a new storeroom. 

The old storeroom in the rear of the main building 
was razed, and a new office and receiving room erected 
on the site, with access to the main building by means 
of a wide archway. A stairway to the second floor was 
removed, and a new stairway to the office furniture 
display room constructed. 

All construction work was completed on schedule 
June 15, 1948, and one month later all new shelving 
from Service Steel Products was delivered. Stock was 
removed from the old shelving, moved to the center 
of the room, the old shelving torn out, the new shelvy- 
ing erected, and the stock replaced according to a 
carefully prearranged plan. The merchandising setup 
was drastically changed to provide better integration 
of departments, and better customer service. A few 
weeks later the old floor counters were removed, a 
new asphalt tile floor laid, and all new floor equip- 
ment moved in. The change in wall and floor equip- 
ment was 100 per cent. 


Install New Lighting 


In co-operation with the lighting engineer from the 
local utility, a completely new lighting system was 
installed. All fixtures are flush-mounted fluorescents 
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(flush-mounted to avoid that “forest of fixtures” look 
that so many stores have) that stepped up the over-all 
illumination from 4 to 60 foot-candles. Over the 
greeting card racks in the back of the store incan- 
descent, full swivelling spotlights were integrally 
mounted with the ceiling fixtures to highlight, and 
bring out the colors of the greeting cards. In this 
section of the store, even though it is not apparent 
to the customer, lighting averages about 80 foot-can- 
dles. The ten new greeting card racks were supplied 
by Rust Craft Publishers, and were especially finished 
to match perfectly the grained finish of the new steel 
shelving and floor equipment. Plywood panels, covered 
with monks cloth, were mounted above the greeting 
card racks to provide a 40-foot gallery for pictures 
and wall brackets. 


Overcome Many Problems 


Ceiling and walls of the main floor were painted a 
soft, completely flat green sage, while the stairway to, 
and the furniture display room, were painted dusty 
rose. This gave warmth to a downstairs display room. 
Especially made hand rails and balustrade of alumi- 
num were installed in the stairway to make it open 
and inviting. 

The problems involved in this program were consid- 
erable, since the store is long and narrow, Dimensions 
of the main floor prior to remodeling were 19 x 80 feet, 
and the length of the sales floor was increased to 100 
feet during remodeling. An additional 25 feet in the 
rear is used for offices and receiving room. The 14-foot 
ceiling was another tough problem. It was considered 
too expensive to lower the ceiling, so all construction, 
lighting and equipment was designed to give the illu- 
sion of widening the store, and this illusion was suc- 
cessfully accomplished. All lighting is transverse, and 
there is a transverse detail strip in the asphalt tile 
flooring to heighten the effect. 

The downstairs furniture display room measures 17 
x 50 feet, and a three-foot high, asphalt tile covered 
ledge runs the length of one side to permit two level 
displays of chairs and small files. A stock room of the 
same size is immediately to the rear of the display 
room. 

All departments are co-ordinated and so engineered 
as to save many steps for the salespeople. In contrast 
to most store layouts, the social stationery, fountain 
pens, gifts, and greeting cards were moved to the rear 
of the store, and we find that the customers like to 
make their purchases here out of the main traffic 
stream. 

The color scheme is worked out so that the floor, 
fixtures, walls and ceiling make a harmonious blend. 
All fixtures are made of grained steel, giving the 
warmth of wood and the utility of steel, and were 
manufactured by Service Steel Products Corporation. 

The entire program required about six months from 
beginning to end, and aside from five days lost for 
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installation of shelving and flooring, business was 
conducted almost “as usual” during the entire period. 


-—_< — 
OPEN NEW STORE AT SALINAS, CALIF. 


Remembering back 15 years when they established 
their stationery and office equipment store, thinking it 


was big enough, only to discover how soon they wished 
it were twice the size, Mr. and Mrs. Chester Dunn used 
a yardstick instead of a foot ruler to plan their new 


store at 351 Main St., Salinas, Calif., which opened for 
business Saturday, January 28. 

The new Dunn’s Stationery and Equipment Company, 
t a few doors away from their former ad- 
ir times the size of the old. It is modern 
and attractive to the ’nth degree. 

The grand opening was a pleasant surprise. Every 
th sides of the street in the block bought 
tive display ad in the Salinas Californian 
ting the Dunn’s. Scores of floral tributes dec- 
showroom. And judging from the number 
given to women and cigars to men, at 
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store on bo 
a co-opera 
congratuia 
orated the 
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least 2,500 people visited that day. 
In an area of 36 x 126 feet, specially designed blond 
wood movable fixtures are used in the 14 departments. 


One display window is devoted to a model office furni- 
ture and equipment arrangement, illustrated by male 
and female mannequins. There are three other model 
office arrangements in individual units. Offices and 
ms are in the upstairs rear of the store. 

The decor is in varying shades of green, with combed 
plywood wainscoting on the side walls and dark green 
n wallpaper on the upper front wall. Floors 
Slimline fliuo- 
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storero 


leaf ade 
are dark green and flesh asphalt tile. 
provide shadowless lighting. 
The 14 departments are: commercial and social sta- 
greeting cards, school supplies, gifts, gift wrap, 
ames, office machines, office furniture, serv- 
pens and pencils, artist and draftsman 
leather goods and party supplies. Nationally- 
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tlonery 
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supplies 





known brands featured are Eaton, Crane, Beckhardt 
stationery; Norcross, Hallmark, Stanley and Volland 
cards; L. C. Smith and Corona typewriters; Victor add- 
ing machines; Friden calculating machines; Dicta- 
phone; Paymaster checkwriters; General Fireproofing 
metal furniture; Parker and Sheaffer pens and pencils. 

The Dunn’s have engaged in the stationery and office 
supply business for 20 years. Mr. Dunn was a salesman 
for four years. He then established an outlet on Ga- 
bilan St. A year later, he and the Mrs. opened the store 
in which they were located for the past 15 years GW 
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NEW MEXICO OFFICE FURNITURE MARKET 

GROWING, DEALER REPORTS AT ALBUQUERQUE 

A steady increase in the city’s population, plus es- 
tablishment of a large atomic energy project at near-by 
Kirtland Army Air Base, has considerably increased 
the local office furniture market, according to Albu- 
querque Stationery Company, Albuquerque, N. Mex. 

“We have caught up on most of our office furniture 
orders,” J. B. Nusbaum, head of the store, indicated. 
“However, there are many new businesses being 
founded in Albuquerque, contiguously with a 50,000 
person increase in population. Most of these new 
businesses are equipping modern offices, with the trend 
decidedly toward steel office furniture.” 

In addition to selling the metropolitan market, Al- 
buquerque Stationery Company covers eight counties, 
in which 90 per cent of the state’s “northern business” 
is located. Surprisingly, most of the office furniture 
is being bought by stockmen and ranchers, who have 
found it necessary to set up complete business offices, 
due to heavy amounts of government reports and tax 
records which must be maintained. “It is nothing un- 
usual for an office furniture salesman to be calling on 
remote ranches,” Mr. Nusbaum smiled. “Wealthy 
stockmen are actually installing complete, modern 
offices which are as well equipped as those in New 
York skyscrapers.”—RAL 


—_» = — 


DUNN’S STATY. & EQUIPMENT CO. STORE RECENTLY OPENED AT SALINAS, CALIF. 


Opened | in January, the new outlet offers many display 
innovations. Upper left: school, office and bookkeeping sup- 
ply department. Upper right: compact office machine depart- 
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ment. Lower left: individual model office groupings. Lower 
right: use of mannequins Gdds animated touch to a model 
office grouping in display window. Inset: the store at night. 
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UNDERWOOD OFFERS JUSTIFYING TYPEWRITER 

A new Underwood automatic justifying typewriter 
has been announced by Underwood Corporation, One 
Park Ave., New York 16, N. Y. Combining the features 
of the standard typewriter with the recently-announced 
carbon paper and fabric ribbon attachment, this jus- 
tifying typewriter is claimed to incorporate an entirely 
new and exclusive built-in feature to provide an even 
right-hand margin on the typewritten copy. The con- 
struction is such that it does not interfere with the 
use of the machine for regular office typing. 

The justifying is accomplished by Underwood’s new 
variable pitch rack, the ends of which extend beyond 
the carriage on both the right and left sides of the 





UNDERWOOD JUSTIFYING TYPEWRITER 


machine. The right extension is for the purpose of 
turning the rack, and the left extension, inscribed with 
the numbers 1, 2, 3, 4, 5 and 6, is for the guidance of 
the operator. The rack may be turned easily to any 
one of these numbered positions, making is possible to 
expand a typewritten line one, two or three spaces, or 
contract the line one or two spaces 

The machine was designed particularly for use in 
preparation of bulletins, sales letters, portfolios, house 
magazines, office forms and similar original copy to be 
reproduced by any method of printing. The combina- 
tion of features is said to give clear, uniform and 
pleasing typewritten impressions for master copies. The 
machine is available in a variety of type styles at all 
Underwood branch offices 

oo <r + 

EVER READY ADDS FIVE CALENDARS TO LINE 

The Ever Ready Calendar Company, 160 Maple St., 
Jersey City, N. J., recently announced the addition 
of five newly-designed desk calendars to the expand- 
ing line. 

Featuring a range of tooling in 24-karat gold and 
a wide variety of decoration colors, these calendars 
are priced to sell up to $15.00. Individually named the 
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Guy VAGUE 


CVIOCS 
Supples 


Florentine, the Nailhead, the Laced and the Grecian, 
each model has been designed distinctively. They are 
made of fine grain impregnated cowhide declared to 


ee 


TWO NEW EVER READY CALENDAR ITEMS 





be virtually stainproof. Included in the assortment 
are laced and nailhead studded covers. 

Currently on display in Jersey City and at the 
Merchandise Mart in Chicago, these calendars are 
described in the 1950 edition of the Ever Ready cata- 
log, which became available March 1. 

2 
B. L. MARBLE PRODUCES DELUXE CHAIR 

The B. L. Marble Chair Company, Bedford, Ohio, 
is now placing in production a deluxe high back up- 
holstered arm swivel chair No. 99614. This distinctive 





B. L. MARBLE HIGH BACK ARM-SWIVEL CHAIR 


chair has a comfortable spring-filled cushion applied 
over a spring “deck.” The design was developed from 
a Thomas Jefferson model swivel chair which had a 
revolving top mounted on four legs instead of a 


OFFICE APPLIANCES, April, 1949 














the mimeograph 
operator 

. sits 
down 














Commercial Portfolio. 
Nearly 400 easily traced 
drawings for commercial 
, ; b oo al = firms. Add interest to bulletins, 
435 with built-in electric motor. It is shown here on the \ om OMMERCIAL contest letters, house organs, 
K \ 
\ ‘ 


PORTFOLIO fy training literature, and other 
: +A . 
A. B. Dick model 27 stand, which adds foot control to } material. Three sections 
the operator's ease. 


She’s relaxed, free from fatigue, comfortably seated at 





the new A. B. Dick mimeograph—the table-top model 





Sales Promotion and 
Advertising; General and 
Seasonal; Safety. 











This comfort-engineering helps maintain a high level 





of production. In less than a minute you can have over 
Addressing Stencil Sheet. 


For fast addressing. 
Mimeograph 33 addresses 
onto page of gummed, 
perforated labels. Guide 
lines on stencil sheet position 
the addresses accurately. 
Economical, high-speed method 
of preparing addressed 
labels in advance. 


100 clear, black-on-white copies of written, typed and 
drawn material. Special accessories are available to 
speed and simplify systems work. 

Ask your nearby A. B. Dick representative for a dem- 


onstration. Look in the phone book or write for his 





name. A. B. Dick Company, 720 West Jackson Boule- 
vard, Chicago 6, Illinois. Mimeoscope* Model 5. 

; For fast, easy tracing, 
illustrating, lettering. Built-in 
vertical and horizontal ruling 
edges with precision 
calibrations. No obstructions 
from below-surface clamps 
Yellow tinted drawing surface 
for high visibility. Fluorescent 
tube gives soft, cool light 
Also available is auxiliary 
Tiltoscope base model 35, 
shown here. 


Mimeographing is BALANCED Duplicating 


MODEL 435. Full Flexamatic Control to 

handle wide variety of paper and card stocks, 
Fast-loading feed table with 125-sheet capacity. 
Three-way copy adjustment. Universal stencil clamp. For 
use with all makes of suitable stencil 

duplicating products 














TRAOE-MARE we PAT. OFFICE 


A. B. DICK 


—the first name in mimeographing 


See our display at the NOMA Convention in 
Philadelphia, Booths 216-218 
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swivel base. The original was sometimes referred to 
as “Jefferson’s whirligig.” 

This No. 99614 was developed expressly for fine exec- 
utive offices and the design of the chair is claimed 
to be such that it can be used with almost any period 
desk, although it is probably best suited for use with 
Chippendale styling. 

<-> © 
PITTSBURGH CUT WIRE ADDS STAPLE LINE 

Pittsburgh Cut Wire Company, makers of the well- 

known Arma Gem paper clips and other wire prod- 





NEW ARMA STANDARD STAPLES 


ucts, has introduced its new line of Arma brand staples. 


These staples, which fit all standard stapling ma- 
chines, will be packaged 5,000 to the box, available 


with dealer imprint to jobbers 
ae 


WEBER ANNOUNCES ADDRESSING MACHINE 

Weber Addressing Machine Company, Mt. Prospect, 
Ill., manufacturer of a line of industrial tag addressing 
machines for 20 years, is now marketing an addressing 
machine that prints addresses from a typewritten list 
prepared on a roll of paper tape 

This machine, Model A, utilizes the spirit principle 
of reproduction. The addresses are typed on a roll of 





uz ~ usb atie oom 
NEW WEBER MODEL A ADDRESSING MACHINE 


paper tape backed by a roll of special dye-impregnated 
carbon paper. 

This roll of paper tape is then mounted in the ma- 
chine with carbon side down. As the envelopes are 
moved into position they are treated with an invisible 
printing fluid. The paper tape with carbon impression 
is then pressed against the fluid-treated section of the 
envelope and the address is printed thereon. A glass 
reservoir holds the printing fluid, which is fed to the 
roller by a wick. Fluid flow can be controlled by ad- 
justment for various types of paper stock. The pres- 
sure plate is made of transparent plastic so that the 
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address being printed can be identified at all times. 
In making corrections on the list, a gummed sticker 
that slides over front and back of tape is typed with 
carbon backing, moistened and pasted over the address. 
Price of the machine, sold by company representa- 
tives or direct from the factory, is $47.50. 
— >< 


NEW TRU-COPY-PHOTE MACHINE INTRODUCED 


The new Victory Model E Tru-Copy-Phote copying 
machine has been introduced by General Photo Prod- 
ucts Company of Chatham, N. J. The new machine 
accommodates anything written, printed or drawn up 
to surface size of 18” x 24’. It will copy anything such 
as letters, checks, records, tracings, layouts, clippings, 





NEW VICTORY MODEL E TRU-COPY-PHOTE 


advertisements, maps, documents, blueprints or charts. 
The Victory Model E is priced at $77.50, complete with 
mechanical exposure timer and a permanent yellow 
filter. It is also available with Tuflex glass and re- 
movable yellow filter at $97.50. Accessories such as 
chemicals, dryers and paper are available at extra 
cost. Detailed information may be obtained directly 
from the manufacturer. 
— —— 
NEW LA SALLE SMOKER AVAILABLE IN LIMED OAK 


The La Salle Products Company, 2216 Clybourn Ave., 
Chicago 14, Ill., has just announced the availability of 
two new ashtrays and a smoker in limed oak to match 
the Softone oak finish in furniture. The 8A and 12A 
ashtrays and the No. 120 smoker, formerly available 
only in walnut, are now being produced in the new 
finish. 

The 8A, with six-inch amber glass liner, priced to 





LA SALLE’S NEW LIMED OAK ASHTRAY 


retail at $4.00, and the 12A, with eight-inch amber 
glass liner, priced to retail at $5.00, are packed six to 
the carton. The No. 120 smoker, individually packed, 
retails at $15.00. All are now available in choice of 
limed oak or walnut. 

Further information and descriptive literature may 
1949 
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Finite typists and purchasing agents 


alike commend this line of supreme type- 
writer ribbons and carbon papers . . . because 
each PANAMA-BEAVER product renders yeoman ore 


° ° ° PANAMA 
service and furnishes, literally, the 


yaieatet 
SHORT CUT TO OFFICE EFFICIENCY INK 





A diversified, yet basic, line of products 


designed to give utmost satisfaction and 


longer service on each job . . . UNBEATABLE, 


because sponsored by a progressive organi- 
zation which constantly searches for new and 


improved materials and production techniques 


ra /? 
PANAMA-BEAVER 
Yitlbond abit 
MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 
UNI-MASTERS INKED RIBBONS 








CARBON PAPERS HECTOGRAPH 
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dress. 
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G-F GOODFORM ALUMINUM CHAIR NO. 4310 


?—--—. 


NEW GREEN SURE-RITE STENCIL ANNOUNCED 

“Easy on the eyes” green is being used in the pro- 
duction of a completely new Sure-Rite Stencil made 
from an entirely new formula by the American Stencil 
Manufacturing Company, 2714 Walnut St., Denver 5, 
Colo. The new green Sure-Rite film stencil has been 
placed on the market in a revolutionary new Sure-Rite 
drawer type box, which is stronger and designed to pro- 
tect stencils for a longer time. The new boxes may be 


Gure-Rite’ 
iLM 


faa 
STENCILS 


is Vt ee * 


‘ 


NEW SURE-RITE STENCIL IN DRAWER-TYPE BOX 


stacked for storage and have a side opening which en- 
ables the user to obtain a new stencil without removing 


the box from the stack. 


The new stencil carries the same unconditional guar- 
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be obtained by writing the company at the above ad- 


NEW CHAIR ADDED TO G-F GOODFORM LINE 
! New to the line of Goodform aluminum chairs man- 
ufactured by the General Fireproofing Company, 
Youngstown 1, Ohio, is No. 4310, particularly adaptable 





to ballroom and institutional use. The new unit has a 
flared back for attractiveness and comfort. The chair 
is declared to blend well with modern decorative trends 





antee for a one-year period as all Sure-Rite sten- 
cils. It will be good for even longer runs and fewer 
chopouts than the former Sure-Rite film stencils. The 
stencils produce three different impressions for inking 
—light, medium and heavy. Medium copy is recom- 
mended for best results. 

The new package will make the same distinctive 
maroon and blue design but will be made of a stronger 
material, and is ideal for the storage of stencils which 
have already been cut but must be filed for future ref- 
erence. Forty-eight stencils are packed in each box. 


ee 
FORMS DESK MARKETED BY TOLEDO MAKER 


A new forms desk scientifically designed by a meth- 
ods engineer to simplify handling, reduce fatigue and 
increase efficiency in offices such as insurance and 
manufacturing concerns, where the constant handling 
of numerous forms is a daily task, is being introduced 
by Industrial Budgets, Inc., 3403 Monroe St., Toledo, 
Ohio. 

The forms desk consists of an equally divided number 
of shelves with 11 openings. Each opening is two inches 
high. Each shelf is one continuous piece of material 
with spacing blocks at center. Spaces are left without 
divisions so that large and small forms may be placed 
side by side, arranged and rearranged as conditions 





INDUSTRIAL BUDGETS NEW FORMS DESK 


warrant. The front is formed in the shape of an arc. 
This arc design makes all shelves and all forms on any 
one of the shelves equally accessible and when the de- 
sired arrangement of forms has been made on the 
shelves the operator can instantly locate and select the 
necessary forms with both hands. 

This eliminates time and effort usually spent in 
opening and closing or searching through one or more 
desk drawers. Small metal trays that clip on the front 
of the shelf are available for storing envelopes and 
printed forms. 

The manufacturers state that reports from users of 
the forms desk show a production increase of as much 
as 25 per cent, while materially reducing fatigue due 
to the reduction of excessive tiring arm and body mo- 
to the reduction of excessive arm and body motions. 

—_———— i —e- 


PEORIA FIRM OFFERS MOORE STAK-TRAY 


The Standard Industrial Products Company, 1710 
Main St., Peoria, Ill., has announced the Moore Stak- 
Tray as a new idea in a metal desk tray. This item 
comes in sections composed of a two-tier base unit and 
additional Stak-Tray units for mounting on the base. 

Each section fits together snugly, utilizing bayonet- 
type assembly. Available in both letter and legal size, 
the trays may be secured in either green or gray 
finish. Construction is of heavy-gauge steel with sharp 
edges eliminated. 

The units have openings at the back as well as at 
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SMITH-CORONA Office Typewriter 
FEATURING ColorVision KEYBOARD 


Meet the 1949 SMITH-CORONA... improvements on this great type- 
and an exciting new idea—the writer. It not only has all the 
ColorVision Keyboard... specially regular SMITH-CORONA features, 
designed and colored for legibility but the plus of many new out- 
and easier finger control! standing aids. Just lift the phone 
And the ColorVision Keyboard is and ask your SMITH-CORONA rep- 
only one of the many new 1949 _ resentative for a demonstration. 
*Trade Mark 


PLUS THESE TYPING AIDS 
3-POSITION PAPER BAIL © NEW TOUCH SELECTOR © NON BLEED RIBBON ACTION 
AUTOMATIC MARGIN-SET ¢ POSITIVE LINE REGISTRATION 
LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y Canadian factory & offices, Toronto, Ontario. 
Makers a f famous Smith-Corona Portable Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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Now/ Capitalize on 
Visible Record 









Bas Oe 
a # fous = 


Shown above, GLOBE-WERNICKE'S 
12-drawer Visible Record Cabinet 
with popular, easy-to-use card holders. 


PROVED THROUGH THE 
YEARS... 


This well-known G/W Visible Record Equipment Line has proved a highly profitable, depend- 
able, easy seller through the years. With the recent addition of all-Aluminum Visible Record 
Book and the portable “Vis-ette” Card Record Folder, this Line has gained in popularity... 
offering YOU an exceptional opportunity to increase your sales and profits IMMEDIATELY. 
To obtain full details about this Line and what it can mean to you, write today, The Globe- 
Wernicke Co., Dept. OA-4, Norwood, Cincinnati 12, Ohio. Mail the coupon TODAY! 


Filing Systems 
Office Furniture 


Bookcases 
Office Accessories 
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Big NEED for G/W 


Kquipment Line! 





Show Customers 
HOW to Save Money 
by Using this Unique 
Record Equipment 


You'll convince the most difficult prospect 
that he can’t afford to overlook this 
NECESSARY Business System. When 
you show him HOW the G/W Visible 


Record Equipment works—how it actual- 
ly controls his inventory, gives him a clear 
picture of his sales, shows him where his 
production is lagging, and flashes his profit 


11 


leaks he'll want to install this lifetime 
Globe-Wernicke equipment right away! 
Experienced dealers say there’s nothing 
like it for a fast sale. 






NEW ALUMINUM 
Visible Card Record Book 


Made entirely of lightweight, durable Aluminum, this com- 
pact, easy-to-handle Visible Card Record Book goes over 
in a big way where there is need for records to be carried 
from place to place. This G/W Book closes tightly on all 
sides, protecting records from dust and dirt. Smoothly 
finished in Seal Grey, it is available in sizes for 3” X 5”, 
4” X 6”, and 5” X 8” cards. 


LEARN More about This Fast-Selling Line! 


Right now, when business men are worrying about decreasing profits 
and slower business, is the time to sell them the economy and utility 
of G/W Visible Record Equipment, which will pay for itself over 
and over again. Be sales-wise and profit-wise 
about Globe-Wernicke’s popular Line TODAY! Fill out and mail 


the convenient coupon at right. 
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The Globe-Wernicke Co. 
Dept. OA-4 

Norwood, 

Cincinnati 12, Ohic 

get full information 
Gentlemen: Please send me FREE and with- 


out obligation complete details about your 
fast-selling, profitable Line of G/W Visible 





—— wv. 


Lwananepenenenessnceesesqmenuntucnbuinenel 


Record Equipment. Don't delay—| am 
interested in adding to my profits im- 
mediately! 
Nome. —— 
Address SD 
City Zone Stote 
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the front so that material can be placed in them or 
removed from either direction. Openings between 





MOORE STAK UNIT AND TWO-TIER BASE UNIT 


trays are 4% inches. The fronts of the trays are 


slotted. 
>= + 


HYMAN PHOTOMAILERS BACK ON MARKET 

L. Hyman & Sons, 102 Prince St., New York 12, N. Y., 
have announced the return of their Photomailers, 
available in 17 sizes from 4% x 7 inches to 13% x 17% 
inches, packed 25 to the box. Each Photomailer is pro- 





HYMAN PHOTOMAILER AGAIN AVAILABLE 


vided with two strong, lightweight sheets of double- 

face corrugated board, providing unusual cushioning 

qualities against ordinary mailing hazards. No paper, 

paste or twine is required; the Photomailer is sealed 

and mailed like any ordinary envelope. Further details 

and prices may be obtained from the manufacturer 
°—- 


GERMAN FIRM MARKETS HAND ADDRESSER 


Renadress Buromaschinen-Fabrik GMBH, Zweigstelle 
Goetheplatz, Diesenhofen bei Munchen, Germany, man- 
ufacturers of the Rena-Adresserette, a small hand ma- 
chine operating on the spirit principle, will display the 
device at the German Industry Show to be staged at 
Rockefeller Center from April 9 to 24. 

The apparatus consists of a cylindrical casing (with 
a lateral glass observation window) filled with a spirit- 





REN-ADRESSETTE HAND ADDRESSER 


like liquid and attached to a convenient handle. At the 
top of the cylinder is mounted a casing containing felt 
which is in contact with the fluid inside the cylinder 
The under side of the cylinder is provided with a rub- 
ber roller. Stencils may be made either by typewriter 
or with pencil, color from the hectographic paper being 
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impressed on the back of the stencil. Completed sten- 
cils are then mounted in cardboard frames and filed. 

The manufacturers are interested in contacting some 
company or individual capable of taking over the rep- 
resentation of the device in part or all of the United 
States. 


oo 
NEW SMALL PARTS CABINET INTRODUCED 
Standard Steel Equipment Company, Inc., Dept. 
POA, 117-20 14th Rd., College Point, L.I., N.Y., is now 
featuring for immediate delivery a small parts cab- 
inet measuring 13 inches high, 36 inches wide and 





STANDARD STEEL’S NEW SMALL PARTS CABINET 


12 inches deep. The 18 drawers (each of which is pro- 
vided with two dividers) are each 2% inches high, 
5y« inches wide, 1134 inches deep. Every drawer and 
drawer divider has its own individual label holder. 
Made of extra heavy-duty steel with tough baked-on 
olive green enamel finish, this cabinet is declared to 
be ideally devised for small parts that are needed close 


at hand 
oO ee 





NEW ALUMINUM COSTUMER.—tThis sturdy newcomer is a 
product of Ohio Chair Co., Girard, Ohio, builders of swivel- 
type aluminum posture chairs. Its outshanding features are 
durability and modern attractiveness, at low cost, according 
to the manufacturers. 
oo te 


NEW STAPLE EXTRACTOR ON MARKET 


Bostitch, 757 Mechanic St., Westerly, R. I., manufac- 
turers of Bostitch staplers, announce a new product— 
the model GIA staple remover. 

This entirely new product, claims the manufacturer, 
will remove all paper size staples and lift the staple 
without tearing the paper. A special feature which 
staple remover users will relish is that the ejected 
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PORTABLE 


The Standard Typewriter in Portable Size 


Made by the world’s largest manufacturer of typewriters 


2 Park Avenue New York 16, N.Y. 


APPLIANCES, April, 


—«~,«,€, 


You don’t 
just grow! 


In the botanical world—yes. 


In the business world —no. 


You don’t just grow to be biggest. You have 
to offer something special . . . something better. 
And you have to keep on offering it from the 
roots on up! 


Royal is proud to have grown to be the 
world’s largest manufacturer of typewriters. 
But Royal is prouder still of the public accept- 
ance which made this growth possible. 


There must be something special, something 
better about an office typewriter that is pre- 
ferred 214 to 1 over any other make. 


There must be superior quality to a portable 
typewriter when the preference for it equals 
the combined preference of the next two lead- 
ing makes. 


And, for dealers, there is both satisfaction 
and profit in handling the easiest-selling type- 
writers on the market. 


That’s why leading dealers throughout the 
country feature Royal Portables. 
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staple is held after removal, keeping it from flying on 
the desk, floor or on the user 
The new G1A remover is available in either a smooth 





NEW BOSTICH GIA STAPLE REMOVER 


” 


black or smart chrome finish and has a 2” x 4%” space 
for an advertising imprint, so that the device can be 
used for reminder advertising, gift or premium pur- 
poses. 


°—-> 
NEW CIRCLADESK OFFERS NOVEL FEATURES 
Abercrombie Schafer, Inc., Lake Forest, Il., has in- 
troduced its new reception Circladesk to the industry 
as a desk with revolutionary features. This desk, where 








NEW RECEPTION CIRCLADESK NOW ON MARKET 


the receptionist sits “in” instead of “at”, has dimen- 
sions 66 inches wide by 48 inches deep and 29 inches 
high. With a wide sweeping surface, the desk has a 
13-inch wrap-around skirt to match its top, both made 
of oak, walnut and mahogany materials. Natural 
finishes. of oak, walnut and mahogany, blonde, 
bleached, or matching grain formica, are available at 
slightly higher costs 

This desk features 23 or 25 tailor-measured compart- 
ments to keep supplies at finger-tip control. The 
working nook is 23% x 30 inches in size, with the type- 
writer kept accessible 

°—<—_-<« 

HASKELL IMPROVES OFFICE WORK TABLE LINE 

An improved line of all-purpose, steel office work 
tables is being offered to the trade currently by the 
Haskell Manufacturing Company, Inc., 206 Penn Ave., 
Pittsburgh 21, Pa., makers of Work-Flow drafting and 
other steel desks. Discussing the new line, S. K. 
Haskell, president of the company, emphasized the 
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provisions for a special order department which will 
build tables to any and all specifications. 

Haskell steel tables provide height adjustments from 
29 to 301% inches and are declared to be ideal for in- 
terviewing, writing and various reception rooms needs, 
besides being suitable for filing and mailing room 
tables. They have satin-finish aluminum banding and 
come in a choice of colors—light gray or dark green 





HASKELL STEEL OFFICE WORK TABLE 


with matching non-glare linoleum tops. They are 
available with or without center drawer. 
Stock sizes include 36 x 24, 42 x 28, 50 x 32, 60 x 34 


and 72 x 34-inch sizes. 
a 


DOPPELT INTRODUCES NEW BRIEF-MASTER 

A dual-purpose luggage case in the form of the new 
Brief-Master has been introduced for the salesman by 
Charles Doppelt & Company, Inc., 2024 S, Wabash Ave., 
Chicago 16, Ill. The case is declared to combine the 
functions of a one-suiter and a brief-bag in a single, 





NEW DUAL-PURPOSE DOPPELT BRIEF-MASTER 


lightweight unit, holding everything needed for a 
complete freshening up, plus a change of clothes and 
business material. 

The Brief-Master is made of top grain cowhide or 
California saddle leather with rugged steel frame con- 
struction. A feature is a specially-designed wrinkle- 
preventer board 


—->< 
CURRIER ADDS PRODUCTS TO LINE 
A cashier’s pad rack is one of the new products 


added to the diversified metal goods line of the Currier 
Manufacturing Company, 2448 W. Larpenteur Ave., W.., 
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MATCHED MASTERPIECE 


Since 1881, the M& V Guild of Master Craftsmen have concentrated on 
producing masterpieces of precision workmanship in the carbon paper and 
inked ribbon field. Each M & V ribbon and its companion box of carbon 
paper is so carefully made and perfectly matched that even inexperi- 
enced fingers find it possible to produce letters and copies of unrivaled 
excellence and appearance. This also is why discerning users find these 


products of established quality most satisfactory and economical to use. 


Now available in Ultra Modern ‘Curl-Less’’ 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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Futura 
2500 Line Series 


FILING UPRIGHTS 


Maserfiler! 


} Rigid Specifications... 


¢ Precision engineered 
















¢ Modern contoured design 


Full filing capacity — 273/,” 


Best furniture steel — full weight 


Extra strong housing and drawers 


0 ers- flyte glide suspension 


e Eye-ease card holder 
¢ Palm-ease drawer pull 


© Futura Grey Lustre-Lite 


Lou Priced! 





Literature Available 







sea t/74 Sales Corp. 170 WEST 233rd STREET - NEW YORK 63, N. Y. ; 
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NOT TO BE COMPARED WITH ANY OTHER FILE 


pet Ste Sales Corp. 170 WEST 233rd STREET - NEW YORK 63,N. Y. 





St. Paul, Minn. This item is used to hold blank checks 
from various banks, a service to customers who come 
in to settle their accounts and find they have neglected 
to bring along their checkbooks 

Another popular new item of Currier manufacture 
is the utility desk tray which hooks to a file drawer 





UTILITY DESK TRAY CASHIER'S PAD RACK 


while filing is being done and aids the process. This 
tray, in green, gray or brown finish, acts as a portable 
shelf on the file drawer. 

A new folder, illustrated and describing the entire 
line, is available to dealers writing the St. Paul firm. 


o- —- 3 


ALL-STEEL EQUIPMENT OFFERS NEW DESKS 

With this issue of Orrice AppLIANCEs, All-Steel Equip- 
ment, Inc., Aurora, Ill., introduces its new desks to 
office furniture dealers. After considerable research 
and discussion it was decided that the original ASE 
models should be discarded and a steel desk and table 
line developed which would better fit present-day 
office requirements. 

All desks are 29 inches high and come in a wide 
variety of styles and sizes. Modern streamlined pedes- 





ALL-STEEL EQUIPMENT CONFERENCE DESK 


tals, fitted with quiet operating, sturdily constructed 
drawers which are interchangeable, are a feature of 
the line. An improved locking mechanism is provided 

Illustrated are two of the new models—the 60 x 36- 





ALL-STEEL EQUIPMENT SECRETARIAL DESK 


inch flat top conference desk and the 60 x 28-inch flat 
top secretarial model 

All of the requirements for a desk and table are met 
with just one basic desk or table design with the ASE 
Aurora line. With small inventory of ASE desk pedes- 
tals, paneled table legs and compact tops, it is claimed 
that the dealer can offer everything from small, space- 
saving secretaries to large, spacious executive desks 
and tables. Typwriter platforms and various types of 
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drawers are interchangeable, making it possible to 
tailor each desk to fit the needs of the customer. 
Smooth dawn gray or green finish may be selected. 

The line at present includes the Nos. 4628 flat top, 
60 x 28 inches; 4677, flat top 76 x 36 inches; 4637, flat 
top 60 x 36 inches; and 4646, single pedestal flat top 
45 x 28 inches. Typewriter models are Nos. 4300, cen- 
ter fixed-bed; 4428, fixed-side platform secretarial; 
4328, secretarial with disappearing typewriter mech- 
anism; and 4306, single pedestal fixed-bed with 45 x 
28-inch top. The panel leg table line is made of Nos. 
4260, 60 x 28 inches; 4245, 45 x 28 inches; 3246, 60 x 36 
inches and 4276, 76 x°36 inches. 

tichnainandiiiieads = 
ART METAL ANNOUNCES NEW CHAIRS 

Four models of the new line of aluminum office 
chairs were announced to the trade by Art Metal Con- 
struction Company, Jamestown, N. Y., on March 15. 
These chairs are in satin aluminum with contoured 
metal seat pans, are upholstered in foam latex and 





TWO MODELS OF ART METAL’S NEW ALUMINUM OFFICE 

CHAIR LINE—Left: the No. 709 secretarial posture chair. 

Right: the No. 701 arm swivel. The new chairs are available 
in three finishes—gray. walnut and mahogany. 


covered with a plastic-coated fabric, perforated for 
ventilation. The new chairs are also offered in Art 
Metal 696 grey, and may be obtained in walnut or 
mahogany finish at a small extra charge. 

The two leg chairs, side arm and no arm, are 
equipped with rubber-mounted chromium glides, and 
swivel chairs are fitted with two-inch soft rubber plate 
mounted casters. A special feature in the secretarial 
posture chair is the floating mount of the upholstered 
back rest. The chair is completely adjustable at all 
points for good posture. Several other models are 
scheduled for early production 

—_———_e— e 

INTRODUCE DELUXE FLOW-AIR CIRCULATOR 

Modern Utilities Company, 3733 La Salle St., St. Louis 
10, Mo., has announced the introduction of a new de- 





NEW DELUXE FLOW-AIR CIRCULATOR 


luxe Flow-Air circulator. The price, although originally 
planned at $37.95, is announced as $32.95. 
The Flow-Air is declared to utilize a new patented 
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No. 51-F 50 x 30 


Th ts Year, Whore ye Osa 
THEY witt DEMANDMWISE ECONOMY! 


Once again ALMA offers 
these items of the UTILITY 
Line —— top favorites with 
price-minded executives for 
more than 25 years. 





Old-time solid value with 
specifications that meet in 
full measure all requirements 





j N 36-T 3%6 x 24 





L 42 12 x 26 « . 
& ustrated > . nIYrAa y . 
so *S0 x 30 of the most careful buyers ee 
60 x 30 who insist on Wise Economy. ee ae 
w cGrawers 
72 x 30 


Available in light oak or 
school brown; also Alma’s 
new Strawtone Oak if or- 
dered in lots of 25 or more. 


Place your order today for 
prompt shipment. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 





No. 42S 42 x 26 





No. 20-TW 36 x 20 
Height 26 
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“floating air” principle to provide complete roomwide 
circulation of the cool floor-level air. All-steel con- 
struction is used and the device is finished in a choice 
of mahogany or satin-grey. Powered by a 1/30 horse- 
power motor, it has 12-inch air impeller, is equipped 
with three speeds and is 16 inches high and 13 inches 
in diameter. Bearing the Underwriters’ Laboratories 
seal, it is now in production, and is available for im- 
mediate delivery. 


°*—>- 
HILCO OFFERS A NEW SORTING BIN 
The Hilco Manufacturing Company, 1721 N. Elston 
Ave., Chicago 22, Illinois., has introduced the sorting 
bin pictured here. Moderately priced for immediate 
delivery, the item may be purchased in individual 





HILCO MFG. CO. NEW SORTING BIN 


bin heights of 12, 18 or 24 inches by 36 inches wide 
and with standard depth. Over-all height and the 
number of bin compartments are made up to accomo- 
date individual requirements 

Label holders on the front of the shelves provide 
a means of quick and easy identification of the con- 
tents of each section. These bins are available in olive 
green baked enamel, and other colors when preferred. 
Special parts bins are designed by Hilco for various 
industries and a special order department is main- 
tained for this purpose 

ee 

INVINCIBLE METAL OFFERS NEW DESK LINE 

The new line of desks offered the trade by Invincible 
Metal Furniture Company, Manitowoc, Wis., includes a 
wide variety of flat top models, typewriter desks and 
paneled end tables. 

In the flat top models, varied pedestal arrangements 





NEW INVINCIBLE FLAT TOP DESK 


with tops 
x 36-inch 


including 55 x 30-inch 
66 x 36-inch and 60 x 30- 


may be secured 
45 x 30-inch, 72 
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inch. They are adjustable from 29 to 3034 inches in 
height. 

Among the many desk features are these: adjustable 
footings with non-rust glides, to level desk when floors 
are uneven; reinforcements underneath the top; stain- 
less steel binding and corner protector linoleum top 
with die cast hardware to match; letter drawers oper- 
ating on a progressive ball bearing roller cradle type 
suspension and lap drawers equipped with one con- 
venience tray divided into compartments. 

——_< 
DESK PAD IS ADDED TO HODGMAN LINE 

The latest addition to the line of stationery products 
manufactured by the Hodgman Rubber Company, 
Framingham, Mass., is the Hodgman desk pad made of 












NEW HODGMAN DESK PAD 


special pure rubber compound with a mahogany grain 

blending well with most desk surfaces. It provides a 

writing area enhanced by slots at the top to hold pens 

or pencils and a groove for inserting name or initial 
plates. Packed six pads per carton, they are available 
in 19 x 24- and 30 x 34-inch sizes. 

—-< 
RITEFORM MARKETS NEW EXECUTIVE CHAIR 
The Riteform Chair Company, 43 S. Oxford St., St. 

Paul 5, Minn., recently announced the addition of No. 

545A Workmaster executive chair to its line of metal 








i 
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RITEFORM WORKMASTER EXECUTIVE CHAIR 


posture, secretarial and other chairs. This chair, here 
illustrated, is equipped with springless, non-squeak 
flo-tilt chair swivel control. Large roomy cushions are 
equipped with deep foam rubber. It is available in 
choice of Goodall’s Claremont cloth fabric or in com- 
bination with Koroseal. 
—- 
MOSLER DEVISES RECORD CONTAINER 

A recessed sliding door designed to save floor space 
and to whisk shut.over the entire file in two and a half 
seconds is the feature of a new four-drawer insulated 
record container, Model LF4, manufactured by the 
Mosler Safe Company, Hamilton, Ohio. 

This model is declared to offer a one-hour Under- 
writers Laboratories, Inc., Class C label with 30-foot 
drop or impact test, plus the convenience of a modern 
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R.C.Allen fen’ 


PROMPT DELIVERY 


Model 915 
2 LI 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N.W., GRAND RAPIDS 4, MICHIGAN 


for authorized R. C. Allen Sales and Service, consult the yellow pages of your telephone directory. 


ie 
The only company which offers the independent dealer a full line of 9 


ADDING MACHINES © CALCULATORS © BOOKKEEPING MACHINES * CASH REGISTERS 














ae a 





~~ ~~ YOU CAN OFFER A COMPLETE RANGE OF 


SINGLE PEDESTAL FLAT TOP DESKS 
TOP SIZE: 55° x30" 
With 10'4” Overhang on One Side (Right or Left) 


TOP SIZE: 45° x30” 


Same Pedestal Arrangement as 
Available with 55” x 30” Top Size 





SINGLE 
PEDESTAL 
FIXED BED 

TYPEWRITER 

DESKS 

TOP SIZE 
177%” x 30” 

TYPEWRITER BED 
27%" x 27” 








DOUBLE PEDESTAL FLAT TOP DESKS 
TOP SIZE: 72” x36 
with 6'2” overhang both sides and back 





¢ BUSINESS LIVING 


Invincible announces a great new feature-packed 
complete line of “MODERNAIRE” steel desks 


Yes, the new Invincible “Modernaire” desks heavy-gauge steel, with all-welded, box-type construc- 
have been designed to give you something tion for permanent strength. Tops are extra-reinforced 
really new and easy to sell — better business to withstand heavy-weight loads . . . no danger of 
through better business living! * “sway-backing”. Desks are built from carefully de- 

Adjustable height means desks fit individu- signed standard units for uniformity of appearance . . . 
al requirements for leg room — for writing for low-cost sale and easy profits for you. For detailed 


JT 


ease. Non-glare linoleum tops mean all-day dealer proposition on these great new desks — their 
eye comfort. Smooth-sliding and rolling modern colors, their prices — write Department D. 


un 
or 


drawers mean easy reaching for work papers and sup- 


plies. Exclusive Invincible Finger-Touch locking com- 
pressor in letter drawer means fast, neat filing — no 


strain pulling files out — no “jamming” them in. 


What's more, these desks are made from selected METAL FURNITURE CO., MANITOWOC, WIS. 


Here are a few of the Features of Invincible“Modernaire” Desks 


| : _ ae ~ 
"= ea P 
eS NS 
width on general office models meons Rust-proof, sturdy, screw-jack type glides. Adjust Note spocious drawers. Box drawers equipped with 


vine in floor space. desk height from 29” to 30%”. one divider adjustable on 1” centers. Lap drawer 
with comportmented convenience troy. 














Letter drawer with Invincible Finger-Touch Com- Worm's eye-view of top ribbing on Invincible All *"Medernoire’’ desks hove stainless stee! bind- 
pressor. Note heovy-duty, silent-action progressive Modernaire Desks . no worry about lock of ing ond corner protection. Precision die-cast 
ball-beoring roller cradle suspension. strength here! : hardware to match. 


""MODERNAIRE” DESKS TO MEET EVERY OFFICE NEED 


DOUBLE PEDESTAL FLAT TOP DESKS | DOUBLE PEDESTAL TYPEWRITER DESKS DOUBLE PEDESTAL 
4 FIXED BED 
TYPEWRITER DESKS 





SITE AA 


TOP SIZE: 66 x 36 


with 6'2 overhang on back 
relate! gt 1 dal: fC 

and one side (opt. rt. or left | ’ 

Same Pedestal Arrangements es 


as Available with 72 x 36 


TOP SIZE: 60 x30 
Same Pedesta!l Arrangements 
os Available with 72 x 36 


Top Size 


p00) 2) 4 See ee a8 
Same Pedestal Arrangements 
os Available with 72 x; 
if-)-me lbs Same Pedesta! Arr 
os 66 x36 Top 

















filing system. It can be used singly or in battery with 
removable linoleum top. The filing capacity is 106 
inches and measurements are 53 inches high, 21 inches 
wide and 33 inches deep. Colors are gray or green, o1 
mahogany or walnut grained 

The receding door is equipped with a combination 
lock and it interlocks with body jambs on all four sides 
At the same time, a special] bolt arrangement prevents 
the door from opening if the container should fall dur- 


ing a fire. The door opens at 90 degrees and slides back 
into the body. Delivery is being made in 30 days. 
oo te 3 


ADVANCE INTRODUCES TYPEWRITER TABLE 

A new metal typewriter and utility table has been 
offered to the trade by Advance Industries, 1900 S 
California Ave., Chicago 8, Ill. Made of heavy gauge 
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NEW ADVANCE TYPEWRITER STAND 


furniture steel with top of 13 x 
the table stands 27 inches high 
casters and drop leaves are 9 x 13 inches. Shipping 
weight is 13 pounds each for the tables shipped 
knocked down and packed one, two or three to a carton 
Several models are available with one or two drop 
leaves, or without. 


20-inch dimensions, 
It is equipped with 


<= 
SHEAFFER MARKETS NEW TOUCHDOWN PEN 
Featuring a new simplified filling device, the W. A 
Sheaffer Pen Company, Fort Madison, Iowa, is offering 
the new Touchdown pen to the trade. This pen, state 





SHEAFFER'S NEW TOUCHDOWN PEN 


the manufacturers, empties, cleans and refills to its 
enlarged capacity at a single downstroke with just a 
light finger-touch. 

The new Touchdown device will be incorporated 
throughout all of Sheaffer’s White Dot line, including 
the least expensive. Exterior styling remains un- 


66 








changed from merchandise produced prior to Touch- 
down’s introduction. 

National advertising on the new pen will be with- 
held until all dealers have had ample time to remove 
any standard merchandise that might possibly remain 
in their inventory. 

sr ocninsnaiiaaaiibab lilacs ‘ 
JASPER TABLE INTRODUCED FOR SCHOOLS 

A new school table series, Pedestal Modern, is now 

available from Jasper Table Company, Jasper, Ind., 





JASPER PEDESTAL MODERN SCHOOL TABLE 


manufactured with or without bookracks. These tables 
are suitable for kindergarten through high school and 
college and are also designed for libraries and cafe- 
terias. Five-ply oak veneered or solid oak tops are used, 
the table finished in national oak, light oak and school 
brown. Heights are 22, 24, 27, 28, 29 or 30 inches, avail- 
able in four sizes with tops 24 x 48 inches, 30 x 60 
inches, 30 x 72 inches or 36 x 72 inches. No. ST 3160, 
30 x 60 inches, is herewith illustrated. Bases are con- 
structed of plain oak and the buyer is given a choice 
of materials for the tops. 
ec 
HIGH POINT BENDING DESIGNS NEW CHAIR 

The High Point Bending & Chair Company, Siler 

City, N. C., is offering a newly-designed Bank of Eng- 





HIGH POINT BANK OF ENGLAND CHAIR NO. 7710 


land chair designated as No. 7710 

The new design is a somewhat radical departure from 
the conventional Bank of England style, yet is declared 
to retain comfort and attractive appearance. The 
inherent strength of the original design has been re- 
tained, all edges have been smoothly rounded, the arm 
rests have been cupped for comfort, a buffer strip has 

(Turn to page 221, please) 
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SOME PIPE CLEANERS... a block of wood... together with a 
little paint and a map pin and we introduce a little character 
who is going to work (we hope) in the advertising department. 


HIS JOB? To Inform and 
acquaint dealers with ¥f@@ 
products and policies. He 
will be on his own as soon 
as his head is attached and 
let us hope he uses it. You 
will see him on the follow- 
ing pages of this issue and 
from time to time in future 
See advertising. 
































I WAS NOT ASLEEFP! Er... I was working onsa big_idea. 
Hey! Take it ea@sy. O.K! O.K! PH Ey orf on the right f 4 
and get to work. In fact that’s just about what I wanted to 
tell the dealers. It’s time/to get off on the.right foot again. 


(over) 


Get off on_ the 
RIGHT FOOT 


Picking up stock items from here and 
there may have been acceptable dur- 
ing the past few years. Your customers 
had to take what they could get. Now, 
they are going to demand merchandise 
of standard quality ...and on reorders, 
they are going to expect the same. To 
guarantee these reorders, more and 
more dealers are getting off on the 
right foot by insisting on standard 
<Gnee quality. Weis has been the standard 
of quality for well over a half-century. 
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THE WEIS MANUFACTURING COMPANY 


We 


MONROE, MICHIGAN 


= 
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NEW YORK 18: The Weis Mfg. Co., 54-56 Franklin Street 
CHICAGO 6: Associated Stationers Supply Co 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
OKLAHOMA CITY i, FORT WORTH 1, HOUSTON 2: Carpenter Paper Company 
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The entire IBM organization is geared to serve management 
} a M throughout the nation. 
One of its services is provided by IBM Service Bureaus, which 
efficiently perform accounting and statistical functions for busi- 
SERVICE ness on IBM Electric Punched Card Accounting Machines. 

Clients, varying from the smallest organization to the largest 
TO and representing almost every field of business and industry, 
use this service to obtain inventory reports, payroll records, cost 
reports, sales and market analyses, and for the preparation of 
MANAG EM ENT many other types of accounting or statistical data. All work is 
handled by experienced personnel and is held strictly confidential. 
Service charges are based on the volume of transactions and 

number of reports required. 


IBM Service Bureaus are located in principal cities. 





SERVICE BUREAUS 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES... ELECTRIC TYPEWRITERS... TIME RECORDERS... 


ELECTRIC TIME SYSTEMS 











International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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ALLEN B. CONNOLLY— 
A flying businessman who 
believes in getting places in 
a hurry is Allen B. Con- 
nolly, president of Reliable | 
Office Equipment Company, 
Inc., Evansville, Ind. He 
uses his Cessna plane in 
his business in covering 65 
counties as well as making 
trips to Miami, Chicago, 
St. Louis, Indianapolis and 
other cities. This adoption 
of an aviation hobby is typi- 
cal of the career of Mr. 
Connolly who has crowded variety into a life begun 
February 19, 1909 at Glendale, Calif. He became a 
Floridan while a young man, attending the University 
of Florida where he played basketball and football. He 
traveled a great deal between 1926 and 1929, mostly 
shipping at sea in the Merchant Marine and putting in 
some time selling advertising for Hearst newspapers. He 
came to Evansville as manager for the Monroe Calucu- 
lating Machine Company in 1929 and entered business 
for himself in 1931. While in Evansville, his active life 
was evidenced by his taking up fancy diving, leading 
to annexation of the Wabash Valley championship in 
1931 at Terre Haute. Now, he says he doubts whether 
he could swim across the bathtub. A leading figure in 
NOMDA he has served as treasurer and has headed 
the Indiana-Kentucky OMDA. He helped form and 
organize chapters of Toastmasters International, Na- 
tional Association of Cost Accountants and National 
Office Managers Association. 











LYON METAL PRODUCTS, INC., SELLS ITSELF IN 
COMMUNITY WITH SERIES OF NEWSPAPER ADS 

Lyon Metal Products, Inc., office, factory and kitchen 
equipment manufacturers of Aurora and Chicago 
Heights, Ill., believes in selling a broader understanding 
of the company’s operations to the community—and 
did a remarkably successful job in a recent series of ads 
in the newspapers of the two localities. 

The campaign comprised a series of six three-quarter 
page messages which appeared in 1948 in the local 
newspapers at Aurora and Chicago Heights. In the 
words of company officials, “We wanted the general 
public to know more about— 

Our diversified line of products 

Our diversified national markets 

Our national sales organization 

Our production facilities 

Our employment benefit programs 

Our volume of business done in terms under- 
standable to the layman 

Our financial contributions to our commu- 
nities in payrolls, purchases and taxes 

Results, based on letters received and comments by 
citizens of Aurora and Chicago Heights, were so suc- 
cessful that the company plans to institute a similar 
campaign in 1949. 

Description of the campaign, its purpose and its re- 
sults, together with reproductions of the individual ads, 
were incorporated in an impressive eight-page bro- 
chure issued recently by the company. 

ee 
MARCHANT ANNOUNCES APPOINTMENTS 

Edgar B. Jessup, president of the Marchant Calculat- 
ing Machine Company, Oakland, Calif., recently an- 
nounced the following appointments: 

Edwin M. Compton is named manager of the district 
agency at Huntington, W. Va. A former sales represen- 
tative in the Huntington office, Mr. Compton succeeds 
Emmitt F. Harrison, who was transferred to open the 
company’s new district office at Wheeling, W. Va. 

The Wheeling agency has been enlarged from local 
to full district status. Marchant service for the district 
will continue under the management of Charles J. 
Thorngate. 

Fred J. Bourie has been appointed sales and service 
agent for Marchant in the Reno (Nev.) area. The 
agency offices will be located at 133 West St., in Reno. 

At Tampa, Fla., A. Fred Creighton has been appoint- 
ed manager of the agency, which is enlarged from local 
to district status. Marchant service for the district will 
continue under the management of Joseph Heath. 











TRIPLE-PURPOSE WINDOW AT FRANKLIN PTG. & ENGRAVING CO., TOLEDO, OHIO 


Featured at the Franklin plant, Feb. 10 to 24, was this im- 
pressive “Democracy Works Here” window, the display also 
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marking the brithdays of the nation’s two great presidents— 
Lincoln on February 12 and Washington on February 22. 
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hv OW... you can carry a 
COMPLETE DESK and TABLE LINE 


a ee with a low inventory! 
™ 


“ The new A-S-E Line meets ali your customer's require- 








Flat Top Desk, 60° = 28" ments with just one basic desk or table design. 
wa — Yes, with a small inventory of A-S-E Desk Pedestals, Panelled Table 
4 - | Legs and compact, easy-to-store Tops, you can offer everything from 
—— small, space-saving secretarials to large, spacious executive desks and 
bested. tables. Typewriter platforms and various types of drawers are com- 
staat pletely interchangeable—you can tailor each desk to fit the needs of your 
wr 9 customer. Tables can be large or small, with just a simple change of 
| Pa tops. This convertibility of the A-S-E Line lets you give your customer 
~“ quicker service—without need for stocking single-purpose furniture that 


must wait for the right buyer. 


Single Pedestal, 45" x 28” 
And, the new A-S-E Line has top-notch styling. Dealer after dealer 


<a 


~ | Desks and Tables. A limited number of dealerships 
“a 


iy J reports strong enthusiasm for the rea/ beauty of A-S-E 
U iH is available,.. write for full information on the 


ec 


Fixed Center Bed easy-to-sell, profitable and complete A-S-E Line. 









Py ee ALL-STEEL EQUIPMENT INC. @ 


Panel Leg Table, 76" x 36” 44 GRIFFITH AVENUE AURORA, ILLINOIS 
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NOMDA NEWS 











National Office Machine Dealers Association 


Oswald Schreiner, Executive Secretary, 1129 Vermont Ave., N.W., Washington, D. C. 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





Plans Developing for Annual 
Convention in Los Angeles 


Gordon E. Miller is General Chairman of Gathering 
—Ambassador Hotel Chosen Headquarters, June 19-22 


Members of the National Office Machine Dealers 
Association are looking westward these days, awaiting 
their trip to the Golden State of California for the 
annua! convention at Los Angeles June 19, 20, 21 and 22 

This is California’s Centennial year and a state-wide 
program is being conducted, offering many things of 
special interest to visitors and making it an ideal 
period for NOMDA to hold its annual gathering. 

The Ambassador Hotel on the famous Wilshire Blvd 
of Los Angeles has been chosen as the convention 
headquarters. 

Serving as general convention chairman of the con- 
vention is Gordon Miller of Southern California Adding 
Machine Company, Los Angeles. Another leading figure 
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AMBASSADOR HOTEL, LOS ANGELES, CALIF.. SCENE OF NOMDA 1949 CONVENTION 











in convention plans is Harold Mann, recently named 
executive secretary of the Southern California Office 
Machine Dealers Association, 2714 S. Hill St., Los 
Angeles. Committees are busy with meetings, arrang- 
ing many entertainment and program features for the 
convention, expected to attract office machine dealers 
from every state in the union. 

NOMDA by-laws are being rewritten and brought 
up-to-date. These will be submitted at the Los Angeles 
session 

OMDA chapters throughout the nation are making 
plans for the California trip and many of them will 
arrange for special trains to carry conventioners 
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Ol Town 


for better, cleaner spirit duplicating 


The CLEAN, FULL STRENGTH, 
LONG-RUN SPIRIT CARBON 


that eliminates the greatest 
objection to spirit carbon 
duplicating —the soiling of 















CLEAN HANDLING — Super-kleen 750 is clean and easy 


to handle because it has a moisture-proof, protective coating 


over the duplicating ink carbon surface. As a result, the 

| 
ink is sealed in and does not come off on the hands when the WELT and clothes! 
handled prior to use. No special handling precautions 


are necessary with Super-kleen 750 before using it. 
BETTER COPIES, EASIER — Super-kleen 750 is ideal 


FULL STRENGTH — coated with brilliant specially- for use where fast, high quality copies are required on 


long or short runs. Especially adaptable for use in tele- 







developed Old Town inks, Super-kleen 750 gives ty ee 
type rolls, continuous forms, or similar applications 
upwards of 400 bright, sharp purple copies de- where it is necessary that the spirit carbon be left in 
pending upon the machine, pressure, wick, fluid, contact with a sheet of master paper without interleaving. 
copy paper, etc., which are all factors that con- There is no offset or bleed with Super-kleen 750 and 
erasures are extremely easy to make. The small pieces of 
tribute t aximum runs 
carbon used in making cor- 
from any full-strength 






rections are clean and 


easily handled. 


FACTORY AND GENERAL OFFICE ; Shi PACIFIC COAST OFFICE 
750 PACIFIC STREET 843 SOUTH LOS ANGELES ST 


BROOKLYN 17, NEW YORK RIBBON & CARBON COMPANY LOS ANGELES, CALIFORNIA 


SALES AND SERVICE EVERYWHERE 





























—and the Most Valuable Exclusive Franchise 


THE EXCLUSIVE MASTER-CRAFT DEALER 
has today’s broadest and best loose-leaf line —a 
double line that includes a wide range of profitable 
specialties, in addition to staple loose-leaf items. 


The Master-Craft Dealer enjoys the support of a 
manufacturer who places the prosperity and suc- 
cess of the dealer above all other considerations. 


The Master-Craft Exclusive Franchise assures the 
dealer all the business in his territory, thereby 











safeguarding today’s sales, and insuring tomor- 
row’s profits. 


Inquire today about the Master-Craft Exclusive 
Dealer Franchise. It’s worth getting! 


B Likea 


- MASTER-CRAFT 


KALAMAZOO, MICHIGAN 





MASTER-CRAPFT is THE LOOoseE LEAF 
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—and the Most Desirable Dealer Franchise 


THE EXCLUSIVE SHAW-WALKER DEALER You can fill all demands for time-saving, space- 
offers his customers 4,000 items matched in saving and fire-insulated products when you have 
appearance and matched for results. All bear the the enormous Shaw-Walker franchise. It’s the 
symbol of quality — “Built Like a Skyscraper” — trade’s most valuable! Ask about it. 


the best-known trade-mark in the office equip- 
ment industry. 


The exclusive Shaw-Walker Dealer leads the 
field with products not available elsewhere, exclu- 


GHAW-WALKER 


Home Office .. . MUSKEGON, MICH. 








Sive items that buyers want. 





ARGEsST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
11-13 Dowgate Hill, Cannon Street, Londen E.C. 4. 


London, England, March 10, 1949 

Following a series of preliminary meetings, a general 
meeting of Office Equipment Traders was held at the 
St. Bride Institute, London, E. C. 4, on Wednesday, 
February 9, 1949, to inaugurate the National Associa- 
tion of Distributors of Office Equipment. 

Approximately 60 firms were represented at this 
meeting, some delegates travelling from as far afield 
as Scotland and Northern Ireland. 

W. E. Sculthorp of Glasgow, who, by his untiring 
efforts, was largely responsible for the founding of the 
association, was elected chairman of the meeting, and 
it was his pleasure to propose from the chair “that 
an Association of Office Equipment Traders, to be 
known as ‘The National Association of Distributors of 
Office Equipment’, be formed,” which proposition was 
most enthusiastically supported 

It transpired that some of the larger office equip- 
ment firms in London, feeling the need for an asso- 
ciation, had been working on a separate but similar 


project for some months. The two bodies, realising 
their common interest and the added strength in 
numbers, ultimately linked together and so whole- 


hearted is the co-operation that the title “National 
Association” could scarcely be more justly claimed 

At the inaugural meeting the principal business was 
to establish a basis for rules for the association and 
to elect officers for the first year. Mr. Sculthorp (of 
Sculthorps, Ltd., Glasgow) was elected president: 
H. R. Byford (Edgleys, Ltd., London), vice-president: 
and F. G. Banks (A. J. Bird, Ltd., London) and G. H 
Stibbs (Geo. W. Summers & Company, Rochester) were 
elected treasurer and secretary, respectively. An exec- 
utive council of 15 men, each with wide experience in 
the office equipment field, was elected to manage the 
business of the association. Coming from all parts of 
the country, these 15 delegates will be excellent propa- 
gandists in their respective areas. 

Having laid the foundation, the next move will be 
to form sub-committees to tackle the work of building 
Rules, finance, membership categories, and publicity 
will require early attention, to be quickly followed by 
the broad basic purpose of the association, namely, 
trading conditions and principles 
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There are problems in plenty. Some are solely the 
concern of the eligible members of N.A.D.O.E., but 
others will call for liaison with sister associations. 
The closest and friendliest relationship with previously 
existing trade organizations will be earnestly sought, 
and already there is every indication that such feel- 
ings are reciprocated. 

The officers of N.A.D.O.E. would also greatly appre- 
ciate an exchange of views with sister organizations 
overseas. Visitors to this country will be warmly wel- 
comed, and it is hoped they will acquaint us of their 
coming. In the meantime, the president or secretary 
will gladly receive correspondence at their respective 
addresses, pending the finding of suitable headquar- 
ters in London. 


Typewriter Sundries, Ltd. 


On Friday, February 4, Typewriter Sundries Com- 
pany, Ltd., held the second annual staff dinner and 
dance at the St. Ermins Hotel, Westminster, London, 
S. W. On this occasion there were 200 guests, as com- 
pared with the 101 who attended the function last 
year. The staff of the factory at Woolwich were con- 
veyed to London and back by special coaches, thus 
avoiding any travel difficulties for them. The recep- 
tion was followed by a dinner 

The dinner was presided over by E. M. Markus, the 
managing director, who was accompanied by Mrs. 
Markus, together with F. R. Simpson and Mrs. Simp- 
son and Mr. and Mrs. H. W. D. Buckeridge 

In the course of his speech of welcome to the guests, 
Mr. Markus remarked upon the progress made by the 
company during the past year and the fact that 
the personnel had increased to such an extent as to 
necessitate changing the venue for larger premises 
for this year’s function. He also expressed the pleasure 
it had given the directors to have been able to pro- 
vide this entertainment for the staff. 

The toast of the company was proposed by Sidney 
Cleverly, the factory foreman, who remarked that he 
was the first employee at the premises at Woolwich 
not so very long ago and that he took considerable 
pride in the rapid and successful growth of the ac- 

(Turn to page 239, please) 
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AN EVEN FINER [ oNGHORN CARBON ... IN 


A Coloyful Wew Package 






Three Weights. Light, Medium, 
Standard; Standard Colors; Two 
Sizes: 8! all’, 8, al4y, 


TYPEWRITER CARBON 


IT’S PREMIUM GRADE AND CARRIES PREMIUM 
PROFITS—-AT A SURPRISINGLY REASONABLE RETAIL 
PRICE! Always top quality the Longhorn Wax Back Carbon 
you'll find in this attractive new box is better than ever! Fine 
wax back eliminates curl...superior finish makes possible more 
legible copies——-copies that are clear, readable and permanent. It's 
impervious to moisture, heat and humidity. 


Eutld your Carbon Sales 
WITH LARGE CONTRACT BUSINESS! 


AMCO is equipped to supply special orders of 
carbon paper in any size in any color in any 
weight in any finish in ANY QUANTITY 
Let us help you land that contract. Send details of 
order for our quotation. 












Write on your letterhead for this 
COMPLETE AMCO CATALOG! 
* TYPEWRITER CARBONS ond RIBBONS 

* PENCIL and ONE-TIME CARBONS 

* SPIRIT and HECTO CARBONS 

* DUPLICATOR STENCILS ond INKS 


AMERICAN CARBON PAPER MFG. CO. 


General Offices and Factory: Ennis, Texas 
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TEXAS OMDA ELECTS LISTON JACKSON 

The Texas Office Machine Dealers Association elected 
Liston Jackson of Fort Worth president at the annual 
convention held at San Antonio recently. Other officers 
chosen were Edwin T. Feigle of Houston, vice-presi- 
dent, and D. L. Keeney, Jr., of Dallas, secretary-treas- 
urer. 

M. W. Woodliff, Waco, and M. R. Allen, San Antonio, 
were elected to two-year terms on the board of direc- 
tors. B. F. Cox of Abilene was elected as director for 
one year to fill Jackson’s unexpired term. Parker 
Southern, retiring president, was given an ex-officio 
position on the board. 

Approximately 160 delegates attended the conven- 
tion. The program included discussion of dealer prob- 
lems as well as special addresses by Charles W. Carroll, 
president of the Universal Publishing Syndicate; Dr 
W. W. Jackson, vice-president of the American Hos- 
pital and Life Insurance Company; and H. W. Stanley, 
manager of the manufacturers’ and wholesalers’ de- 
partment, San Antonio Chamber of Commerce.—HORN 


>= 


OTTO ULBRICH COMPANY CELEBRATES 

Employees of the Otto Ulbrich Company, numbering 
110, celebrated on February 7 at a victory dinner at 
the Markeen Hotel, Buffalo, N.Y. During the month 
of January, this firm ran a sales contest among its 
employees, backed the sales program with a heavy 
advertising appropriation, and justly celebrated its 
victory by awarding cash prizes to 98 salespersons, 
78 of whom received an extra week’s vacation as an 
additional prize. 

Otto C. Grauer, company president, welcomed the 
employees and Walter H. Miller, executive vice-presi- 
dent, was toastmaster. Entertainment provided by the 
employees included a hilarious dance by some of the 
boys and men dressed in ballet costumes 
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NEW YORK OMDA HOLDS ANNUAL REVUE 

The Office Machine Dealers Association of New York, 
Inc., held the Twelfth Annual Dinner Dance and Revue 
on February 21 at the Hotel Plaza, New York, N. Y. The 
affair was dedicated to the past president, John A. La 
Hiff, J. E. Albright & Company, New York, N. Y. 

An attendance of 260 members, their wives and 
guests, was noted at the annual affair held in the beau- 
tiful grand ballroom. Refreshments were served before 
dinner in the spacious foyer, permitting guests to spend 
a pleasant hour of sociability and good fellowship be- 
fore the doors of the grand ballroom were thrown open 
and the roast beef dinner was announced 

Irving R. Ritchie, Typewriter Distributors, Inc., New 
York, N. Y., past president of NOMDA, read a telegram 
from the OMDA of Pennsylvania, New Jersey and Dela- 
ware, containing best wishes; also wires from William 
Purvin, Superior Typewriter Company, Inc., New York, 
N. Y., and Peter Carroll, New York, N. Y., who were out 
of town, expressing best wishes and regrets at not being 
able to attend. He then presented and thanked Jessie I. 
Taylor, Globe Typewriter & Adding Machine Company, 
and Eleanor Blass, New York, N. Y., on the program 
committee, for doing a fine job. He thanked the enter- 
tainment committee and all those who had contributed 
toward making the affair a success. He then introduced 
Franz Schreyer, General Typewriter Company, Salt 
Lake City, Utah, and Oswald Schreiner, Jr., new 
NOMDA executive secretary. The latter expressed his 
pleasure at being able to attend the affair and having 
the opportunity of getting acquainted. 

President George Purvin, Superior Typewriter Com- 
pany, Inc., extended a hearty welcome. Before intro- 
ducing his predecessor, Mr. Purvin told his listeners 
something of the impressive work he has done for the 
welfare of the association and the betterment of the 
industry over a period of years. He then presented Past 
President John A. La Hiff, J. E. Albright & Company, 








12TH ANNUAL DINNER DANCE OF OFFICE MACHINE 
DEALERS ASSN. OF NEW YORE, HOTEL PLAZA, FEB. 
21.—Attendance at the successful function reached the 
260 mark. Among those attending from a distance was 
NOMDA’s new executive secretary, Oswald Schreiner, 
Jr. (back to table in left foreground), Washington, D. C. 
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Sales bade 


in the Complete A-S-E Storage Cabinet Line 
A cabinet for every type of storage requirement. That's the main 
reason why the A-S-E Line is the biggest, the most complete and the 
fastest selling line of storage cabinets in the field. Here are other 


A-S-E Construction Features 
Are Features You Can Sell 


Completely Concealed Hinges—no bolts or 
P 9g 
rivets show Prevent sagging doors and 


sdd ¢t 


Die-Cast Chrome Plated Handles of modern 
desigr ' tches at top, center and 
t Stor 


important reasons for outstanding consumer acceptance: Smartly 


Easy Shelf Adjustment—no bolts or nuts re 


quired fo stment on 114" centers designed hardware. Durable, baked-on finishes, either grained, olive 


Strongly Buil—Full 7 thick steel angle up- green or dawn gray. Strong, rigid construction. 
rights and 16-gauge channel cross members 2 : . 
eed taal rength end sigidity Yes, for the answer to a complete line that meets every demand of 


your customers, switch to the A-S-E Line in '49. 


37 MODELS OF CABINETS TO MEET EVERY STORAGE NEED 


| @ Storage Cabinets @ Desk High Cabinets 
@ Wardrobe Cabinets ®@ Janitor's Cabinets 
, @ Combination Cabinets @ Key Cabinets 
@ Counter High Cabinets @ Utility Racks 








ALL=STEEL EQUIPMENT INC. 


a 44 GRIFFITH AVENUE AURORA, ILLINOIS 
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New York, N. Y., who expressed his thanks and appre- 
ciation for the honor accorded him. He took occasion 
to thank all officers and members of committees whose 
loyalty and co-operation had contributed to the success 
of his administration. 

Mr. Ritchie then announced the following birthdays: 
Robert Galland, son of J. W. Galland, Liberty Type- 
writer Exchange, Division of L. C. Smith & Corona 
Typewriters, Inc.; James P. Marino, American Dictating 
Machine Company, Inc., New York, N. Y.; and Gene 
Greenbaum, guest of American Dictating Machine 
Company, Inc., each of whom received congratulations 
and a round of applause. 

An excellent show consisting of a variety of first- 
class acts from stage and radio was presented under 
the direction of Al Ferguson, master of ceremonies, who 
contributed both talent and wit. Excellent music was 
provided by Charles Peterson and his well-known or- 
chestra from the Terrace Room, Hotel New Yorker, 
with the result that the dance floor was crowded both 
between courses and for the balance of the evening. 

The entertainment committee, headed by chairman 
William B. Kerzner, Pear] Typewriter Corporation, in- 
cluded Harry Ritchie, Addressing Machine & Equip- 
ment Company; Frank Nemzer, Nemzer Typewriter 
Exchange, Brooklyn, N. Y.; William Purvin, Superior 
Typewriter Company, Inc., New York, N. Y.; Jessie I. 
Taylor, Globe Typewriter & Adding Machine Company, 
Inc., New York, N. Y.; Eleanor Blass, New York, N. Y.: 
and Tom D. DeWitt, L. C. Smith & Corona Typewriters, 
Inc. 


*—- 





— Every Monday 
night for 16 weeks starting on February 21, this group of 
salesmen and women from the staffs of commercial stationers 
in Chicago, meets in the Illini Center on the top floor of the 


“ROMANCE OF RECORDS” STUDENTS. 


LaSalle Hotel, to receive basic information on loose leaf 
records and how to sell systems and equipment. W. L. 
Schuster, an expert in the field, is instructor of the class, 
which is sponsored jointly by the Stationers Club of Chicago 
and the University of Illinois. The popularity of the course 
is indicated by the fact that over 100 applied for entry al- 
though only 40 could be accommodated. 
—-- «© - 
NEW YORK STATIONERS 12:30 CLUB MEETS 

The Stationers 12:30 Club of New York held a regular 
monthly meeting on Monday evening, February 28, in 
the Oxford Room at Rosoff’s Restaurant, New York, 
N. Y., with President Mortimer Libien, Libien Press, 
Inc., New York, N. Y., presiding. 

Mr. Libien called the meeting to order and after ex- 
tending greetings to more than 40 members and guests, 
asked for reports of the various committees. 

First to respond was Treasurer Dwight N. Briggs, Sun 
Rubber Company, who reported the treasury in good 
shape with a substantial balance on hand. 

In the absence of Louis Wachtel, American Lead 
Pencil Company, chairman of the outing committee, 
his report was made by President Libien. “Plans are in 
progress to hold this year’s outing in beautiful West- 
chester County,” said Mr. Libien, “and place and date 
will be announced as soon as arrangements are con- 
cluded.” He further announced that three additional 
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members had been added to the committee—Gerard D. 
White, Acco Products, Inc.; Dwight N. Briggs, Sun Rub- 
ber Company; and Louis F. Caracci, The Nor-Wood 
Company, Inc. 

He then reminded his listeners that a meeting of the 
Stationers Association of New York, Inc., was sched- 
uled to be held on that same evening at the Hotel 
Statler and suggested that those who had planned to 
attend would be excused. A number of those present 
took advantage of the opportunity and left for the 
other meeting. 

——~— + 

TRANSCRIPTION SUPERVISORS HOLD SHOW 

The fourth annual “little” business show of the 
Transcription Supervisors Association was held at 
Whyte’s Restaurant, 146 Fulton St., New York, N. Y., 
on Monday evening, March 14, following its regular 
monthly dinner meeting. 

Due to limited space facilities the show was confined 
to the smaller pieces of office equipment, preferably 
the newer articles. 

The exhibit included, among other items: Electronic 
Dictaphone, Ediphone, Peirce wire recorder, Sound 
Scriber, Royal typewriter, IBM typewriter, Marginator 
justifiers, Pres-to-Line, Buckeye ribbons and carbons, 


Crystal Copy and Copy-Craft ribbons, carbons and 
stencils. 
Miss Elsie M. Kaiser of the United States Rubber 


Company was chairman of the products committee. 
Oe — 
TURMAN ADDRESSES OFFICE FURNITURE GROUP 

About 40 members of the Office Furniture Association 
of Chicago were present at a special meeting of the 
group on February 24 in the Mural Room of the Bis- 
marck Hotel. The March meeting was moved up to 
the February 24 date in order to coincide with the 
nationwide speaking tour of the guest speaker, Moe 
Turman, president of the National Office Furniture 
Association. 

Following the opening of the meeting by President 
Hy Natovich, Spak & Natovich, Inc., the minutes of 
the last meeting were read by Secretary Warren 
Spitzer, Spitzer’s Office Furniture House, Inc., and 
the financial report by Treasurer Ed Tyre, Mead & 
Wheeler Company. Two new members were accepted 
into the association—Fred Russo, manufacturer’s rep- 
resentative, and Harry Lazar, General Office Equip- 
ment Company. 

Furniture Sales Clinic in April 

President Natovich then presented a letter from the 
Wood Office Furniture Institute relative to the con- 
duct of the sales clinic to be held in Chicago April 5. 
Dealers were asked to divide their attending salesmen 
into two groups, in order that morning and afternoon 
sessions might be approximately equal. The matter of 
increasing the per capita dues to the national associa- 
tion was presented and unanimously approved. The 
following nominating committee for the May election 
was named: John Gibson, Marshall Field & Company; 
Warren Spitzer, Spitzer’s Office Furniture House, Inc.; 
Les Brown, manufacturers’ representative: Ed Riley. 
Riley’s Office Furniture, and Sid Stein, S. Stein & 
Company. 


Turman Scores Dealers for Hysteria 


Charles Goodman, S. Stein & Company, activities 
secretary, then presented N.O.F.A. President Turman, 
who gave a most inspiring and illuminating message 
on the state of the office furniture industry in the 
nation. Mr. Turman pointed out that while the vol- 
ume of office furniture as compared to some industries 
is not large, it did, however, total $200,000,000 annually 
during the lush period just ended. Now, with some 
decline of sales, an air of fear and hysteria has per- 
meated the whole industry. He insisted that the best 
method of holding up volume is to rid organizations 
of sloppy habits developed during wartime scarcities. 
Far too many owners, he said, stay on the floor and 
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; ee 2 OFFERS ANOTHER 


PROFIT OPPORTUNITY! 





Crisp and clean as a frosty morning... 
smooth and modern as the plane of 
tomorrow ...it’s the new Frosted Walnut 
Pacemaker! This handsome gray finish 
brings out all the natural beauty of the 
selected walnut grain... even as the twenty 
features of the Pacemaker’ itself have 
brought new peaks in office efficiency! 


Write for full information on the Frosted 
Walnut Pacemaker today .. . it will 
command a dominant position in your 
profit-picture! 


MYRTLE DESK COMPANY — High Point, N. C. 


OFFICE APPLIANCES, April, 1949 





83 


6068-F 





























greet callers rather than getting out and contacting 
old customers. Another weakness, he insisted, is in 
poor basic training of new salesmen. He recommended 
that dealers not be misled by the fact that there were 
58 per cent more business failures in 1948 than in 
1947, for 80 per cent of these failures were comprised 
of dealers who went into business during or after the 
war. He urged that dealers get out and hustle for 
business, fighting calamity and selling on the basis 
of what new furniture will do for the customer. Above 
all, he insisted, sell at a fair profit. Don’t worry about 
the price-cutter; he will soon price-cut himself right 
out of business. 

The session closed with a question-and-answer ses- 
sion that cleared up several current problems in the 
minds of dealers present 

*—- © 

CASH REGISTER DEALERS MEET AT CHICAGO 

The Independent Cash Register Dealers Association 
(I1.C.R.D.A.) held a quarterly meeting on February 10 
at the Stevens Hotel in Chicago, with 45 dealers at- 
tending. Among those present were President Ed Bur! 
of Brooklyn, N. Y.; Secretary and Treasurer Stanley 
Hayman, Washington, D. C., and Vice-president Kyle 


Leeds of Kansas City, Mo. This was the first meet- 
ing to be held by the association outside of New York 





NEW OFFICERS OF I.C.R.D.A.—Elected for the coming year 
at the recent quarterly meeting of the Independent Cash 
Register Dealers Association, held at the Stevens Hotel. 
Chicago, were, left to right: Stanley Hayman, Washington 
D.C., secretary-treasurer; Ed Burl, Brooklyn, president, and 
Kyle W. Leeds, Kansas City, Mo., vice-president. 


City since its organization on February 4, 1948. The 
officers were well pleased with the turnout of mid 
western dealers at the meeting. In view of the fact that 
this meeting was held with the main purpose being 
to acquaint midwestern dealers with the outstanding 
record of the association in the short time it has been 
organized, there was no formal business conducted 
The meeting was of an informal nature and an inter 


esting open forum discussion was held, relating to the 
problems of the dealers, what means had been taken 
by the association to overcome some of the problems 
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the general purpose of a well-organized group and its 
meaning and impact to both the dealer and the trade 
President Ed Burl and Secretary Stanley Hayman both 
stressed the desire and need for a strong membership 
drive to enlist all office machine dealers who are en- 
gaged in the sale and service of cash register machines. 

Manufacturers and suppliers attending the meeting 
were the Federal Cash Register Company, Kansas 
City, Mo.; Baco Ribbon and Carbon Company, St. 
Louis, Mo.; Rittenhouse Paper Company, Chicago; and 





CHICAGO CASH REGISTER PARTS CO. DISPLAY AT 
I.C.R.D.A. CONVENTION, STEVENS HOTEL, CHICAGO 


the Chicago Cash Register Parts Company, Chicago. 
The displays of the suppliers were extremely interest- 
ing, particularly the one by the Chicago Cash Register 
Parts Company, showing display boards on which 
were attached more than 2,000 items and parts to 
illustrate the complete line of replacement parts avail- 
able to the independent cash register dealer. 

The IL.C.R.D.A. is publishing a bimonthly newsagram 
along with bulletins containing helpful information to 
the independent cash register dealer. All dealers who 
are not, at present, members of the association are 
cordially invited to become members. They may ad- 
dress inquiries to Stanley Hayman, secretary and 
treasurer, Independent Cash Register Dealers Asso- 
ciation, 2019 14th St. N.W., Washington, D. C 

=> 
STATIONERS ASSOCIATION MEETS AT N.Y.C. 

The regular monthly meeting of the Stationers Asso- 
ciation of New York, Inc., was held on Monday evening, 
February 28, in conference room No. 2 at the Hotel 
Statler, New York, N. Y. 

In the absence of President Richard Wahrman, R. E 
Wahrman, Inc., New York, N. Y., the meeting was con- 
ducted by J. S. Libien, Libien Press, Inc., New York, 
N. Y., governor of NSA District No. 13. 

Mr. Libien announced that the usual order of busi- 
ness, including committee reports, would be dispensed 
with so as to give ample time for two speakers whose 
topics were in line with the aims of the association to 
present educational features at their meetings. Before 

(Turn to page 126, please) 
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QUARTERLY MEETING OF LC.R.D.A. AT STEVENS HOTEL, CHICAGO, FEBRUARY 10 
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SCIENTIFICALLY-CONTROLLED, 


QUALITY INKING 


An outstanding formula em- 
bodying the finest-ground 
pigments and a special vehicle 
lies back of the quality ink 
with which Classic Egyptian 
cotton ribbon fabric is im- 
pregnated. Ribbon inking is 
precision - controlled to pro- 
duce the remarkably uniform 


ink distribution and recu- 
peration which assure iden 
tically beautiful, gray write 
type impressions and long, 


even wear-aqown 


Columbia RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office & Factory 





FINEST EGYPTIAN COTTON 


possesses the longest, strongest fibres of 
all cottons —the factor responsible for 
the sheerest, most durable cotton type- 
writer ribbon fabric employed in the man: 
ufacture of Classic Ribbons! 





in TYPEWRITER RIBBONS 


for Elegance in Reproduction 
Durability in Wear 
Versatility in Scope 


All cotton is not alike—nor are all cotton typewriter ribbons. 
It takes the finest combination of ribbon fabric and inking to 
produce the outstanding cotton ribbon for finest typing per- 
formance—Classic! 


Superb-writing Classic Typewriter Ribbons are particularly made 
to supply the large demand of users who insist upon typing 
beauty and authority, plus unsurpassed wear. They are intended 
for use on standard, noiseless and electric typewriters, and all 
other ribbon-using business machines. Also made in special ink- 
ings for offset duplicating, photostat and blueprint reproduction. 


Moreover, the type of business which Classic Ribbons 


bring to your store is fine-profit business. Write us for 
inviting details and sales-promotion plan. 


Glen Cove, L. I., N.Y. 


New York Sales & Export: 58-64 West 40th St. « Kansas City, Mo. + Chicago 
Ailwaukee + Minneapolis + Philadelphia + Pittsburgh 
Portla « Cincinnati (Harris-Moers Co.) + Fort Worth « Atlanta 
Aliso: Toront snada + London, England + Milan, Italy « Sydney, Australia 
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eee Now ! nked in a joint undertaking 





to extend the availability and effectiveness 


of Microfilming as a modern business tool 








WHEREVER THERE'S BUSINES 
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Effective immediately, the entire pro- 
duction of Bell & Howell microfilming 
equipment will be distributed and serv- 
iced through the worldwide Burroughs 


organization. 


Bell & Howell microfilm equipment, 
built to standards of precision and 
dependability that have made Bell & 
Howell the recognized leader in the 
field of photography, incorporates 
many important technical advances. 
And Burroughs, through the unmatched 
size, scope and training of its organi- 
zation, is uniquely equipped to help 
business take full advantage of this 
exceptional microfilming equipment. 


BURROUGHS ADDING 


DETROIT 


This new arrangement promises important 
benefits to business concerns 






For many years, Burroughs has worked 
closely with users of figuring, account- 
ing and statistical machines to achieve 
increasingly efficient mechanized sys- 
tems in the office. With this back- 
ground, Burroughs can now help busi- 
ness integrate modern and efficient 
microfilming into its systems and 
methods to save time, space and money 
in the reproduction of records for 
current use and for storage. 


Burroughs world-famed service organi- 
zation will provide not only efficient 
maintenance of microfilm equipment 
but also prompt service in the process- 
ing of films for microfilm users. 


MACHINE COMPANY 
, MICHIGAN 


Bell & Howell microfilm equipment is based upon a new 
principle of recording, which doubles the efficiency and 


halves the cost of microfilm for many business purposes. 
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HOWARD NEW PRESIDENT OF GLOBE-WERNICKE 

At the annual meeting of the board of directors of 
The Globe-Wernicke Co., Cincinnati, Ohio, held on 
February 23, 1949, Alfred C. Howard was elected pres- 
ident and general manager of the company. John J 
Rowe, president of The Fifth Third Union Trust Com- 
pany, was elected chairman of the board, and F. H. 
Kunkel was elected chairman of the executive com- 
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ALFRED C. HOWARD 


mittee. Other officers of the company who were elected 
are H. M. Pendery, vice-president in charge of produc- 
tion; R. H. Hammer, secretary and treasurer; C. G. 
Lindeman, assistant secretary and comptroller; and 
F. E. Kebler, assistant treasurer. 

At the annual meeting of the shareholders, W. E 
Pierson, president of the First National Bank of Cin- 
cinnati, was elected a new member of the board, as was 
A. C. Howard, the new president. Other members of 
the board re-elected were D. W. Balch, G. P. Doll, R. H 
Hammer, N. S. Hill, F. H. Kunkel, R. E. Nelson, H. W 
Nichols, H. M. Pendery and John J. Rowe. Howard suc- 
ceeds J. S. Sprott, who had been president of the com- 
pany for the past 14 years until his death on February 
11, 1949. 


Held Numerous Administrative Posts 

Before joining The Globe-Wernicke Co. as executive 
vice-president, Howard held top executive positions 
with several of the country’s leading manufacturing 
organizations. He was associated with the Fairbanks, 
Morse Company for thirty years, the last ten years as 
general manager of the company’s five plants, with 
headquarters at Beloit, Wis. He was vice-president of 
Eversharp, Inc., Chicago, and, immediately preceding 
his association with Globe-Warnicke, was assistant 
to the president of The Philip Carey Manufacturing 
Company, Cincinnati. He brings to the new position a 
broad experience in manufacturing, financing and dis- 
tribution. 
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ROYAL PROMOTES TWO MANAGERS 

David B. Starrett, vice-president in charge of sales 
for the Royal Typewriter Company, Inc., has an- 
nounced the promotion of two men in the organization. 

Max D. Brown, former assistant district manager 
at Los Angeles, Calif., has been named district man- 
ager at Dallas, Tex., effective March 1. J. L. Wesley, 
former manager at Chattanooga, Tenn., has been ele- 
vated to the position of district manager at San An- 
tonio, Tex., where he succeeds the late G. L. Davis, 
who died recently. 

Mr. Brown began with Royal as a salesman at Little 
Rock, Ark., in December of 1938. In November, 1940, 
he transferred to Oklahoma City, Okla., from where 
he entered the Army in 1941. During his service in 
the armed forces, he supervised typewriter mainten- 
ance at Fort Sill, Okla. Headquarters at Dallas are at 
507-9 S. Akard St. 

A former business college vice-president, Mr. Wesley 
joined Royal as a typewriter salesman at Jacksonville, 














MAX D. BROWN J. L. WESLEY 
Fla., in 1944. In the spring of 1947, he was promoted 
to direct operations at the Chattanooga, Tenn., branch 
office. Now at San Antonio, he operates from 312 N 
Presa St 
~~ + 
KEN TODD OPENS OFFICES IN CHICAGO 

Ken M. Todd, leather goods representative, has 
opened new offices in Room 1210 of the North American 
Building, 36 S. State St., Chicago 3, Ill. Here, he is 
carrying the leather goods line of Stanley & Stanley, 
Inc., New York, N. Y., and Wasall, England. He has 
available fitted cases for both men and women with a 
new line of semi-fitted and fitted cases suitable for the 
clergy. In addition, he has available wallets and letter 
cases made in England and in Stanley’s own factory 

Other products merchandised by Mr. Todd include 
the Blue Star Leather line of newly-redesigned acetate 
leaf photo albums, diaries, appointment and engage- 
ment books 
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ICHING CHAIRS IN MATCHLESS KALISTRON 


Here at Thomas we endeavor to make furniture that's first in style, beauty and 
durability. We are aided in this by the accumulated skills of many years plus the 
finest in technological advances. 

Thus, Kalistron—amazing new material with color fused to underside of a 
clear Vinyl sheet—enables us to produce furniture that's 
beautiful, rugged .. . and economical. 

The addition of Kalistron to our other superior upholstering 
materials enables us to offer a line that's competitive in every 
respect with the finest in the country. Send for your 
free copy of our new sales book today. 


Kolistron is the name of new, 
improved Blanchaordized Viny- 
lite. Color fused to underside 
assures permanent protection. 


FURNITURE COMPANY HIGH POINT, NORTH CAROL'!NA 
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Art Metal 


Jamestown. New York 
USA 





Now... you can offer a complete Art Metal 


Yes—with these smartly-designed, quality-built Art 
Metal aluminum office chairs—you can now ofter 
your customers a greater Art Metal office equip- 
ment service. At the same time—you can gain new 


customers . . . new sales. 


These modern chairs are the result of years of study 
and development by Art Metal’s staff of engineers. 
They're made to increase office personnel efficiency 

. to give greater comfort and to reduce seating 


fatigue. The new Art Metal aluminum chairs retain 





their natural color longer . permanently resist 
stains, scratches and other marks. They have greater 
strength and durability . . . and will take all the 


punishing wear of a busy office. 


This new line of Art Metal aluminum office chairs 
brings with it Art Metal’s reputation for 60 years 
of leadership in designing and producing high 
quality and efficient office equipment. All over the 
nation, Art Metal dealers are now displaying 


samples of the new Art Metal aluminum office chairs. 


THE ART METAL CONSTRUCTION COMPANY, JAMESTOWN, N. Y. 











The new Art Metal aluminum office 
chairs have all these big features: 


4 Aluminum frame hardened by the latest 
heat treating methods! Combines beauty and 
lightness of aluminum with strength and 
durability! 





\@ Welded tubular construction with smooth 
modern lines and strength...no sharp corners. 

iM Padded with Foam Latex and covered with 
new plastic fabric. Perforated for ventilation. 
Lasting comfort and wear. Available in 
several colors Shown here are the first four models from Art Metal's complete line 
A ] ith cb . ° . : 

7 Anodized aluminum surface covered with Cous of new aluminum chairs. As production at the modernly equipped 
lacquer preserves the natural color and assures 3 : 5 
permanent vecietanee 0 ttelés, euatdius end Art Metal plant in Jamestown, New York, speeds... 
marks! Will not mark clothing or hands other new models will become available. 

l@ Scientifically formed seats . . . molded to fit 
the body . eliminate strain, fatigue and 


Side-Arm Chair Arm-Swivel Chair Side Chair Secretarial Posture Chair 





discomfort 


\# Fingertip adjustments on swivel chair models 
make individual adjustments easy. 

@ One piece aluminum base on swivel chairs 
partly conceals casters . . . combines styling 
with utility! 

i Easy rolling full swivel casters provide easy 


movement reduce floor wear ive 
™ ' Business Equipment +» Wabash Filing Supplies - Postindex Visible Record Systems 
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GLOBE-WERNICKE PROMOTES ELMER RAHE 

Alfred C. Howard, president-general manager of 
The Globe-Wernicke Co., has announced the appoint- 
ment of Elmer G. Rahe as top sales executive with the 
title of director of sales. He is in charge of all sales 
operations of the company 

Mr. Rahe has been associated with The Globe- 
Wernicke Co. for 18 years. He started as an engineer- 
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ELMER G. RAHE 


the 


ing “co-op,” while studying at University of 
Cincinnati. After graduating, he entered the sales de- 
partment and later became assistant sales manager 
He is a veteran of World War II, having held the rank 
of captain in the coast artillery. After his discharge 
from the Army he returned to Globe-Wernicke and 
was made sales manager, the position he has held 
until his appointment as director of sales 


SELL UNIVERSAL BUSINESS MACHINES 
CORPORATION TO UNIVERSAL WINDING 

At a recent meeting of the stockholders of the 
Universal Business Machine Corporation, Middletown, 
Conn., the offer of the Universal Winding Comvany 
of Providence, R. I., was accepted, according to an 
announcement by President George J. Fouser. This 
offer involved about $600,000, he said, and it was in- 
dicated that the business, which never reached pro- 
duction stage at Middletown, would be moved to 
Stonington, Conn., where Universal Winding owns a 
plant. 

The Universal-Llorens machine planned was a com- 
pact adding device to be sold for less than $100. The 
sale was decided upon as a solution to saving the 
stockholders’ money and dealers’ contracts and also to 
assure production and delivery of the adding machines 
at the earliest possible time. 

—- 


NAME ROYAL AGENTS IN ELMIRA 


Hazelton’s Office Equipment, Inc., Elmira, N. Y., has 
been appointed sales and service representative for 
Royal typewriters and supplies in Chemung County 
in New York, and Bradford County in Pennsylvania. 

W. A. Hazelton, Jr. president; Harmon Lake, vice- 
president, and John Brown, sales representative of 
the concern, have an aggregate experience in the 
typewriter business of over 58 years. Hazelton’s El- 
mira office was established in 1946——-GET 

—- 
STEVENS REPRESENTS CRESCENT INK 

L. G. Stevens, known to most of the trade as “Steve,” 
is now general representative of the Crescent Ink & 
Paste Company of Terre Haute, Ind. Mr. Stevens, 
who expects soon to make a swing through the terri- 
tory, has purchased a home at 325 Stewart Ave., 
Libertyville, Il. 





DURAN UPHOLSTERED FURNITURE 
CONSTRUCTED IN GEORGIA STORE 
WINDOW. — Duran’s versatility and 
adaptability to upholstering operations 
recently formed part of a unique point- 
of-sale promotion, sponsored jointly by 
two Georgia concerns—Bliair Aluminum 
Furniture Co., of Marietta and Ivan 
Allen-Marshall Co., office equipment 
suppliers, Atlanta. Above: the latter's 
show windows were converted into a 
miniature furniture factory where Blair 
workers constructed upholstered units 
in full view of sidewalk throngs. The 
unique display stimulated widespread 
newspaper publicity and resulted in a 
definite upswing in sales of Blair's 
Duran-covered pieces. Below: added 
emphasis was given the window ex- 
hibit by an actual showroom display of 
appropriate Duran-upholstered items in 
office and reception room settings. 
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THE CROSS SECTION VIEWS 
ILLUSTRATED BELOW SHOW 
HOW ACE PRODUCES THE 


FIG. 1 Shows cross section of an All 
ROUND steel wire. Ace uses only premium 
precision made, occurctely drawn-to-size 


steel wire 


FIG. 2 Shows ALL-ROUND wire ofter being 
treated by the ACE” PROCESS 
maximum strength on the outer edge where 


it is needed most 


This gives 


7 ce Hafile ; 
Remover 


Snops out clinched stoples 


in a jiffy. Saves finger nails 


ACE FASTENER CORPORATION 


Mee Pilol —__— « 


How Much 


did you get 20 years ago? 


Twenty years have elapsed since we started this 
business. During this time many changes have taken place in 
the stapling industry. Then, 90% of the stapling business was 
being sold direct to the consumer. Only 10% was going 
through the retail stationery trade. 


Right from the start we realized that in order to put the 
stapling industry on a sound foundation these figures must 
be reversed. How well this job has been done is evidenced 
by the fact that today our thousands of dealer friends every- 
where are getting 90% of the business . . only 10% of the 
total is now sold by direct agents. 


The outstanding factor responsible for this swing to the 
dealer was the matchless quality of Ace Stapling Equipment, 
backing up Ace’s undeviating “Dealer First’ policy. And, 
that same policy and the uniform excellence of all Ace 
products will continue to bring dealers additional business 
and increased profits. 


SOLD EXCLUSIVELY BY DEALERS 











~"as- 


3415 NORTH ASHLAND AVENUE «© CHICAGO 
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IN CANADA @ ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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BACON NAMED SIKES SUPERINTENDENT 


Francis B. Bacon, president of The Sikes Company, 


Inc., manufacturers of business chairs and household 
furniture, Buffalo, N. Y., recently announced the ap- 
pointment of his brother, Arthur B. Bacon, as super- 

















ARTHUR B. BACON 


intendent. The new appointee is a native Buffalonian. 
Before leaving that city to become associated with the 
American Bosch Company of Springfield, Mass., he held 
positions with Pierce-Arrow Motor Car Company and 
Curtiss-Wright Corporation. His appointment is effec- 
tive at once. 


—_—_—_—— Po 
APEX ADDS TWO TO ORGANIZATION 

B. T. Abrams, sales manager of Apex Business Sys- 
tems, 6 Murray St., New York 7, N. Y., recently an- 
nounced the addition of the following new men to the 
organization: 

Bob Miller, Jr., former West Coast manager in charge 
of the Los Angeles branch, comes east as general man- 
ager of the New York office. 

Gerald A. Cavanaugh, previously connected with the 
sales staffs of Uarco, Inc. and Boorum & Pease Com- 
pany, is assistant sales manager working directly under 
Mr. Abrams. 

°—--e 


UP-AND-DOWN AD ATTRACTS NOTICE 
A unique advertisement was published recently by 
Stationers Corporation, San Diego, Calif., which showed 
what supplies were carried on various floors. 
The ad showed two elevators at different levels, and 
copy explained what was displayed on each floor 
Enough white space surrounded the elevators to give 


quick reader attention to illustrations and copy.—LOL 
> -—_-_-__ 


NEW FIRM OPENS AT LA JUNTA, COLO. 


The La Junta Office Equipment Company recently 
opened for business at La Junta, Colo., under the 
ownership of Robert Cochran and Larry Glennon, both 
of Lamar, Colo. Mr. Glennon has remained to operate 
the Lamar firm doing similar business and Mr. and 
Mrs. Cochran took over operation of the La Junta 
store. 

A complete line of office equipment and supplies is 
carried, including Underwood typewriters, National 
cash registers, office desks and chairs, and filing cabi- 
nets. A service department is maintained. 

~ 4 
IDAHO FALLS FIRM OCCUPIES NEW HOME 

The Falls Typewriter Company, Idaho Falls, Ida., 
recently opened its new home at 830 Park Ave., under 
the direction of Wes Reisenburg, president. 

The brick structure provides space 50 feet deep and 
32 feet wide with a store front featuring the backless 
plate glass display windows and all plate glass door 
which puts the store itself on view from the sidewalk 
for the benefit of the passers-by. 

The north and south walls are painted in Sunlight 
yellow and the east and west ends in Surf green. 
Woodwork and counters are done in harmony green. 
The 80 feet of shelving, seven feet high, is painted an 
Opal gray which does not show dust and fingerprints. 
The lighting fixtures are the new fluorescent style 
providing daylight lighting over the entire store. 

Shop and shipping department, as well as offices, 
are located at the rear, partitioned off from the main 
part of the store. A full basement is used as a stock- 
room. 

In newspaper advertising the firm always incor- 
porates a picture of the store and the notation: “The 
Businessman’s Department Store. Office Supplies— 
Office Equipment—Office Machines.” The owners are 
proud of the fact that this is the first and only com- 
plete office supply, office equipment and office ma- 
chine store in the upper Snake River Valley. 

Wes Reisenburg first started out with a small re- 
pair shop in the basement of his home in December 
of 1945. A few months later the repair business in- 
creased to the point it was necessary for him to 
secure a small location in the business area. On June 
1, 1946, the firm was incorporated and took on various 


lines of office equipment, including R. C. Allen 
business machines, typewriters, steel desks, filing 
equipment, duplicating machines, Executone inter- 


office communication system and SoundScriber dictat- 
ing equipment. At that time the firm became a com- 
plete commercial stationery store. 











NEW STORE—The new home of Falls 
Typewriter Co., Inc., located at 830 Park 
Ave., Idaho Falls, Ida. 
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MACEY-FOWLER, INC., UTILIZES SIDE 
OF WAREHOUSE FOR UNIQUE DISPLAY 

The Macey-Fowler, Inc., office furniture firm of New 
York City has a warehouse located at 120th St. and 
Park Ave., claimed to be the greatest railroad traffic 
thoroughfare in the world. Six hundred trains of the 
New York Central and the New York, New Haven and 
Hartford pass daily and in a year’s time they carry 50 
to 60 millions of passengers 

In this warehouse, Macey-Fowler has a display set 
at eye-level with the trains and taking in the entire 
width of the 50-foot building. The company has built 
an outstanding example of how valuable, but so often 
wasted, space can be put to use in publicizing a product 
or business. 

Through the use of invisible glass manufactured by 
U. S: Invisible Glass Company of New York City, all 
reflections are wholly eliminated—the result of the 
scientific manner in which the glass is curved. Invisible 
glass has been used for a number of years, but this is 
declared to be the first spectacular display employing 
it. 

New York Central and New York, New Haven and 
New Hartford trains don’t just speed past this display, 
because 125th St. and Park Ave. is a stop for practi- 
cally all incoming and outgoing trains. With the dis- 
play located at 120th St., trains going out of the city 
are slowing down to make the stop at 125th St. And 
trains coming into the city, having stopped at 125th St.., 
are just starting to gain speed as they approach the 
tunnel that leads to Grand Central Station. 

Robert Fowler, president of Macey-Fowler, Inc., states 
that the display will be changed every two weeks 


—- 


NEW LIFE FOR A WEARY MACHINE 

Of course you’ve seen a weary machine. A check- 
writer gathering dust in a forgotten corner or per- 
haps an adding machine with a wheezing belly, too 
tired to turn out just one more figure. The Check 
Writer Company has seen hundreds of thousands of 
them. They hobble and limp in in daily droves. I guess 
you’d call the plant at 169 William Street a mecca 
for old business machines. They turn their last hope- 
ful prayer there for help and their prayers are 
answered. 

Today Charlie the Checkwriter is turning out thou- 
sands of dollars worth of checks daily. To look at him 
in cheerful, efficient operation, you’d never suppose 
that just a few months ago he was all bound up in 
a dustproof bag on a high, dark, deserted shelf. We'll 
follow his trip from rags to riches 

This is how it’s done. When the checkwriter arrives 
at William Street, Joe takes over. Joe is head doctor 
in the company’s checkwriter rejuvenation depart- 
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SPECTACULAR DISPLAY —This eye- 

level display by Macey-Fowler, Inc.. 

en a warehouse along New York City’s 

busiest railroad thoroughfare provides 

spectacular reference to the company’s 

showroom for office furniture at 385 
Madison Ave. 


ment. He gives the machine a thorough examination 
to find out what keeps it from ticking. Then he dis- 
members it. He strips it down completely and gives it 
a generous bathing, oils it as gently as he would his 
own baby and then turns on the high-pressure spray- 
ing system. 

Now that it is sparkling clean, rickety limbs can be 
replaced with shiny new parts. It gets a fresh ink 
assemblage for a perfect imprint. And the machine is 
ready for a face-lifting. Fresh face plates are pre- 
pared. The body is handsomely re-enamelled and 
renickeled. 

When Joe and his expertly trained staff have com- 
pleted a precision readjustment and testing of the 
machine, it becomes Lee’s baby. Lee is official regis- 





HE DOES IT EVERY TIME.—Joe Angiello, checkwriter repair 
man of the Check Writer Co., Inc., is justly proud of his record 
for rebuilding used machines to look and operate like new. 


trar for all machines. She maintains a complete 
record of admission, treatment and release. When she 
has checked it through, Charlie the Checkwriter is 
outfitted in a smart leatherette cover and is ready 
for you. 

The Check Writer Company, Inc., in New York City 
is one of the foremost rebuilt business machine firms. 
Established by William Hutter in 1914, it is now 
celebrating 35 years of service to office machine dealers, 
under the supervision of Samuel Hutter, vice-president 
and general manager. 
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CONFERENCE CHAIRS 


e STURDY ALUMINUM CONSTRUCTION SATIN FINISH 
e MOLDED FOAM RUBBER CUSHION AND BACK 


( For Dicta tion 
a I Think They Are 
WONDERFUL / 


Cramer orrers 


TWO MODELS IN gG™ 
CONFERENCE 


CHAIRS 


Every desk needs the 
Model 900 side chair and 
every private office should 
have one or more of the 
Model 901 side armchairs. 
Outside waiting rooms can 
use either or both styles to 
great advantage. Matching 
perfectly in style, these 
two models can be used 
in the same room in com- 
plete harmony. Write to- 
day for illustrated liter- 
ature and prices. 
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A Taylor = 


Comfortable—Posture—Grouping 


Which Offers an Entirely New Comfort in 
Posture Due to Taylor SYNCRO-TILT Mech- 
anism which Tilts Back and Seat Together. 


The Taylor Syncro-Tilt Mechanism gives years of 
satisfactory service. All adjustments are easy to reach 
—easy to make. 

Executive Chair 483714 is modernly styled. Offers 
continuous comfort support in fatigue area. Pivotal 
back is curved to natural figure lines. 

Active general office workers get all-day comfort in 
chair 483514. It has molded foam rub- 
ber seat over springs, and pivotal 
follow-through foam rubber back. 

18431, is a spacious all-wood chair 
Completely adjustable with follow- 
through back. 


Ask for Catalog No. 133. 








THE TAYLOR CHAIR COMPANY, Bedford, Ohic 
{ Date 
| Please send dealer proposition and open territory. 
j Name | 
| Address | 
, = State | 
I = Position... 


MODERN RECORDS MANAGEMENT 
(Continued from page 20) 


(1) Records engineers expert in the application of 
controls to the mechanization, specialization and dupli- 
cation in record-making and record-keeping: (2) arch- 
ivists experienced in criteria and techniques of selective 
records preservation, in planning, equipping, and ad- 
ministering large-scale records storage facilities and in 
the development of new forms of finding media; and 
(3) historians competent in identifying, organizing, and 
interpreting recorded experience. 

The management engineering firms and office equip- 
ment companies have for the most part an excellent 
reputation for quality service. They have also had 
outstanding success in selling their services. Their 
strength, however, is in the day-to-day function of 
record-making and record-keeping. Their weakness is 
in criteria and techniques for selective records preser- 
vation and in the identification, organization, and utili- 
zation of the essential core of recorded experience in a 
body of records. 

Similarly public reiations consultants and writers are 
successfully selling management increasing numbers of 
company or organization “histories” and anniversary 
writings. These publications fall far short of the po- 
tential gain were the basic research completed by a 
social scientist. 

The provision of a balanced service in records man- 
agement in the full sense must supplement, guide and, 
where feasible, participate in the work of these man- 
agement engineering firms, office equipment companies, 
public relations consultants and writers. Their selling 
power, financial resources or prestige defy outright 
competition. Moreover most of these interests have 
regularly responded to programs which improve or 
enrich their own services, benefit their clients or con- 
tribute to our national well-being. 


There is both a demand and an avenue of supply, 
therefore, for expert assistance and experienced coun- 
sel in the full concept of records managment. There 
are several hundred specialists including records en- 
gineers, archivists and historians now qualified. A 
panel of more than 100 who are available has been 
compiled. Key panel members have already committed 
themselves to part-time service with pay on leave of 
absence from their present assignments or to full-time 
service as required. Apprenticeship to such specialists 
and an educational program would assure an ample 
body of additional trained personnel. 

Such expert assistance and experienced counsel by 
its nature and because of the scope required must 
achieve a self-sustaining status within a reasonable 
period of time 


Needed at Two Levels 


Records management centers for storing, servicing, 
analyzing, and weeding records are a major require- 
ment. Such centers are needed at two levels, at a 
government, company and institutional level, and at a 
general purpose level. A government, whether state or 
local, a large company and a substantial institution 
will unquestionably profit from the establishment of 
its own records management center or centers of ap- 
propriate size, in a suitable location and under qualified 
supervision 

A great many companies and institutions, because of 
their location, size or character, require a general pur- 
pose records management center in their locality in 
which they can deposit their records for storage, serv- 
icing, analysis, and weeding. Such general purpose 
centers must be wholly self supporting from charges 
for services rendered. By the character of these centers, 
charges for services rendered would be less than actual 
costs would be were it practical or desirable for a com- 
pany or institution to establish comparable facilities. 

In the operating agencies of management an in- 
creasing number of organizations must be prevailed 
upon to add one or more permanent members qualified 
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Dog-ears, rips and tears simply don’t happen when valuable 
plans, blueprints and tracings have the perfect filing protec- 
tion of STEEL AGE Sectional Plan Drawer Units. Designed 
after consulting with dozens of leading architects, engineers, 
draftsmen and production managers, these top-quality 
STEEL AGE units have special refinements that offer a new 
standard of protection and efficiency in plan files. 

Rear hoods and front compressors keep papers flat and 
neat. Each drawer glides smoothly and Salley on rollers. 
Sturdy electro welded construction assures a rigid case and 
smooth operation of drawers, even when stacked high and 
heavily loaded. High grade cabinet work reflects charac- 
teristic STEEL AGE quality of construction. 

Units are available in three overall sizes: 36" x 24", 42" x 30" 
and 48" x 36". Drawer units are available in five-drawer size 
only, but drawers are made in five interior styles, as illus- 
trated. @ Send today for new illustrated folder which gives 
complete information and specifications on STEEL AGE 
Plan Drawer Units. 
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Spring Gelling! 


v¥ CHECK YOUR APSCO STOCK 


V ORDER PROMOTIONAL AIDS 








New Window Posters 


. for special Mother's 
Day and Father's oy 
promotions. 8 x 11", 
color, gummed, ae 
to mount. 








Ad Mats 


... in 1 and 2 column size on 
Giant, Dexter, Premier, and 
Chicago models. Plan your 
ads now 





Use this handy order blank =— 





Sales-boosting Display Cards 


Colorful counter or 
window cards, 8 x 
10". 1 each on Giant, 
Dexter, Premier and 
Chicago models. 





Colorful Folders 


Literature furnished in reason- 
able quantities at no charge if 
unimprinted (imprinted prices 
on request). Send for samples. 


_————————— eee eer ere 


Please send me the following 


Store Name 
Individual ___ __ 
Address - - 


City- 


display cards featuring 


© Samples of literature available 


Automatic Pencil Sharpener Co., 1829 Eighteenth Ave 
Rockford, Illinois * North Hollywood, Toronto 


sets Mother's, Father’s Day window posters 


models 


ad mats in col. size on models 


Also prices on imprinting 


Title 
Zone 


State 


© estes tibeeindiemenenenasenenanenebenaneranenandl 
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to cope with current requirements in records manage- 
ment. 

A key requirement of modern records management 
is a new institution to undertake an educational pro- 
gram, to provide experienced counsel and expert man- 
agement centers. Such an institution should conform 
to the objectives and requirements of management, of 
the archivist and of the social scientist. Its policy- 
making body and directing authority, therefore, should 
represent and serve in the common interests of these 
three groups. It should serve as a source and a clear- 
ing house for qualified personnel and for technical data 
on records management, archival science, and his- 
torical research in the operating agencies of manage- 
ment. 

The services of this kind of an institution are of such 
character that costs therefore can and should be borne 
by management which profits most tangibly therefrom. 
Only initial financial support from the foundation is 
a requirement. Ultimately, and three years seems a 
reasonable estimate, the institution should be wholly 
self-supporting. 

Of necessity, the institution must render its services 
on a non-profit basis. Otherwise there would be an 
irresistible pull toward those of its services which 
appeal most obviously or most strongly to management 
and as a result return the most revenue. This would 
be the records engineering services stripped of the in- 
terests and objectives of the archivist and the historian. 
Moreover, the standards of the archivist and the his- 
torian would be exposed to irresistible pressures in the 
reach of a better profit position. 

—- 

SHERMAN OAKS FIRM MARKS ANNIVERSARY 

Valley Stationers, Inc., 14261 Ventura Blvd., Sherman 
Oaks, Calif., opened just a year ago, held a three-day 
first anniversary sale recently which attracted thou- 





INTERIOR OF VALLEY STATIONERS, INC., STORE 


sands of shoppers to the complete office supply and 
Stationery store. 

For the anniversary event, many special merchan- 
dising offerings were made. 

The store is located in the heart of the famous San 
Fernando Valley. 

—-< 

OFFICE EQUIPMENT FIRM OPENS AT TAYLOR, TEX. 

The Taylor Office Equipment Company was recently 
opened for business at 107 W. 4th St., Taylor, Tex., as 
authorizea dealer for Underwood typewriters and 
Sundstrund adding and bookkeeping machines. New 
and used typewriters, adding machines and cash regis- 
ters are handled, together with supplies, and a service 
department is maintained.—EEG 

oc te 
HOUSTON FIRM IS GRANTED CHARTER 

Houston Office Supply Company, Inc., Houston, Tex., 
has been granted a charter, with $10,000 capital, for 
a 50-year term. Incorporators are Carl L. Miller, Mrs. 
Joe Miller and Walter M. Mayer.—WLF 
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--- THE MODERN FILE 











More and more buyers of filing equipment are 
making Rock-a-File their choice because only 
Rock-a-File meets the challenge of modern busi- 
ness requirements. They know that point by 
point, Rock-a-File offers proven superiority over 
ordinary files that means easier, faster, more 








economical filing. 








Check Rock-a-File’s outstanding fea- 
tures—prove to yourself that Rock-a- 
File is the logical choice for you. 











COMPLETE ACCESSIBILITY —Entire contents accessible LESS TIRING—No heovy pulling and pushing. Compart- 
to two or more persons at once. All compartments can ments “rock” open and shut effortlessly. Fewer openings 
and closings—and each one far easier. 

ECONOMICAL—Supplies last longer. Folders slide in 
and out sideways. No more “Cramming down” folders— 





remain open 





SPACE SAVING—Requires up to 40% less floor space 
than ordinary files of same capacity. Can be used in 
alcoves, corridors, etc., where ordinary files are 






no more mutilated tabs and guides. 
TOPPLE-PROOF—OPEN compartments project only 
slightly (7% inches in largest model)—gravity center 
TIME SAVING—Open compartments do not block ac- always within framework. Even heavily-ladened com- 
cess to others in cabinet. No waiting to get at contents. partments “rock” open and shut easily. 






impractical 













Rock-a-File is available in standard letter and 
legal sizes in a choice of popular finishes. Write 
for folder giving complete details. 
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YOU CAN HAVE 


STENCILS CUT TO PERFECTION 


= s 


BETTER MACHINE PERFORMANCE 


Gisist on 


PARANITE | 


> 


A REVOLUTIONARY DEVELOPMENT IN 
TYPEWRITER PLATENS AND FEED ROLLS 


@ Non-swelling for stencil cutting 
@ Non-slipping, better paper feed qualities 


@ Good for General Office Work and Manifolding 


Ordinary rubber feed rolls and platens (rollers) 
have a tendency to swell after cutting stencils. 
Paper feed troubles and other annoying difficulties 
result. The oil and wax contained in almost all 
stencils cause this condition. ''Paranite” is a special 
compound which eliminates these troubles, plus 
many unnecessary service calls. Obtain better sten- 
cils—better machine performance. 

Insist on “Paranite’’. Your local repairman can 
obtain "Paranite" feed rolls and platens from his 


nearest Ames Branch. 


AMES SUPPLY COMPANY 


564 W. Randolph St. Chicago 6, Ill. 
BRANCHES 


583 Market St. 
San Francisco 5, Calif 


37 Murray St. 
New York 7, N. Y 


1913'/9 Commerce St 
Dallas |, Texas 


417 Wall St. 
Los Angeles 13, Calif. 


191 Cain St 
Atlanta 3, Ga 


AGENTS IN PRINCIPAL CITIES 











NOVEL PUBLICITY USED FOR REGIONAL 
CONVENTION AT ST. PETERSBURG, FLA. 

The publicity committee for the District No. 4 
regional NSA convention at St. Petersburg, Fla., on 
April 7-9 went all out on promotion for this session at 
a city “Air Conditioned by Nature and Famous For 
Its Hospitality.” 

An entire front page of the St. Petersburg Times 
was printed to carry the convention message to N§ 
members. This front page carried interesting views 
of St. Petersburg and late photos of General Manager 
Paul E. Burbank, District Governor Arthur D. Hubert, 
Jr., John H. Harland Company, Atlanta, Ga., and NSA 
President L. R. Kendrick, Kendrick-Bellamy Com- 
pany, Denver, Colo. 

A story by George Bartlett detailed the program 
and entertainment features of the convention and 
other articles told about the vacation advantages of 
St. Petersburg. 

This year the convention dates coincide with the 
closing dates of St. Petersburg’s famed Festival of 
States, April 4-9. 

ee Se 
FORM PARTNERSHIP AT ELMIRA, N. Y. 

J. A. Smith and A. L. Schellhase have formed 3 
partnership to operate the Elmira Office Equipment 
Company at 334 E. Water St., Elmira, N. Y. Mr. Smith 
was formerly branch manager of the Underwood 
agency in Elmira for 12 years——GB 


VES: 


sahe 


NEW BUSINESS IN HOBBS, N. MEX., MAKING RAPID 
STRIDES.—Though less than a year old, Dupree-Derrick Office 
Supply. Hobbs, N. Mex., has made amazing progress and 
already has an eye on future expansion. In addition to Royal 
typewriters, the firm carries Clary and Remington Rand add- 
ing machines, Marchant calculators, Security steel equip 
ment, National blank books, and numerous other well-known 
lines. Above: Bryan L. Dupree, one of the partners. Though 
only 29. this native of Palestine, Tex., has been selling and 
servicing Royals since 1936. Below: interior of new stor 
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Popular cancelled check 
cabinet containing 14 
drawers, 10%” wide, 
4%" high, 24” deep. 
Cabinet size: 37 ¥,” high, 
im 27-drawer files made in 23%" wide, 24%” deep. 
letter and legal sizes. Also 
available in 9 and 18 
Desk Height ‘‘Air-Flo'’ drawer units. 
two-drawer files made in 
letter and legal sizes. 
Cole ‘‘Air-Fl precision Equipped with ball-bear 
built files made both in ing suspension cradle. 
etter and tegal sizes in 
green, gray, grained 
walnut and mahogany 


finishes 





PLAN FILES 


blueprints and art work. 

cted. Smooth gliding 

lrawers equipped with precision ball bear- 
n two sizes. No. 4030 

wide, 25” deep, 2%” 


drawers 43” wide, 32 


BREE E ZEEE: 


COL ae ae ae ae eee ee ee ee, ee ee Oo ee, 
F 285 Madison Avenue, New York 17, N. Y 






































































STURDY CONSTRUCTION — Prontos are built of 275-Ib 


test corrugated fibre board and reinforced with steel on the 
shell and the four corners of the drawers. 


SAVE FLOOR SPACE — Constructed so that they interlock 
into solid units and stack as high as the ceiling, saving 
valuable floor space. 

SIZES AND PRICES 


Keep your records clean and 


orderly with PRONTO storage files / 








LOCATE YOUR RECORDS EASILY — No more need ¢ 


fussing and fuming. With Pronto files you can get at 
records just as easily as in your regular active files. 


BEAUTIFUL APPEARANCE 


appearance, finished in an attractive olive green, The stee 


Pronto files are beautiful 


drawer front matches your regular active office files. 





FIBRE BOARD 





STEEL 








a DRAWER FRONT DRAWER FRONT 
Suggested Uses 
' RICE F PRICE 
Width 4 n n N Carton N gle arton 
tletter Size 8 0 E2 $ $3.00 OL $3.85 $3.75 
Letter Size 2% O'/, E2 0 2.90 0S 5 3.65 
tlegal or Cap 5% 0 ; ES 5 3.65 Si0L 85 4.75 
Invoices 0%, 8 ; E109 5 2.65 091 3.40 3.30 
*2 Rows 8x5 Forms 0’. 8 ; E108 05 2.95 O8L 3.65 3.55 
*Invoices or 2 Rows 8x® 10%, 8 E!108M 00 2.90 108M 3.60 3.50 
Freight Bills 95 ‘ E9 60 2.50 97IL 3.10 3.00 
Checks 0'/2 E104 65 2.55 O4L 40 3.30 
Drafts or Checks 9/5 ‘ ES4 0 2.00 94iL 60 2.50 
Drafts or Checks 9/s ‘ 8 E94M 05 1.95 941M 55 2.45 
5x8 Forms | 8), - 5% E8s 35 2.25 BSiL 8S 2.75 
*Deposit Slips (2 Rows 8), 5% E8> 25 2.15 8515S 75 2.65 
Deposit Slips 8, s/s E84 2.00 84/L 60 2.50 
Tabulating Cards 7% 3%, E73 0 2.00 1731L 2.55 2.45 
*3x5 Cards (3 Rows) 16'/2 41 E64 3.75 3.65 1645L . 4.85 4.75 
*4x6 Cards (2 Rows) 12% 5 : E24 2.75 2.65 245L 3.40 3.30 
*3x5 Cards (2 Rows) 10% 3%, E103 65 2.55 103L 3.35 3.25 
Vouchers (Upright) S\/5 10'/, E592 2.90 2.80 1592L 65 3.55 
tledger Sheets 9/2 2 24 E9 3.50 3.40 912L 4.25 4.15 
tledger Sheets 12% 2'/4 8 E!2 4.45 4.35 1212M 5.80 5.70 
*These numbers have removable divider partitions. Packed 6 to a carton—all others |2 to a carton. Prontos Installed at the Underwood-Elliott Fisher Co. 


Prices 20% higher in Denver and West of Rockies. 





PRONTO FILE CORPORATION 


285 Madison Avenue 


New York 17, N. Y. 








JACKSON DESKS..... 
VERSATILE! 
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» EXECUTIVE OR CLERICAL USE 
THIS DESK OFFERS UNEQUALED VALUE! 


e This Jackson Desk series available in approximately 20 combinations of 
sizes and styles. 

e All walnut exteriors on walnut desks 
Combed grain oak exteriors in Softone oak desks. 

e Deep file drawers equipped with ball bearing suspension. 
Interior equipped to accommodate hanging file Rider. 

e Desks equipped with adjustable glides for leveling and adjusting desk 
height 29" to 30!/," 
e And many other features. Write for Literature. 


—JASPER QFFILE FURNITURE LUA 


JASPER, INDIANA REPRESENTATIVES 

James H. Davison, Route 1, Box 120, Les Gotos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, I. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio aa 
L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Reiph A. Bender, 813 Bone Allen Bidg., Ationte, Ga. 











Co. 
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THE NEW uinp 


OFFICE,MACHINE COVER 
for the BUSINESS WORLD 


maa 








COMPLETELY REDESIGNED 


The Improved, Durable Cover that is so easily put 
away when not in use. 









“Fold it 
in a second” 


DISPLAY 
PACKAGED 





it folds easily, naturally and 


quickly for streamlined storage. 






One size of cover for ali type- 
writers to 14°’, for most calculators, adding 
machines or comptometers. 


& WRITE TODAY for complete Dealer 


information and sample 


FINKE 742. C> 








FARNHAM’S TAKE TO THE AIR IN ADVERTISING 


For the last eight years, the advertising program 
for Farnham Stationery & School Supply Company, 
Minneapolis, Minn., has received considerable atten- 
tion locally and nationally, the unusual feature being 
the weekly column Off The Avenue by H.L.C., which has 
built a substantial following of regular readers in the 
Twin Cities and rural areas. This spring, Farnham’s 
decided to augment the regular advertising program 
with radio. The only previous experience in radio had 
been with spot announcements at the time Farnham’s 
new modern building was opened in March, 1946, and 
with a short term sponsorship of hockey game broad- 
casts a couple of years ago. Nothing spectacular had 
been done—and no spectacular results had been 
achieved with this medium. 

Arthur J. Walker, president of Farnham’s, outlined 
his thoughts on radio to H. L. Craddick of Craddick 
Service, Inc., the advertising agency handling the 
Farnham account. “What I want,” said Mr. Walker, 
“is a program that has a ready-made audience to start 
with—a program that has prestige—a program that 
has publicity value—a program that is constructive 
and educational. Furthermore, I don’t want to go in 
for a lot of long-winded commercial announcements 
and high pressure, disagreeable selling that’s so com- 
mon on the radio these days. But I do want results 
and recognition. See what’s available.” 

Mr. Walker’s stipulations ruled out spot announce- 
ments, disc jockey shows, and the usual run of radio 
availabilities. A check-up showed that one program 
was open that met the requirements pretty well. Ful- 
ton Lewis, Jr., was being carried on the Mutual Broad- 
casting System through Station WLOL in Minneap- 
olis and was unsponsored at the time. It was an ex- 
pensive dish, but promised good eating. So Farnham’s 
took to the air on Monday evening, February 21, at 
6:00 o’clock sponsoring Fulton Lewis, Jr., on a three- 
time-per-week basis. 

For the first week, nothing happened. Of course, 
there was a couple of comments from friends of Mr. 
Walker who said, “Oh, I see you are sponsoring Fulton 
Lewis, Jr good stuff.’ But that’s all—no great 
influx of business—no demand for the items men- 
tioned on the air. The Hooper rating said there was 
a large listening audience, but how correct was that? 
It’s a known fact, of course, that radio advertising is 
a cumulative proposition. The second 13-week sched- 
ule is, according to some surveys, up to 50 per cent 
more effective than the first 13 weeks. But an adver- 
tiser stepping into big-time radio for the first time is 
naturally curious, concerned, and dollar-conscious. 

Then on Thursday, February 24, Fulton Lewis, Jr., 
read 19 questions about the Taft-Hartley Law and 
suggested listeners write down answers, yes or no, and 
number the answers and send them to their repre- 
sentatives in Congress as an indication of how the 
public felt about the anticipated change in the law. 
On Monday, February 28, the questions were repeated. 
Knowing the questions were to be repeated, Farnham’s 
tacked an offer on the close of the program Monday, 
saying to send a card or stop in Farnham’s and a list 
of the questions would be provided for further study. 
It was 11:30 a.m. Tuesday before the questions could 
be transcribed from the tape recording of the program 
and mimeographed. In the meantime, Farnham’s store 
was swamped with requests for the sheets. Before the 
end of the week, over 1,500 copies had been mailed 
out and handed out—and requests were still coming in. 
And general store traffic was showing a definite in- 
crease, an unusual achievement for radio advertising 
in use slightly less than two weeks 

And what are the conclusions? Well, two weeks’ 
experience can’t set one up as an expert. But from 
past experience with radio for Farnham’s, and from 
the agency’s radio experience in other fields, you might 
set down a few guideposts as follows: 

(1) Don’t go into radio expecting booming immedi- 
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CATALOG NO. 149 —y 
COLORFULLY ILLUSTRATED 11x 8% INCHES 
The ‘'Textbook”’ of the Industry 
NOW BEING DISTRIBUTED TO THE TRADE 


WILSON JONEs Co. 


NEW YORK CAMBRIDGE. MASS Oe ee) KANSA ITY, MO 
122 East 23rd Street 6 Blackst treet 3300 Frank Bivd t Stree 
‘te f Pans ‘ an | 
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MORE VALUABLE THAN 


the 





When a visiting dignitary is awarded the 
keys to the city, it’s a purely honorary gesture. 
You can’t buy groceries with them. On the 
other hand... 


TYPEWRITER KEYS 


open many office doors and provide a comfort- 
able income for a Dealer and his Salesmen, 


Because PEERLESS TUCHTYPE KEYS fill 
an important office need. They do away with 
harsh keyboard glare, minimize eyestrain and 
headache, increase a typist’s speed, decrease 
errors and prevent broken fingernails. 





When a Salesman pulls a set out of his kit and 
says, “Miss Jones, these keys prevent broken 
fingernails!”—his sale is three-quarters sure. 
If you are not selling PEERLESS rubber keys, 
you are overlooking an easy source of income. 
Why not rectify that condition today? Write 
or wire for complete data. 


PEERLESS IMPERIAL CO. inc. 


General Office and Factory: 
28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway 

Chicago 2, 179 W. Washington 
Detroit 18, 37 Linden Street, River Roug 


Street 


e, Michigan 
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ate results; plan for the long haul as radio 
advertising is cumulative. (Of course, if you hit 
the jackpot inside of two weeks, like Farnham’s, 
that’s wonderful—but it’s also unusual.) 

(2) If you use spot announcements, use as Many as 
possible on as many stations as possible, to hit 
the greatest audience at any time of day—pound, 
pound, pound. (This can be effective but also 
can be expensive.) 

(3) Look for an established program to sponsor—a 

program that has a definite following that means 

a ready-made audience for you. (And be sure 

it’s the class of listeners you wish to reach.) 

Style your commercials to conform to the style 

of the program so they don’t sound as if they 

are tacked on. (Don’t overdo the high-pressure 
yammering that is so much overdone and so irri- 
tating.) 


ns 














NEW MARCHANT SECRETARY.—Henry W. Grady. recently 
appointed secretary of Marchant Calculating Machine Co. 
In addition to this new function, he will continue as manager 
of public relations and advertising. 
i 


ULBRICH PROMOTES SALES BY HOBBIES 

Otto Ulbrich Company, Inc., 386 Main St., Buffalo, 
N. Y., stationery and office equipment firm, recently 
promoted the sale of a wide variety of items through 
an extensive window display on hobbies. 

The store devoted its two Main St. windows to the 
promotion, theme of which was: “What Is Your 
Hobby?” One window was devoted to items used in 
a wide variety of hobbies, such as stamps, coins, paper 
money, old spoons and tin types. 

Alongside each hobby item was merchandise offered 
by the store to assist hobbyists in their collection 
work. Featured were such items as stamp albums, 
books on coins of the world and books on hobby crafts. 

The second window was tied in with adult hobby 
classes offered at the Buffalo Museum of Science. 
These classes include sketching, ceramic jewelry, 
textile stenciling, photography and movie-making. 
Ulbrich’s used this theme to promote items in its 
art and camera departments, spotting in the window 
appropriate needs for each of the featured hobbies. 

The windows attracted considerable traffic and were 
reported to have stimulated business in the featured 
merchandise.—GET 


—— 2 —« 


FARGO FIRM ESTABLISHES ANNEX 

New owners of the Whitman Office Supplies & Equip- 
ment Company, who recently purchased the Fargo, 
N. Dak., business from Horace T. Whitman, are estab- 
lishing a new annex in Fargo. The owners are Lee M. 
Hall, I. Solheim and Albert Lund. The annex, at 806 
Front St., is 50 x 110 feet and has been leased for 
sale of used office equipment and repair of office ma- 
chines. 

P. M. Mattsson, who for 12 years was a repair and 
maintenance man for Government business machines 
in Washington, is in charge of the annex 
1949 
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We figured out 








how you can sell 





the 95 out of 100 








who got away! 


Office Supply Dealers are pretty smart. 


But until recently we never could understand 
why they were content to sell carbon paper to 
only 5% of their customers. 


Then we found the answer. 


The average Dealer and his Salesmen have 
never had a really simple guide to give them 
quick answers to such questions as—“What car- 
bon will give us 8 clear copies on this form?” 


So we labored and brought forth the 

















ly 

0. 

er 

0, 

ly an easy-to-use, simple guide that answers any 
mn and every question a customer is likely to ask 
. about carbon. 

ir All you do is match up the customer’s paper 
a , stock with the sample copy papers in the Selector, 
- - compare the weight and finish—and you have 
the solution to any problem. 

" “. It’s as simple as looking up a telephone number. 
y ‘ 

e There’s a gold mine on your ledgers, waiting to be tapped. Use the 
y, 

g. ; 

: i ESS ( IRBO SELEC ror to sell the 95 out of 100 customers who buy everything 
- but ribbons and carbons from you. Send for a set of Selectors for every man on your staff. 
. PEERLESS-IMPERIAL *‘A Great Name in Carbon Paper’’ 
O, 

)- 

A 

6 


7 PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway ¢ Chicago 2, 179 W. Washington Street 
Detroit 18, 37 Linden Street, River Rouge, Michigan 
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Gives The 


Modern 
"MAGIC TOUCH” 


The new SENG Syncro-Tilt gives the magic 


OR METAL 





touch of fatigue-free posture control to your 
finest chairs. Smooth mechanical performance 
and easy adjustments give your customers a new 
conception of comfort. Through correct posture 
they enjoy clearer thinking, freedom from 


fatigue and physical relaxation. 


The Five Points of SEN/G Comfort 


1. Correct seating height. 


2. Back support positioning for tall or short 


persons. 
3. In-and-out adjustments of back rest. 


4. Spring-tension control of seat tilt and 


back support. 
5. Correct angling of back tilt. 


These important points add up to customer 


contentment. Insist on SENG Syncro-Tilt. For 


when you sell SENG, you sell satisfaction. 


allt 


1450 N. DAYTON AVE. 
CHICAGO 22, ILLINOIS 


SENG QUALITY PROTECTS YOUR REPUTATION 
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Hadley Finke, of Finke Manufacturing Company, 
Aurora, Ill., called at OrricE APPLIANCES February 16. 
Mr. Finke manufactures covers for office machines. The 
purpose of his visit to Chicago was promotional work 
for the sale of his product which in a short time has 
achieved wide distribution. 

Moe Aaron of American Stencil Manufacturing Com- 
pany registered with the office of this journal by tele- 
phone February 19. Mr. Aaron was in Chicago to spend 
some time in co-operation with his distributor, Pan- 
ama-Beaver, Inc., a concern which operates in Chicago, 
Milwaukee, St. Louis, Kansas City, Indianapolis, and 
some localities in between. An aggressive salesman, Mr. 
Aaron has established dealerships throughout the 
United States and is well pleased with results obtained 
through these sales outlets. 


Hal Bulger, who handles the advertising for Station- 
ers Loose Leaf Company, paid OFFricE APPLIANCES a brief 
visit March 2. Mr. Bulger is a good advertising man 
and capable artist whose ideas long have lent a dis- 
tinctive appearance to his company’s advertising 
messages. 

Chet Smith of Kansas City, Kans., visited with a 
member of the OFFICE APPLIANCES staff March 9 while 
in Chicago to spend some time with Bertrand Amberg 
of Amberg File & Index Company, whom he represents 
in a group of states comprising parts of NSA Districts 
No. 7 and 8. He planned to see several other manufac- 
turers before returning to his territory. 


Homer Smith of the National Stationers Association 
headquarters staff, Washington, D. C., signed the Guest 
Book on March 11. On a swing around the country 
gathering material for a sales manual on loose leaf 
systems, Mr. Smith announced the fact that the initial 
booklet, dealing with filing supplies, in NSA’s sales 
manual and product information series would be ready 
for distribution very soon. Manuals on loose leaf and 
several other major products now scheduled, will be 
developed and published as soon as possible 

Sterling Lord of the Leopold Company favored OFFICE 
APPLIANCES with a visit March 10. He called at our office 
between trains while en route to the East, the principal 
reason for his trip being a meeting of directors of the 
Wood Office Furniture Institute. Sterling Lord is a firm 
believer in co-operation. He gives freely of his time to 
industry affairs and civil matters as well. The industry 
is on a higher plane for his contributions. 


Ralph Sleeper of the Office Supply and Equipment 
Company, Topeka, Kans., signed the guest book March 
14. He had come to Chicago to take his wife to the 
Presbyterian Hospital, where she had spent two weeks 
when he pulled our latch string. Mrs. Sleeper was re- 
covering from one difficulty but encountered another 
which was causing some concern. It was in 1920 that 
Mr. Sleeper entered the stationery business, working 
with Charley Mitchell, former president of NSA, at 
Crane & Company, Topeka. Seventeen years later he 
left to join Thatcher Office Supply & Equipment Com- 
pany. All his experience has been in and around Topeka 
but he is well known throughout the eighth district. 


Jack C. Kern of the Jack C. Kern Company, Dallas, 
Tex., phoned the office of OrrIcE APPLIANCES March 15, 
from the office of Ellingsworth Manufacturing Com- 
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mt Save space, save time, save money, 

y . . . 

ts with the improved Super-Filer 

le @ Now is the time to get rid of obsolete files. Improved Super- 

2 Filer, with Self-Adjusting Divide-a-Files, cuts office expense 

Ls four ways: Saves time, simplifies filing work, saves floor space, 

LS reduces initial cost of equipment. 

: The unique feature of Super-Filer is its Swing Front. When 

n a drawer is opened, the front swings forward, producing a 

st supported angle spread of contents and adding working space. 

"y This feature permits 18% more payload per drawer—makes 

if it possible to replace 3 old 4-drawer conventional files with 

a: 2 new 5-drawer Super-Filers. 

ly New Self-Adjusting Divide-a-Files (three to a drawer) 

d mechanically simplify filing. They break up the drawer load, 

” hold contents slanted to the rear for easy reading and auto- 

° matically help to maintain compression. They self-adjust 

* themselves to changes in volume of drawer contents. 

al National magazine advertising is acquainting your custom- 

o ers and prospects with this new Super-Filer. A complete sales 

< promotion program, also, is helping GF dealers to replace 

y 4 obsolete files with modern Super-Filer equipment this year. 

h 03 7 THE GENERAL 

Oe a A FIREPROOFING COMPANY 
Ss an ; 

- " g wer ¢ an : DEPARTMENT A-4 + YOUNGSTOWN 1, OHIO 

it y a pe Haerg, * ra 

$4 4 

at - > eet 7 } 
e There is a complete line < —_ ae ; 
: —— = 

2 of GF metal furniture — . am 
¢: ; - , o 

t. desks, tables, chairs, files ‘i i oi = 

. a ~ ; ! — ’ : 
" and shelving = | 
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pany. He became representative for the Ellingsworth | 
line of manuscript covers and similar merchandise the | 
first of the year. While in the Chicago area, he called 
upon the Imperial Methods Company, located at Forest 
Park, which is just outside of the city and All-Steel 
Equipment, Inc. at Aurora, both of whom he has rep- 
resented in the Southwest for a long time. Also, he 
visited at the office of Tri-Par Manufacturing Company 
for whom he has sold since 1948 convention time. Mr. 
















a Kern’s operations extend throughout the South and up 

i USAR et eo N into the Kansas City area. Always his itinerary in- 

cludes regional meetings in his territory and NSA con- 

| wa Ee N ventions. 

} Ane Tk BB : Mel G. Wheeler and Bill Putnam, both of Bainbridge 
-- VERGITY OF CHIC 
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Kimpton and Haupt, called on March 15. Mr. Wheeler 
is from headquarters in New York, Mr. Putnam from 
Dallas. An item about Mr. Putnam’s expansion of terri- 
tory to include the Middlewest as well as the Southwest 
apears elsewhere in this issue. Both gentlemen were 




















iow utr a 


SEARS ROE BUCK $ CO 






————— ee 









































































































we ane A ‘ favorably impressed by a current increase in volume 
= y x a and a Satisfactory look ahead. 
—/% Sitstn ies o— 6 
Panes ee HOW DO YOU RATE IN YOUR WORK? 
—* rr suPhhy — - 
SSS By Leslie E. Dunkin 
Swans Sich bee — Correspondent 
— — 
A: Ee << rW\HERE IS MORE to your salesmanship than merely 
ofp: mam OE a | giving office appliances and receiving money in 
ten hearts ec return at the store where you work. In fact, the sale 
CE itself is the result of previous salesmanship by you. 
Kae bee SPECIALTIES — Here is a helpful test that will reveal how you rate 
Bank 20> SOc com N in certain important points of salesmanship from day 
SS net N to day. If your answer is “Always!’’, look at the “A” 
INTERTYPE CORP . for your points. If it is “Sometimes”, look in the “S” 
wgnz stmaw co Or, ' column. If “Never!”, look in the “N” column. 
et I al «. A. N. S. 
eri GRAB CO \ 1. Are you and your office appliances fully 
eae ready for the public, when the store 
SR opens? i6 Oo § 
a 2. Do you keep an eye on the front door 
Beatties doe agwt ‘ while you are on the sales floor ready to 
a . give prompt sales service to the prospec- 
i —— tive customers on their arrival? is 0 § 
ComuetERS 60 » 3. Do you listen to and follow closely the 
CHRYSLER CORO. __.) first request of the customer for what is 
TWE BLUE CORP. ~ : - 
Pu B.oMe co desired? AS 8 §F 
AMERICAN TINGO. 4. Do you suggest courteously, but not in- 
i sistently, that the customer might be 
interested in something a little different, 
at least for comparison before the pur- 
screen SS chase is made? s & = 
FINDIT FILING 5. Do you have a friendly “come-again!”’ 
——s farewell when the person leaves? is @ g 
pret TS 6. Do you encourage cutomers to tell you of 


their experiences with office appliances, 
to help you in guiding others with their 











purchases? 15 0O 5 
7. Do you try to appear as fresh and neat 
‘ e asta after your noon lunch as you were the 
The FINDIT Filing System provides packaged filing efficiency first of the morning? 15 0 5 
ready to make “filing and finding” effortless, The crystal 8. Do you keep fully informed about the 
clear plastic tab angled for greater visibility is an outstanding office appliances especially the new items 
"i = - m95 8 omple e ccessories Oo oO ‘ ‘ ‘ 1 ‘ 
feature. Stock No. F25-8— Complete accessories for One or to talk intelligently and helpfully about 
I'wo drawer installation Also furnished with greater 3 : j 5 
— . aoe - them’? 15 0 5 
alphabetical Sub-Divisions for the larger installation. . . . 9 7 away f ee : sage 
Why not investigate—send for illustrated 9. When away from the store, do you have 
literature. A| a only commendatory words for the store, 
// 3 \ieuss TY the owner, the office appliances, and the 
. . i | - -— o . +9 & rag 
Established 1921 ‘(gunnBll!” other employ ees: 15 0 2 
\ apn | : 10. Are you increasing your number of per- 
~~ pe sonal friends and acquaintances and ex- 
panding your personal contact with 
[ I, HAH h LEY \ (1) various groups in the community? 5 O 5 
Je . . 


A good average is a total of 100 points. You are an 
Manufacturers of Filing Supplies alert salesman, if your total is 125. You need to check 

y up on yourself if you have only 50. If you are any 
1220 W. Van Buren St. Chicago 7, Ili. short of a complete score of 150, you have room for 
daily improvement in your work 
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WHY . . . A SMEAD’S TWO-PLI-TOP FOLDER? 


SAVES SPACE Fyn: 


The top edge and tab of Smead's TWO- 
PLI-TOP folders are reinforced by turning 
over and glueing an extra inch of stock — 
this gives a smooth, rolled non-cutting edge 








SAVE FIRST COST 


Smead's TWO-PLI-TO ers, 

medium-weight 8-point 2/5 cut 

tabs (illustrated) cost $23.00 per 

thousand* — enough to fill a 
standard four drawer file. Standard 
heavy-weight 11-point folders 2/5 
cut tabs cost $26.60 per thousand 
—A SAVING OF $3.60. 








Smead's TWO-PLI-TOP folder 


with its rounded corners is a bet- 





| ter folder than the standard single 


top. It will wear longer, and will not 








cut or scratch fingers of the file clerk. 


S ILLUSTRATION BASED ON CURRENT PRICES 





SEND FOR 
SAMPLE 


THE Seal MANUFACTURING C 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave 





SAVE \ = 
SPACE 7 


One thousand 11-point standard 
single top folders will take up 22 
| inches of filing space. One thov- 


r| sand 8-point TWO-PLI-TOP folders 


will take up only 16 inches of space. 
Assuming a four drawer file to cost 
$70.00, and to provide 100 inches of 
filing space—each inch is worth 70¢ 
—and the TWO-PLI-TOP folders 
thus SAVE SPACE WORTH $4.20. 








mop ~=SAVES MONEY 


of double strength at the points of greatest 
wear. Made of rigid, close knit manila fiber. 
A medium weight TWO-PLI-TOP folder of 
8-point thickness actually provides 20 points 
of thickness at the tab — almost twice that 
of a standard single top heavy weight ||- 
point folder. 


J 























—_———— ae, 





8 poi 
4- poi 
strength at the place 


» | SZOWE ‘1. PRICES-USED IN ABOVE ILLUSTRATION. 


SAVING ON FOLDERS ........ $3.60 
SAVING ON SPACE..... *«e«-+ 4.20 


A TOTAL SAVING OF.. , $7-80 


You get at the same time, folders which have 
GREATER strength (at the points of greatest 
wear) than the standard single top heavy weight 
11- point folders. 


0., INC.- HASTINGS, MINNESOTA 


, New York 17, New York 
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LOST TIME::: 


Neat, orderly, systematic filing, scientifically 
indexed for fast, economical operation, elim- 
inates hours wasted in duplicating lost records. 
The bright, colorful, plastic tabs of TELL-!-VISION 
are of great help in instantaneous finding. 


Mr. Salesman..... 


Smead’s Vallis) Us 


REG. U. S. PAT. OFFICE 


INDEXING SYSTEM 





LOST RECORDS --: 


No business machine report, no 
bookkeeping figure can be proved 
correct until verified by file records. 
It is almost impossible to misfile 
behind a TELL-I-VISION Index. 





ANTIQUATED OFFICE 
PROCEDURE::-: 


Unless files are properly indexed the records 
of the bookkeeping department and business 
machines won't be available much faster than if 
hand-written. You can prove that TELL-I-VISION 
will modernize any filing system. 


THIS IS THE THIRD IN A SERIES OF PRODUCT APPLICATION HELPS 


Export Representatives UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 


Ps 









A SURE HIT! 


with people who count... 





TOP flight Remington Rand 


adding machines 


They’re leading the league, these compact TOPflight 
portables—in speed, simplicity and economy. With the 
famous 10-key keyboard, they scoot through figure work 
like a base runner stealing home. Seven column capacity 
is ideal for small businesses, professional men, home bud- 


geters. Hand and electric models fill every figuring need. 


Don’t let your figure work go into extra innings. See your 








TOPflight dealer today—let him show you the easy, 


TOPflight way to finish your work faster. 


Dealers! TOPflight franchises are 
available. Write for dealer-detaile. 





DEALER SALES DIVISION 
Dept. OA-4 © 315 Fourth Avenue * New York 10 
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CARBON 
pAPER 
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UFACTURING CORPORATION 


ALLIED CARBON AND RIBBON MAN 


Pardon the pun, but there’s nothing stationary about Flagship! It 
moves off your shelves—fast—because it has something no other 
carbon paper has. This point of distinction is Flagship’s uniquely 
different metallic finish supported by a plastic base. Flagship gleams. 
It has a clean-cut, silvery look that sells it on sight. But this different 
kind of carbon paper, besides having a superior look, does a superior 
job—a time-saving, trouble-saving, money-saving job for your cus- 
tomers. That’s what makes Flagship a powerful builder of ever- 
increasing repeat sales! Sound like something for you? Let us tell you 
the whole story. And let us tell you what the chances are for a dealer- 
ship for Flagship and the entire Allied line of carbon papers and 
inked ribbons. Write today to Dept. A 


CARBON AND RIBBON MANUFACTURING CORPORATION, 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles is 
116 


“NEW LOOK” OF METALLIC- 
BACK FLAGSHIP LEADS 
TO EVER-GROWING 

CARBON PAPER VOLUME! 


@ Flagship is curl-proof, 
not just curl-resistant 


@ Flagship’s metallic back means 


extra wear,easier handling 


@ Flagship makes sharp, 
permanent copies 


@ Flagship allows smudgeless 
erasures 


FLAGSHIP RIBBONS 


An entirely different ribbon with 


extra sharpness, blackness, long wear 
and erasability. Fine long-staple cot- 
ton fabric gives increased wear and a 
beautiful write. A matched package 
for the Flagship carbon box in black, 
red, and gray metal. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 


A. J. Nordstrom, Correspondent 








win City stationers and Northwest Travelers held 
a joint luncheon meeting at the Nicollet Hotel in Min- 
neapolis on Saturday, February 26. Present were Jim 
Gaffaney and Bob Jerue, governor and lieutenant gov- 
ernors of District No. 7, and the following dealers and 
travelers: Ed M. Hansen, Bob Davies, Sterley Jerue, 
Charley Regan, Arthur Grayston, Floyd Kongsvik, 
Howard Schaub, Del Deming, Arnold Ely Berglund, 
Jack Guntrum, Jack Berry, Merrill Hasty, Harry Berg- 
quist, Art Schade, Ray Johnson, Vernon McCann, Fred 
Luley, Matt Dillon, Ivan Cornelius, Warren Carlson, 
Burk Ertl, Bob Valleau, Vic Lydon and the writer. 

Governor Gaffaney called upon the travelers and 
dealers to put forth added effort to obtain new mem- 
bers for the National Stationers Association. Lieuten- 


ant Governor Bob Jerue gave a report to the general 
committee on the work that has been done to make 
this an outstanding convention, told of the plans 
that have been made for the big Thursday night party 
given by the Twin City stationers, revealed the names 
f the guest speakers and detailed the big combined 
Saturday luncheon for the conventioneers and their 
vives 

Sterley Jerue gave a short talk on why all dealers, 
large and small, should become members of the Na- 

nal Stationers Association, as did Ed Hansen. All 
iests left th luncheon meeting with the thought 
that the convention in April will be a humdinger. 

> - * 

Mel Sowell, the ex-Texan and now a rabid upper 
midwesterner, was seen in central Wisconsin during 
February, probably looking over the fishing grounds 
f the state while doing a bit of pen selling. Doc Wil- 
son, the big carbon and ribbon man, was also a Wis- 
onsin visitor at the same time. 

> * 
Congratulations to Marle Denzer, who is about to 


oin the Northwest Travelers Club. Marle has taken 
over Ralph Maneval’s territory for A. W. Faber. Ralph 
leaves for the West Coast to join Ed Cooper and Herb 


Morgan, along with other transplanted midwesterners. 
> a * 

Harry Bergquist, genial secretary of the Northwest 
Travelers Club, is back on the job after a short siege 
f illness in his home. 

> * . 

As this column goes to press, Claude Fleet is re- 
ported as being confined in a hospital in Waukesha, 
Wis., with a virus infection. 

- a * 

Arnold Berglund, president of the Travelers Club, is 
reported to have been a runner-up in the St. Paul 
Winter Carnival bridge tournament. Why not pit Carl 
Schutz, Kar] Kiesel and Dan MacDougall in a four- 
some with the Ely Culbertson of the Travelers Club 

ring this ning convention 

> > o 

Herb Fall v een driving away from the city on 

Washington rthday to visit his granddaughter, 


» 7 renor?t 
he repo! 
* . * 


Mrs. Ed Hansen is reported to be mending nicely 


after suffering a broken arm, caused by a fall in her 
home. Ed reports that he has become very adept in 
household ities 


Ken Chase wants the boys to know that he enjoys 
getting the e greeting cards. He would appreciate 
a personal when travelers are in the vicinity of 
St. Paul 

a * . 


Jack Guntrum had the front of his new Packard 
ry careless and reckless driver during 


hed by ve 
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his executive posture chair 
practically sells itself / 


@ Here is a real executive pos- 
ture chair that encourages an upright, healthful 
sitting position, yet is superlatively comfortable! 
The adjustable, tilting back provides a custom 
fit, and gives maximum support in any working 


position. 
Thick, soft “cushions” of mold- 


ed foam rubber in seat and back invite restful 
relaxation that minimizes fatigue and encourages 
mental alertness. Arms are also upholstered with 
foam rubber. Covered in Top Grain leather with 
the exception of the top of the seat which is 
covered in Bedford Cord fabric to preserve the soft- 
ness and flexibility of the foam rubber. 

Dealers who display this chair, 
or place it on trial, find that it practically sells 
itself! Write for details. 


* * * 


MARBLE CHAIR COMPANY 


QQ (7 
SCQ4iHAd Vist 
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Ue desk set line 
is 220 you need 


...the Sengbusch HP-6 Handi-pen has 
the utility and appearance that please 
both hard-boiled office managers and 


demanding executives 


lt appeals to busy executives and professional people 
—Smart and dignified HP-4 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 

Has famous “Capillary Action” inking principle—The 
HP holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of inking, there is no ink deterioration 
or waste; the last drop of ink in the container is as fresh 
as the first. 

For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 
—the writing champion. Place your stock orders now. 
Write for circular P47. 


Sengbusch Self-Closing Inkstand Co. 


349 Sengbusch Building * Milwaukee 3, Wisconsin 
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February. Fortunately for Jack, a police squad car 
happened to be parked at the spot and the blame was 
placed on the other driver, The car looks like new 
once again after getting extensive repairs. Jack was 
not injured. 

+. = * 

Art Grayston, Ray Smith, Roy Clarke and Bart 
Dahlberg are oiling their fishing gear and it won’t 
be long until we hear the tall tales of the fishing ex- 
ploits of this gang of piscatorial experts. Fred 
Schaefer, Vic Lundeen, Jim Gaffaney, Mel Sowell, 
Harry Bergquist and that pickerel catcher from Way- 
zata, Merrill (Get the Net) Hasty, are not far behind 
the first named experts of the rod and reel when it 
comes to reciting fish tales. 

ee ee 
DOPPELT ADVERTISING CAMPAIGN LAUNCHED 

The most extensive national advertising program in 
the 30-year history of Charles Doppelt & Company, 
Chicago, manufacturers of the Dopp-Kit utility toilet 
case and a complete line of other travel and brief bags, 
is now under way, the company announces. 

Eight national magazines will carry Doppelt adver- 
tising through 1949. They include Saturday Evening 
Post, Collier’s, Time, Esquire, True, Holiday, Newsweek 
and Business Week. 

Top billing in the campaign is given to the new Dopp- 
Bilt Brief-Master, a combination one-suiter and brief 
bag of luxurious leathers and rugged construction. 
Uniquely compact, the Brief-Master is designed to pack 
everything a man usually takes along in two bags—in 
this single light-weight bag. The company’s Dopp-Kit, 
meanwhile, is not being neglected. Promotion for this 
already-established item will be continued concur- 
rently. 

Trade advertising for the Doppelt line is also being 
increased, the company declares. Direct mail pieces, a 
complete mat service, and strong merchandising aids 
round out the program, which is being directed by Dop- 
pelt’s new advertising agency, Kuttner and Kuttner, 
Inc., also of Chicago. 

mie - 


STATIONERS 12:30 CLUB NOTES 

Louis Wachel, American Lead Pencil Company, as 
chairman of the annual summer outing of the Sta- 
tioners 12:30 Club, has instructed his committee mem- 
bers to complete their arrangements early. That means 
work for Rudy Mueller, Dwight N. Briggs, Harry Fen- 
sterheim, Ralph Barnett, Sig Engelberg and Gerard D. 
White. 

+ © 7 

Harold O. Atwood, manufacturers’ representative, is 
celebrating his twenty-fifth year in the stationery in- 
dustry. 

. * * 

The Stationers Association of Northern New Jersey 
held its St. Patrick’s Day dinner at the Robert Treat 
Hotel, Newark, N. J., on March 17. One of the leading 
attractions was spelled S-t-e-a-k. 

. - a. 

Mr. and Mrs. Ben Krauss of Royal Office Supply Com- 
pany left on February 19 for a month’s South American 
cruise. 

* - - 

These items are taken from “Stationery Whitems,” 

edited by Gerard D. White. 


—___—= 2 


SHEBOYGAN FURNITURE HOLDS AUCTION; 
CHAIR AND DESK FIRMS NOT AFFECTED 

The Sheboygan Furniture Company, 2020 N. 15th St., 
Sheboygan, Wis., on Tuesday, March 15, held an auction 
in order to go out of business. This company made but 
a few numbers that were sold for office use. 

In this connection, to avoid confusion, it should be 
stressed that the liquidated firm is no ways connected 
with the Sheboygan Chair Company and Sheboygan 
Desk Company, which are not affected and operating 
as usual. 
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The sensational new, extra-sharp 


Swingline SPEEDPOINT stapies 


The biggest news in staples; it’s the extra 
sharpness of Swingline’s SPEEDPOINT 


RIGHT IN THE GROOVE FOR 100% round wire staples that make for 
EXTRA-SALES! 


New chrome and grey Swingline 


easier, faster stapling. They do the job 


Stapler. Hardened steel parts. . 

Seon chenndl tees quicker, penetrate further, prevent buck 

quicker, work slicker. . , ; 
Stock up with these fast-celling ling. Swingline SPEEDPOINT staples mean 


staplers today! 


higher unit sales... better profit...Order 
your supply now and cash in on the 


swing to Swingline 


‘“ STAPLERS STAPLES 


SPEED PRODUCTS COMPANY, INC., 37-18 NORTHERN BLVD., LONG ISLAND CITY 1, 
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9 SPARKLING NEW 
ALUMINUM SWIVELS 
ADDED TO 

CHAIR LINE 







The REST-ALL executive posture 
No. 1100 


The REST-ALL male stenographic 
posture No. M-700 











here’s news about all three Rest-All Aluminum 
Posture Chairs—but look at the two graceful, great new 
models first. Both have full five-point adjustability to fit 


the individual . . . unstinted quality of construction with 









Rest-All’s exclusive ball-bearing parts junctures at com- 





mon points of maximum wear... and two-inch ball-bear- 






ing casters. Both feature what the consumer demands 
TODAY — better quality at moderate cost. The Rest-All 







Executive will appeal to any businessman who wants both 





functionalism and modern attractiveness in his office. A 






massive looking chair, its extra-large base, ample seat and 





back reflect its deep-cushioned comfort and timeless 






durability. The new No. M-700 is a larger version of the 






fast-selling Rest-All Stenographic Posture Chair. A hef- 






tier, hardier model, it will stand rough masculine usage 






indefinitely, while providing maximum working com- 





fort and efficiency. 








ye added news on the entire 
Rest-All line is this:all three mod- 
els now are available in luxurious 
Goodall Fabrics as well as 

Naugahyde plastic upholstery, in 
green, grey, brown and maroon. 
Write for complete details. 









OFFICE APPLIANCES, April, 1949 









-— ot ot om att ae Oe — - ee ay bed 


_— 4 8&5 * 








t 
, 
4 
: 


th RAT SO ake, 


ou 








SKILLFUL MERCHANDISING MAINTAINS PROFIT 
Continued from page 14) 


The more successful every “big” merchant becomes, 
the more crit | he is—rightfully— of the reputation 
of the products that he sells and the responsibility of 
the manufacturers of those products. For this reason, 
shrewd and foresighted stationers place in stock only 
those supplies and appliances that have achieved uni- 
verSal trade acceptance because they are known-value 
merchandise—the goods that are being advertised con- 
stantly to both dealers and users. 

Skillful merchandising, determined upon preserving 
a satisfactory year-round profit-level, eschews using too 
large a percentage of its working capital in credit oper- 
ations and is strict in its collections and credit-eligi- 


} 


bility specifications 


Overbuying Should Be Discouraged 


Retailing experience has amply demonstrated that, 
especially in the low-income group which is normally 
the majority element of the population, liberal credit 
merchandising spurs the desire to buy to the limit—and 

ore. In the retail gasoline business, for example, the 


record shows that persons buying their “gas” on open 
redit by means of so-called “gas-cards” increased 
their gasoline irchases to ten dollars weekly as con- 
trasted with a weekly average of six dollars when they 


had to pay for the gasoline as soon as it was poured 
into their tank: 


The late Edward A. Filene, merchant prince of Bos- 


ton, once said The best credit customers are those 

persons who could still buy your goods if there were 
ich thing liberal credit’ ”’. 

It seems that there are always some business houses, 


viduals, for whom their creditors must 
most of their economic thinking—at least, to the 
extent of restraining them from buying more merchan- 
dise than they will be able to pay for according to the 
reed-upon terms 
iandising recognizes the importance of 
attracting buyers in ample number every day, following 
the example the metropolitan department stores 
whose every advertising strategy is “to get them coming 
ind keep the! ming.” In any good merchantile loca- 
ti a constant sucession of live-wire window promo- 
tions as we us frequent demonstrations in the sales- 
m help to this end 
Particularly in the stationery field, good management 
eeps in mind the fact that even a conservative stock 
f the multitudinous items of the trade results in an 
aggregate inventory of considerable dollar-volume 
that this merchandise be kept mov- 


no less than in« 


Skillful m 


With the eavier goods of the trade, the turnover 
t usu ywwer than the rate of stock-turn of 


he smalle1 iries and supplies. For this reason, 
good sales planning strives for a sufficiently frequent 
turnover of a sufficiently large percentage of the entire 
inventory, and at a sufficiently profitable average 


mark-up si the net profit—the only true profit 


n weekly nthly volume will be satisfactory 
Keep Record of Customer’s Needs 
More or less systematic solicitation among business 


firms of the trade area—that is, personal canvasses 
outside the salesroom—are necessary to obtain a better 
1.e heavy items represented by office fur- 
niture, typewriters, adding machines, filing cabinets, 
This outside sales development 
for keeping the business in the home 
| as for getting it ahead of the type of 
chained to his salesroom by slavish 


and Simuar fixtures 


community a 
competito! 


adherence ld-time conventions of retail practice 

Such out licitation serves another very prac- 
tical pur] It should enable an enterprising 
dealer to keep tabs on the deferred or potential de- 
mands that aping up, thereby assisting his judg- 
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F.0.B. Minneapolis 


Meet the demand for a 
LOW COST Addresser 


Now you can offer your customers who use a mailing 
list, a completely NEW addressing system at the sur- 
prisingly low price of $24.50 plus Federal tax. Ideal 
tor customers, prospects, and membership lists of or- 
ganizations. Used by business offices, stores, churches, 


schools, clubs, lodges and others. 


NO STENCILS—NO PLATES 


Anyone can set up and operate this machine because it 
requires no mechanical knowledge. Lists of names and 
addresses are typed on a long roll of carbon-backed tape 


faster than addressing individual envelopes or folders. 


ECONOMICAL—The same tape can be used to reprint 
addresses as many as 100 times. One spool of tape has 
enough space for over 500 names and addresses. Filing 


, 


cabinets are not needed for storing lists 


SAVE TIME—Easier and faster than sorting stencils to 
select or leave out any name desired. Mirror arrange- 
ment shows each address right side up betore imprint- 
ing. Names can be coded for quick reference. Correc- 


tions or changes are easily made on gummed slips to 


paste right over old address. 


SALES HELPS include electrotypes and mats for news- 
paper advertising, with two-color folders and display 
cards for point-of-sale use. A Fair Trade item. Write 


today for full information. Sample cases available 


Advertised in Sat. Eve. Post for April 23 


flucdlér rhédceidee C2 


5508 Excelsior Boulevard Minneapolis 16, Minnesota 
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These extra profits are 
yours for the taking. 


LACED — Lacing adds 
brilliant simplicity to 
this beautiful stain-proof 
leather calendar of brown. 


To retail at 15.00 


FLORENTINE — Ornate 
tooling in 24 Kt. Gold 
on top grain cowhide in 
green, mahogany, brown 
or saddle. 

To retail at 14.50 


NAILHEAD — Shining 
gold nailheads enrich a 
beautifully grained leather 
cover of brown, green, 
saddle or mahogany. 
To retail at 14.50 


GRECIAN — Classic 
Greek key border digni- 
fies a cover of genuine 
leather in brown, mahog- 
any, green or saddle. 
To retail at 14.50 


SAINHIDE — Made of 
imitation leather, tooled 
in 24 Kt. gold, this calen- 
dar has dignity and charm. 
Available in brown. 

To retail at 4.50 
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ment as to how many units of this heavy and relatively 
expensive equipment to keep available. 

The principal local industrial and mercantile houseg 
would, I believe, be quite willing to co-operate with any 
stationer who had the originality and enterprise to 
start and maintain a file-record of those firm’s office 
equipment inventories and their prospective replace- 
ment requirements. 

One can easily see how live-wire management, pos- 
sessed of this strategic information, could write many 
a good order or contract ahead of competitors whose 
sales-promotion horizons are the display windows and 
the daily or weekly ad in the local paper. 

iil disacnest 
COMPLETES 75 YEARS IN EMPLOY OF DENNISON 

Seventy-five years of continued association with 
one company is, without a doubt, an occasion to be 
commemorated. And so it was that on February 18, 
1949, the directors of the Dennison Manufacturing 
Company of Framingham, Mass., met in President 
Henry S. Dennison’s office to present Harry A. Chand- 
ler with a television set as a token of their appreciation 
for his loyal service. 

In 1874 Mr. Chandler started cutting paper box} 








75 YEARS WITH ONE COMPANY.—Harry A. Chandler (left) 
shown with President Henry S. Dennison admiring sketch o) 
television set awarded him to commemorate completion d 
Mr. Chandler's 75th year with the company. He joined Den 
nison in Feb., 1874, at Brunswick, Me., and is still on duty. 


forms in the small Brunswick, Me., factory. Since that 
time he has seen a tremendous increase of personnel 
and company sales. Approximately 118 persons were 
employed in 1874 and now the total exceeds 3,000. In 
that year the company’s sales amounted to $425,000 
They now approximate $26,000,000 a year. 

During his 75 years with Dennison, Mr. Chandler 
has fulfilled the duties of foreman, assistant depart- 
ment head, and department head. For the past 2) 
years he has served as chairman of the new goods 
committee. 

— > 
HAZEN R. AMES VISITS DEALERS 

More than 500 typewriter and office machine dealers 
met Hazen R. Ames recently when he visited the west- 
ern branches of the Ames Supply Company. Mr Ames 
president of the company, personally contacted mort 
than 300 dealers while en route to Dallas, Los Angeles 
San Francisco and Seattle. He met others at OMDA 
meetings, serving as guest speaker at three of the ses- 
sions—southern California, northern California anc 
Seattle. 

Accompanying him on this trip were his wife ane 
mother, Mrs. A. R. Ames, Sr., who is the wife of the 
founder of the firm. Returning to Chicago and giving 
an account of his travels, Mr. Ames said, “I’m so 
that time limited my ability to meet more of th 
dealers.” 
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To Be Sure You Get The Best In 


Paper Clips 


Arma Gem Paper Clips are 
favorites with America’s 
leading business offices and 
industriai plants. Discriminat- 
ing purchasing agents insist 
on Arma products time after 
time. They know they need 
look no further for a full- 
length, high quality paper 
fastener, perfectly propor- 
tioned, bearing the most lus- 
trous finishes. Buy Arma clips 
in the distinctive blue and 


ecru box. 
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With orders of 100,000 or more 
of these quality paper clips, we 
will furnish (free of charge), boxes im- 
printed with your name, address, and phone 


number. Contact us for more detailed information. 


Write “Today For Samples and Price List 
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PRECISION MADE TO FIT h F 
ALL STANDARD STAPLERS ter than tne , 
hine is 1° _ les you , 
: Cc 
A stapling oe Here are mae ie as B 
u use- to ; 
Have your name imprinted (free staples ¥ les yo need hine 
charae) on these attractive boxes af t he stap ficient mac . 
standard staples with orders of 200 acne { faster more . a wire to fit - 
i boxes or more. Oo , un 
Take advantage of this opportunity te sured ; Made ot finest ro les will 
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— The BROWNE-MORSE 
Glider File 


a smooth performer 


\\ 


outstanding features 
greater durability 
increased F, Q. 


What's the F. Q. (filing quotient) of your filing 
yperation? It can be measured by the efficiency, 
accuracy and capacity of your filing clerks. It's an 
important part of your business and a measurable 
st of your business operation. 
Browne-Morse Glider Files help to increase the 
F. Q. of your filing department. Only a 5% ounce 
pull is required to open the drawer of a Browne- 
Morse Glider File. This factor alone greatly reduces the fatigue factor in 
filing permits your filing clerks to file more accurately . . . increases 
their capacity ; plus the many other outstanding features of a 
Browne-Morse Glider File cuts this measurable cost of your business 
yperation. The smooth performance, durability and dependability of 
Browne-Morse Glider Files make them the best designed, best engi- 
neered and biggest value on the market today. Check the features below: 


—— 


—_—— The extension arms on Browne-Morse files carry a fully loaded drawer swiftly, silently 
and easily on six case-hardened steel balls strategically fitted into the extension arms 
Key to BROWNE-MORSE with engineered ball running ratios. No lubrication required. 
* ye ° Bearing Type Raceways. The contour of the balls exactly fits the contour of the 
gliding action 


raceways of the extension arm. This scientific bearing feature eliminates the possibility 
of excessive wear... prevents the drawer from sticking or jamming. 


iy 


lll ta ant 
Patented channels and extension 
slides permit the installation of 
inserts in all openings by any 
one without the use of tools 
Automatic locks may also be i: 
stalled in the field. 


ee = —_— . Write for the com- 
Architects of Efficiency for America’s Office plete new bulletin 


on the Browne-Morse 
Glider File. Learn 


MICHIGAN how you can in 
3 crease the filing quo 
MUSKEGON ro Ww n e a, O 's e tient and cut costs of 

your filing operation 
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NEW... 


GRAY PORCENITE FINISH * 
Now Available on all 


Models of the 


IV DTAN 


{ 


"pee eel 


ASH REGISTE 





Gray Porcenite—a new attractive and perma- 


nent finish that gives more utility 
appeal” to this popular register. 


and "eye- 


Now doing an outstanding job for thousands of 
small businesses—jobbers— stores —distributors 
and factories that do a counter business. Com- 
plete details of all transactions—easy cash control 
—records available at the end of the day for 


checking and bookkeeping. 


Reduces errors—takes less time than many sys- 


tems costing 2 to 3 times as much. 


Four models meet all requirements. 


*Also available in Black Wrinkle Finish. 


Look into the possibilities of Indiana today— 


write. 


DRAWER 
; A 





Shelbyville, Indiana 


co. 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 84) 


introducing the first speaker, Mr. Libien took the op- 
portunity of reminding his listeners that the two-day 
NSA No. 13 Regional District Convention would be held 
on March 24 and 25 at the Hotel New Yorker, New York, 
N. Y. 

The first speaker to address the group was Charles E. 
Reynell, Oxford Filing Supply Company, who proceeded 
to demonstrate, by means of a colored sound film, how 
a dealer can increase his filing supply business. The 
film was entitled, “Filed and Found with Pendaflex,” 
a highly interesting portrayal in which a salesman pro- 
ceeds to demonstrate the advantages of Pendaflex in- 
stallation right in his prospect’s own filing cabinet. 
Installations for deep desk-drawer filing were included 
in the presentation, as were various arrangements of 
tabs for indexing according to the client’s needs. The 
film ended with the client saying, “Sold!”—as was to be 
expected after such a thorough demonstration. It was 
a presentation that held the interest of the group from 
start to finish and at its conclusion Mr. Reynell re- 
marked that if the method shown is adopted by sales- 
men, they will enjoy a noticeable increase in their 
filing supply business. In conclusion, he announced 
that six of the company’s salesmen were showing the 
film throughout the country and that the film is avail- 
able for showing at sales and association meetings. 

The next speaker was Louis Caracci, The Nor-Wood 
Company, New York, N. Y., who spoke on “Stock Con- 
trol and Balancing Inventory.” Declaring inventory 
control is an important factor in the stationery busi- 
ness, he offered a method of control he has found to be 
successful. With the aid of a chart, he showed how a 
stock control list of major lines can be made, showing 
at a glance over stocked lines compared with short 
lines. “The use of such charts,” he pointed out, “will 
give a comprehensive picture and enable the dealer to 
concentrate on reducing the top-heavy spots in his in- 
ventory and obtain a better balance.” He suggested 
that co-operative groups of local stationers be formed 
who can compare lists with each other and work out a 
satisfactory arrangement of interchange of merchan- 
dise. By using this method, price cutting to clear mer- 
chandise in over-supply can be avoided. Some lines 
can be shortened while others are built up and thus 
an evenly balanced inventory can be maintained. With 
a properly balanced inventory dealers will feel more 
at ease and a better business morale will prevail 
throughout the industry. In conclusion he urged dealers 
to join their local association and also become members 
of the National Stationers Association, be active, attend 
meetings, meet with each other, and exchange view- 
points which may lead to ideas for the betterment of 
their businesses. 

—- 
TWENTY-THREE FIRMS ASSIST IN INSTITUTE 
ON GOVERNMENT AT U. C. L. A. 

Twenty-three different firms featured displays in the 
business show staged in connection with the Institute 
on Government at the University of California in Los 
Angeles, January 28-29. The merchandise displayed in- 
cluded practically every type of business machine used 
in modern offices. 

The institute, which was sponsored by the extension 
department of the University of California, had the co- 
operation of the California State Employees Associa- 
tion, the Los Angeles County Employees Association, 
and the Los Angeles All City Employees Association. 

The purpose was twofold: (1) to develop a greater 
understanding of public service work, and (2) to aid 
government employees to increase their office effi- 
ciency. Plans for the institute were initiated by the 
employees of Region 11 of the California State Em- 
ployees Association, and hearty co-operation on request 
was given by the other employees’ associations named 
above when the purposes of the Institute were laid 
before them. 

General sessions began on Friday forenoon, January 
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Buyer’s CHECK LIST 
For TOP VALUE Office Filing Equipment 


User preference for A-S-E Products is steadily growing — buyers of office 
equipment recognize these values and demand these A-S-E features: 


V Strength—Superior design, including the heavy steel frame, assures 
proper operation, regardless of load. 


Vv Appearance — The best finish obtainable. Smooth, attractive baked 
enamel blends beautifully with any office color scheme. The chip- 
proof surface retains its new look through countless years of service. 
Each file complete with durable satin chrome hardware. 

#iie] 


H | V Completeness— A size and type of unit for every filing need. Two-, 






three-, four- and five-drawer heights provide the office 
equipment buyer with just what he wants. 


The order is yours with A-S-E Equipment! 














ALL-STEEL EQUIPMENT Inc. 


600 Cleveland Ave., Aurora, illinois 
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315 WEST 47th STREET © NEW YORK 
A COMPLETE LINE OF UPHOLSTERED LEATHER FURNITURE 
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28, the main address being given by Governor Ear] 
Warren of California. His theme was, “The Meaning 
of Government Service.” During the two days brief 
iddresses were given by various other public officials, 
includirz Mayor Fletcher Bowron of Los Angeles, and 
Dr. C. A. Dykstra, provost of the University of Cali- 
fornia in Los Angeles 

The actual instructional work was done in a series 

sectional meetings where men interested in the 
practical application of business procedure in public 
offices conducted classes. County government and city 
government, as well as state government, were brought 
inder discussion and a sincere effort was made to clear 
ip points of procedure on which students might be 
hazy. Even representatives of major banks and depart- 
ment stores were called in to aid with discussions. 
Themes ranging all the way from personnel selection 

) law enforcement problems were given places on the 
rather elaborate program. 

The place of the business equipmert show in adja- 
cent buildings can readily be understood. All displays 
were well manned by experienced firm representatives 
and the general theme was efficiency through modern 
office equipment 

The following manufacturers and local distributors 
participated in the display: 

Addressograph-Multigraph Corp. 

R. C. Allen Business Machines, Inc 

Burroughs Adding Machine Co. 

Clary Multiplier Corp. 

Ralph C. Coxhead Corp. 

Davidson Sales & Service Agency 

Dictaphone Corp 

Ediphone Co 

Elliott Addressing Machine Co. 

Friden Calculating Machine Agency 

General Office Furniture Co. 

Griswold & Winters 

Hollywood Office Appliance & Furniture Co. 

International Business Machines Corp. 

Marchant Calculating Machine Co., Inc 

Monroe Calculating Machine Co., Inc 

National Cash Register Co. 

Robert L. Parker Co 

remington Rand, Inc 

SoundScriber Dictating & Recording Co., Inc 

Underwood Corp 

Victor Adding Machine Co. 

Western Office Furniture Co. 

—-> 
NETCLUB TO HOLD REGULAR WEEKLY LUNCHEONS 

The New England Travelers Club has announced that 
regular weekly luncheons will be held every Monday at 
12:30 p.m. at Thompson’s Spa, opposite the Boston Post 
Building on Washington St. A private dining room has 
been obtained for these regular get-togethers. All trav- 
elers and dealers are invited to attend whenever pos- 
sible. No reservations are necessary. 

—-- 
GLTC CELEBRATES 14TH BIRTHDAY WITH PARTY 

Because the founding meeting of the Great Lakes 
Travelers Club was held on Washington’s birthday in 
1935, it has become the habit of the club to hold a cele- 
bration on the Saturday evening closest to February 22 
each year. In 1949 the event was enjoyed by nearly 50 
couples on February 19, in the Mural Room of the Bis- 
mark Hotel, Chicago. 

Jim Lynch, Browne-Morse Company, party chairman, 
and his fellow committeemen Hy Linden, Ace Fastener 
Corporation; Harry Rafferty, Jr., Industrial Tape Cor- 
poration; Ed Williamson, Elmer Krumwiede and Asso- 
lates and Ken Henderson, Carter’s Ink Company, did 
an excellent job in providing for good food, good dance 
music and rood liquid refreshment service. 

GLTC Treasurer Bob Reynell, Oxford Filing Supply 
Company, set up for business early in the evening and 


continued functioning with a worried look on his face 
intil he had lected enough money to pay all the bills 
the party 4 broad smile appeared when he dis- 
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MOORE'S STAK-TRAY 


OUR customers will want 
the new Moore Stak- 
Tray! 

They'll want—and will 
buy it—because the Moore 
Stak-Tray introduces an en- 
tirely new design for greater 
office efficiency. 


Front. side, and back 
every edge is hemmed. There 2-TIER 
BASE UNIT 


are no sharp edges any- 


where! 
Durable, yet extremely at- 
STAK-UNIT 
Patents Applied For 


tractive, the Moore Stak- 
Tray is a rigid unit con- 
structed of heavy gauge steel. 
Each section slips together 
with ease. There are no 
bolts or screws to come 
loose. 

Additional trays can be 
added for any desired height. 





Trays hold papers up to 
9 x 12 inch size with legal 
size also available. The units 
have openings in the back as 
well as front. To prevent marring, base unit is mounted on 
rubber feet. Baked enamel finish in either green or gray. 

Opening between trays is a handy 4'% inches. Front of 
trays are slotted. 

Display the Moore Stak-Tray in YOUR store and watch 
it sell! 

It’s new— it’s better— it’s more efficient! 


LIST PRICES 


Two Tier Base Unit 
Additional Stak-Trays R 
Usual Dealer Discounts Apply 


$3.00 each 
1.50 each 


Base units packed one to a carton 
Stak-Trays packed two to a carton. 


F.O.B. Peoria—Terms 2% 


STANDARD INDUSTRIAL PRODUCTS CO. 


1710 MAIN STREET PEORIA, ILLINOIS 


10 davs, Net—30 days. 
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covered that he had some money left over for the 
treasury. 

Earl Hoffman and his orchestra provided the right 
kind of musical rhythm to suit the dance tastes and 
abilities, whether old fashioned or modern. 

ne i 
DRAW PLANS FOR N.A.C.S. CONVENTION AT HOTEL 
BILTMORE IN LOS ANGELES 

Final plans are being drawn for a gala spring con- 
vention of the National Association of College Stores 
at the Hotel Biltmore in Los Angeles, Calif., April 
27-30. Ralph Stilwell, convention chairman and mem- 
ber of the N.A.C.S. board of directors, and his com- 
mittees promise an educational and fun-packed con- 
vention western style. 

Highlights of the convention program include a re- 
ception by the officers of N.A.C.S. for new members 
and first timers. This will be followed by the usual 
popular mixer party sponsored by the associate mem- 
ber manufacturers. 

An unusual program innovation will be a debate on 
the subject, “Should Rebates be Given?” The need of 
inventory control will be discussed. 

Walter Wurdeman and Welton Becket, the designers 
of the Pasadena Bullock Store and other outstanding 
structures, will speak on “Designing a Store From Skin 
to Core.” 

More than 75 exhibitors will display their products 
at the annual display and buying conference. 

ma 
CONNECTICUT VALLEY STATIONERS HOLD ANNUAL 
MEETING; ELECT NILS E. ANDERSON PRESIDENT 

With an attendance of over 40, the Connecticut Val- 
ley Stationers Association held their annual meeting 
and election of officers on Wednesday evening, Febru- 
ary 23, at Ceriani’s Restaurant, New Haven, Conn. 

President Ronald E. Daley, R. E. Daley, Waterbury, 
Conn., in calling the thirty-first annual meeting to 
order, extended greetings and called for committee re- 
ports for the fiscal year ending with February. 

Secretary Charles B. Burt, Burt & Dell, Hartford, 
Conn., reviewed the club’s activities during the past 
year and announced that the association now has a 
membership of 129. 

Treasurer Gilbert F. Mulford, Kilborn Brothers, New 
Haven, Conn., reported the treasury in good shape with 
a substantial balance on hand. 

A motion was made that E. A. Mackinnon, Standard 
Office Supply Company, Hartford, Conn., be made an 
honorary member of the association. It was promptly 
and unanimously carried. 

The next order of business was the report of the 
nominating committee, and Chairman John F. Molloy, 
J. F. Molloy, Meriden, Conn., placed in nomination the 
following candidates for office: President, Nils E. An- 
derson, Anderson’s, Bridgeport, Conn.; first vice-pres- 
ident, Ray Scheppach, Scheppach & Goekler, New 
Haven, Conn.; second vice-president, Charles B. Burt, 
Burt & Dell, Hartford, Conn.; third vice-president, 
Charles W. Hennion, Jr., Mattuck Stationery & Furni- 
ture Company, Waterbury, Conn.; fourth vice-pres- 
ident, William J. Driscoll, The Carter’s Ink Company; 
treasurer, Gilbert F. Mulford, Kilborn Brothers, New 
Haven, Conn.; secretary, Burton H. Knust, Burt & Dell, 
Hartford, Conn.; auditor, Gary E. Dell, Burt & Dell, 
Hartford, Conn. All were unanimously elected. 

President Daley, before turning over the chair, de- 
clared he had enjoyed the privilege of serving as pres- 
ident and thanked his officers and committees for their 
splendid co-operation during his term of office. He then 
presented Nils E. Anderson, president elect, whose first 
act was to call for a rising vote of thanks for the out- 
going president. After introducing the new officers, he 
expressed his appreciation for the honor bestowed upon 
him and declared that with the same fine svirit of co- 
operation, he was sure of a successful administration. 

The balance of the meeting was devoted to an open 
discussion of topics of importance, including plans for 
the coming NSA District No. 1 convention to be held 
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} 
Dixie Chrome seats the Executive, his secretary and his 
customer in perfect comfort, and in perfect taste... . . for Dixie 


Chrome is a complete, versatile line. And Dixie Chrome 
stays new looking for years under the hardest use . . . Duran 
upholstery, Udylite Chrome and all-steel coil springs provide 
unequaled durability. Stock Dixie Chrome and you'll sell the best! 


WRITE FOR DESCRIPTIVE CATALOG ON THE COMPLETE DIXIE CHROME LINE. 
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: ESTABLiSt 
e Guce these numbers se big play — 
~/SSWIN-WITH WATSON 


| ca 
\ “62 “ 800 LINE. HORIZONTAL»-UNITS * 62 ij 
\ 32!/," wide by- 18" deep 
| Provide countless: combinations for FLOOR CASES 
\ BUSSES —--SAFES BOOKCASES —-VAUET UNITS 


\ . 

ae € as / 
cs , 30 @ 3100S4NE COUNTER HEIGHT UNITS e@ 30 35 
\ = 417," high by 28!/2° "deep = s 


a DISAPPEARING DOOR UNITS ==SNAP-ON TOPS / 2 
-_ CONTINUOUS LINOLEUM TOPS..—. PANELLED! “: 
| AND STREAMLINE COUNTERFRONTS 
: e ~ 


a8 24 . 4100 LINE UPRIGHT-UNITS e 24 
a eo 517," high by 28/5" deep } 


TABULATING — LEDGER — TARIFF— BILL — 
with all standard units-and. optional inserts 


| . 
18 * 400 HIGH LINE UNITS @ 18 
ie is 7134" high 


DOCUMENT FILES, ROLLER. SHELVES.— with 

or without STEEL CURTAIN — LEGAL BLANK 

AND PIGEON HOLE UNITS for:SFATE, COUNTY 
and MUNICIPAL ‘RECORDS 






& 
e FIVE DRAWER UNITS t t 
57!/2"" high by 28!/3" deep 
LETTER — LEGAL — LEDGER ‘and: TARIFF SHEETS 

















When you are a dealer for the complete line of Watson stock files you 
also have at your command the Watson facilities for custom built equip- 
ment for Banks, Court Houses, City Halls and Hospitals. 


A FEW VALUABLE DEALER TERRITORIES 
STILL OPEN 


. - a 
Win with Watson 
WRITE FOR COMPLETE !949 
CATALOG 





WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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June 2 and 3 at Wentworth-By-The-Sea, Portsmouth, 
N. H. All members who could possibly go were urged 
to attend and make that convention one of the best 
ever held 

Before adjourning the meeting, President Anderson 
announced that the next meeting will be held on March 
30, the last Wednesday of the month, at a site to be 


announced later 
—-> © 


LOU MANN TO SPEAK AT NSA REGIONALS 

Alchemy Becomes a Reality” is the subject of an 
address to be given by J. L. (Lou) Mann, secretary and 
sales manager of the Sturgis Posture Chair Company, 
before 13 of the regional meetings scheduled by the 
National Stationers Association. 

The address is of the slide film variety and all of the 
photographs are in full color. Mr. Mann will speak as 
a representative of the metal chair industry, in other 
words, as the “Chairman of the Chairmen.” 

Tracey Van Buren, president of the Sturgis Posture 
Chair Company, was host at a cocktail party and 


— + 











LOU MANN 


linner held on Friday, March 4, at the Congress Hotel 
in Chicago, which was attended by officials of most of 
the manufacturers of metal chairs. Following dinner, 
Lou Mann presented a preview of his illustrated talk, 
which describes a simple formula by means of which 
ffice equipment dealers can turn baser metals into 
rold 


Those who attended were full of praise for his pre- 


sentation and predicted that it would come to be re- 
garded as one of the finest performances ever given 
on the NSA regional circuit. 


_ -o— 
NEW YORK OMDA HOLDS SESSION 


The regular monthly meeting of the Office Machine 
Dealers A ition of New York, Inc., was held on 
Tuesday March 8, in the Hotel Statler, New 
York, N. Y 

President George Purvin, Superior Typewriter Com- 
pany, Inc., New York, N. Y., in opening the meeting, 
extended greetings to more than 45 members and 
guests. He introduced and made welcome J. M. Martin, 
Addo Machine Company, and before calling for various 
committee re ts, announced the recent death of one 
of the original members of the association, George A. 


ischafer and Jacobs, New York, N. Y.., 
members that flowers and a letter of 


Neuschafer, N¢ 
and informs 
condolence had been sent. 

Secretary Jessie I. Taylor, Globe Typewriter & Adding 
Machine Company, Inc., New York, N. Y., then read a 
letter from Legal Counsel Charles F. Krause, Jr., ex- 
pressing hi rets at being unable to attend the meet- 

William B. Kerzner, Pearl Typewriter Corporation, 
New York, N. Y., chairman of the entertainment com- 
mittee, reported that their annual dinner dance and 
revue held last month was a huge success, both from 
the standpoint of enjoyment and profit. 

President Purvin took occasion to thank Tom De 


Witt, L. C. Smith & Corona Typewriters, Inc., Jessie I. 
Taylor and Eleanor Blass on the program committee 
OFFICE APPLIANCES, April, 1949 





TIFFAN Y—d. 


Of ice Whrker 4 CBiacs / 


Workers 






Ask 
The 


Who 
Use 


TIFFANY STANDS 


The model "SS" shown above designed especially 
for non-electrically operated typewriters, adding 
machines, etc. Office workers everywhere know that 
TIFFANY STANDS are built to fit a need... 


THEIR 


need. Sturdily constructed TIFFANY 


STANDS are now available in many models. Point 
by Point—TIFFANY STANDS are tops. 


PATENTED ADJUSTABLE TOP .. . adjusts 5 x 5 to 
144, x 16%, and provides secure foundation for ma- 
chines. 


TEN WELDED CORNER BRACES ... 
and assure full rigidity. 


NEW TIFFANY DROP LEAF HINGE. . 
for heavy articles on leaf. 


ALMOST TWENTY-FIVE POUNDS OF SOLID STEEL... 


security under your machine. 


FINISHED IN DARK OFFICE GREEN ... 


baked enamel. 


CONSTRUCTION ROLL-FORMED, DEBURRED 
EDGE .. . angle and channel steel '/g inch thick. 


RIGID CONSTRUCTION . guaranteed by precision 


tolerances used in manufacturing. 


MANUFACTURED BY A FIRM . . 
only . . . TIFFANY STANDS. 


eliminate sway 


. solid support 


or soft gray 


. who makes one item 


BASSICK QUIET BALL SWIVEL CASTERS .. . standard 
on all models. 
DROP LEAFS OF 18-GAUGE SHEET STEEL . . . attach- 


able either side of stand flush with top or low for posting. 








MISSOURI 


POPLAR BLUFF, 





133 











THE Gy 


yf 
DESK/PEN LINE 


OM NEED 


BECAUSE: 


FOUNT-O-INK ZW 


are business builders. 


INSTANT STARTING. Capillary tip-filling 
pen is always clean, full and ready. 

PEN ACTUALLY FILLS ITSELF immediately 
when set into the fount. 

CONTROLLED INK FLOW. Storage feed 
holds enough ink for the pen to glide over 
pages of writing or piles of signatures 
NO MESSY WELL FILLING EVER! A whole 
bottle of ink goes into the set to last for 
months. Hydrostatically sealed to keep 
fresh. Delivered to the pen just as used 


SAVES COST. Inexpensive stainless steel 
points. Long years of life with I4K gold 
points. 75% of ink is saved from evapo- 
ration. 

SAVES TIME spent in endless dipping, fill- 
ing, and struggling with dry pens. 

BUSY EXECUTIVES want FOUNT-O-INK, 
the pen that will write when they want to 






































write. They like the prestige of the massive 
Executive Style with. solid gold points to 
wear for long years of smoothest writing. 
They like the streamlined inexpensive sets 
that put efficiency into their organization, 
and earn their cost in upkeep saving. 
SPECIAL TYPE SETS for special purposes 
lead to large profitable installations for 
dealer. 

FOUNT-O-INK DEALER HELPS AVAILABLE: Sales 
manuals and circulars, unique new display pieces, 
sales training and promotion films, Television and 
other advertising. Send for Catalog and Price List. 


Join the new and stimulating 1949 FOUNT-O-INK 
program, 


ticle) Ss Mm 2e)'), peel), | Gece) 


Los Anger 41, California 


OPR. GREGORY 


FOUNT.<« NK Cc 
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and William B. Kerzner and his entertainment com- 
mittee for doing a splendid job in contributing to the 
success of the affair. 

Samuel Stein, Quality Office Equipment Corporation, 
New York, N. Y., chairman of the membership com- 
mittee, reported that his committee is working on a 
plan to increase the membership of the association. 
The plan will be presented at the next meeting and 
Mr. Stein asked for the full co-operation of each mem- 
ber to make it a success. 

Samuel Singer, Allied Office Equipment and Station- 
ery Company, New York, N. Y., chairman of the ad- 
visory and grievance committee, reported that the 
committee at a recent meeting discussed a number of 
plans for the welfare of the association which will be 
presented at a future meeting for approval. 

The balance of the meeting was devoted to open dis- 
cussion on price cutting of fair-traded items, trade 
ethics and other topics of importance to the industry 

—- 
OPEN NEW ART SUPPLY STORE IN N. Y. 

Described as a “Department Store of Art Materials,” 
the new art supply store opened by Arthur Brown & 
Bro., Inc., at 2 W. 46th St., New York, N. Y., has de- 
partments for amateurs and professionals, commercial 








NEW STORE OF ARTHUR BROWN 6& BRO.., INC. 


artists and gallery artists. In addition the firm supplies 
materials in such allied fields as silk screen process, 
hobbycrafts, plastic, picture frames and art prints. A 
complete photographic saad department completes 
the layout. 

The store covers an area of 20,000 square feet. The 
architecture is in the best modern design trend and is 
completely new from the all-glass front to the year- 


round air conditioning system. 
to 


MARGINATOR CHANGES PRICES, POLICY 

John S. Edison, president of the Marginator Com- 
pany, 1517 N. San Fernando Blvd., Burbank, Calif., 
recently announced that his business has grown to 
the point where the Marginator should be an open 
line. And, because larger production and special equip- 
ment have effected economics in operation, a lower 
price policy has been worked out 

Mr. Edison said the demand for the Marginator is 
greater than ever and that calls for the device from 
foreign countries show a marked increase. Heretofore 
the sale of the Marginator was entirely through ex- 
clusive dealers, but dealers were informed in February 
that the exclusive arrangements would cease as of 
April 1. Most of the dealers are continuing to repre- 
sent the Marginator and many new ones have since 
been added. 

“The Marginator is a precision engineered device,” 
said Mr. Edison, “and all adjustments and repairs 
should be done at our factory where the necessary 
delicate instruments are available..” Therefore, start- 
ing April 1, a new service policy is being put into 
effect. The Marginator will be covered by a service 
guarantee giving the purchaser six full months of free 
factory service. Thereafter, if the purchaser wishes 
it, a low annual service fee contract is also available 
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cs Iu File Polderr : 


| WHAT DO YOUR CUSTOMERS WANT? 


Folders they can depend on? 
“ty and E” FOLDERS: 


. Are exactingly tested for—ingredients, tear strength, wearability, 
yniform stock, color, thickness and finish. 

e Are designed for eosy yse—rounded corners to avoid dogears—deeP 
scoring for easy expansion—vertical grain so they stand up to be seen. 


The exact folder for their need? 
you CAN HAVE “¥ and E” FOLDERS : 


. In all cuts, blank or printed tabs , 

e In Bill, Letter and Cap sizes 

» To fit “Y and E’’ or other installations 

e With any type of tab, plain or celluloided, flat or angular metal, 
Direct Vision oF celluloid insertable. 

e Reinforced oF single top tabs. 

» Ina range of colors 

« With or without tangs 

e In Kraft or Manila, heavy Durafile, Yawmanote (rep rope), oF Pressboard 

e In weights of 8, 11, 14, 18 and 25 points 

» With or without filing and finding system features 

e In special sizes, styles OF cuts on special order 


The folder they need when they want it? 
«ty and E” 


e Has a full stock of the complete line 
« Will deliver immediately the folders you want 





Folders that are easy to reorder? 
Reorder number is printed inside every stock “Y and E"' folder. 


FAMOUS 
sTOCK THE COMPLETE FILING SUPPLIES “yand E” > a 


LINE THAT MAKES STEADY CUSTOMERS FILING 
SUPPLIES 














One dependable source for all your needs 






NOW AVAILABLE! 


New Filing S 

ystems & S$ i 

| _ —- Catalogue 
Write for your FREE copy. 
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LEATHER 


...in the BEST Company! 


GENUINE LEATHER 


No. 840 


An Executive Swivel Chair 
Upholstered in Genuine Leather 


No. 841—Companion 
Side Chair 








Over 25 years of fine chair craftsmanship enter into 
Model No. 840. It's leather at its best—reflecting the 
kind of skill that makes our upholstered chairs outstand- 
ing values. Luxurious appearance—maximum comfort and 
durability are qualities that make the dealers happy and 


users enthusiastic. Write for illustrated literature 


Jasper Chair 


JASPER, INDIANA 












REPRESENTATIVES: James S. Fowls, (Southern) eA. Browne, (West) 
327 Sunset Drive, North 0 rpheum Bidg. 
Gee. A. Litchfield, Sales Mgr. St. Petersburg, Florida Seattle, Wash. wooo 
Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) eres. 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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CANADIAN NEWS NOTES 


S. J. Luddington, Correspondent 


Rand, Ltd., 199 Bay St., Toronto, is having 


Remingt 
xtensive interior alterations made to its offices. 
- o oe 
The ap] itment of L. H. S. Freemantle as treasurer 
Sonoco Products Company of Canada, Ltd., paper 


manufacturers with head office in Brant- 


. » lit} 
speciailvie 


ord, Ont been announced. 
. - a 

Nearly 1,000 employees of International Business 
Machines Co., Ltd., Toronto, attended a luncheon given 
recently in Toronto by Thomas J. Watson, president of 
International Business Machines Corp., New York. Mr. 
Watson was accompanied by Mrs, Watson. With Mr. 
Watson’s party were Joseph T. Wilson and Arthur K. | 
Watson of the World Trade Division, who are jointly 
responsible all the firm’s business operations out- 
ide the United States. Representatives of the firm 
from all parts of Canada attended the gathering. 

In his address Mr. Watson said that it was the inten- 
on of the company to increase its manufacturing 
facilities to a point where all of the products distrib- 
ited by the Canadian Company would be produced in 
Canada, il idition to exporting to all parts of the 
orld. The large addition to the plant will shortly be 
placed eration and plans are being considered 
now for the erection of a new factory in the vicinity of 
Toront ites for which are being considered during 
the visi 

It is the aim of the company, Mr. Watson explained, 

prod mplete line of its products in Canada. 

a * * 

It is anticipated that the stationery and office equip- 

ent manufacturers, importers and wholesalers of 
Canada will have good representation at the Canadian 


T + - + 
intvernatl 


Trade Fair to open at the Canadian Na- 


tional Exhibition grounds on May 30 and continue to 
June 10. The exhibit is conveniently grouped accord- 
ing to trad lassifications, regardless of country of 
rigin. 

Businessmen from over 70 countries visited the 1948 
fair. More than 1,400 exhibits displayed the products 
yf 28 differs juntries 

> > > 


W. Fred Reynolds, Brockville, Ont., stationer, was re- 
ently re- ted mayor of that city. 
> > > 
John Hou and Grant Bishop have organized Okana- 
in Stationers, Ltd., Kelowna, B. C. 
> > > 
The St Guild of Canada annual meeting is 
t General Brock hotel, Niagara Falls, Ont., 
inticipated that a large number of dele- 
attendance. 
> * > 
elting Ltd., Stratford, Ont., has purchased 
additi | plant in that city to expand production. 


* * > 


be hel 


i films on modern merchandising 
methods were shown at a recent meeting of the To- 

t Stationers Guild Club, courtesy of the 
mpany, Toronto, Norman Hymus of 
I introduced the guest speaker while 
William Glendinning, Acme Carbon & Ribbon Com- 


Parker Pe C 
Eberhard Faber 


od . ° 


Wright, director of Smith, Davidson and 


Francis 
Wright : f Stanley Paper Company, Pioneer Envel- 
pes, Lt London Paper Company, was recently 
presente an honorary life membership in the 
Vancouver Board of Trade at Vancouver, B. C. Mr. 
Wright recently sold his interest in Smith, Davidson 
nd Wright i is starting a new venture of his own 

> > . 

P. F. Grand, president of Grand & Toy Ltd., with 
ead office at 8 Wellington St. W., Toronto, has entered 
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DISPLAY SELLS 





a 


MAKE MORE 
MONEY WITH \ 
SIMPLE DISPLAYS... 


Wabash Supplies are naturals for 
store and window display . . . packaged to 
show their contents in appealing fashion. 
The Wabash Follow-up System above, for in- 
stance, provides in a single unit everything 
needed in the average office for an efficient 
follow-up system. It sells on sight. Try it. 


PACKAGED FOR DISPLAY 


Wabash items cre real quality, and 

- look it, in the neat gray boxes with 
the bive labels. They're packaged 
to sell themselves. 
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IMMEDIATE 
DELIVERY 
for 
DOMESTIC & EXPORT 
TRADE @ 


REBUILT 


DICTAPHONES - EDIPHONES 
SOUNDSCRIBERS 
AUDOGRAPHS 
WIRE RECORDERS 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 
LARGEST STOCK OF LATE MODELS 
CONVERTED AND SLIGHTLY USED 


MACHINES, WAR SURPLUS EQUIPMENT 
AND MODERNIZED EARLY MODELS 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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his fiftieth year of association with the firm and the 
stationery trade. To mark the occasion he was pre- 
sented with an illuminated address at a dinner given in 
his honor by members of the Grand & Toy Employees 
Association. Sitting at the head table were employees 
with 35 years or more of service, The firm has 12 em- 
ployees in this category and 28 with more than 25 
years of service. 

Still as active as many. men much younger, Mr. 
Grand remembers keenly when he joined the firm in 
1899 as secretary to Sam Toy, partner and office man- 
ager. The total number of employees at that time was 
ten or 12. The three retail stores and the manufac- 
turing department of the company now provide em- 
ployment to 275 persons. It also has a large office fur- 
niture department and modern offices and a four-story 
factory. 

Mr. Grand is one of the founders of the Stationers 
Guild in Canada and takes a very active part in the 
trade. 

* * > 

Arthur P. Cole, was recently appointed advertising 
manager of W. J. Gage & Company, Toronto, business 
text book publishers and manufacturing stationers. He 
has been with the firm since 1948. He learned the sta- 
tionery business with the firm of John Dickinson & 
Company, London, Eng., serving in their London show- 
rooms and at their mills at Hemel Hempstead, after 
which he became a special representative for their 
stationery department. Mr. Cole served with the Royal 
Air Force during the Second World War and saw action 
in France, North Africa, Italy and Burma 

* . * 

John R. Hunter of the Hay Stationery Company, 
London, Ont., has been elected president of London 
Red Cross Society. 

~ 7 + 

Harry L. Muir, sales manager with the Canadian Pad 
& Paper Company, Ltd., 250 Bowie Ave., Toronto, has 
been appointed vice-president of Eaton, Crane & Pike 
Company, a subsidiary of the Canadian Pad & Paper 
Company, Ltd. Mr. Muir has been with the Canadian 
Pad and Paper Company since 1921 and is also sales 
manager of Bouvier Envelopes, Ltd 

ne 
BURGLARS TAKE TWO CASH REGISTERS 

Burglars who recently entered the R. S. Smith Busi- 
ness Machine Company, 588 Broadway, Buffalo, N. Y.., 
missed the cash but got something which will come 
in handy if they hit the jackpot in future operations. 
An official of the company said two empty cash regis- 
ters valued at $650 were missing. Entry was made by 
breaking the glass in the front door.—GET 


I 
REM-RAND CLUB HOLDS MEETING 

The annual banquet of the Remington Rand Ac- 
counting Department Club was held February 23 at 
Hotel Langwell, Elmira, N. Y. Lawrence Hurley was 
toastmaster. Mrs. Norman Black was installed as 
president for 1949-50. Clinton H. Keene is retiring 
president.—GET 


—- 





AMBULANCES FOR ISRAEL.—One of three Red Mogen Dovid 

ambulances presented to Israel's First Aid Agency by David 

and William Teitelbaum and Samuel and Arthur Fingerhut. 

all of U. S. Pencil Co., New York City. in a ceremony held 
at 487 Broadway. New York, on February 21. 
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TRADEMARKS OF 
QUALITY 


* 


Since 1919, Columbia has been manu- 
facturing Steel Office Equipment. 








The accumulated skill of 30 years has 
gone into the making of our four popular 
lines: 

tJ , COLUMBIA’ , 

mi pattie © O LON IAL COLUMBIA 


APEX 








COLONIAL 
ATLAS 









olonial and las lines no 
pate pay vs aa : These trademarks are your guarantee of 


the best that can be produced. 




































Manukactured Vy 
c 4 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING PHILADELPHIA 7. PA 
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No. 710 CHAIR—con 
structed of selected 
solid hardwoods and 
finished to match the 
of Duran plastic in 
maroon, green ivory 
or tight brown 


THE ALMA TYPEMASTER — No. 
710-TM, 42 x 24 — Solid hard 
white maple. Natural color or 
walnut finish on maple. 


THAT MEANS YOU WILL GIVE IT A WELCOME TOO - 
WITH CASH REGISTER MUSIC! 


Here is the first really practical portable typewriter 
desk, providing desk height as well as correct typing 
height. Students, salesmen, professional men, house- 
holders and others are delighted with it. 


Highlight feature is the typewriter drawer (patent 
pending). Simple, easy to operate mechanism permits 
instant raising or lowering of machine — out of sight 
and completely protected when drawer is closed. 


Solid hard white maple — satin smooth natural 
lacquer finish — or walnut on maple — generous knee 
room — stationery rack below machine — and two full 
size drawers. Order a half dozen or more for quick 
profit today. 
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desk. Seat covering © 















THE ALMA TYPEMASTER 
showing machine in low- 
ered position for closing 
of drawer. 





THE ALMA TYPEMASTER — 
showing appearance with 
all drawers closed — 
typewriter completely 
protected. 


THE ALMA STUDYMASTER 
—WNo. 810-SM, 42 x 24— 
Counterpart of the Type- 
meoster, same in every re- 
spect except a roomy file 
drawer for either legal 
or letter size replaces the 
typewriter drawer. 


ALMA DESK COMPANY 


HIGH POINT, 


N. C. 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 


Many Texas Travelers and wholesalers from the 
Southwest were in attendance at the annual conven- 
tion of the Wholesale Stationers Association at the 
Commodore Hotel in New York City. They included 
Homer C. McElroy and Scott D. Denny, Ennis Tag and 
Salesbook Company, Ennis, Tex.; R. B. Putnam, James 
W. Long and Lawson Long, Practical Drawing Com- 
pany, Dallas; and Rey J. Weaver of Dallas. Travelers 
seen around the exhibit booths were Louis M, Brown, 
Eberhard Fabe1 Pencil Company; Art Carrow, Speed 
Products oes in George F. Griffiths, Jr., Noesting 
Pin Ticket ¢ pan y; Harold J. Hoffman, Smead Man- 
ufacturing Co wosaenan ds Leon Jaffe, Artistic Desk Pad 
Company; R. B. Gingland, Esterbrook Pen Company; 
and the ex-traveler from Texas, Gordon N. Steinmetz 
of Sanford Ink Company, who still has a warm spot in 
his heart f the Southwest. 

* o a 
Beckman Stationery Company opened 
2005 Shepard in Houston. After covering 
the past 15 years for Boorum & Pease, 
i to enter business for himself. He has 
Mrs. 


The Herb 
March 20 at 
this territory for 
Herb has resignex 
an attractive, completely air-conditioned store. 
Beckman will : in the firm. 


* * 4 


iSSIst 


Armand Breard, past governor of District No. 9, a 
proud grandfather, is showing off a new grandson who 
already has desk assigned to him at the Monroe 
Office Equipment Company at Monroe, La. 

* * a 

Joe Wright is doing the buying at the Office Supply 
Company at Greenville, Miss. He was formerly con- 
nected with the Mississippi Printing Company at Vicks- 
burg, Miss ao: a a 


Imagine a traveler covering 150 miles round trip to 
pick up a sample 
one of the travelers from the Southeast. He left Nat- 
chez, Miss., and returned to Vicksburg without his case 


and had to drive down and back again to get same. 


case left behind. This happened to | 


Not mentioning any names, but this does happen to 
seasoned travelers ot’ ig 
The formal opening of the Brownsville division of | 


rke was held March 3 with representatives 
from the Corpus Christi and San Antonio stores in 
attendance. Phil Alexander, formerly with the San 
Antonio division, is store manager. 

* - * 
now in charge of the store for Castle 
any at Shreveport, La. He was formerly 
M. L. Bath Company. 

. * * 

shows Houston as having more than 
tores and more being opened up all the 


tT} 
Lime e e 6 


Joseph Gorske, delivery boy for Sternenberg Com- 
pany, Houston, suffered a broken hip March 12 when 
his bicycle was struck by a truck. He is in a serious 
condition at St. Joseph’s Infirmary. 

> > > 
Printing Company is proud of the nice 
Cleveland, Miss., where the previous 
ubled. 
> > . 

The Carl D. Allens of Oakville Gem Clip Company, 
have taken a ten-year lease, with the option to pur- 
hase, on a 940-acre ranch near New Braunfels, Tex 
hey plan to move to the ranch as soon as they dispose 
of pI ‘operty in Houston. Carl will continue to cover the 
territory r Oakville. 

7 > . 
has returned to Lawrence Printing 
nwood, Miss., to take charge of the 


Maverick-Cla 


Buddy Tiffin i 
Printing Com} 
connected with 


Official « 
65 stationery 


Carl C. Davi 
large store 


space has bet 


same 


Hardwick 


Company at Gree 
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MORE 


SAFE 


SALES 
wih tevung-tall Wawa 
INDIVIDUALLY PLANNED 

SAFE INTERIORS 























You can safely tell a prospect he will get more 


usable space ... actually, more safe... with H-H-M 


equipment. 


With our individually planned interiors, he 
selects the exact equipment, the exact arrangement 
of files, shelves, drawers, etc., to meet his needs. 


Because we have no pre-designed sections, he’s 
not forced to take items he does not need in order 
to get those he must have. That's why you can tell 
him, too, that H-H-M safe interiors cost less! 


HERRING + HALL MARVIN 
SAFE CO. GENERAL OFFICES 


HAMILTON, OHIO 


BRANCH OFFICES: In New York, Chicago, Boston, Washington, 
St. Lowis, Atianta, Houston, --~ comin. Sen Francisco, 
Omaha, Los Angeles, Chorilotte, Minneapolis, Detroit. 
OTHER AGENCIES ALi OVER THE WORLD. 


Safe illustrated is 2-br. fire-resistive 
Safe No. 5533-B with typical interior. 
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CATALOG 


Bigger ... Better... 
New lines added ... 
Showing the most com- 
lete line of MARK- 
NG DEVICES and 
SUPPLIES we have 


ever offered. 
Write for Copy 
on your 
letterhead 




















Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, etc. 


CONSOLIDATED STAMP Mec. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
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store of this firm. George Chapman is leaving Lawrence 
Printing for a connection at Knoxville, Tenn. 


* 7” * 


H. I. Tate of Commercial Dispatch, Columbus, Miss., 
spent several weeks at the Majestic Hotel in Hot 
Springs, Ark., during February. Becky went along to 
see that Tate didn’t spend too much time at the races. 

* > * 

Passing out cigars in Corpus Christi is Tom Browne 
of Calahan Gifts & Book Store, whose son, Stephen 
Douglas, arrived March 1. Lester Gunst of Corpus 
Christi Book Store is the mighty proud grandfather. 

+ * o 

Steve Weatherall of Tupelo, Miss., is moving his 
printing plant to larger quarters back of the Tupelo 
Hotel. He will enlarge his office supply and furniture 
store after the move and will have a beautiful store at 
215 Troy St 


* * * 


Carl L. Miller has opened The Houston Office Supply 
Company at 1309 Main in Houston. Ernest H. Huegel 
is sales manager of the firm. 


—- « 
— 
eguard aletua 
&* frrew ‘they tree ——— 


‘Hee Rares 














CHECK PROTECTION WINDOW ON NATION-WIDE TOUR— 
The window shown, supplied by Safeguard Corp., Lansdale, 
Pa., was featured at Ward's Stationers, Boston, Mass., early 
in March. Safeguard is sending the display from store to 
store all across the nation as a public service in an effort 
to reduce check forgeries by making the public aware of the 
dangers to which improperly written checks are exposed. 
Any dealer or bank in the United States is eligible to receive 
this display for one or two weeks’ showing at no charge. 
—> 
BROSK’S REMODELS FOR ANNIVERSARY 

Brosk’s, printing and office supply firm of Kenosha, 
Wis., celebrates its twenty-fifth anniversary in June 
of this year. At that time remodeling of the Brosk 
warehouse into a modern two-story retail store is ex- 
pected to be completed, according to Harold and Rosa 
Brosk, owners of the establishment. The business will 
be conducted at the present location, 5804-10 Seventh 
Ave., until the remodeling is completed. 

The co-owners reveal that the new building will em- 
body modern developments in retail store design and 
construction costs will total approximately $35,000. 

—- 


SELL CORPORATION CHANGES DISCOUNTS 

S. L. Hatch, president of Sell Corporation, Chicago, 
recently announced that his firm has changed its dis- 
count terms from one per cent ten days to two per cent 
on tenth of the following month. Mr. Hatch states that 
it has been his company’s desire to do this for some 
time. but as the principal] product it uses is paper, it 
was forced to pass the terms received from the paper 
mill on to the dealers. Most mills recently changed 
their terms to one per cent tenth of the following 
month. Sell Corporation is gratified to extend more 
liberal terms to its dealers. 
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how can you INCREASE 


your Office Furniture Sales? 






Sectional Furniture by Kenmar Mfg. Co., East Palestine, Ohio 


push the high-prestige, low-cost features 
of furniture covered with 


Boltaflex is the exquisitely-grained, rich, supple mark 
all-plastic material that offers your customers eave 
“3° . } 
greater beauty and durability . . . at less cost. 
lops in prestige-building value, colorful, su- 
; 8 ALL-PLASTIC 






















pe rbly-grained Boltaflex-covered furniture adds UPHOLSTERING MATERIAL 
great dignity and warm inviting beauty to 
modern offices, lounges, foyers and conference a . 
rooms. Tougher than rawhide, Boltaflex lasts ¥ ADVERTISED in 
far longer than other similar materials. It lowers ALL H 
maintenance costs by resisting stains and wash- NATION din magazines 
ing clean 7 case instant. Good berm ra s America’s Lea lers everywhere 
guarante soltaflex against cracking, chipping a 
and pec li old by Better es 

For full Information and Samples, write to Dept. OA-4 y 


?- 


The BOLTA COMPANY ({ 


Factory and General Sales Offices: LAWRENCE, MASSACHUSETTS ~~’ 
oe ~~Branch Offices 


New York: 45 West 34th Street 
Chicago: Spece 211, Americen Furniture Mart 
High Point, N. C.: 513 English St. 
Philadelphia: 230 Arch St. 
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PRINTS 


ANY Want Re 


FAST, ECONOMICAL—IDEAL FOR MARKING 
ADDRESSING: DUPLICATING. SMALL PRINTING JOBS 


Guarantees you accuracy in those duplicate 
addresses, code markings. signatures. 

The No. 1 MULTISTAMP stencil duplicator 
permits quick changes in wording ... gives 
you ‘a rubberless stamp in one minute for 
two cents.” Prints in places no other cupli- 
cator can reach... takes up to 5 lines of 
typ. 3 inches long. Makes 1000 or more clear 
opies from one stencil, one inking. Just type 
»r write the stencil, snap it on. and print. 
Complete with supplies in compact, durable 
case. Weight: 2 pounds 


OLIISTAMD sg. 





STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 





Ava 
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.. and There's Onl ONE 
QUEEN Quality ! 


HECTOGRAPH CARBONS 


for Economical, Clean Cut Forms 
MASTER UNITS e¢ PLAIN OR PRINTED  Cllp handy form for your FREE SAMPLE 





iri om , QUEEN RIBBON & CARBON CO., ING. 
Spirit Carbons Gelatin Carbons 742-160 Wythe Avenue, Brooklyn ii, WY. 
Office managers who demand the best, demand —— ow or a of Queen Hectograph 
Queen. Queen has been manufacturing top- Cy Mester exit, glaie (Seb Cocben 
quality hectograph carbons for over a quarter C) Master unit, printed [) Gelatin Carbon . 
of a century. Our challenge! Compare results: ae 
NO SMEAR, NO SMUDGE, HIGHEST Firm... 
QUALITY FOR CLEAR-CUT Address... gem 
UNIFORMITY. a ... Zone State. : 








UEEN RIBBON & CARBON CO., INC. 


Executive Offices 

















742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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R h OW CAN TAKE it! 


(ARROW STAPLERS stand up against the tough- 
est kind of treatment. They're built to take 
day-long, years-long pressure—work pressure 
from busy offices. You see, first quality mate- 
rials—first-line construction—go into ARROW 
STAPLERS. They're designed to work easily, 
fill easily. They won’t jam. 


That’s why there are so many regular Aknow 





customers. Major corporations are ARROW 






= 105 


STANDARD STAPLER 


users because they need the kind of stapler 


A STAPLER: © A PLIER that can take hard work, They use lots of 
A: TACKER . . 
$3.50 tisk Price ARROW STAPLES too, because ARROW STAPLES 


Slightly Higher in. the West ‘ 
are stronger, pierce deeper, hold better. 


YOU'LL LIKE THE ARROW LINE IN YOUR STORE 


Staplers—Gun Tackers—Pliers—Long-arms, Machines for Every Purpose. List—$1.50 Up. 


ARROW FASTENER CO., Inc. 
WRITE FOR f 30-38 Maujer Street EVergreen 7-5144 Brooklyn 6, New York 


CATALOG 


Canadian Distributor: California Distributor: 
LIGHTSTONE SALES, MONTREAL B. STERNBERG, LOS ANGELES 
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E. N. HASKELL JOINS PITTSBURGH FIRM 
Edward N. Haskell of New York City recently joined 
the Haskell Manufacturing Company, Inc., Pittsburgh, 
Pa.. a firm now in the midst of a program of expan- 














EDWARD N. HASKELL 


Haskeé inufactures and distributes steel office 
furniture including Work Flow drafting desks, execu- 
tive desks and steel tables for offices. The company’s 


offices and plant are located at 207 Penn Ave., Pitts- 
uurgh 21 
oe 


REM-RAND CONSOLIDATES OPERATIONS 


Remington Rand Inc., has announced plans to con- 
solidate its Ilion, N. Y., operations now carried on in 
Plants 1, 2. and 3 

B. B. Bond, vice-president in charge of machine man- 
ifacture, disclosed company plans to manufacture tab- 
ilating machines and accounting machines in Plant 2. 
luring the p three years the company had made 

ensive uutlays to improve and enlarge its 

cilities at Plant 2, he said. These investments were 
new machine tools, new boiler plant and general 
jant rearrangements 


About two years ago, the company acquired the Na- 
tional Desk property in Herkimer and has since moved 
the Library Bureau furniture manufacturing opera- 
tions from Plant 2 to that location. At the same time, 
the Remington Arms building on the north side of 
Main St. was purchased by Rand and has been set up 

s a complete ‘rew machine plant. This equipment 
ym Plant 2 and augmented by large pur- 
‘hases of new equipment, Mr. Bond added. 

The foundry at Plant 1 will continue in operation at 
that location. The balance of Plant 1 will be used for 
machines and equipment. H. T. 
vice-president, Stamford, Conn.., 
ombined operation, Mr. Bond said. It 
is not anticipated that this consolidation will have any 
appreciable effect on the employment level in Ilion but 
will permit the use of the company’s facilities to the 
best advantage concluded.—_GET 

—=- ¢ 


McLEOD MOVES TO LARGER QUARTERS 
McLeod & C pany, Chicago manufacturer special- 


was moved fri 


torage of materuals, 
Anderson a istant 
will direct t 


izing in cost ers and wood office desks at popular 
rices, ha ed the factory and general sales offices 
from 216 Institute Pl. to quarters at 1735 W. Diversey 
Blvd. having practically double the space. These fa- 
cilities are expected to speed up production and make 
) le expal I possible 
ee 
NAME MANAGER FOR MOORE IN TEXAS 

Stanley A. Munson has been named manager of 
the Denton, Tex., plant of Moore Business Forms, Inc.., 
Niagara Falls, N. Y. A veteran of the printing and 
business for ndustry, Mr. Munson formerly was 
manager of M e's Winnipeg plant. He joined Moore 
in 1927 with Cosby-Wirth Sales Book Company, now 
the midwest vision of Moore.—-GET 
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More and more retailers 


have discovered Smits 
mighty ws profitable to 


display prominently 
merchandise that folks are in the habit 
of purchasing AS impulsively. Many a 
oo 


Dennison Handy Helper#™¥ 


‘ 


is a top- 


. 


notch impulse purchase item. Dennison 


Gummed Labels Gd in the handsome 
D200 Display Assortment illustrate 
one example. For countless, unplanned 


purchases of Dennison Gummed Labels 


$ 
are made,\peach yearby folks who 
see these labels —QQC > on stationery 


counters everywhere . . . and purchase 


them Ss Fo meet scores of future 
needs ... in the home in the 
- 


& - 


or in the office ] 
Lael a. 








school 
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Your typing 


can look like 


type-setting 





yee vey SAVE MONEY, too 


by preparing your direct 
advertising in your own 
office, on a typewriter 
equipped with a 


Marginaltor 


EVEN RIGHT-HAND MARGINS 

* give your typewritten text a neat and 
professional type-set appearance - like 
this paragraph. With a MARGINATOR 
attached to your office typewriter you 
can prepare house-organs, sales and 
service manuals, price lists, catalog 
pages and hundreds of pieces of direct 
mail advertising with each line the same 
length. Save typesetting costs - save 
time - save money. 








> UNEVEN RIGHT-HAND MARGINS 
make your copy look ragged, unsym- 
metrical, uninviting. Compare this with 


* 


the paragraph above and see the 
difference. Every office should have 
at least one typewriter equipped with a 
MARGINATOR. 


At very low cost your typewriter can 
be equipped with a MARGINATOR and 
it will then do the work of an expensive 
composing machine. Write today for 
details. 


There is a MARGINATOR for all 
manually and electrically oper- 
ated typewriters in general use. 







write for 


FREE folder “110 


*Typewriter text was 
prepared on an IBM 








Executive Typewriter. 


MARGINATOR COMPANY 





1517 N. San Fernando Blivd., Burbank, Calif. 
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DENVER FIRM MOVES INTO NEW BUILDING 

News in the office furniture retailing field in Denver, 
Col., is the completion of the beautiful new office 
furniture showroom of Office Furniture, Inc., division 
of the A. B. Hirschfeld Press, at Speer Blvd., and 
Acoma St. 

The new building, of fireproof concrete and steel 
construction, has 50,000 square feet of space, to house 
both the office furniture division, and the A. B. Hirsch- 
feld Press, a large printing organization which has 
been serving Denver for just short of 50 years. 

Office Furniture, Inc., a division of the printing 
firm, was created during the late stages of the war, 
by Edward Hirschfeld, son of Founder A. B. Hirsch- 
feld, and has occupied three buildings in its rela- 
tively brief tenure. The first showroom was located 
in the downtown district at headquarters of the 
Hirschfeld printing concern, and was franchised with 
leading lines of hardwood, metal and specialty office 
furniture. Despite the relative shortage of office furni- 
ture of all types, the Office Furniture, Inc., concern 
has been successful from the outset, according to 
Edward Hirschfeld, contacting hundreds of business 
firms who had been served by the printing organiza- 
tion, and selling all lines of office furniture “up to 
quota limits”. 


Quarters Were Cramped 


After a year of operation in the downtown building, 
quarters were far too cramped, and Office Furniture, 
Inc., separated from the main organization by leasing 
a handsome building on Speer Blvd. and Champa 
streets, near the downtown Denver district. This 
featured two handsome showrooms for office furni- 
ture of functional and decorative types, The leased 
building, with showroom windows facing in two direc- 
tions, was remarkable for a huge neon sign, with 
letters 10 feet high spelling out “Office Furniture, Inc.,” 
readable from as far as a mile away. One showroom 
at the left end of the building was devoted to desks, 
tables, chairs, filing systems, directors’ tables and com- 
plete executive offices while another showroom at the 
right of the building showed outstandingly modern 
and neo-classic ensembles. 

While this building has such advantages as an 
entirely closed drive-in entrance for trucks and heavy 
traffic, it was given up in early 1949, when the new 
Hirschfeld Press plant was completed. Approximately 
30 per cent of plant space is given over to office 
furniture showrooms, which are among the most 
attractive in the country. 


Have Six Model Offices 


Six model offices appear in the Office Furniture, 
Inc., section of the building, designed for “package 
selling”. Each of the model offices fits into a specific 
price range, so that it is possible for the lower-income 
buyer or presidents of large corporations to readily 
choose a completely detailed office. Each of the model 
offices is completely worked out, with rugs, waste 
baskets, personal files, lamps, coat racks, desk pads, 
and all accessories. They are visible for the most part 
through the glass part of the building, and a glassed-in 
lobby, with built-in specialized lighting which shows 
every detail of the furniture from long distances 
away. Location of the plant, on Speer blvd., which 
bisects Denver,’ “exposes” office furniture displays 
to some of the heaviest traffic in the city, according 
to Edward Hirschfeld, and will stimulate much “drop- 
in” traffic. 

In addition to the planned mode! offices, there is a 
large “floor display” section for tables, chairs, files, 
wastebaskets, desks, and other component furniture 
parts. Perhaps the most unusual merchandising idea 
which the Office Furniture, Inc., management has 
developed is a series of similarly wall planned model 
offices which are in actual constant use in the print- 
ing division’s headquarters. Thus, stenographers, 
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NEW DULL FINISH FILM 


»new Sure-Rite dull-finish film 


no re- 
! That, 
Sure-Rite 
> winner! 


Lead with the / ( Write to- 


Outstand ing fop stylus work | 
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The new Green Sure-Rite Film Stencils are “easy on the eyes’ 


It’s all new—this Sure-Rite Green Stencil 
with the dull-finish film—a new, better- 
formula stencil that produces even finer 
copies with longer runs, no chop outs, no 
type cleaning, no swollen platens! Proof 
reading is easier, too! Get this new Green 
Sure-Rite stencil for more profit in your 


store! 



































She’s been wearing green ever since she found out 


Here's a COMPLETELY NEW Sure-Rite 


Film Stencil — in a modern, exclusive 


easy-on-the-eyes color! No glare anymore 
to tire stenographers’ eyes—no eye strain 
because the soft green color plus the new 
Sure-Rite dull-finish film make stencil- 
cutting a pleasure! 


Unconditionally quaranteed for one year ! 


AMERICAN STENCIL MFG. CO. 





2714 WALNUT STREET, DENVER, COLORADO 


I 

l 

Rush complete information regarding your exclusive | 

dealership plan. 
| 1 

y 
| ‘yvame | 
| Address | 
| ! 
City Zone State ; 
|.» an an an an Enea ebenen ananabenabasdsabdben enenabanena J 
149 








B.Z. Mailing 
#1 Efficiency Way 
Anytown, U.S.A. 
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the 
KUT-KORNERS 


does it 


ee re ee eee 





roll 
sll AU 


For SPEED with efficiency. . . specify 
these quality gummed labels! Unique 
KUT-KORNERS facilitate separation. 


Available in white, blue, salmon, 





buff, cherry, canary, green, manila. 
Immediate delivery ... your brand im- 


printed on 2500 cartons or more... 


PROMPT 

DELIVERY 
filing folders — index cards 
pressboard and bristol guides 


Protex reinforcements 


mending tape- gummed index tabs 


Tl: Warshaw MMi C0. 


(lovey Ceypy eu 
I Main Street Hrooklyn i, \. Y. 
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clerks, salesmen and all executives of the printing 
division will actually be using “sample furniture” 
from the Office Furniture, Inc., division—and pros- 
pects for various types of furniture will be shown the 
desired items as they appear in steady day-in and day- 
out use. “We think that this method of presentation 
carries functionalism out to its final degree,” it was 
pointed out. “For example, the purchasing agent of 
a large insurance firm, interested in an efficient filing 
system, can see the latest type under steady use in 
the printing division’s offices. Similarly, an executive 
of any large corporation can be taken to the office 
of A. B. Hirschfeld, president of the firm, to see how 
executive furniture has been worked out here. Inci- 
dentally, all of the furniture in use is actually for 
sale.” 

While Office Furniture, Inc., to date has covered 
only Denver, a field salesman is being appointed to 
cover the Rocky Mountain district 

—- 

BURROUGHS SWITCHES OVER, BOOSTS PLANT 

OUTPUT AND CUTS COSTS—BUSINESS WEEK 

Business Week in its March 5 issue features a por- 
trait of President John S. Coleman on the cover and 
in an illustrated article tells how his two-year reign 
brought Burroughs Adding Machine Company, Detroit, 
Mich., its biggest year. Says the publication concern- 
ing Mr. Coleman: “Since taking over as Burroughs’ 
president in 1946, he has modernized it, doubled its 
size and guided it so that 1948 became the biggest 
volume and profit year in its history.’ 

Says Business Week in part: 

“Until the war, Burroughs operated on a steady pro- 
duction level supported by conservative merchandis- 
ing. Its average employee had been on the payroll for 
nearly 15 years, and was largely a handcraftsman. 

“It was the war that foreshadowed the change. Bur- 
roughs’ job for the military for the duration was build- 
ing complicated mechanisms for Norden bombsights. 
Coleman was in the thick of this work, acting as liai- 
son man between the company and the Government. 
But came V-J Day, the company found itself in a 
poor spot to go back to its peacetime work; it had no 
parts inventory. And no less than 80,000 different 
kinds of pieces were needed to build that inventory. 
It was plain to Coleman that a new look at production 
methods was in order. 


A New Program Launched 

“So the new president and his associates launched 
a thorough-going updating program. In little more 
than two years it has brought about almost unbeliev- 
able changes in the venerable old firm. 

“Before the war, one man assembled a complete 
machine at one work station. If a customer wanted a 
special machine for a certain job, Burroughs would 
build it for him to specification. If the machine took 
parts that were not stocked, a craftsman would make 
them by hand 

“A major step in Coleman’s program was to reduce 
the total number of machine variations. The result 
was a more wieldy group which could be produced on 
a mass-production scale. Today, the basic components 
of nearly all Burroughs machines are built on assem- 
bly lines. 

“Standardization and mass production sent output 
soaring. But in order to keep pace with expanded de- 
mand for time-saving business machines, Burroughs 
found also that it had to expand greatly its physical 
plant 

New Factories Are Built 

“By January, 1949, the program was about com- 
pleted. Two brand new factories had been built, one at 
Plymouth, Mich., the other near Glasgow, Scotland. A 
new floor had been added to the main Detroit plant 
to house new high-speed electrostatic painting equip- 
ment. A recently-purchased plant in Detroit, formerly 
owned by the Government, was turning out motors 
and springs for Burroughs machines. This physical 
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® We buy the steel from you or assemblies, parts, etc., for your 










your customers and ship the pound- customers’ products—to their 
for-pound equivalent in any selec- specifications. 
tion of LYON products, at regular For complete details of the 
published prices (see partial list “customer steel plan”’ contact your 
below) or special assemblies, sub- nearest LYON District Office. 
| LYO iG METAL PRODUCTS, INCORPORATED 
General Offices: 428 Monroe Avenue, Aurora, Illinois 


Branches and Dealers in All Principal Cities 





. Shelving ® Kitchen Cabinets 


* Lockers @ Display Equipment 
* Wood Working Benches ® Hanging Cabinets 
ad Economy Locker Racks e Welding Benches 
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ANS 
POSTAL SCALES 


line of office mailing 
the most complete i 5 aol 


9 Ibs. to 50 tbs. 


scales on th 


Four models — Capacities 


Model 1546—List 


A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 
merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3”. 
Dimensions overall 51/2" x 
244" x 612". Packed one 

to a carton. Shipping 

weight, 1% Ibs. 


Model 1509 


$4.95 


$8.50 


The postal scale for 
average office use. Ca- 
pacity 5 lbs. by 4 
ounce. Computes 
postage for airmail, 
first class and mer- 





chandise up to 4 Ibs. 
Dial 642", glass covered. 
Platform 51/2" square. 
Dimensions overall 62" x 
6" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 


Model 1530 
ee .$8.50 


Parcel Post Scale. Capac- 
ity 25 lbs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dial 62", glass covered. 
Platform 51/2" square. 
Dimensions overall 6'/2'’ 

x 6Yo" x 9V2". [-cked 

one to a carton. ...:pping 
weight, 5 Ibs. 


Model 1515 
List 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8’, glass covered. 
Platform 7” square. 
Dimensions overall 

8” x 7%" x 10”. 
Packed one to a carton 
Shipping weight, 8/2 Ibs. 


Model 
Dealer advertising electros, mats or display cards available on 
request. One and two column plotes 75 lines high 

Consumer stuffer available for dealer use. Contains illustrations 
and descriptions of four scales, also revised domestic postal rates 


effective January 1, 1949. 
Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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expansion alone cost the company $2.3 million 
“But that sum in no way shows the total cost of 
streamlining Burroughs. New and old buildings called 


for tools, dies, fixtures, machines, conveyors, and other 7 


materials-handling devices. This took another $7 mil- 
lion in the last two years. More than 5,000 employees, 
mostly production workers, have been added to Bur- 
roughs’ payroll. The net result in 1947 and 1948 was 
an average 115 per cent production boost over 1946; 
the increase from 1947 to last year was 49 per cent. 

“Burroughs has big plans. During 1949 it hopes to 
introduce new products that can do more than any 
Burroughs machines of the past toward streamlining 
office accounting systems.” 

em 
SOUTHERN TRAVELERS CLUB NOTES 


William Schroeder, Correspondent 


The Southern Travelers Club will provide the enter- 
tainment for the NSA regional convention at St. 
Petersburg, Fla., on the night of April 7. An enjoyable 
program is arranged for—also refreshments. 

Congratulations go to the McGregor Company, 
Athens, Ga., awarded the National School Service In- 
stitute trophy for the most outstanding school supply 
catalog published in the nation. This award was won 
by the unanimous decision of the judges. 

. > 

Another item from Athens, Ga. Frank Hodgkinson 
of Hodgkinson’s in Atlanta has been elected district 
governor of the Exchange Club. 

* 7 7” 

Arthur Spencer, Jr., of Spencer-Rhyne Company, 
Gastonia, N. C., is the proud father of a baby girl, 
born February 18. 

Members of the Southern Travelers Club: Don’t 
forget when at Atlanta to call Ralph Bender, Cypress 
7286, to make arrangements to dine at the Piedmont 
Hotel on Monday noons. 

+ * 

Did you happen to see— 

Larry Demon of Art Steel Company in Tampa, Fla, 
looking for Mrs. Demon on the street during the Gas- 
parilla Festival parade. There were only 787,112 people 
looking on. 

The excitement in the store of Kale-Lawing Com- 
pany, Charlotte, N. C., recently, when smoke was 
smelled on the third floor. An engine soon came clang- 
ing up the street. Firemen found some smouldering 
rags between the partitions of the building 











BATES TESTING MACHINE—This automatic machine is now 
being used by Bates Mfg. Co. for testing Bates numbering 
machines for endurance. In addition to this mechanical test, 
each of the items is manually tested on each movement. 
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SPEED- -O-PRINT’S NEW 1949 


| Liberator. Model 200 


19 NEW IMPROVEMENTS AND FEATURES 








WITH 


AVAILABLE IN 


Futuramte 
Grey or 
Ebony Slack 
y The new 1949 Libere- 


tor Model 200 19 new 
features and improve- 





ments include 
\. 
y¥ IMPROVED 
INKING 


y ADJUSTABLE STENCIL 
BUTTON BAR 


y ADJUSTABLE TRAY 
BAIL FOR RECEIVING 
TRAY 


Vy BALL BEARINGS 


The finest materials 
combined with _ skilled 
workmanship under rigid 
inspection makes each 
new 1949 Liberator Model 
200 practically a custom 
built duplicator 





EQUIPPED WITH OPEN 
CYLINDER, AUTOMATIC 
BRUSH INKING 


139° = SPEED-O-CABINET 


RESET COUNTER = 


EXTRA, $10 — IN FUTURAMIC GREY $4950 


(PLUS EXCISE TAX a “ OR EBONY BLACK 











SPEED-O-PRINT CORP. 


167 E. GRAND AVENUE @ CHICAGO 11 
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e SERVICE 
e ECONOMY 


DE LUXE EXECUTIVE FILE CABINET 
for hanging file folders. Sliding 
top for extra convenience. Silent 
rubber casters for easy availabil- 
ity. A useful and attractive office 
unit in enameled or hammerloid 
finish in Office Green, Gray or 
Walnut. Letter or legal size. 


| 


DE LUXE WASTE 
BASKET 

Heavy gauge steel, styled for lasting 
beauty, with rolled edges, rubber 
corners and rubber-tipped legs to pre- 
vent snagged clothing and scratched 
floors. 1244”x1214"xl44”. Gleaming 
baked enamel finish in Office Green, 
Gray or Walnut. 


EXECUTIVE DESK TRAY 
The “silent secretary” that elim- 
inates desk clutter. Exclusive 
add-a-tray feature gives sep- 
arate compartments for each 
work classification. Can be 
tiered to suit individual 
requirements. No wires, no 
screws. Rubber grommets pre- 
vent marring. Of heavy (22 gauge) 
steel with baked enamel finish in 
Office Green, Gray or Walnut. 
tai — 
MULTI-PURPOSE 
ALL-STEEL TYPEWRITER TABLE 
Double drop leaves for 
added efficiency. Carefully 
molded, reinforced legs 
prevent snags and torn 
clothing. Engineered to 
provide ample leg room 
and comfort. Of heavy- 
"\ gauge steel with large, 
»moiseless rubber casters 
or easy mobility. 


These and other STEEL-PARTS equip- 
ment will increase your sales! Write 
for a complete catalog today! 


STEEL-PARTS MANUFACTURING CO. 


A Division of Blackstone Mfg. Co., Inc 


4630 W. HARRISON STREET 
CHICAGO 44, ILLINOIS 








PASSED AWAY 





LYN A. BAKER 

The recent passing of Lyn A. Baker, widely known 
district manager of Moore Business Forms, Ltd, 
Ottawa, Ont., and national president of the Canadian 
Advertising and Sales Federation, was regretted by @ 
wide circle of friends throughout that city and the 
stationery and advertising fields. He was immediate 
past president of the Advertising and Sales Club of 
Ottawa. 

Mr. Baker, who was born in Toronto 48 years ago, 
joined the staff of the Moore Business Forms, Ltd, 
when a young man. He was transferred to Winnipeg 
and held the position of sales manager for several 
years before going to Ottawa as district manager. Sur- 
viving is his widow, Winnifred.—SJL 

+ + + 
MARY C. AND ELLIS F. MILLER 

The deaths of Mrs. Mary C. Miller and her husband, 
Ellis F. Miller, operators of the Stenographers Supply 
Company, followed in quick succession recently at 
Kansas City, Mo. 

Mrs. Miller, 72, died first, on February 19, and funeral 
services were held on February 25, Mr. Miller, 71, died 
February 25. The Stenographers Supply Company was 
founded by Mrs. Miller in 1910 and she and her hus- 
band conducted the business for 30 years at 307 E, 
Tenth St. Later, the firm was moved to 1013 McGee St. 

Surviving is a sister, Mrs. Margaret Miller, of 
Wichita, Kans 

+ bk + 


C. HERBERT WALKER 

C. Herbert Walker, former owner of the Pampa Office 
Supply Company, Pampa, Tex., died in that city Febru- 
ary 7 at the age of 77. 

Mr. Walker was well known throughout Texas, hav- 
ing been a newspaper publisher in the Texas Pan- 
handle, postmaster, state legislator and of late director 
of the local draft board. In 1934 he was voted Pampa’s 
most valuable citizen. 

A former contributor to OFrFriIceE APPLIANCES on the 
merchandising of fine furniture, he will be missed by 
travelers covering the Southwest 

+ + 
GEORGE A. NEUSCHAFER 

George A. Neuschafer, 74, a founder and partner in 
Neuschafer & Jacobs, dealers in typewriters and other 
office appliances at 261 Broadway, New York City, from 
1919 until his retirement two years ago, died March 4 
in Brooklyn, N. Y. 

Widely known in the office appliances field, Mr. 
Neuschafer had served as executive director of the 
National Office Machine Dealers Association. 

He leaves his wife, Mrs. Edith Adele Neuschafer, and 
a son, George A. Neuschafer, Jr.—BJ 

+ - +f 
JAMES R. MILLER 

James R. Miller, owner of Wasco, Inc., Greensburg, 
Pa., died in that city on February 12. He had been ac- 
tive in his business until the time of his death. A past 
president of the Stationers Association of Western 
Pennsylvania, he also served a term as lieutenant gov- 
ernor of NSA District No. 3. 

+ bk + 
JAMES FRANK WILDMAN 

James Frank Wildman, founder of the Office Spe- 
cialty Company plant at Newmarket, Ont., died re- 
cently at his home, 116 Collier St., Barrie, Ont. He 
had been in failing health for several months and was 
in his eighty-ninth year. Born at Hammondsport, 
N. Y., he attended schoo] there, subsequently join- 
ing the Yawman and Erbe Company at Rochester. 
This office furniture company sent him to Montreal 
to open a Canadian office, and later he went to To- 
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PROTECTALL SAFES  y 208 


Made to withstand fire up to 1700° for a full hour. & 
Approved by the Underwriters Laboratories ‘’C’’ label. 
Modern, streamlined, flush to the floor design. Com- 
bination locks. Seven practical sizes. Available with " 
burglar resistive built in heavy steel chests. ’ 


GET THE PROTECTALL STORY — Profit — on every 
sale — Easy to service — Easy to sell — a non-competi- ; : 
tive — important item that will bring prestige to any # 
store or office equipment department. r 4 j 
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my PROTECTALL MFG. CORP. 


926 South Salina Street, Syracuse, New York 
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ronto. After founding the Office Specialty Company, 
he operated the business for 30 years. In 1919 he went 
to Preston, where he bought the Crown Furniture Com- 
pany which he operated until 1925. 

In 1927 he retired to Barrie and since that time 
had been actively connected with the Sunday School 
of Collier Street United Church and with the Boy 
Scout movement 

Surviving are his second wife, Dr. Jennie Gray of 
Toronto, also two sons, Vincent of Aurora, Ill., and 
Victor of Barris SJL 

+: - | 
BURTON F. JENNINGS 

Burton F. Jennings, retired member of the firm of 
Jennings and Sherry, stationers, formerly in business 
at the southeast corner of Front St. and Victoria Ave.., 
Belleville, Ont., died recently in that city after a 


lengthy illness. Mr. Jennings was a former alderman 
and active in the business life of that city. He was 


born in New York State and was in his eighty-fourth 
year. For 21 years he managed the business with 
marked success 

Surviving him are the widow; one son, Harold E. 
Jennings, Bronxville, N. Y., and one sister, Miss Nellie 
Jennings, Rochester, N. Y—SJL 

+ - & 
GEORGE BERESFORD POWELL 

George Beresford Powell, president of the recently 
organized firm of R. G. Powell and Company, Toronto, 
Ont,, printing and stationery, died March 4 at the 
age of 52. Born in England, Mr. Powell came to 
Canada in 1923. His wife and a son survive.—GET 

em 


ISSUE REM-RAND ELECTRIC TYPING FILM 
A 15-minute, full color 16mm sound motion featuring 


the advantages of electric typing has just been released 
by Remington Rand, Inc. It is entitled, “The New Rem- 
ington Electric Deluxe Typewriter.” Stressed are the 


all-purpose utility, operating convenience and quality 





NEW FILM RECORDS ONE STEP IN REMINGTON RAND 
TYPEWRITER PRODUCTION.—Every Remington Electric De- 
luxe typewriter is given a final typing test before it leaves 
the production line at the Elmira plant. The scene is from 
Remington Rand's recently-released motion picture. 


work which the manufacturers claim is made possible 
with the new addition to the line of Remington type- 
writers 

The film i rrated by Jean Paul King, veteran an- 
nouncer, and v produced by Seymour Zweibel Pro- 
ductions 

Prints, together with projection equipment and an 
experienced operator, are available for free showing or 
booking throu any one of Remington Rand’s branch 
Offices. In tlying areas, bookings can be arranged 
through the npany’s home office at 315 Fourth Ave., 


New York 10, N. Y 
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Mercury Senior . . . The peak of stapler efficiency . . . 
Combination pinner, stapler, tacker. (Upper section slips off 
so that machine becomes a flat-surfaced tacker.) Durable, 
casehardened ports; rubber base pads. Throat depth 4'/,”. 
Takes 210 Mercury standard stapies, 


Mercury Junior . . . Junior model of the Mercury Sr. 
Stopler. Offers the same construction features and performance 
versatility. Throat depth 3'/,”. Tokes 105 Mercury or other 
stondord staples . . . Ideal for home tacking, pinning, stop- 
ling os well as commercial uses. 


Mercury H-30 . . . Heavy-duty stapler with 40% greater 
loading capacity thon other machines of its kind. Holds 
140 chisel-pointed, high-carbon H-30 /,”, %”, /,” staples 
for extra penetration. Recommended for textiles, rugs, heavy- 
bagging, vouchers, records. 


Consolidated Wire Products ( 


129 NY 


145 Spring Street New York 
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These new hospitable- 
looking Sikes pieces. 
upholstered in genuine 
top-grain leather, carry 
the same assurance of 
fine tailoring and life 
long durability that dis- 
tinguishes all Sikes 
business and posture 
chairs. They help the 
Sikes dealer provide 
the finest in 
able seating from the reception room door right 


comfort- 


through to the boss’ “inner sanctum”. 


SALES REPRESENTATIVES 


H. W. KOEHN, JR. 


122 Columbia Drive 
Williamsville. NN. Y¥ 


F. J. BLOEMPOT 


1 Park Ave., New York, N. Y 


ROBERT W. BUTSON 


1905 Cornel! Ave., Crestview 
Richmond, Va. 


H. WRIGHT JOHNSTON 


1724A Merchandise Mart 
Chicago, til 


ROSS R. WEST 


115 Fron t st San Francisco, Calif 


R. T. MALONE 


Route 1, Box 596, Dallas 8, Texas 


Please address all inquiries to Buffalo 


SIKES COMPANY, Inc. 


BUFFALO 7, N. Y. 


THE 


20 CHURCHILL ST. 





WHOLESALE STATIONERS CONVENTION 
(Continued from page 34) 


to attend a shopping tour at the James McCreery 
Department Store where a fashion show was staged 
and tea served. In the evening at 7:00 p.m. the Board 
of Control held their annual dinner. 


Wednesday, March 2 


Separate meetings were held by the manufacturers’ 
and wholesalers’ divisions the first half of Wednesday 
morning. At the manufacturers’ meeting chairman 
L. M. Brown, Eberhard Faber Pencil Company, intro- 
duced Harry G. Horder, Associated Stationers Supply 
Company, Chicago, Illinois, as the guest speaker. Mr. 
Horder gave an enlightening talk on “Analysis of 
Manufacturers’ Markets,” in which he stressed the) 





point that it would be helpful for manufacturers to 
number their products by groups as well as individ-7 
ual identification as to size and color. “If that were) 
done,” he declared, “it would enable the dealers 
fill orders more readily and also check their sales a 
stock, a procedure which would also be beneficial 
manufacturers.” He offered the suggestion that manu 
facturers school their salesmen in business operatio 
at policy level to help dealers with their problems, suc 
as location of merchandise, amount of rent to be pai 
in proportion to sales and various other problems con 
fronting the dealer. Despite the fact that the buyer 
the focal point around which everything revolves an 
of necessity, the manufacturer’s point of contact, h 
nevertheless advised that manufacturers’ salesmen gi 
to know top-level men in the dealers’ organization 
order to render the best of service. 

At the concluding general session called to order 
about 11:15 a.m., L. M. Brown, Eberhard Faber Pen 
Company, gave a report of the manufacturer’s meet 
and J. H. Chipman, Brown Brothers, Ltd., Toron 
Canada, presented a report of the wholesalers’ meetin 

The report of the nominating committee was the 
heard and the Board of Control for the coming year 
was elected. Next on the program was the installation 
of officers as follows: Herbert Held, Blackwell-Wielandy 
Company, St. Louis, Mo., president (re-elected); Loth- 
ardt Jensen, Brinn & Jensen Company, Omaha, Nebr.; 
first vice-president (re-elected); J. H. Chipman, Brown 
Brothers, Ltd., Toronto, Canada, second vice-president 
(re-elected); Louis M. Brown, Eberhard Faber Pencil 
Company, third vice-president (re-elected); Harry 
Litzenberger, H. H. Tammen Company, Denver, Colo, 
fourth vice-president (re-elected); John G. Kolb, © 
Howard Hunt Pen Company, national chairman, Sales 





















Representatives National Society; and H. C. Whitte- 
more, secretary-treasurer. After the officers were in-] 
troduced, the convention was declared adjourned. The} 


trade show exhibits were open from noon until five P.M. 


Annual Banquet Attracts 600 


With an attendance of close to 600 the annual ban- 
quet, held in the main ballroom, was a fitting climax 
to one of the most successful conventions ever held by 
the association. At 8:00 p.m. the ballroom doors were 
thrown open and in orderly fashion the tables were 
soon filled. Before dinner was served, both the “Star 
Spangled Banner” and “God Save The King” were 
sung, the latter in honor of Canadian visitors to the 
convention. At the conclusion of dinner, toastmaster 
Larry Robbins, The Stratford Pen Company, introduced} 
the newly-elected officers of the association and theif} 
wives in addition to chairmen of the various commit-] 
tees. The following past presidents who were present) 
were then introduced: A. L. Salomon, A, L. Salomon &j 
Company, New York, N. Y., president 1927-29; Harry Lj 
Chandler, Adams, Cushing and Foster, Boston, Mass.) 
president 1933-35; Edgar M. Berry, Loring, Short & 
Harmon, president 1935-37; Merwin G. Pierpont, Lowry 
Drug Company, Inc., Baltimore, Md., president 1937-39; 
David Koeller, Blackwell-Wielandy Company, St. Louis 
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Leopold Office Furniture Installation for Citizens National Bank, Decatur, Ilinois, 
by Haines and Essick Company 


with es like to deal with success- 


€000/d 


ful concerns. One of the best ways to 


indicate a successful business is with an 
les 
ite- 
in- ° * 
Phe office furniture 


P.M 


office tastefully furnished with Leopold 


functional office furniture. 


Since 1876, Leopold has built desks of 
character and dignity, of efficiency and 
durability, which successful executives 
an- 
nax 


L by 


vere 


demand for themselves and their em- 


ploy ees, 


vere Dealers the country over find the most 
Stal discriminating men choose Leopold for 
vere 
the 
ste! 
iced 
heir 


; rut Léqpo/d vanrant 





their entire office. 


ass 
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wr) BURLINGTON, IOWA 


39 
ouis MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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HE BIGGER they are, the harder they fall for Harter’s C-1900! Big men find 
real luxury in this fine swivel armchair. It’s big in size and big in comfort, 


big in beauty and big in value. 





Special seat construction on the C-1900 — and on its companion chair, the 
C-1910 — provides something unique in seated comfort. A thick “topper” of airy 
foam rubber rests on coiled springs. The result is resilient support down through 
the full cushion depth, plus a top layer that’s soft and buoyant. 


Hand-wheel controls on the C-1900 make it easy for the occupant to regu- 
late the seat’s height and the tension in seat’s tilt to his own comfort. “Equi- 
Balanced” Collier-Keyworth chair iron makes swivel-and-tilt action smooth, silent. 


160 








C-1900 


Swivel Armchair 
* 
Both the C-1900 and C-1910 
are available in corrected top 
grain or deep buff leather. Choice 
of upholstery colors, — or 
metallic finish. 


























j 
‘ 
C-1910 
Matching Side Armchair 
= 


MARTE 


>vTuUeegcis, MIicut so aa 
POSTURE CHAIRS © STEEL CHAIR 


Harter's national advertising appears & 
magazines ond trade journals read 
} business and profassional leaders. 
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Mo., preside: 139-42; Max A. Goldstein, Rochester 
Stationery C Inc., Rochester, New York, presi- 
dent 1942-46; and Lawson Long, Practical Drawing 
Company, Des Moines, Iowa, president 1946-48. 

Entertainment was provided by the Underwood Cor- 
poration’s Family Mixed Chorus, consisting of 30 men 
and women wil endered a number of vocal arrange- 
ments that w very well received. Good music was 
provided for dancing, both between courses and for the 
balance of the evening. 

A large an ried array of exhibits of 85 manufac- 
turers was p.esented in the east and west ballrooms. 
verfiowing i: the main ballroom foyer, and were 
pen daily 


THE EXHIBITS 


Amberg File & ex Co., Kankakee, Ill The complete Am 
é brief covers, box files scrap books 
ai files and other office specialties was 


trand I. Amberg was in charge, as- 
’. Mer., O. L. Seaver, New England 
rs Bostor manager and G., \ 





Americar , Sandusky, Ohio.—Displayed was the 


ns, Prang water colors, chalk and 
plete showing of industrial crayons 
322 24-color package of Crayonex re 
ALL colors for painting on glass on 
Gordon E. James, H. L. Miller and 

| } 
American Lead Pencil Co., Hoboken, N. J Featured at this 
‘ ‘ floor case styled in the modern manner 
stration of collodial lead The full 
Der ls was showr In attendance was 
Bowmat Louis Wachtel, Leonard \ 

’ 

Arrow Fastens Inc., Brooklyn, N. Y Displayed were 
er ise in the office, home or school 


were ncluded Mose Abrams and Max 


Artistic Desk 1 & Novelty Co., New York, N. Y 


An exten 
wood letter trays, card mdex boxes, 
beards, arch boards and agate card 
ved Answering nquiries were Wn 

W Leon Jaffe 
Art Steel Sales f New York, N. Y On display were cash 
Deskmaster desk classifiers, Rotariar 
abinets, storage cabinets and files and 
ng Levy, vice president was in charges 
Lampel, sales ms Samuel Katz and 
Automat Pe sharpener Co., Rockford, Ill The full line 
! ! nberir more than ten Was oF 
1x and the Dexter B"' were giver 
to the featuring of the new Apsco 
friends and prospective customers 
’ of sales Joseph ¢ Strauss, eastern 
ey, Harold G. R ind Philip Powell 
B-B Pen < Hollywood, Calif.—The npany's complete 
executive ball-point pens, in addition to 
vere exhibited. Explaining services was 
P) ladelphia Kales! Sales Corp excl 
of B-B pens 
Baehr & § E jene B., New York, N. Y.—School bag 
d and plastic ruler compasses, p 
nickel-plated and colored thumb tax k 
ders, scissors and artists brushes were 
lisplaved Arthur P. Baehr and Rol 
ulius Bandes & Inc., New York, N. Y On exhibit were 
‘ dget and extra deep desk letter travs 
Masonite floor mats ncluding a new line 
gravy wood trays 4 collection of rede 
desk sets was also displaved. Answer 
Bandes, Mis Ey Middlebrooks and 
Binney & Smit New York, N. Y Showing the company 
f irking crayons, paint boxes, modeling 
rd colors were R. T. Gemmell, district 
R. S. Meyers and E. B. Skedden 
Bishton-Whe t Ilion, N. ¥ Featured was the Miller 
I metal gold color pens with the 
hing nd turning In attendance 
mer and ) el Capozzi, eastern 
E Bradle [ Brattleboro, Vt Featured their ine 
dip pens, bl: board pointers 
] Chalfant was ittendance 
Burton Pape F jucts Corp., New York, N. Y.—Displaved 
ft ing papers idding machine rolls and 
egel and Marvin S on were in charge 
Tr R Har tford, Conn.—Exhibited was the con 
nd drawing de é nceluding rulers 
rench curves nd _ triangtes Answering 
Zachs and He t M. Finkelstein 
Carter's Ink Boston, Mass The complete line of Carter's 
é ilties were on display. Wm. M. Fletcher 
ige, N Y. district mgr., and several of 
e. en were ¢ hand greet people 
solidate Products Co.. |New York, N. Y.—Exhibited 
‘ Mercury uy £ achines, staples 
whines for eve ise from the smaliest 
t foot operated machine. Samuel Leber 
ntinental Mf Inc New York, N. Y.—On display wa 
etual calendar magnifving glasse 
lesk clocks, mer pads, book ends and 
Strauss , 7 fact ' epresentative 
The ke & 


Brooklyn, N. Y Showed a line of ex 
nd wallets a t 
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VICTOR 


give } vou more. »! 












20 MODELS 
FROM $89.50 TO $377.50 


Easy to Operate. Anyone can use. Versatile 
@ Victors add, subtract, and multiply. Auto- 
matic Credit Balance 


See What You’re Doing. All items immedi- 
ately visible at all times. 


Carry It With You. Sturdily built Victors 
2s easy to carry. Light, compact; occupy desk 
space no larger than ordinary letterhead. 


Precision made, fully guaranteed. Electric or 
hand operated; choice of full key or 10 key 
keyboards. Liberal trade-in allowances; con- 
venient credit terms. Victor branch offices or 
authorized dealers in all principal cities. 


@ World's Largest Exclusive Manufacturer of 
Adding Machines —Now in Our 31st Year 





VICTOR ADDING MACHINE CO. 


Chicago 18, Illinois 











.-. for the EFFICIENT 


... and ECONOMICAL 


filing of Dupli- 
cator Stencils 
and Plates 


The stencils hang vertically 
(two on each hanger) free 
by 
creasing, wrinkling or stick 
ing. 

JUMBO MODEL 1400 
The capacity of this Jumbo 
File is 1400 stencils and the 
space utilized is only 16''x 
28". Available with either 
lug or spring clip hangers. 
4 Stencil File Models—to 
accommodate from 100 to 
1400 stencils. 


from damage folding 


Write for 
illustrated literature 





on the complete line 





Attached 





Atlas Hanger with Spring Clip Attached 


NEW 


An 
Efficiency 
Cabinet 
Plus 
A 200-500 
Capacity 
ATLAS 
STENCIL 
FILE 
30" W 
20" D 
30" H 


Lock 





ATLAS EFFICIENCY 
COMBINATION CABINET 


Equipped With Suspension Type 
Pull-Out Frame for Stencils 


ATLAS STENCIL FILES COMPANY 


1662 East 118th St., Cleveland 12, Ohio 
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jac 


kets in eight colors and the new personal file and book files, 
gether with a line of classifier desk files, pressboard and 
ief cover Ir attendance were Arthur losepl ! Harry 
Tehan, Jr. and J« Wexelbaum 
Gonnicen a as Framingham, Mass.—A large selection of 
nnison merchandise was shown alo: with a modern, compact 


Le 


slay counter owien one method of setting up a streamlined 


Dennison department in a stationery re Answering inoutries 
were R. A. Maish, H. E. Gorton, F. H. Doris, R. J. Mitchell 
kK. S. Bullard, F. FE. Barry and E. C. Heyward 
Diversey Machine Works. Inc., Chicago, til.-On display was 
the full line of Rollit ball-point per four models Director, 
Petite, Retractable and Retractabl tl hain. Six color ink 
irtridges were shown. N. L. Pear mgr I. Ww alder, 
trict sak gr. of N. Y. area nd (. Rarzgmar N. Y. sales 
vere on hand t reet people 
Dixon, Joseph, Cruces Co., Jersey City, N. J.—Exhibited was 
he company of wood-ca ed ‘ era Enduro 
cil sharpener ‘Claro leaner, marl pencil protractors, 
rulers and Rite-Rite mechanical pe In charge were H. B 
— Dorn e-pre and John w Hent pecial representative 
sted by Norman Parrott and Joe Linehar 


E. agile Pencil Co , New York, N. Y.—-On display were 


ne of Mirads Verithin, Turquol and Prizma-color pencils 
lanked by a greatly expanded ling fountain pen mechanical 

¢ penholdet erasers and | companion boxes In 

endance were 4 H Berwald DD t Price Ha ld Seelig, 
B&B. Kohl and 8S. Hl. Engelberg 

Eastern Bag Mfg. Corp., New York, N. Y. - itured were 
chool bags, brief cases, zipper portfoll ne at ring binders 
be r Benefeld was in charge, assisted by Ben mnkit 
Ellingsworth Mfg. Co., Chicago, Ill | was a wide array 

brief cover ind schoo! suppli inder the trade-name Duo 

£ Mr > W Felling worth president; William H. Fairbank 
ice-president, and Tom Carrico were in attendance 

Ennis Taa & Salesbook Co., Ennis, Texas.—Filins upplies 
chool supplies ock and made-to-order sales and manifold 
ooKS, resta t checks, carbon paper ind ribbons of all types 
nd statione: ipplies were displayed. S. D. Denny and Homer 
McElroy answered inquirie 

Esterbrook Pen Co., Camden, N. J \ plete display of the 

ll Esterbrook li including steel per fountain per fountain 
pen desk et Dip-Less and ele itor desk pen et lettering 

d fine line pe and push pencil The new “Ink-Lock” desk 
et was give added emphasis. Harry W te nn wa n charge 

sted by R. B. Gingland and R. W. Mueller 

Eureka agg ee A Printing Co., New wn N. Y Featured in 


i beautifully de rned shadow box di - iy was the complete 
Mureka line Book-Pak produc Chr mas merchandise and 
decorative eal In attendance were ‘ K. Howe gen. sales 
OY Charl Brooks, Al Krausé¢ VW Davi nd Martin 
Mave 

Eversharp, Inc., Chicago, Ittl.—The full line f Eversharp 
was shown Quartus Grave and ton Love 

ere on hee 1 te greet people 
Faber, Eberhard, Pencil Co., Brooklyn, | hted in 
exhibit were the 482 card and f Mongol 


] The ther behind the display d Right to 


on Sight Also shown was al wood-cased 
il advertising literature consi treamers, 
! ne ! lar waterform post card bt 


tl i emreul oOooinge cir 
lars L. M. Brown, vice-pres. in cl J. Howard 





SI maker, N. Y. district sales mer and assistant 
ile mer. were on hand to explair er es 
Facile Corp., New York, N. Y. \ variety of Facil-Fab gift 
ribbor n ravon, acetate and tinsel were exhibited. In at 
dance were tes Ly Weill Cha Kandel Fre Kastburn 
onel Brickman, Bruce Ichneider and Wm. Price 
Feidco Loose Leaf Corp., Chicago, Hl.—On display were zipper 
hinders, plast mprinted zippers, imprinted school binders and 
rir metals Carvle Feldman, Mace Cols sales me Ernest 
Frank and Be Silberstine were there to answer inquiries 


paque 


of writing 
d pencils 
lastic and 
ter in six- 





Ferber Corp., Englewood, N. J.—Displaved their lit 
truments it iding their new Yu-Riter group of liqu 
Penciletté ind Presdon, offered in tr enarent 


plast Also shown was the Presdon Wonder! 


nd seven-inch lengths. The three-piece Presdon -Riter was 
hown in transparent Lucite plastic in either a leatherette case 
or cellophane wrapped. Walter Schoe and David Markoe 


ere in a 


"T 


ttendance 


Fitzhugh, Inc., Brooklyn, N. Y.—Their line of boxed stationery 
ind cut out die-cut place cards wa exhibit while . 4 
Wilson, I. Kofn ind M. Duchi were on hand to explain 
the line 

Fulton Speciality Co.. Elizabeth, N. J.—On displa was the 
ompany’s line marking devices, including “Dri-Kwik’’ and 
ill-weather stamp pads and inks, daters and rubber type kits, 
plus a new line of educational printing and picture stamping 

t R. R Fritz ~ W. Fritz, S. Migliore and A. Migliore were 
there to answe quiries 

General tthe Co Jersey City, N. J Featured « plete line 
of wood-cased pencils including Semi-Hex, Kimberly drawing, 
Kimberly « red, Multichrome colores encils, erasers, rubber 

nds and a complete line of artist materials. In attendance 
were A. P. Dar sales mer 4. S. Edelhoff and W. A. Miller 

Thos. H. Gibbons Co., Chicago, Ill. Dispia; ed craftboard, 

istic and leather zipper ring |! der als underarm and 
handled brief ca of pigskin and whide Fine leather brief 
bags, club bag nd catalog cases were also shown. Thomas H. 
Gibbons Sr. w charge, assisted by Thomas H. Gibbons, Jr. 

Gramercy import Co.. Inc., New York, N. ¥.—Draw instru- 

ents imported from Germany were exhibit Frank Oppen- 
neimer Was T harge 

Hassenfeld Bros., Inc., Pawtucket, R. |..-The company’s line 
of scrapbook ilbums, pencil boxes, r elty pencils and school 

pplies were d played along with zipper pouches. Henry Hase- 

nfield and Albert Unger answered inquiries 

Hiagins Ink Co., Brooklyn, N. Y.—The full line of Higgins 
irawings and writing inks were on display together with a show- 

of Higgi: idhesives, sealing wax and art book Tn atten- 
ce were Tracy Higgins, president, and Harry Tehan, Sr., 
e-pres. and mer 

M. Hohner, tInc., ow York, N Y. Exhibited an extensive line 

harmonicas ul iccordions S J Vi field neral sales 
was in charm 

Hotchkiss, E. H., Co., Norwalk, Conn The company’s reg- 

ar line along with many neé iten the Director 


was show! 


Stapl On } 122 A Rantam desk 


ammer 1 the 
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WHY? Because on a Copy-Rite Liquid Duplicator, 


there are no gadgets to play with... no wicks, pumps, 


jets .. . constant adjustments .. . little hidden controls. it 
doesn't need them! Any person—the most inexperienced 
—even those who have never seen a Liquid Duplicator 
can operate a Copy-Rite within minutes after reading the 
simple instructions. Operate it expertly, with results that 
anyone can be proud of—vivid, crystal-clear reproductions. 

A Copy-Rite Liquid Duplicator comes complete, ready 
to do the best, most efficient job. Nothing extra to buy— 
no gadgets to add. Each machine has been completely 
factory pre-determined and tested to a point where it is 
practically fool-proof. 

An important element of a Copy-Rite is in the illustra- 
tion below, the Rite-Copy Unit Master. Whatever is to 
be reproduced is simply written, typed or drawn on a 
single Unit Master as if it were an ordinary piece of 
paper, just once. Every line is faithfully transferred to the 
back of the Unit Master. If there's a mistake, erase and 
correct. When it is finished, insert it in the drum, lock it, 


start the Copy-Rite and in a minute 










you have over 70 accurate, vivid 
copies rolling out. 

WRITE TODAY FOR COMPLETE 
DETAILS AND FULL DEALER 
INFORMATION. 


Kile Copy 


——— UNIT MASTER 





WOLBER DUPLICATOR & SUPPLY CO. 
1203 Cortland St., Chicago 14, Ill. 


Send at once, complete information on dealer plan for Copy-Rite Liquid 


Duplicators and Rite-Copy supplies. 


Address 


City Zone- State 
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——— KEYSTONE ———— 
e OTHE CABONETS e 


SPACE SAVERS FOR ALL STORAGE PURPOSES Yop 
UMMM fj 1) . 


20 DRAWER UNIT NO. 20-DU An outstanding selection of high DESK HIGH NO. 3018-DH 
quality all-steel cabinets for the 
efficient storage of small items, 
papers, documents and miscel- 
laneous material. 

These cabinets make valuable stor- 
age additions to other storage 
furniture and, individually, are at- 
tractive and adaptable units for 
keeping material within easy reach. 
Sturdy construction, functional de- 
sign and handsome olive green or 
modern gray finish of baked 
enamel make strong customer 
appeal. 

There is a Keystone cabinet to 
meet practically all requirements 
including popular commercial size 
storage cabinets, wardrobes and 
combinations. 



























































Solves Height Width Depth 
the 30!/, 20 18" 


Height Width Depth 
Cabinet 12%," 203 163 S 
Drawers 1," 4, 16i/, torage 


Problem 


27 DRAWER UNIT NO. 27-DU 
COUNTER HIGH 


Write for illustrated 
literature and price list. 
All cabinets shipped 
set-up and ready to sell. 


eet 
mare 
| 
wre 
worN 
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ed 
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Height Width Depth 
4218-CH 2 
Height Width Depth pt at > ~ - f 
Cabinet a nt I 
Drawers 2%' 9 i n 
y / Pr 















Storage equipment for the office 











Storage equipment for the factory : 

















3 PANY, INC. 
KEYSTONE s LOM SD SEY - Pica ueeniA 47, PA. 
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(also manufactured in 
their 1 qt. and 1% qt 


pe streamline pusher 
Also shown was 








ne fir r ng iiquid fire extinguishers, a combination 
etter opens ! taple remover and a Trojan tacker, built to 
odate %\% nd 5/16-inch staples in .025 and .050 gauge 
re I the booth were James J. Grecco, vice-pres 
charges ind Al E. Johnson, vice-pres. and Metro- 
tan N entative On hand to greet friends in the 
try we ad MceGiloray, pres Wm. C. Dickneider, 
director; Harvey E. Sauntry, controller 
Ray | Pe e-pres. in charge of manufacturing; Mrs 
H. W. Mor to pres.; Mrs. D. Baker, sec. to sales director 
Wilbur : 

Hunt, C. Howard, Pen Co., Camden, N. J.—Featured in this 
exhibit were pr ed Boston pencil sharpeners, Speedball 
ne ' er nks, Hunt steel pens and Hunt clips 
> S. A t Kolb, Harry A. Ern and Joe W. Nace 

industrial Tape Corp., New Brunswick, N. Y.—The entire 
excel t featured, which included the candy stripe 

f ex e tape On hand to ereet friends were 

\ M. ¢ eastern division me Wm. Lueaire, F 

R Sapienze, G. Craig, W. Thomas and Mrs 
H Ma iv? 

David Kahn North Bergen, N. J.—The full line of Wear 

ba ' ntain pens, mechanical pencils and pen 

nd pen t hown In attendance were Julius Kahn 

res Bill « Albert Drate, Wn A. Mayers, Mort Eiseu 
and Sid K 

Koh-!-Noc Pencil Co., Inc., Bloomsbury, N. J.—On display 

were Kol wirig pencils, Mephisto copving pencils and 
erou I-Noor items for the jobbing trade. Samuel 

S. Clavt I icker and Douglas Patton were in charge 
Le Page's Gloucester, Mass.—Th¢ ommete office sunply 

I Page adhesives were on displav. In atten- 

: wa \ Marchant of the home office, alded by R. D 
er} | ind Mack Ganes of the N. Y. office 

Lesco Sales Corp.. Leominster, Mass.—Featured their “Pen 
Sel-Tt ‘ with ink eraser in addition to the new 
: pe ? talin plastic in several models (desk or 

t tyne idition to a complete line of fountain pens, ball 
t inical nencils In attendance were Max 
I ke J and Frank Shai: 

Mav. J. L.. ¢ New York. N. Y The comvanv’'s extensive 

e of tag kets, gift and money folders, luggage tags 

ng la tmas seals and tags was on display. Frank 
May wa e. assisted by Martin Brown, Myron Davis 
eo! K an Coffee 

A G Mave New York, N. Y. Featured their Handy 
H ter f 1 pencil sets A. G. Mayer was in charge 
Metropolitan tlery Co., New York, N. Y.—On display was a 

plete nercial cutlerv and accessories for the 
tat ne Goldman, J. Goldmar ind Allen Breit were 
, Mystic Novelty Mills, Inc., Wakefield, Mass.—The full line of 
ft wra é exhibit at the booth in which Har 
iy +. atte nded 

National Leather Mfg. Co., New York, N. Y.—School bags 

er 1 rtfolios and brief ses in cloth. leather 

i r were featured Answering Inquiries were 
Benjamin |] 1 L.. Schwarzwelder 
Noesting Pin Ticket Co., Inc., New York. N. Y.—The con 

f paper clips, paper fasteners, straight 

zen wire staples and pin tickets was ex 

ted were G. F. Griffitl Jr. and Henry G 
Norma Per re New York N Y Showing the complet: 
f nical rencils in chrome, silver and gold 

f r colors were Martin M. Greene and 

Paper Craft P jucts, Inc.. Worcester, Mass._-An impressive 
é f helf lining naner. tissve paper and craft 
i! splaved Tr charge was A H Hunter 
The Panercraft Corp., Pittsburgh. Pa Exhibited gift wrap 
" essorie neluding gift tyine ribbons 

! ywsnre folder decorative counter roll 

nk Silber, easterr ales megr., and Ted 

‘ iles, were t ittendance 
Pivmouth F ¢ Co... Ine Canton, Mass Shown wa the 

her hathing cap nd rubber bands - 

D> ttendans 
Puritan Stat Co. of New York Inc New York, N. Y 

ed ‘ ne of soci tionery In charge were 
‘ | | W Masil 
Rainbow Ribt s & Fabrics. Inc.. New York. N. V.—On evhil 
the e of eift wran ribbons and seals wr 
| t Savada viee-pre Fdw \ Sweeter 
\ \ ere on hand te reet friends in the t 
Reyburn Mf Inc., Philadelphia, Pa Featured in thi 
t recular line f hirning and markings 
ibels, notat eals, mending tapes 
orcement bag ive tages and addres 
le of the he ‘ ffice was in charge 
rn of the Cl branch and PD. Frank 
‘ f Pee 
Ritenoint ¢ St. Louis. Ma Exhibited was the companv’'s 
e of encils. Filigree per new compression jet 
les. new revolutionary cigarette lichter 
and ae ¢ mplete line of mechanical 
il emphasis I charge was Paul R 
irge of sales 
Roarina So Blank Book Co., Roaring Spring. Pa.—Dis 
‘ iding pads. table composition books 
, ets ind mer oranéam books Plant 
ind record hooks were also shown Tr 
G. Snatz sale mer Rvssell I. Garver 
é and Frank J. Asin, Jr 

Robert-Murray Inc.. New York, N. Y¥Y.—On display were 

re ball-point pens 1 complete line of nov 
garette liehters Lite-O-Rite and a ball 
~ Moriss and Eleanor Robin were in charge 

The Rubin New York, N. Y. School supplies, composi 

in extensive line of commercial forms 
pts, standard forms of ledgér sheets, looss 
ind note books and composition books 


OFFICE APPLIANCES, April, 1949 


49 





ALL THE TOP QUALITY 
ELLING FEATURES in the 
ASPER SEATING Line! 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 















No. 1600 









CORRECT STYLING—CORRECT POSTURE 


QUALITY 
CONSTRUCTION 
AND 
FINISH 


. 
Finished Oak, 
Mahogany, Walnut 


ADDS 
DIGNITY 
To 
EVERY 
OFFICE 


JASPER SEATING CO. 


| JASPER INDIANA 
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e typewriter 


Ut TABLES 


abine et hardwood 
da "Fine furniture 


: ed ¢ 
made from = ot ot 


constructed edan 
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omen 


Precision 


Zive \OSTUMERS 





Bes | 
the fruit of long 
experience and 
constant improve- 


er 


write for 
complete 
catalogue 
and 
price list 











f a Manufacturers of 
FAIR FOAM RUBBER CHAIR CUSHIONS 
COSTUMERS * TYPEWRITER TABLES 


* FURNITU iE 





JH) COMPANY | 


lo COURT SE, © BROOKLYN 2, 
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vere on exhibit. In attendance were Leon Rubir Nat Drate 
1d Morris Drate 
Sainberg & Co., Inc., New York, N. Y. 
pany’s line of desk pads and accessories and the new 
elephone index, the Kwik-List, and, introduced for 
time, a completely new jobbers line of desk pads 
Sainberg was in charge, assisted by Bernard Mercer, sales mgr 
_ Sanford Ink Co., Bellwood, I!l.—Featured were the 100,000- 
ord inkwe ll bottle and the Deskette dip pen set, together with 
‘Grippe tt’’ paper cement. In attendance were Fre a C. Schaefer 
ind C, W Lofgren 


Seneca Novelty & Printing Co., 


Shown were the com- 
automatic 
the first 
Robert B. 


Seneca Falls, N. Y.—Display 


luded the company’s complete line of plain and rass-edge 
hool ruler ' ardstic ks and blackboard rules Cc. P. Piscitelli 
vas in charge 
J. R. Sexton, Inc., Meriden, Conn.—T el metalic ribbons and 
irds for gift wrappings and bulk dustrial packaging trade 
were exhibited in the booth where Harry Hyman was in charge 
Sheaffer, W. A., Pen Co., Fort Madison, lowa.—Featured were 
Fineline bs all point and fountain per along with the Fineline 
chanical pen s Included in the display were Bates uard 
eservoir desk sets in complete five-color assortment, leads and 
isers. J. H. Asthalter, Miss E. Gardner, Ed Sweeney and E. P 
Reavey were in attendance 


ived its line of 


The Smead Mfg. Co.. Hastings, Minn Displ: 
school 


g equipment, including expanding files and wallets, 


lets, red ae expanding envelopes “Kwik-Twst"’ paper 

inch, pressboard finders, desk files and general line of expand- 

ge product Bee ld Hoffman, John W. Wellmore and Charles 
Ramsey were h a to greet friends 


Speed Products Co., Inc., Long Island City, N. Y.—The com- 
iny’s complete line of staplers, staples, fingertips, typewriter 


keys binder ( ] p ndex tabs, paner and file fasteners and press- 
ard covers showr The new Staple X Tractor was also in- 
ided in the display. ¢ H. Parker ales director, was assisted 
Daniel F Nigt Henry Rosenfield ~ ng Schneider and John 
Desmarais, n opolitan N. Y. representatives 
I. & a tle ey Inc., New York, N. 'Y. Displayed the firm's 
imported Mars Lumograp! lrawing pencils, artists’ 


’ addition to a complete line of wood-cased 
pencils. R. J. Urmston, Sr., and R. J. Urmston, Jr., were in at- 
tendance 
Statolet Corp., 
es and draft 
f the booth 
Stratford Pen Corp., New York, N. Y On display were the 


New York, N. Y.—Featured its line of pencil 
supplies. Richard Kirschbaum was in charge 


ew Regency and the new Warwick fountain pens and the 
Stratford retractable ball-point pen, including the new Stratford 
Peter-Pan ball-point pen Larry Robbins, sales mer., Stanley 
ttlieb and Burt Marcus of the company sales force were on 

hand to greet friends 

Monroe Strauss, New York, N. Y Showed a line of Ed-tl 
Cards, childret educational playing ards, and ABC lotto 
umes, tog ther with other card games for children. Bakelite 
ash ti ays we re also on display. Monroe Strauss was in charge 
f the boot 


Stuart- H all | ee. Co., Kansas City, Mo On exhibit was a line 
f boxed es, including all tationerv boxed items, 
ind ceflopha: packs, temether with linen writing tablets. In 
ittendance were J. F. Cervantes, S1 |. F. Cervantes, Jr., M. H 
Blake and H. E. Emery 

Treasure Co., Milwaukee, Wis.—Mer indising display units 
f address boo memo books, engagement books and notebooks 
vere featured this booth. Martin Mayer and George Woodside 
vere in charges 

United Leather Goods Co., Brooklyn 
ers, zipper portfolios, and brief-cases we! 


N. ¥.—Zipvner rine bind- 
on display I. Ruben- 


tein and A. Blanck attended the boot! 
Frank A. Weeks Mfg. Co., New vers N. Y¥.—Showed a full 
ne of Ever Rea calendars, ink sta and all types of moist- 


Burns was in charge 
N. ¥.—Its complete line 
including the Simplex 
eading scales printed in 
assisted by 


ers, together with stick files Sehen A 
Westcott Rule Co., Inc., Seneca Fame, 
f office and school rulers was disp 
nd the eye-saver models with easy 
d and black. P. R. Westcott, Sr., was in charge 
P. R. Westcott, Jr 
Wilson Jones Co., 


Chicago. IIl.—Tr ided in this exhibit was 
i. showing of students’ ring binders, featuring a line of attractive 

lors, zipper cases, diaries and ring binders. Simplified book- 
keeping systems and address books were also shown. Edward F. 
Dooley, Edward He ha Samuel Rece, George Delhagen and J. A. 
Johanson were hand to answer inquiries 

Zephyr American Corp., New York. N. Y.—Displaved were the 
\utodex, Swivodex, Calindex, Stenodex. Lettadex and Aquadex, 

gether with the new pacemaker Autodex Automatic list finder. 
Arnold Neustadter was in charge f the bootl assisted by 
Milton FE. Wolf sst. sales, Bert Gordor Max Witz and Marti» 
Glaubinger 


— + — 


J. L. MAY APPOINTS REPRESENTATIVE 
The J. L. May Company recently announced the ap- 
nointment of Western Slope Sales Service, 788 Mission 
t., San Francisco 3, Calif., as its representative in the 
Pacific Coast area. This territory embraces California, 
Colorado, Idaho, Montana, Nevada, New Mexico, Ore- 
gon, Utah, Washington, Wyoming and Arizona. 
This agency has an attractive display room located 
near the heart of San Francisco 
—-¢ 
VETERAN STATIONER, 83, SELLS FIRM 
Richard Feeney, 83, has sold the stationery store 
he operated for 62 years on Front St., Ballston Spa, 
N. Y. He hopes to travel to Siam to see his newly-born 
great-granddaughter. 
Mr. Feeney sold his store to Ross D. Guy, the change 
n ownership becoming effective March 1. The re- 
tiring stationer said he hopes to spend a great deal 
of time on his stamp collection.—GET 
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£ IT'S SUSPENDED 


NOT SUPPORTED ’ 


OFFICE 
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IN Oxford PENDAFLEX® 


A rm FF 
ane vs Par ore 


the folders that hang 


The greatest filing boon ever devised for your customers—Pendaflex hanging 
folders cut filing-and-finding time in half! Pendaflex folders are suspended 
from a simple frame that fits into any cabinet drawer: won't slump, sag, or 
slip out of sight! Easy to identify ...easy to reach... Pendaflex filing is 
simple. Pendaflex sales are profitable! 


WRITE US TODAY for complete details about profit-making Pendaflex folders! 
Thousands of dealers throughout the country are hanging up new sales 
records with this new hanging folder! 


Oxford FILING SUPPLY CO., INC. 


Garden City, N. Y. 




















Wells 862 Walnut 60° x 32°’ 


Stenographers desks equipped 
with standard Clemco attach- 
ment. Senglide optional at no 
extra cost. 


Wells 1160 Walnut 60° x 34 


PL CAPO 


ee v7, we y ¢, 
7 
eee Le yates 
fe LL AI Lie Ye Z 
MOOSE 5K KO 


For Greater Sales and Profits 
Feature WELLS’ low-priced ECONOMY LINE 


Famous for Value and Customer Satisfaction 


Help yourself to more sales and satisfied 
customers with these low-priced, well constructed 
_ Wells desks. Note their modern design and attractive 
Our only sales office is in . : 
Laurel. Miss. We have no @Ppearance. Then compare our prices with 





branches. those of any other comparable desk line. 
° Write today for complete details and catalog folder 
ALL SALES DIRECT TO describing the entire Wells 
SGALERS desk line. 





S Furniture Manufacturing Co. 


WELLS-MADE MEANS WELL-MADE 





Manufacturers of Office Furniture Since 1934 @ Laurel, Miss. 
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ANOTHER OSCAR, PLEASE! 
Continued from page 16) 


more than the loss of face with a client. 
Mail advertising is timed and scheduled for a pur- 


pose and if we are to hold and secure new accounts 
we must be in a position at all times to command 
respect from our customers. There just is no sub- 


stitute for “Quality and Service” in this business, and 
that applies to all of us whether we are strictly a 
mechanical or a creative service. It costs no more to 
do the job right and if you are consistent in this 
respect you will not have any trouble securing new 
business and holding the old—provided you tell your 
customers and prospects about it. And this brings me 
to an important point. . 

I have harped on this so many times that I feel like 
a condemned man. Yet every day I receive letters from 
operators thanking me for the help I was able to render 
in setting up an advertising plan that actually helped 
them get more business, so let me give it to you once 
more—very briefly 


Advertise Your Service 


First, don’t feel sorry for yourself if you do not ad- 
vertise consistently. You are not alone. The big cry 
I get from all over is “We don’t have time to do any 
advertising for ourselves”; “we can’t write good sales 
letters”; “we don’t have an art department”; and so 
on down the line 

I'll bet that if a new account walked in tomorrow 
these shops that “don’t have time” would grab the job 
in a hurry and squeeze it in somehow. The best way I 
know of to get your own advertising out in circulation 
is to write up the job in the same manner as though 
it were a “paying customer.” Schedule a mailing date 
and see that everybody sticks to it. Don’t forget that 
your own advertising is not only a sales message, but 
it is an actual sample of the kind of work you turn out 
and here quality work, ideas, suggestions, and 
scope of your operations can be very important to the 
recipient 

All right, you can’t write a sales letter. But you can 
read. Take tomorrow’s daily paper and pick out the 
most interesting national news event—something that 
will probably appear all over the country. With that 
article fresh your mind, sit down and proceed to 
write your best girl friend a letter expressing your 
views about the article (which she probably also read). 
Make it brief, not over three or four paragraphs, and 
then close the letter with a subtle inference that you 
are still in business and mention some particular job 
you are “right proud of” for the so-and-so company 
and that if is interested you will be glad to send 
her a copy or she can tell you. There’s your sales 
letter to 500—1,000—or 10,000 prospects! There are all 
kinds of “styles’’ when it comes to writing sales letters, 
but there is hardly a substitute for a friendly, chatty 


yroir 
akaill 


letter. An “enclosure” might be a sample of your dupli- 
cating—perhaps a tracing of a cartoon or a business 
form, with a few lines of copy stressing Quality and 
Service. (1 n’t like to quote prices in advertising). 
After all enclosure will ride along without extra 
postage and you are submitting an actual sample of 


your work to the prospect. Letters are your best me- 
dium to sell a duplicating service. After all, we are in 
the letter business—why not practice what we preach? 
An occasional piece is about as good as none at all. 
Be consistent. Mail something regularly every month, 
if it is nothing more than a postcard. If you are still 


at sea, for heaven’s sake subscribe to a copy service. 
There are plenty of good ones available. Read your 
trade journals! They are packed with ideas you can 
adapt to your business. 
Results Are Based on Effort 
The duplicating industry is a great business. I take 


my hat off men like Henry Hoke, Miles Kimball, 


Trayton Davi 
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Dave Fisher, Felix Tyroler, Ed Mayer, 


GLARO 


QUALITY 
ALUMINUM ACCESSORIES 


IMMEDIATE SHIPMENT 
to You or Your Customer 


COMPLETE 
LINE 
OF 


HIGHLY POLISHED 
ALUMINUM 


e SAND URNS 
@ SMOKERS 

@ COAT TREES 
@ WALL RACKS 





No. 229 SAND URN 


Ne. 339 SAND URN 


“YOU SELL THEM” —" WE'LL STOCK THEM” 
ORDER A SAMPLE... . DISPLAY IT... 


SEND FOR 
LATEST COMPLETE 
CATALOG 





NO. 505 NO. 410 NO. 235 
REVOLVING ODORLESS ALL ALUMINUM 
COAT TREE SMOKER TORCHERE 

No. 4/1 


WITH REMOVABLE 
UTILITY TRAY 


Garo MACHINE Propucts ComPANY 
MANUFACTURERS 


37-11 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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FOR THE MAN 
WHO KNOWS QUALITY 


NATIUNAL 


SERIES No. 18 


Modified Georgian Style de- 
signed to meet the requirements 
of present day executive offices. 
The suite is complete with desk, 
table, secretarial desk, bookcase 
and telephone cabinet. Beautiful 
figure and matched American 
Walnut veneers. The double 
drawer of the desk is equipped 
with complete set of legal size 
hanging folders. 


NATIONAL DESK CO. 


HERKIMER, N. Y. 
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;} ment picture 


Jr., John McD. Kane, John Wolfe, Merral Fox and all 
who have done so much for the duplicating industry. 
They have given unreservedly of their time and ex- 
perience to point the way for many in the industry. 
Unfortunately, they can only lead the horses to the 
trough. The opportunities are unlimited in the dupli- 
cating field and the rewards will be in proportion to 
the time and effort expended by each of us. 

There probably never will be a real “Oscar,” and if 
there were I couldn’t think of a single operator that 
would expect his or her name to be inscribed thereon. 
They are a determined lot, imbued with a tremendous 
drive that is a part of their living and will be the last 
to ask for special favors. 


B. W \dams ntered the duplicating field n 1937 1 
ng Flanked by 


Rockford, Ill on the proverbial “shoestrin 
vell-established and entrenched competition that consisted 
f lettershops and 27 printers, Adams’ Letter Service 
ing out its shingle “In Business for Business”. 


Since 1937 


the Adams’ Letter Service has moved four 
mes to ease th growing pains” and ommodate a per- 
sonnel of 15 full-time employees 


Adams Letter Service is still a “lettershop Its duplicat 
| ig equipment consists of mimeographs and Multigraphs 
| Five I. B. M. typewriters, a complete Addressograph depart- 


ent and well-equipped mailing department covers the equip- 


Scope of its operations are creative a well as mechanical 
th Quality and Service being the prime requisite at all 
In addition to guiding a growing business, Mr. Adams has 
ound time to enter into civic activities in various capacities 
He is a member of the Rockford Radio Council, and a Trustee 
f the Rockford Civic Symphony Association, serving the 
utter as president in 1946 and 1947 and as advertising and 
sromotional counsel the last six years He also writes, and 
s master of ceremonies for a weekly, copyrighted half-hour 
idio program entitled, “It’s In Your Bibl sponsored by 
it local church and broadcast over radio station WROK, an 
\.B.C. affiliate i Rockford 
Adams’ Copy Service is edited, prepared, and distributed 
onthly to severa hundred lettershops throughout the 
B. W. Adams i member of the M Advertising Service 
\ ation ] rnational 
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NEW TRUCK TO SPEED G-F DELIVERIES 

A specially-built delivery truck was recently added 
to The General Fireproofing Company’s transporta- 
tion facilities to expedite the movement of metal office 
furniture and other company products between its 
Youngstown headquarters and the Cleveland branch 
office. 

The truck has several built-in body features which 
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METAL BUS'RESS FURNITURE 
> 





NEW G-F TRUCK FOR YOUNGSTOWN.-CLEVELAND RUN 


are designed to facilitate the short-haul shipment of 
metal furniture, shelving, Superfilers and other prod- 
icts and to eliminate the necessity of crating them 
is thoroughly as is usually necessary for other types 
»f transportation 

In addition to Youngstown-Cleveland shipments, 
he truck will also be available to meet emergency 
orders between other near-by Ohio and Pennsylvania 
points 

——_<« 
CINCINNATI FIRM MAKES APPOINTMENT 

Gibson & Perin Co., lithographers, printers and sta- 
tioners at 121 W. Fourth St., Cincinnati, Ohio, has an- 
nounced the appointment of Luther M. Campbell as 
manager of the firm’s reorganized office furniture de- 
partment. Mr. Campbell has had.wide experience in 
the office equipment field and will specialize in the sale 
of both wood and steel office furniture 
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Luxurious Comfort Makes 


CHARLES OF LONDON 
A TOP SELLER 

















STANLEY SOFA 
No 15 6( 


Height 32” 





Seat depth 23” 


Depth overall 29” TANLEY 


Fort woetn 
Width overall 75" 


Between arms 65” 


The most particular connoisseurs of fine furniture approve the 
simple dignity, the genuine beauty, and the luxurious comfort of 
this CHARLES OF LONDON Sofa, styled by Stanley. Finest top 
grain leather and perfection craftsmanship make this a life-time 
investment. Everyone loves this pillow-type back design. The 
marvelous cushioning retains its elastic life indefinitely. The best 


STANLEY LINE ‘ ; : ; : 
dae ss type of all-hand-tied coil springs adds still greater comfort. Avail- 


T be com plete line of fine 


Seather tarwitess Inna able as illustrated or with straight legs and all-welt trim. Display 
sotas and club chairs in addi- this best-seller and watch it move. 
tion It ther models of 


swivel chairs. All piece Ss are 
available in red, green, blue, 


brown, and tan in top grain => ’ . ta 

leather. Offered also in of NTAN Lk) ‘Ns 

machine buff and Duran. > sean : ‘ ae ee 
MANUFACTURING COMPANY 
2310 N. MAIN STREET 


FORT WORTH 
STANLEY MANUFACTURING COMPANY 
TEXAS Dept. 449, 2310 N. Main St., Fort Worth, Texes 





) Please send me descriptive literature ond prices on your Chorles of 


: . 

SALES REPRESENTATIVES H London Leather Upholstered Sofa 4 

. . 

Henry Deutscl H. T. Sullivan ° | am interested in handling the complete line of Stanley office choirs, : 
$103 Pershing 553 First Avenue : sofas, and other furniture + 
; 4 . 

Dallas, Texas Salt Lake City, Utah : H 
a * 

Dave C. Neuhaus J B. Wilson : : 
12 W. 70th St 114 W. Tenth s NAME — 3 
Kansas City M Charlotte, N. ¢ : : 
Wm. Tonkir J. B. Tompkins : ADDRESS " : 
3515 Griffith Park Blvd 60 E. 42nd St : : 
Los Angeles 2 a New York, N. ¥ : CITY STATE " . : 
: Oasee ¢ 
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UNRUH AND HASBROOK STS., 


PHILADELPHIA 11, PA. 
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NEWS NOTES FROM THE MARITIME PROVINCES 
William McNulty, Correspondent 
Stirling Business Machines, St. John, N. B., have in- 
creased and widened attention to office furniture and 
general supplies, but without detracting from sales of 
typewriters, adding machines, filing systems and dupli- 
cating machines 





> 7 * 


Demerco Agencies, Halifax, N. S., have enlarged their 
stock of office equipment and furniture to include util- 
ity cabinets and lockers, assorted tables, swivel and 
straight office chairs, drop-leaf typist desks, steel filing 
cabinets, office desks and tables. 

Hugh MacDonald, for many years on the staff of 
R. H. Davis & Company, Yarmouth, N. S., has shifted 
to J. & A. McMillan, Ltd., St. John, N. B. His wife and 
children will follow him to St. John during the spring. 
Mr. MacDonald was active among the volunteer fire 
fighters and Canadian Legionnaires of Yarmouth. 

> > . 

With the formal acceptance of Newfoundland as the 
tenth province of Canada, the office supply and appli- 
ance trade becomes subject to Canadian regulations, 
including the tariff. The duty on imports from Ontario, 
Quebec, Nova Scotia and New Brunswick will be elim- 
inated. Just what effect the hookup with Canada will 
have on imports from the U. S. is for the future to de- 
termine. The four U. S. bases at Forts Pepperell and 
McAndrew (Army), Stephenville (Army Air Force) and 
Argentina (Navy), will not be affected by the usual duty 
on U. S. products 

Robert C. Denver, vice-president, and John Lord of 
the sales staff of McFarlane, Son & Hodgson, Ltd., Mon- 
treal, toured Newfoundland recently together, in ad- 
vance of the official reception of the island into the 
dominion. The Montreal firm is a wholesaler in office 
supplies 

—- 


L. A. ROARK ADDS TWO MORE LINES 


L. A. Roark, manufacturers’ representative at 4303 
Shelley Blvd., Dallas 11, Tex., recently added the line 





4 








LARRY ROARK 


of the American-Falcon Manufacturing Company, 
Chelsea, Mass., and also started representation of the 
Home-O-Nize Company, Moline, Il. 

Mr. Roark hopes to add other products in the near 


future 
—- © 


RECORD CONTEST HELPS WAR VETS 

The biggest national cash prize contest of its kind 
ever to be sponsored in America has been announced 
by the Disabled American Veterans Service Foundation, 
which is making the contest its major fund-raising ef- 
fort in 1949, according to a statement by Millard W 
Rice, executive secretary. 

The contest, which is in the form of a word-building 
puzzle, offers $100,000 in cash prizes, with a maximum 


OFFICE APPLIANCES, April, 1949 


LEGAL SIZE 
HANG-A-FILE FOLDERS 
NOW AVAILABLE! 


HANG-A'FILE 





HANG-A-FILE Folders—Feature adjustable (5 
position) metal tab and metal hanger. No tab 
breakage—no disconnected hangers. Heavy 
quality red rope folder. 





HANG A-FILE FRAMES 


HANG-A-FILE Folder Frames—All metal . . . 
— Made to easily fit into standard filing 
cabinets and desk drawers. With "Hang-A-File’ 
folders, the most efficient "Hi-Way" of filing in 
America. 
ALSO AVAILABLE 
NO. 30-31 HANG-A-FILE FLOOR MODELS 
Write for descriptive Catalog 


Louis H. Farber 


31 E. Congress St., WEbster 9-3217, Chicago 5, Illinois 
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Gar the Best 
EQUIPPED OFFICES! 


rdinal 
1800 LINE 
Card Filing Cabinets 





Cardinal files are a combination of the 
finest quality features. They have clear- 
cut easy-to-demonstrate advantages which 


are quickly seen and appreciated. 


Full progressive cradle suspension. Preci- 
sion formed, heavy gauge, one piece draw- 
ers. Space saving positive type compres- 
sors. Gracefully formed practical hard- 
ware. An outstanding finish that is ob- 
tained by careful workmanship on cood 
quality steel. 


Cardinal 
1800 
LINE 


Available 
for 

5x 3,6x 4 

8 x 5, and 

9 x 6 Cards. 





% All Cardinal Files are now available in 


Olive Green, Gray, Mahogany and Walnut 


Finish. Write for prices and details. 











Cardinal 4 
PY, eee 







5631 W. MADISON ST., CHICAGO 44, ILL. 
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prize of $50,000, and other top prize possibilities of 
$47,000, $45,000 or $40,000. 

General Jonathan M. Wainwright, National Com- 
mander of the Disabled Américan Veterans, for which 
the Foundation is the incorporated trustee, indicated 
the objectives which he and the other trustees have in 
respect to the new contest: 

“IT am hopeful,” he said, “that as many as 2,000,000 
good Americans will enter this new contest of the DAV 
Service Foundation. Contestants’ entry fee contribu- 
tions will greatly benefit a cause which deserves the 
full support of all Americans who are grateful to our 
country’s disabled veterans.” 

A special cash fund of $100,000, out of which the 
prizes will be paid, has been deposited with the Ameri- 
can Security and Trust Company, Washington, D. C. 

Full particulars, including entry form, may be ob- 
tained by sending a postcard to Disabled American 
Veterans, Box 100, New York City. 

———e 
AGENT-AND-PRINCIPAL FORM NOW AVAILABLE 
A “Standard Form of Agreement with Manufac- 

turers’ Agent” waS distributed to M.A.N.A. members 
in 145 cities, throughout 40 states, District of Colum- 
bia, Canada, Cuba, and the Philippines, as a 12-page 
supplement to the confidential bulletin for February. 
It’s the result of more than a year’s intensive study 
by Manufacturers’ Agents National Association of the 
subject of a suitable agent-and-principal contract. 

Heretofore, M.A.N.A. points out, the principal has 
prepared and individually presented its own agency 
letter or brief form of contract to the agent, and all 
too often on a take-it-or-leave-it basis. The principal 
is sometimes reasonably protected, with the agent 
often left most vulnerable. From that point on any- 
thing could happen. Thus the agent-and-principal re- 
lationship in the past has not always been a happy one, 
but many years of observation and research into the 
problem indicated that the chief difficulty lay with 
an inadequate, impractical basic agreement, rather 
than with the system or with the parties themselves. 

In spite of such fundamental difficulty, the place of 
the manufacturers’ agent in national distribution in- 
creased in importance, numbers, and volume of sales 
with each year of the past quarter-century or more, 
according to U. S. Census reports. For under proper 
circumstances the agent represents an important sav- 
ing in the manufacturer’s selling costs and provides 
him with a flexibility not inherent in private sales 
organizations. But manufacturers today are vitally 
concerned with the subject of taxes, and some fear 
that manufacturers’ agents may involve them in out- 
of-state taxes of one kind or another. Others are 
concerned lest the agent involve them in automobile 
accident liability. Still others fear that they may be 
involved in additional ways, unforeseen and out of 
their control. 

None of these risks, however, exist with an agent 
any more than with members of a private sales or- 
ganization. In fact, through a proper selling agree- 
ment, far more protection is possible with an agent 
than with private salesmen, because the selling agent 
as an independent contractor is responsible for its 
own acts, while salesmen are part and parcel of the 
principal’s own operations and for whose acts the 
principal is directly responsible. 

The contents of this M.A.N.A. Agreement are divided 
as follows: (1) Purpose of Agreement; (2) Statement 
of Relationship; (3) Duration of Agreement; (4) As- 
signment of Agreement; (5) Territory and Scope of 
Operations; (6) Products, Equipment, and Services; 
(7) Sales Channels and Restrictions; (8) Prices, Terms, 
and Sales Policy; (9) Commission Rates and Compu- 
tation; (10) Commission Payments; (11) Invoices 
and Collections; (12) Selling Aids and Supplies; (13) 
Handling of Inquiries and Quotations; (14) Products 
Guarantee, and Warranty; (15) Handling and Ac- 
ceptance of Orders; (16) Shipments and Shipping 
Information; (17) Additional Obligations of Agent; 
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_ The revolving arm cheir is patterned from 
ay the famous SCERBO EXECUTIVE Revol. | 
“@ ing Chair No. 292, and redesigned to 

carry out the intricacy of Arabesque 
motif. The royal coat of arms is gold em- 
bossed in the chair's green leather back 
and inlaid leather desk top. 


PERFECTION. AND SUPERB CRAFTSMAN- 
SHIP 1S CHARACTERISTIC OF EVERY 
SCERBO CREATION. WRITE FOR A FREE, 
HLUSTRATED COLOR CATALOGUE. 


a40:4- VE et) 


SCERBO MANUFACTURING CO 


536 Pearl Street ° New York 7, N. Y. 
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THE C@-PACK 


Quality Park’s new handy pack to boost your sales of popular 
size white envelopes for home or office. The C-Pack is a 
sturdy carton holding 100 white envelopes . . . size No. 10 
or No. 634. The C-Pack sells itself ...and builds repeat business. 


Sold Through Dealers Only 
—_ =—s 


Y PARIGENY: FAO Quality Pak 
_ ar RR. eH =— sete Products, 
General Offi d Factory, Quality Park, St. Paul 4, Mi 
ra ce an actory volity Park, $ aul innesota ee) 


Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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18) Additional Obligations of Principal; (19) Ad- 
justment of Disputes, and Provision for Arbitration; 
(20) Rights upon Consummation of Agreement; (21) 
Rights upon Termination of Agreement; and (22) 
General Conditions 


The form is self-explanatory and entirely elastic, 
providing for the preparation and appending of ex- 
hibits to cover variations in different fields of endeavor 


and all individual conditions and circumstances. What 
is most important is that this form is designed to be 


perfectly fair to agent and principal alike, and to 
make possible a careful study of its unbiased and 
mutually protective provisions. Manufacturers’ Agents 
National Association will mail one copy to any agent, 
or to any manufacturer or supplier, writing on its 
business stationery to the executive secretary at 542 
S. Broadway, I Angeles 13, Calif., mentioning this 


magazine 
ee 


NEWS NOTES FROM NSA DISTRICT NO. 5 
H. M. Donisthorpe, Correspondent 


The Indianapolis Chapter of District No. 5 Travelers 
Club met Monday noon, February 14 for the purpose 
of discussing the plans for the regional convention. 
There were 18 present, including seven dealers from 
Louisville, Evansville, and Indianapolis who had been 
invited to attend this meeting and report on the prog- 


ress made by each committee working on the con- 
vention 
The followil lealers were present: Sidney Butter- 


field, Smith and Butterfield, Evansville, Ind.; A. J. 
Gunderson, Mefferts, Louisville, Ky.; R. D. Pearce, 
Electric Blue Print & Supply Co., Louisville, Ky.; Harold 
J. Hampton, Indianapolis Office Supply Co., Inc., Indi- 


anapolis, Ind.; Norman Watts, Office Equipment Co., 
Louisville, Ky.; Geo, P. Davis, Bank & Office Stationery 
Co., Indianapolis, Ind.; M. J. Boone, Standard Printing 


Co., Louisville, Ky.; and W. B. Gregory, W. B. Gregory 
and Son, In Detroit, Mich. 


W. B. Gregor governor of the Fifth District, gave 
a brief summa! f the plans for the convention. M. J. 
Boone, chairman of arrangements committee for sta- 
tioners, told of the progress made by his committee 
Sidney Butterfield, chairman of the registration com- 
mittee, then reported. The publicity and transporta- 
tion committee report was given by Geo. Davis. Nor- 
man Watts 1 if entertainment plans and A. J. 
Gunderson, nan of the golf committee, gave his 
report 

Henry Walden, Wilson Jones Company, discussed the 
plans for the travelers’ party. From all of these reports 
t sounds like big time is in store for all of us who 
attend the Fift District Regional convention. Dur- 
ing the d issions of convention plans, Harold J. 
Hampton wa ed upon to relate how the “House of 
Friendship t its start 

Here is a belated news flash. Adolph Meleck, who 

rmerly covered the District No. 5 for the Eagle Pencil 


Company, became the proud father of a bouncing baby 
boy, named Thomas Adolph. 


Cigars art in order from J. W. Curtin, Carter’s 
Ink Company had an addition to his family about 
two weeks ag 

Bill Garrison, Marietta Office Supply, Marietta, Ohio, 


vas serious] with pneumonia in the Memorial 


Hospital, in Mariett 


The Columt hapter of District No. 5 Travelers 
Club held a meeting Saturday, March 5, to elect 
a chairman a1 ecretary for this year and to discuss 
plans. The next event to be held by the Columbus 
chapter will be golf outing about the second week in 
June. Keep that date in mind and plan to be working 
around Col bus then. Notices will be sent out soon 
reg ding tl! { 
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IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


MANUFACTURING 


COMPANY 


900 East 95th Street 


Chicago 19, Illin¢ 
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These Space Saver 
Desks Are Built to Sell! 


EYE-APPEAL THAT CLICKS! 
FUNCTIONAL FEATURES THAT SATISFY! 
LOW PRICES THAT PRODUCE SALES! 






No. 127 
24” x 48” 


Also No. 115—24” 









x 40” 


ADJUSTABLE TYPEWRITER PLATFORM 


This amazing "Magic Angle" typewriter desk doubles typing 
efficiency. Insures correct posture—greater comfort and less 
fatigue. Simply by adjusting the built-in “elevator” in this 
Universal Desk, the typewriter can be raised or lowered to 
the height perfectly suited to each user. 





No. 120 
24” x 48" 
Also in 24” x 40” Size 






This SPACE SAVER desk is available with or without over- 
hanging top. Solid, substantial construction. Imported Cotivo 


hard woods. “Piano finish’ on all surfaces, including desk 


legs, eliminates hazard of snagged stockings. 


DEALER INQUIRIES INVITED 


MANUFACTURED AND SOLD BY 


UNIVERSAL... 7, 


5248 Hohman Ave. 





Hammond, Indiana 
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NEWS NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, enpenat 

Our sincere apologies t to Miss Florence Burke (not 
Girke) who recently joined the Geo. E. Baird & Son 
organization in Kansas City, Mo. Misinformation lead 
us to add many years to the eventful life of this charm- 
ing lady when it was stated that she had spent some 

7 years with the Irving-Pitt, Wilson Jones companies, 
when it should have read ten years. We should have 
known that she did not start working when still a mere 
child. Please forgive our embarrassing error, Florence. 

x 7 ~ 

The Kansas City Stationers Association, at the Feb- 
ruary 15 meeting, elected the following officers to serve 
through 1949: Paul S. Baird, Geo. E. Baird & Son, presi- 
cent; Harry Boling, Harry O. Boling Office Supply Com- 
Many, vice-president; Ray Kline, Security Stationery 
Company, secretary-treasurer. 

* ” ” 

The St. Louis and the Kansas City stationers were 
honored in February by visits from C, W. Harris, presi- 
lent and Cort Horr, sales manager of Associated Sta- 
‘ioners Supply Company, who were making the rounds 
on a tour of good will and to study business conditions 
in these cities. Harvey Rockwell, sales manager of 
Yawman & Erbe Manufacturing Company, also was a 
St. Louis visitor about the same time. 

x + a 

Jack Johnstone, sales manager of Wallace Pencil 
Company, spent a crowded couple of weeks on the West 
Coast visiting his firm’s many good friends. While in 
Los Angeles, Jack and Pete Masterson, the Acco Prod- 
ucts ambassador, met and exchanged gossip. 

a * . 

February found Des Moines, Iowa, almost devoid of 
stationers—a rough time for the peddlers. B. J. Bristoll 
of Koch Brothers and his most attractive better half 
were sojourning in Florida, as was the Arthur Ken- 
worthy family of Storey-Kenworthy Company. Mr. and 
Mrs. Frank Zeller, Des Moines Stationery Company 
were eating grapefruit in Texas. Ed Storey, manager of 
Zaisers, Inc., was doing business in Chicago. Jae 
Popple, Office Outfitters, Inc., was working hard while 
competition was playing. 

> > > 

Austin Waterbury, new western sales manager for 
Carter’s Ink Company, hied himself off to a Chicago 
hospital for an emergency appendix operation, but was 
back on the job almost before Doc had him sewed up. 


” * * 


This region was quite well represented at the Feb- 
ruary convention of the National School Service Insti- 
tute at the Palmer House, Chicago. Among those seen 
visiting and working in the exhibit rooms were: Phil 
Thatcher, Thatcher, Inc., Topeka, Kans; Clarence Mc- 
Guire and Al Kastman, Hoover Brothers, Kansas City; 
Russell Hadden, Blackwell-Wielandy Company; William 
Baeppler, Buxton & Skinner Printing & Stationery 
Company; Gene Stoltz, Indiana Desk Company; Gene 
Mitchell, Jasper Seating Company; Frank Palmer, Lev- 
ison & Blythe Manufacturing Company; Newell Augur, 
Wallace Pencil Company, all of St. Louis; J, L. Hicks 
and W. C. Ashby, Hicks-Ashby Company, Kansas City; 
J. B. Brain, Jr.. Meridan Gleason, M. F. Shickley and 
Fred Kayan, Omaha School Supply Company, Omaha; 
C. W. Tomlinson, School & Park Supply Company, 
Wichita; Geo. E. Towne and H. W. Rathsack, University 
Publishing Company, Lincoln, Nebr.; Carl Schutz, Eagle 
Pencil Company; Stratton Terstegge, Binney & Smith 
Company; M. A. Dillon, Metal Specialties Manufactur- 
ing Company; George Litchfield, Jasper Chair Com- 
pany; Fred Schaefer, Sanford Ink Company; Eugene 
Downs, Downs-Randolph Company, Tulsa; Jack Lon- 
don, Oklahoma Seating Company, Oklahoma City; 
Fred Deutsch, Invincible Metal Furniture Company; 
G. D. Stephenson, Stephenson School Supply Company, 
Lincoln, Nebr.: G. R. Oleson, School Specialties Com- 
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a “Gold Mine’ for G9 


@ With the Berger Line on your sales floor, 
those Steel Office Equipment dollars start ring- 
ing sweetly in your cash register. For, here’s 


the line that’s “a natural” for both new and 
repeat business. Many thousands of business 
organizations are using Berger equipment right 
now. They know and trust the Berger name. 
They're live targets for your prospecting. 
And, look at the selling ammunition to help you 
blast our a steady stream of pay dirt! Talk about 
quality—tell prospects that the vast Berger 
organization closely controls every manufactur- 
ing operation from raw materials to final fabri- 
cation. Talk about experience—let them know that 





B E RGE a Manufacturing Division 


REPUBLIC STEEL CORPORATION « CANTON 5, OHIO 


all Berger Steel Office Equipment reflects expert 
design and skillful craftsmanship, the products 
of more than 63 years experience in sheet steel 
fabrication. Talk about service and appearance 
—show them that each Berger unit is modern in 
appearance and features, handsomely finished, 
with the strength and rigidity that mean years 
of satisfaction and service. Give them their 
choice of attractive olive green, rich walnut 
and mahogany grains or smart platinum gray. 
Berger—the quality line—can be your personal 
gold mine in '49. A few choice territories still 
are open. Write, wire or phone for details. 


OFFICES IN PRINCIPAL CITIES 





plon drower 
stee! filing cabinets cases assemblies 


5, 4, 3, 2-drawer steel transfer 
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EQUIPMENT 











doubie door steel book 
storage cabinets shelf units and lockers 
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Also steel shelving 











has moved 


to a New 





Larger Factory 





Assuring 


breater Productions PromptDeliveries 


QUALITY FURAITURE 


Y 


at Low Cost 








Write for Illustrated Catalog 
of complete McLeod line of 


Desks and Costumers 








No. 42 
SINGLE  PEDESTAI 








FLAT TOP DESK - F 

practical and good look- 

ing. Tops of selected C 

walnut and quarter sawed oak veneers —1'4 inch 2 

5 ply. banded edges. hand rubbed. Panel and nee ; Ss tinsel : 

drawer fronts of walnut and quarter sawed oak —5 ply veneers. iZao oa DIVERSEY BLVD. 
Complete locking devices. Brass ferrules—Finished: walnut 
and aa. Size 12 x 30 inches. Shipping weight 110 Ibs. CHIC A GO I 1. I L L e 


No. 60-4 


DOUBLE PEDESTAL SQUARE 
LEG FLAT TOP DESK 
an exceptionally sturdy and at- 
tractive office desk at a saleable 
price. Choice of walnut, ma- 
hogany or oak. 
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pany, Salina, Kan A. F. Krieg and John Eckert, Jas- 
per Seating Company; and Norman A. Gerth, Imperial 
Desk Company 

- > - 

Word just received states that Herb Beckman, former 
Boorum & Pease representative in these parts, will 
open the Herb Beckman Stationery store in Houston, 
Tex., in Marc! It is also interesting to note that 
George Wilkerson, former Smead Manufacturing Com- 
pany, representative hereabouts, has purchased the 
interest of Jos. J. Dake in the Elkins-Swyers office sup- 
ply business at Springfield, Mo., to which he will de- 
vote his entire time as secretary-treasurer of the firm, 
of which Leslie Lee is president. George started his 


office supply career as a salesman for this firm many 
years ago and Vv most successful in handling large 
defense” contracts during the late war 
> > > 
Peterson Lit raphing & Printing Company, Oma- 


ha, Nebr., of which John Ford, Jr., is secretary and 
manager of the office supply and equipment depart- 
ments, will move the retail store from the present loca- 


ion at 1311 Howard St., to 1405 Harney St., about May 
1, where they have started a remodeling project which 
will give them 1utiful display rooms and enlarged 
ware house space 
> * 
Cecil Moses, Democrat Printing & Publishing Com- 


pany, Little Rock, and John Chowning, Carpenter Pa- 
per Company representative in Arkansas, are doing 


an energetic b ting job to give their state a large 
delegation to the Oklahoma City District No. 8 NSA 
convention to be held April 1. Late reports indicate 
they will show grand results from those efforts. 

~ > * 


P. D. “Nick” Shelfer, Carters Ink Company, who has 


headquartered Oklahoma City the past 14 years, has 
been transferred to Birmingham, Ala., but will continue 
to work Arkansas and Louisiana, together with his new 
southeastern territory The Oklahoma and Texas 


dealers and travelers will miss Nick’s smiling counten- 
* * * 


The Toney P ting & Stationery Company of El- 
dorado, Ark., has moved to a new store at 305 N. Wash- 


ington St. For many years it was on the ground floor of 
the Lion Oil Company Bldg. In the new location, only 
yffice supplie furniture will be carried, the print- 
plant bei few blocks from the store. 
* > * 

The Advance Printing Company, Monticello, Ark., 
has just completed remodeling its store and is now in 
od shape to take care of the enlarged business which 

they have be enjoying 
Cleo Wann of Wann & Shirrell, printers and sta- 
oners of Batesville, Ark., who reported back to work 
late last yeal iffered a relapse early this year and 

all I I 

The Perdue ( pany, Pine Bluff, Ark., printers and 
tioners, ha it completed remodeling the store 
New steel shel was installed and more room given 


play of office furniture 


+ 


Clyde Smith of the Clyde Press, Pine Bluff, Ark., has 


sold his busin¢ and is retiring. Mr. Smith, having 

reached the enviable age of 85 years, entered this busi- 
ess over forty years ago and remained active in it 
til his recent retirement 


M. M. Knoblauch, vice-president of Farnham’s, 


Minneapoli pent several days of February in St 
Louis attend he convention and exhibits of the 
National Ed t Association, and was entertained 
at intervals by Mr. and Mrs. Bill Bohart and the Mit- 
chells. “Knobby” met several groups of his Minnesota 
customers wl ere attending the convention, and 
entertained em at luncheons and dinners the first 
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Presenting 2 New Additions 

in high grade FHRLICH Designed 

Leather Upholstered Chairs 

Davenports and Related 
Furniture 

for Reception Rooms and Executive Offices 






Both of these available in solid 
walnut, with either top grain or 
deep buff leather. 


No. 860-R 
same dimensions 
as below 


No. 860-A 
Overall 


Height—37 in. 
Width—25 in. 
Depth—28 in. 


Between arms—19” 
Height from 
seat—20” 





A Line Popular for 26 Years Past 


Write for Photos of Entire Line 
and Dealers’ Price List 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. 
GRAND RAPIDS 4 MICHIGAN 
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An oe ee 











WITH FOLLOWER BLOCK 


OPTIONAL 





CANBE' Szached’’AND 


USED AS A FILE 


Steel transfer cases in 
sizes—as shown—CAN 
BE USED AS A FILE. Inter- 
locking legs to assure 
sturdy stacking. Ideal for 
small offices or vaults. 
Constructed of heavy 
gauge steel to stand up 
for years. High gloss 
olive green baked enam- 


el finish. 








INSIDE DIMENSIONS OF FILES 
Width Height Length Packed 


No. 5 Letter Size 12/4 x 10% x 24 | With or without rollers 
No. 6 Legal Size 15, x 10% x 24 | With or without rollers 
No. |! Voucher Size 8'/, x 5% x 24 3 On Guides Only 
No. 12 Invoice Size 10 x 8 x24 | On Guides Only 
No. 14 Check Size 9 x 3% x24 3 On Guides Only 


No. 5B Letter Base 
No. 6B Lega! Base 
No. 12B Invoice Base 


FOLLOWER BLOCKS AND BASES OPTIONAL 


SPECIFY 


IN ORDER 


Write for Literature on Other Sales Producing 
OFFICE ACCESSORIES 


N.€.Elvuman & Co. 





30 N. LASALLE ST. © CHICAGO 2, ILLINOIS 
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two days of the meeting. He was a pretty busy man, 
with little time out for rest. Many other friends of the 
Midwest Travelers from all sections of the United 
States were seen around the convention hall. Some 
15,000 visitors jammed the St. Louis hotels and Civic 
Auditorium for this convention. 


* - . 


Mr. and Mrs, Dan MacDougall, the Stationers Loose 
Leaf Company, and Art Pfister of Smead Manufactur- 
ing Company were most graciously entertained by 
Mr. and Mrs, Johnny Wright of Story-Wright Printing 
Company, Tyler, Tex., on a recent trip through Texas. 
Mr. Wright is known to his friends as the Fred Astaire 
of the stationery industry. 

” + + 

R. B. “Dick” Gingland, our Esterbrook Pen friend, 
though not an exhibitor at the Palmer House conven- 
tion of the school supply dealers in February, was a 
most welcome visitor on the exhibit floor, where he 
met many of his old friends among the distributors 
and manufacturers. George Alter, vice-president of 
Invincible Metal Furniture Company, also was seen 
visiting with his representatives and customers. Dick 
Steding of Wallace Pencil Company was in regular 
attendance at his firm’s exhibit and, with his charm- 
ing bride, helped many of his friends spend enjoyable 
evenings. Carl Kaufman, the Speed artist, prome- 
naded the exhibit floor greeting friends, as did John 
MacMorris of Howard Hunt Pen Company. Uncle Bill 
Smith, the Ace of aces, missed this gathering for the 
first time in many years and certainly was missed by 
his many friends in attendance. Herb Walsh of the 
Ace family also failed to make his annual visit. With 
his wife, Gladys, and their little daughter, he was 
enjoying the Florida beaches at that time. We are 
sure that “Van” Van Horne of Eberhard Faber Com- 
pany, was among those present, though he must have 
been closeted with good customers most of the time. 
George Desmond, the main Victor Safe attraction, 
visited with several friends just prior to the opening 
of this convention, but was called east for a company 
sales meeting the day it opened. Marion Follin, the 
big desk and chair man of the Midwest, dropped in 
for a visit with his bosses in their exhibit rooms. If 
“vou” were there and we failed to mention you, please 
forgive our failing memory. 

- * * 

A new member of NSA from the St. Louis area is 
Waite-Jones Company, of which Dick Waite is the di- 
recting head. This firm has been a local institution 
for many years, being located upstairs in the Security 
Building at 4th and Locust Sts. 

* * o 

Mr. and Mrs. Louis L. Fine, owners of the St. Louis 
Supply Company, are completing plans for the early 
marriage of their only daughter. More details about 
this in the next issue. 

+ . « 

Roger Garver, formerly sales manager for Schooley 
Printing & Stationery Company, Kansas City, Mo., has 
just announced his purchase of an interest in the 
Barco Office Equipment Company, Kansas City, where 
he will direct the activities of the office furniture de- 
partment, Rog informs us that plans have been com- 
pleted for extensive remodeling of the quarters now 
occupied by the Barco firm at 14th and Grand Ave., 
and that a most inviting new store will soon be in 


operation. 


SCERBO MAKES GOVERNOR’S CHAIR 

Frank Scerbo & Sons, Inc., New York, N. Y., manu- 
facturer of better grade, custom-built, leather-uphol- 
stered furniture, has just completed a special leather 
upholstered swivel chair with state seal embossed on 
back for Chester Bowles, governor of the State of Con- 
necticut. This makes the third chair the firm has 
made for the governors of Connecticut through F. L. 
Vanderlip Company, Hartford, Conn. 
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BOLING... 







@ Here is quality, durability, and 
styling ... demanded by value-wise 
customers . . . acclaimed by profit- 
wise dealers ... your best assur- 
ance of fast turnover and high 


chair profits! 


There is a BOLING chair to fit 
every office requirement... each 
with the solid value that makes 
BOLING America’s fastest selling 


office chairs! 


Write today for our catalog, 


‘Chairs for All Business.” 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 


Ww 
= 


No. 4856 Posture Chair 


No. 4857 Posture Chair yess 


. , * * 
~ MCUCAY Fastest S. elling Chairs High Point Bending & Chair Company of Siler City, N.C 
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for Executive Desk Value! 


Nothing succeeds like success.” The Jasper Desk 
CHIPPENDALE deserves to be identified with 
this truism, because this impressive executive desk 
is truly a success . in every way. It sells and 
sells profitably as soon as it reaches the dealer's 
sales floor. After it’s sold, it satisfies the most dis- 
criminating user. The Jasper Desk CHIPPENDALE 


is acclaimed by executives evervwhere who seek 


The JASPER DESK Company 


are, 
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ell the DESK 


that sets the TEMPO 


INDIANA 


















luxurious traditional office furniture. Stump walnut 
matched veneers, selected with the most meticulous 
care, are used for the face material on drawer 
fronts. Genuine walnut is used for all exteriors and 
interiors. Other features include Roller Suspension 
Deep Drawer—( Inset Back )—and Dictation Slide 


on back of 69” desk. 
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OFFICE MACHINE MARKET 
IN EGYPT 
Reinhold Thiele, ‘Correspondent 


Egypt has regained its independence after 65 years 
of British occupation. This fact represents a great 
event not only for the Nile country itself, but also 
for the whole Arabic world, as far as its influence 
reaches, namely from North Africa to Tashkent 
capital of the Soviet republic Usbek). 

The market for office machinery in Egypt will be 
very much improved by the fact that typewriters 
fitted with Arabic keyboard will be demanded on a 
big scale, especially for the reorganization of the 
whole public administration, because it appears that 
the Arabic writing will be decreed for all public life. 
Also in the other countries of the Arabic tongue as in 
Hejaz, Iran, Iraq, Lebanon, Palestine, Syria and Trans- 
jordan, and even in India (where in Misore State, 
capital Hyderabad, the Arabic characters are used 
for the Urdu language) the typewriter with Arabic 
keyboard will find now a larger market than hitherto. 
It may be supposed that after some years the Arabic 
machine will be in the first place as the typewriter 


in all the countries of the Arabic language. For this 
reason it will be logical to concentrate upon the sale 
to governments and municipalities. (We are quite 


disposed to instruct our readers, who intend to start 
the introduction work in the above mentioned coun- 
tries, about such interesting details as appropriate 
importing firms in those countries, costs for c.i.f. de- 
livery, custom duties, rules for official tenders, and 
all the other particulars.) 

Pre-War Market Largely German 


Before World War II there were three chief Ger- 
man manufacturers who supplied typewriters fitted 
with Arabic keyboard (‘the Saxon office machine 


works: Clemens Muller, Wanderer-Werke, Seidel & 
Naumann) in single and double shift. But in conse- 
quence of the price difference the turnover for stand- 
ard typewriters with single shift was higher; portable 
typewriters with single shift had been supplied in 
large quantities. In spite of this fact there will be in 
the futur: very favourable selling chances for standard 


typewriters with double shift, because its employment 
in comparison to the single shift machine is much 
more advantageous. (We should be pleased to put at 


the disposal of interested readers technical details of 
Arabic typewriters, particularly the double shift ma- 
chine 

The pioneers in the construction and development 
of Arabic typewriters had been the German typewriter 
works. Before the last war, some American works 


supplied small lots of trial machines. The following 
ascertainment will underline the importance which 
is attributed by some important office machinery 
manufacturers to the construction of Arabic machines. 
After World War II, Messrs. Ing. C. Olivetti & C., 
S.P.A. in Ivrea, Italy, delivered much larger quanti- 
ties of Arabic standard typewriters to Egypt than 
standard and portable typewriters with Latin char- 


acters. The engineers of Royal Typewriter Company 
constructed an Arabic standard typewriter (exactly 


corresponding to the type-set of a German machine 
(Continental)) and with this sample machine at hand, 
the Egyptian agent is booking his orders. Under- 
wood engineers are busy improving their pre-war 


standard model with Arabic keyboard, which did not 
find a large turnover. It appears as though Reming- 
ton Rand, In has discontinued its Arabic standard 
typewriter, but they are still producing the Arabic por- 
table 
Adding Machine Demand Light 
Adding machines for English currency are not much 


n demand, considering that the inland trade is done 
in Egyptian currency (£E with milliemes, three digits 
after the comma but even for such adding machines 
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LOOK 


The Toledo Metal Furniture Co. 
PRESENTS 


Little Dandy 


Typewriter Stands 








No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 
bases 


Our name is your guide to 
quality 
IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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No. 10 
SERIES 


OFFICE 


rN. ie :te), |e) 





oe TY Boxes 


Duplicating HO the Fine 
Features of the “Pamous 23 Series 








NEW OFFICE BOX @ NO. 10 SERIES 


SIZE: 11’ x 6x 2%" 


Fits the shallow desk drower 
Heavy Gouge stee!, hommered silver finish. 
One piece seamless construction. All the 
features and refinements which made the 
23 Series such o soles success 


4 STYLES 





EES eS eee eereee istuterennkey lock, no tray 
BE. FI PR icccscccscscniscintveovcesencssevecccce : uuwukey lock, with steel tray 
Die. PTOEA....nccecoccesecsssoceccoccssccseseses ; ..combination lock, no tray 
A Se ei censvstnteneerctesse combination lock, with steel tray 


23 SERIES * CASH AND UTILITY BOXES 
SIZE: 11'2 x 6 x 4%” 








SL I ictibibinivsevcedicessnvesees key lock, no tray 
I  iikcdeisediiiadieiahiinnate key lock, with steel tray 
8 combination lock, no tray 
SE Minin bdsvenideetuchtecovedevseaecesecs combination lock, with steel tray 


The 10 Series and the 23 Series give you the demand items in this type 
of steel box. Stock them and display them to get the fullest profit return 
from this department of your business. 


WRITE FOR ILLUSTRATED CATALOG 


ENTRAL 


CAN COMPANY 


2415 WEST 19TH ST. 
CHICAGO 


Frazar & Co., 50 Church Street, New York 7, N. Y. 
Cable Address ""FRAZAR'’ New York 
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the turnover has been very small, and the well-known 
brands, such as Burroughs and Odhner, did not suc- 
ceed. The sale of bookkeeping machines, which must 
be based upon the adding machines, will start very 
slowly. 

The market for calculating machines (multiplying 
machines) is still in its infancy. During recent years, 
Burroughs, Facit, Madas, Marchant, Monroe, Precisa 
and Remington calculating machines had been im- 
ported, but the selling success had been very modest. 

For the other small office machines, office devices, 
office furniture, office supplies and commercial sta- 
tionery, as well as for arts and crafts, there had been 
a very good market in Egypt for several years. 


Cairo a Bilingual City 

We should recommend the capital, Cairo, for a sell- 
ing agent’s headquarters, with a branch at Alexan- 
dria, because Alexandria is the only important im- 
port harbour. In the three main streets of Cairo there 
are the shops, business houses, banks and cinemas; 
it is the pleasure center. French is spoken in all 
parts, and there will be no merchant who would not 
express himself in the language of Voltaire. All the 
store signs are lettered in French, but it has been 
decreed that every name of the firm must be in 
Arabic, too. In spite of this, all public buildings have 
their French lettering as: “Postes et Télégraphes,” 
“Tribunal Mixte,” “Opéra Royal” and “Chambre de 
Commerce.” Even the placards of street names are in 
French. American talking movies have text trans- 
lations in Arabic and French words below the pic- 
tures. The three big Cairo papers, two of which 
are of a Francophile tendency, are the property of 
an English company, and hence it follows the para- 
doxical fact that English capital is paying for 
French propaganda. Cairo is a splendid town where 
any luxury may be bought in the modern shops, 
and there are beautiful and up-to-date flats. But 
already at a distance of 300 yards from the main 
streets you will find great poverty, misery and sick- 
ness. It is reported that there are one million in 
Egypt living in abundance, while 16 millions look half- 
starved. That is the real Egyptian problem on which 
hinge all the other ones. 

slag alii 


JOHN K. SCHAFER HAS NARROW ESCAPE 

John K. Schafer, a manufacturers’ representative 
located at 11 Carolina Ave., Fort Thomas, Ky., had 
a narrow escape from serious injury recently when 
his auto skidded on an icy spot over a bridge five miles 
south of Indianapolis. The car plunged over a steel 
guardrail and went down a steep embankment for 75 
feet. Mr. Schafer escaped serious injuries and he is 
now covering his territory as before, driving a new auto. 
He represents J. L. Hanson Company, Grand Filing 
Supply Company, B-B Pen Company, Inc., Cel-U-Dex 
Corporation, McLennon Pen Company, and Mark King 
Corporation. 

oe 
R. K. CLARK FIRM CHANGES LOCATION 

The R. K. Clark Company of Minneapolis, Minn., 
manufacturers of steel shelving, moved on March 1 
from 1302 Fifth Ave., S., to 108 First Ave., N., where 
greatly-increased space and general facilities enable 
the firm to combine sales, executive and warehouse 
departments. 

This company has just issued several new pieces of 
illustrated literature, which are available to dealers 
upon request. 

scape 


RITEFORM HEAD HOME FROM WESTERN TRIP 

John C. Holten, president of the Riteform Chair 
Company, St. Paul, Minn., recently returned from an 
extensive western trip, enjoying a vacation with Mrs. 
Holten. Business was combined with pleasure and he 
reports a substantial increase in the demand for metal 
posture and side chairs manufactured by his firm. 
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EVENTUALLY YOU'LL BUY WELLS 


DURAN | om 
UPHOLSTERED @ 
‘ WELLS 
SENG 
MECHANISM “POSTURE-RITE” 
® 
ADJUSTABLE 
IN HEIGHT No. 327 
« 
ADJUSTABLE $2. 9° 
BACK REST 
re EA. LIST PRICE 
RIGID POSTURE F.0.B. Chicago, Ill. 
BACK 
a Shipping Weight: 
Packed 2 to carton 
BASSICK unbroken 46 Ibs. 
CASTERS 
” "SOLD ONLY 
PADDED SEAT THRU DEALERS" 
AND BACK REST 





















Your Choice of Color Combinations 
SEATS and BACKS BASES and BACK RESTS 


DURAN UPHOLSTERED BAKED ENAMEL FINISHES 


BROWN @ LUSTROUS BROWN 
. 2 
Your Choice of APPEALING GREEN 


: sng @ BRILLIANT GREY 
or 
@ GREEN COLORS @ GLISTENING CHROME 











GENERAL OFFICES 
725 S$. LA SALLE ST. 
CHICAGO 5S, ILLINOIS 
” 
bs TELEPHONE 
_ HARRISON 7-1100 
“4 





CABLE ADDRESS 
WELLOFF, CHICAGO 
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THERE IS A 
DIFFERENCE 











WHEN YOU SELL 





Pat. Pending 


Guide-O,fobir 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


When you sell a customer the Guide-O-folder 
way of filing and finding you accomplish the 3 
basic things necessary to building a good sound 
business—I!. Your customer gets a long lasting, 
time and effort saving system—2. You obtain 
more profit—3. Both you and your customer are 
entirely satisfied. 


drawer—adjustable Concentrate on selling the Guide-O-folder line 


Guide-O-frames set right into any 
standard ~ 


for a 


frames 


stee! 


will last a lifetime 





fit No cutting of 


necessary. Made of for faster and surer filing and finding. A handy 
demonstration kit is available to help you. 


Write for complete information today. 


Gide O.frb 


WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where in- 
formation may be kept instantly 
available. The Slid-O-Matic top com- 
pletely disappears at a slight push 
of the finger. It slides back into place 
with equal ease. Gray finish. Sturdy 
all steel construction. Mounted on 
rollers, the Guide-O-file can be 


moved about as required. 


The Guide-O-file is equipped with 
25 Guide-O-folders complete with ad- 
justable metal tabs and an assortment 
of inserts for tab headings. Guide-O- 
file is also available without the stand. 


> 





Guide O.tiay 


Made to fit the lower deep drawer of all 
standard desks. Using this unit, the desk 
worker always has important and vital data at 
the finger tips—always in an upright position 
Instantly available and instantly replaced. The 
unit consists of a metal tray and 25 Guide-O- 
folders complete with adjustable metal tabs 
and an assortment of inserts for tab headings. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 


NEW YORK 13, N. Y. 


WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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THE POWER BEHIND SUCCESSFUL 
SELLING 


By J. M. Hughes, Jr. 


B' LLETI iphlets and books have been written 
authors and sales managers cover- 
the n various attributes which one must 
become successful in the sales field 

vledge, ambition, initiative, deter- 

nce, ability, tact and innumerable 


er eq able traits. All of these characteris- 
are t ter or lesser degree indispensable to 
ndi' ring to become successful at selling, 


tle or no value to the salesman with- 

the power to observe and the 

nd correctly analyze and classify 
served 

This al d classification can and should be 

4 t m bits of information gathered 

ar, or both, plus common sense or 


Here’s a Good Example 


Take tl tate salesman as the first example 
as pick Mr. and Mrs. House Prospect in his 
nte1 how them a quaint little house on 

treets in a good residential section 

little distance from his office and 

Mrs. H. Prospect comments, as he 

treet, “Now that is the kind of a 

where you have a nice view, some- 

you look out of the window.” She 

ise he originally intended to show 

H house with a view from the front 
what she wanted. He made a quick 

the power to observe what she 


ars ago a Salesman called on me 

ing Elbert Hubbard’s set of books, 

to the Homes of the Great.” I had 

books, even going so far as to 

the different bindings. On the 

lesman brought one of his super- 

He had the power to observe that I 

laid his order book in front of me, 

and I signed. Probably he did not 

ya the books as the first salesman, 

he ha r of observation and got my order 

rhen ffice equipment and supplies sales- 
] bility to digest and analyze quickly 

it he ; half way toward making his sale 
ere is a mething in every office that can be 
thfully It may be the view, the rug, the 
table, picture or wall covering 

t will break down buyer resistance 

praise for something he owns 

The next observation must be for 

and the sale foliows in logical 


Must Observe Every Action 


ry action must be observed. If he 

n ect changed; if bored or indifferent, 
tate! ill jolt him; if angry, a change in 
1 and ready to buy, a quick close. 

nd willingness to buy may be his 

isn’t entirely sure of himself or 

el to be worth the price asked for it. 
ad or chin. He may examine the 

tions or request information about 

contract. He may emphatically 

ing to buy because he is afraid 


he v id he is trying to fortify himself 
ibili up these signs through the power 
bser mething which every successful 
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YOU INCREASED 


SALES AND PROFITS 


“// lay UL 


We, ) yO L hot L) 


CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


MFG. CORP. 
529 So. Franklin St 401 W i St reAth LT Tat , 


Chicago 7, Ill Pitt 


Factory 
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EXECUTIVE 
RECLINING CHAIR 












Patented 








Nervous and overworked busi- 
ness executives usually realize 
they are “burning the candle at 
both ends”—know they should 


7 


relax more—but how? 


Barcalo EXECUTIVE Reclining 
Chair is the answer. To SIT in it is to find rest for 
both body and mind. To RECLINE in it is to find 
complete relaxation. 


DICTATING 
RELAXED THINKING 


Relaxation is a step toward bet- L— 
ter health and longer life. Here’s : 
a sales story that pays off in good =o.” S27 
profits. Write for full informa- Wrnas 
tion about this amazing chair. v 
No other chair offers these bene- 


fi COMPLETE RELAXATION 
ts. A LIFE SAVER 








Executive Chair Division 


BARCALO MANUFACTURING COMPANY 
166 Chandler St., Buffalo 7, N. Y. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The Southern California Office Furniture Dealers 
Association held its regular monthly dinner meeting on 
March 7 at the Biltmore Hotel, Los Angeles. Thirty- 
four were present, representing 22 firms, according to 
Ed Hergenrather of Leekley-Hergenrather and Associ- 
ates, 674 W. Washington Blvd., the secretary-treasurer. 

The principal speaker was Paul Smith, professor of 
history and political science at Whittier College, who 
gave an interesting talk on “The Lincoln Letters.” 

Ed Lama of Schwabacher-Frey and Company; M. 
Smulo, Los Angeles representative for Gussco Sales; 
C. G. McCune, Miss Alice Daniels, L. R. Demsey and 
Fred Mayme of the Sam Yocum Office Equipment Com- 
pany, were guests at the meeting. 

The association’s April meeting is scheduled for April 
4 at the Nickodell Restaurant, 1600 N. Argyle, Los 
Angeles, Calif. The program chairman, D. E. O’Hern, 
manager of the Hollywood Office Appliance and Furni- 
ture Company, 5820 Hollywood Blvd., has announced 
the appointment of Burke W. Taylor, an office plan- 
ning consultant, as speaker. 


* * * 





TWO FORMER LOOSE LEAF MEN MEET IN SANTA CRUZ. 
CALIF.—E. E. (Ted) Douglas and H. Ed Cooper, both former 
Irving-Pitt representatives, renew acquaintance at Santa 
Cruz, Calif. Voug.as recentiy resigned from McMillan Book 
Co. Cooper represented Boorum & Pease in Minneapolis for 
many years and later went with McMillan. He now covers 
the West Coast for Smead Mig. Co. of Hastings, Minn. 
- = . 


Blake Lockard, secretary of the Stationer’s Associa- 
tion of Southern California, reported the opening of 
the following new stationery stores in the southern 
California area: Palm Springs Stationers at 450 N 
Palm Canyon Drive, Palm Springs; and White Station- 
ery Company, 417 Main St., Santa Ana 

George Reid, formerly connected with the Monrovia 
Stationery Company, Monrovia, Calif., is proprietor of 
the first named and Foster and Marjorie White are 
proprietors of the second. 

. > - 

Marcus Hartwitz, president of the Regal Typewriter 
Company, Inc., New York City, made a recent trip to 
Los Angeles and other West Coast cities, where he 
visited dealers 

* * ” 

Early in March the Compton Office Equipment Com- 
pany moved into new quarters at 416 E. Compton Blvd 
The former address was 1506 E. Compton Blvd. The 
new location affords much larger quarters, giving ap- 
proximately 2000 square feet of floor space, including 
the mezzanine. An asphalt tile floor in dark and light 
green has been laid and a new neon sign installed 

The company which was started three and a half 
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WAREHOUSES ON EAST ano WEST COASTS 
FOR FASTEST SERVICE 








. NEW YORK 


No. 66375 






SHELBYVILLE ae 


LOS ANGELES 





No. 6638 S4 
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fo enable our dealers to make prompt deliveries to their customers, 
Shelbyville maintains three distributing points spanning the country where 
stock is available for immediate shipment. These distributing points are 








No. 6651 $4 located on the East Coast, West Coast and at our Factory in Shelbyville, 
Indiana 
Shelbyville has been recognized as one of the leaders in the wood office 
furniture field for over 55 years. This acknowledged fact is due in great 
measure to Shelbyville’s unique and exclusive dovetail construction, careful 
attention to the most minute detail and careful selection and matching of 
veneers. 
Shelbyville manufactures four famous groups of wood office furniture in 
No. 6030S complete suites consisting of a Chippendale Series, a Modern Series, a 
Illustrating rurned Leg Series and a Square Leg Commercial Series. Write for liter- 
Shelbyville's ature on this comple te line 


Four Famous 
Executive Desks Sales offices in New York, Boston, Philadelphia, Washington, Chicago, 


Dallas and Los Ange les 








SHELBYVILLE 4% DESK COMPANY 


SHELBYVILLE “™ INDIANA 
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years ago has enjoyed a steady increase in business, 
according to Ray Alba, the proprietor. A complete line 
of office equipment is now handled and stationery will 
be added later. Three men are now employed in the 
service department 

> 7 . 

Frank R. Marshall of the Ames Supply Company, 417 
Wall St., Los Angeles, reports the opening of a fine new 
typewriter store at 3772 Tenth St., Riverside, Calif. The 
proprietors are George R. Ennis and Melvin C. Lackey, 
who were formerly with the Riverside Typewriter Com- 
pany. The firm name is Ennis and Lackey Typewriter 
Company 

> a * 

Both typewriter sales and typewriter repairs are 
holding up well at the Brown Shop, 190 E. Colorado St., 
Pasadena, according to Ed Suderman, head of the type- 
writer department. An increase in sales has been noted 

first the year. 


* * » 


since tne 


The Mitchell Stenographic Service has recently es- 
tablished headquarters at the Angeles Typewriter 
Company, 531 S. Spring St., Los Angeles. This gives this 
ervice a very venient business home. 

> > * 

R. A. Thomas, general manager of Grimes-Stassforth 
Stationery Company, 737 S. Spring St., Los Angeles, and 
governor of District 14 of the National Stationers Asso- 
‘iation, was the principal speaker at the March meet- 
ing of the Stationers Association of Southern California, 
held at the Los Angeles Athletic Club. His subject was, 
We Must Have More Vitality in Selling.” 

Mr. Thomas pointed out that the true purpose of 
selling is to help the consumer, and that in order to 
promote consumer confidence and good will it is nec- 
essary to a t him in buying merchandise which will 
ring him the greatest satisfaction and benefit. He 

n become a Satisfied customer and therefore 
a steady custome! 

Mr. Thoma tated also that he feels the return of 
ompetition ikes a healthier business situation, and 
therefore more vitality must necessarily be put into 
elling. Mr. Thomas also stressed the fact that high 
principles in selling always pay high dividends. 

R. E. Shepherd of the Schwabacher-Frey Company, 
736 S. Broadway, Los Angeles, president of the Sta- 
tioners Association, presided. 


> > » 


The firm of Leekley-Hergenrather and Associates is 
moving in April from 674 W. Washington Blvd., Los 
Angeles, to 903 N. Main St. The new headquarters, 
which have been remodeled, afford greater warehousing 


space as well as nicely equipped offices and pleasant 
show room 

Schwab safes, Gregson chairs, and Hanes desks and 
chairs are carried by the company. The last two named 
rms make office, school and institution furniture. 

> ” . 

The Phili J. Blair Company has been appointed 
West Coast distributors for the Peerless Steel Equip- 
ment Company of Philadelphia. The company will 
purchase all icts outright and will assume respon- 
ibility as t redits and sales policy throughout the 
territory. The new arrangement calls for a good stock 

salable items in steel furniture for immediate ship- 


nent from the Los Angeles warehouse. 
T. M. (Ted) Hughes, who is connected with the firm, 
1ims to be e of the old-timers in the business, hav- 


ng come to ! Angeles in 1907 for the old Library 
Bureau 

Phil Blair, c! f 1931 at the University of Southern 
California, a tudent for three years at Loyola Law 
School, joined the Peerless organization in 1936. 

The Blair Company will be glad to receive inquiries 
regarding the present plan which has been set up ex- 

isively f West Coast dealers (west of Denver) 


Paul Burbank, general manager of National Sta- 
tioners Association’s troupe of seven speakers, will con- 
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Simplified 
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Just what YOUR Customers 
are looking for! 





THE “HEART” 
OF THE 
MAILROOM 






$95°° 


PLUS TAX 


HART mimeocrarn 


Simple, Fast, Clean, INEXPENSIVE 


All of the best features that have become standard in 
the industry, plus: Clean, Enclosed Cylinder; Easy- 
to-Clean Finish: Simple Pad Changing; Precision 
Ball-Bearing Construction. 


Exclusive! 
Revolutionary 


POST CARD 
FEED BOX* 


*patent pending 





Easy as this . . . place Feed Box in position, fill with 


posteards, then let ’er go! 


A quality duplicator 
at a minimum price 


W rite for Hart Sales Plan featuring unusually attractive dealer discounts, 


immediate delivery and written guarantee 
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.. LISTO Ads Will Reach 
Over 58,000,000 Readers 
in 49 to Boost Your Sales 
Higher Than Ever Before! 


Saturday Evening Post, Colliers and 
Newsweek head the list of 32 national 
magazines that are scheduled to carry 
Listo ads for this year. They're bigger 
ads...harder selling ads, ads that are sure 
to create a big consumer demand for the 
Pencil That Writes on Everything. 

Remember that Listo Pencils are used 
in almost every kind of work, in stores, 
shops, offices and in the home. They make 
a strong, clear mark on any surface. Leads 
don't break. No sharpening. No broken 
stubs. 
SO FEATURE AMERICA’S FASTEST SELLING MECHAN-’ » 
ICAL MARKING PENCIL FOR CONSTANT PROFITS. 


IN 6 COLORS 
RED BLACK 
BLUE GREEN 


BROWN YELLOW 


... ee Your Jobber 


LISTO PENCIL CORP., ALAMEDA 
CALIFORNIA « LISTO PRODUCTS 
LTO., VANCOUVER, 8.C. CANADA 
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duct the various programs at the annua! convention of 
District No. 14, NSA, at the Lafayette Hotel in Long 
Beach, May 2 and 3, according to R. E. Shepherd, pres- 
ident of the Southern California Group. 

All details for the convention are about completed 
and the event gives promise of being unusually success- 
ful, according to the committees in charge. 

a” - ~ 

In accordance with a new plan which is being tried 
out in Southern California, that of meeting in various 
communities in the Los Angeles area instead of meet- 
ing each time in Los Angeles proper, the board of 
directors of the Southern California Office Machine 





NEWLY-ELECTED OFFICERS OF SOUTHERN CALIFORNIA 
OFFICE MACHINE DEALERS ASSN.—Left to right: G. S. 
Brewer, Hollywood Typewriter Shop, secretary-treasurer: 
D. Ligon, Glendale Typewriter Exchange, president; H. Petit. 
California Typewriter Exchange, Los Angeles, vice-president. 


Dealers Association met for a dinner and business 
meeting at the Mar Monte Hotel in Bakersfield on 
March 14. 

Mr. Miller, who is chairman of the NOMDA conven- 
tion which will be held at the Ambassador Hotel in 
Los Angeles, June 19-22, gave a report on the work 
so far done. 

<>< - — 
NEW ENGLAND TRAVELERS CLUB NOTES 

John J. Dunne, manager of the Boston office of Na- 
tional Blank Book Company, and Mrs. Dunne are the 
parents of a daughter born on February 1. She has 
been named Margaret Kathleen. 

Also parents of a new daughter, Elinor Barbara, are 
Mr. and Mrs. Maurice Seidman. The father is owner of 
University Stationery Company, Cambridge, Mass 

* - a” 

The new stationery department buyer at Bigelow 
Kennard & Company, Boston, Mass., is David B. Coburn. 
* ~ > 

Walter Tanch of L. B. Moody Stationery Company, 
Salem, Mass., was called upon for double duty recently 
He served on the jury 

+ * ” 

Haskell Office Supply Company, Northampton, Mass.., 
has moved into a beautiful new store at 247 Main St.., 
and is now operating under the name of Haskell & 
Gilbert 

* - ~ 

Milton Topin of Apex Office Supply Company, 655 
Bank St., New London, Conn., is moving to new and 
larger quarters at 121 Bank St. 

* * ~ 


Edgar Berry’s associates of Berry Paper Company 
and Loring, Short & Harmon recognized his fiftieth 
year in the stationery business recently with a surprise 
party. About 200 were present at a dinner in the La- 
fayette Hotel in Portland, Me. In the name of his asso- 
ciates, Al Gooding presented Edgar with a banjo clock 
Andy Maish brought a very original greeting from Den- 


nison s 
* * * 


These items are taken from a recent issue of Neu 
England Travelers Club News, edited by John F. Nack- 
ley, 63 Franklin St., Boston 10, Mass 
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Yes indeed, seven brilliant colors for your cus- 
tomers to choose from— each equally efficient for 
them, equally profitable for you! Genuine, original 
Mak-Ur-Own is widely known as the standard for Snipe the Strip 
comparison in index tabs. Satisfied users know that 
its high quality has never varied— throughout the ANY SIZE 
years it has led the field in consumer approval. 





Mak-Ur-Own is a ‘‘buy'’ word in almost every Show your customers how 
office and in many homes. Its past popularity alone easily Mak-Ur-Own can be af- 
will bring you repeat sales. Add to this the many fixed to any type of a page, 
efficiency features you can demonstrate to new cus- folder, or card. Write, type or 
tomers such as the handy beaded pick-up edge, self print on index label, insert in 
aligning high grade fabric skirts, permanent gum- a strip of Mak-Ur-Own, cut to 
ming, printed cutting scale in each strip, and choice required size, moisten, attach 
of 3 extensions for 1, 2 or 3 lines of typing— and and you have a permanent, 
you have profit possibilities unlimited. Write today easy to see, easy to grasp tab, 
for further information. that will live as long as the 


record it is attached to. 











Le 


. in addition to all the 
sales helps available, Mak-Ur- 
Own is now packed in a new 
self-dispensing 25 ft. shelf box. 
A time and space saver for all 
dealers, it shows colors and ex- 


\ tensions at a glance. 
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IMAGINE... Only ONE Machine 
that will do Everything! 


PRICED AT 40 PER CENT BELOW ANY COMPETITION 








BUSINESS Dictation, sales train- 


ing, conferences, telephone re- 


cordings. 
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RETAIL STORES Inventory-tak 
ing, music and announcements, 
customers’ participation, stock 














control. 





LAWYERS Client's story, briefs, 


wills, accident reports, estat 


and tax data, testimony, speech 





For Transcription 
By Foot Control 


MCA Vseice on Wire 


FOR DICTATION e TRANSCRIPTION ¢ AUTO- 
MATIC ERASING e PERMANENT RECORDING 





UNBELIEVABLE—ONE spool of 
wire records and plays back 
instantly 7,000 
average letters, erases automati- 


words or 40 


cally; use same wire over and 
over 100.000 times. 


ANY ONE CAN USE—Fully Au- 
tomatic 1 switch electric control. 
Uniform back spacing, auto- 
matic stops. Timer and indicator 





seconds and minutes. Portable and compact—27 


lbs.—carry anywhere. Finest fidelity and crystal 
clear tonal quality—without distortion, and count- 
less other exclusive features and advantages for the 
LOWEST PRICE IN AMERICA. 


ATTENTION DISTRIBUTORS— 
SOLD ONLY THROUGH FACTORY-FRANCHISED DISTRIBUTORS. 


Inquire if your area is still available 





For Dictation 
By Remote Control 





CLERGYMAN Sermons and serv- 


ices to invalids, choir practice 
} ' 


lectures, teaching, timing de- 





SCHOOLS Educational, music, 


speech a m lectures mem- 





DOCTORS Case histories opera- 


tions itopsies, psychiatri« n- 


views consultations perma 


nent 


MAGNETIC CORPORATION of America 


756 MILWAUKEE AVE. 


CHICAGO 22, ILL. 


Export Sales Division, J. J. Conoly, Inc., 460 10th Ave., New York 18, N. Y. Phone BRyant 9-1100 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 

Burt’s Office Machines and Typewriter Store at 1204 
Second Ave., Seattle, induces typewriter sales with a 
special offe1 Your Name in Gold on any Typewriter 
-urchased” in its store. 

> - al 

Well-versed office machines technique and prac- 
tice, Wayne A. Gardner, director of the Seattle YMCA 
Technical schools, has recently been named as a new 
member of the educational committee of the Seattle 
chapter of the National Office Managers Association, 
composed of those working constantly to study new 
office devices and machinery and improve office man- 
agement methods and éfficiency on a large scale. Mr. 
Gardner and his committee will devote earnest atten- 
tion to the training of more competent office staffs and 
the use of the most modern office techniques. 

> . > 

Featuring manner of office stationery as well as 

hool supplies, paper articles, pencils and writing ma- 
terials, the Sprouse-Reitz Company, Inc., has just 
opened a new 5-10-15c store in a new building at 410 
Railroad Ave.. Shelton, Wash. From the Southwest to 
the Northwest comes E. L. “Gene” Brewer to manage 
the new outlet for stationery and other variety lines. 
He has been transferred on his own application from 
the company store in Albuquerque, N. M., and its 
warm, dry climate, to the Northwest, with its relatively 


ol, moist ozone 


( 


* > * 


The J. K. Gill Co., Portland, Ore., has developed, 
through Gill factory-trained experts, a pen repair and 
ervice department not unlike a large service station. 
A large fountain pen is shown like an auto with those 
manning the pumps of “black ink,” uniformed as serv- 
ice station attendants 

> * > 

Sizable expansion will shortly be underway for the 
chain of “Diamond 5 cents to a dollar stores of Seattle, 
Inc.” These ] e outlets for stationery and school sup- 
plies have recently filed amended papers of incorpora- 
t rganization, stepping up capitalization 
ollars and allowing financial room for 
i further retail development. 

a a * 

New honors have come to William C. Forehand, man- 
ager of L. C. Smith & Corona Typewriters, Inc., at 919 
Second Ave., Seattle, Wash., in his recent election to 
membership it 1e Seattle Chamber of Commerce. Mr. 
Forehand v posed for this membership by H. M. 
McLellan. 


tion for their 
to one milli 


carrying forv 


Echoes round-the-world trip and distant 
ourneyins f the late James D. Lowman, celebrated 
tationery pioneer of Seattle and former head of the 
Lowman & Hanford Company of Seattle, were mani- 
fest in the public auction of many of the articles 


gathered in travels by Mr. Lowman, together with 
many of the objects of art and furniture of his home 
At Bushell iction house in Seattle. folks who knew 


tationer as well as others who merelv 
sales for the excitement, turned out 


the venerable 


frequent 


masse to bid on the Oriental rugs, souvenirs and 
mementoes of this former globe-trotter in his younger 
vears 
7 > > 


Opening office and bank safes, but well within the 
aw, and not 1. Jimmy Valentine fashion. is the forte 
John A. May, safe-opener deluxe of Seattle. Naw 
in his sixtic he has ovened all manner of safes and 
ife combin and has been flown here and there 
for the purpose. In more than 30 vears of such spe- 
alizine. he re many a knotty job and exverience 
in the field, pa Uarly on recent trios to Alaska—one 
wherein he wa alled and flown to Ketchikan, and 
iunother by be tiful boat ride on a Coast Guard cut- 
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Price shown is for 


‘ 1p ‘ Versilan upholstery 
4 § 3 
Le - One Look at the Sturgis 1200 Execu- 


tive Chair, and the customer wants 
ey all the facts. 


> One Trial of the Sturgis 1200 Execu- 
Psd tive Chair, and the customer says 
> “That's for me.” 


One Purchase of the Sturgis 1200 
>> Executive Chair, and the customer 
iat becomes a prospect for the whole 
Fs Sturgis line of executive and stenog- 

rapher chairs. 


THE STURGIS PLATFORM 





Dealers Only 
Complete Line 
Honestly Priced 
Volume Sales 
Substantial Margins 
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HIGHEST 
QUALITY 


Prompt 
Efficient 


Service 


Specializing 
in 
packaging 
under dealer's 


private imprint 


“The Complete 
Line” 
Stands the test 


of time. 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 


INKED RIBBONS 
CARBON PAPER 
CARBONIZED ROLLS 


HERE IS YOUR CHECK 
| ar 


CARBON PAPER 


Typewriter 

Pencil 

Billing 

Saddleback or Reverse 
Speed-o-form 
Hectograph 
Stencil 

Binder 

Jacket 

Book 

One Time 

Special Strip 

For Ozalid process 


INKED RIBBONS 
for 


Typewriters 
Adding machines 
Billing machines 
Bookkeeping machines 
Addressograph 
Dupligraph 
Speedaumat 
Multigraph 
Multilith 

Daters 

Time clocks 

Flat bed presses 
Special purposes 


CARBONIZED ROLLS 
for 


Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 
Tailor marking 

Neon (asbestos) marking 
Teletype 

Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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ter which was like a sea-voyage and vacation, to open 
a post safe when a former commandant had been 
relieved and had not told his successor the combina- 
tion. He had to get the station payroll and personnel 


records out for the boys! 
—-- 


A STATIONER ADVISES WASHINGTON OMDA 
(Editors’ Note—W. T. Woodhouse, president of the Washington, D. C., 
Stationers Asscciation, headquarters group, delivered the following 
address at a recent meeting of the Washington Office Machine Deal. 
er’s Association. Because the talk reflects a proper viewpoint between 
machine and stationery dealers, it is used in full). 

I feel very close to the office machine dealers, hav- 
ing been a member of the old association some 18 
years ago and I want to leave this thought with you 
Our two associations and businesses have a great deal 
in common, no better good could come out of the 
efforts of these two groups:than to exchange our 
views, problems and policies for our mutual advan- 
tage. As a matter of fact, a large number of the mem- 
bers of our national association are also members of 
NOMDA. The only difference between your business 
and ours is that we sell office supplies and equipment 
to everyone whether in the home or business, and 
you sell and promote the use of time-saving office 
machines to step up economic and efficient operations 
of business. 

In order to be successful in either of our businesses, 
we must first know their applications to the problems 
of our customers. This can only be accomplished 
through years of experience and hard work. We must 
be able to sell and convince the prospective customer 
that he should, in order to speed up office procedures 
and operations, spend $1,000 for equipment to do a 
job that he is already satisfied with. 

First, you must build your organization to the high- 
est degree of proficiency. Don’t be too sure of yourself, 
as your competitor might outsmart you. Build up and 
train a competent and intelligent sales force. Do not 
ever, if possible, send a salesman out unless he has 
had at least six months to a year of training on the 
inside, as the merchandise you sell is highly special- 
ized and your men must be able to present it intelli- 





‘gently. 


Good Mechanics Are Important 

See that your service department is personneled by 
thoroughly trained mechanics, for a poorly and in- 
efficient service department could mean not only the 
difference between a satisfied or unsatisfied customer, 
but eventually the breaking down of your entire busi- 
ness structure. These are a few of the attributes to a 
successful and profitable business. 

Of course there are other procedures necessary in 
helping to expand your operations, such as direct mail 
advertising, newspaper advertising, prompt delivery 
service, courtesy of your employees to customers, using 
all advertising material furnished by your manufac- 
turers to the best advantage, spot radio announce- 
ments of items the general public will buy, and well 
planned and attractive show windows. They are your 
Silent salesmen. Most important is to instruct your 
salesmen that no sale is too small to service. The 
purchase of a $.75 typewriter ribbon could lead to the 
sale of a typewriter or a $250 adding machine. 

Why do I feel that our two associations should 
know each other better? Because we both service the 
Same type of customers, distributing kindred lines. 
Our business is made up of a diversified line of some 
20,000 items ranging from pins to office equipment 
Yours is made up of highly specialized items such as 
typewriters, adding machines, checkwriters, dupli- 
cating machines and many other office appliances 
Therefore, when we sell to a customer it makes possi- 
ble a sale of office machines and service by you and 
the same applies to us. You sell a customer office ma- 
chines which makes possible the sale of office sup- 
plies, equipment and printing by the stationery house 

Most of us in business have, during the war years, 
given little thought of what we might face in the post- 
war area. You in the office machine business went 
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Construction details 





For extra omfort, sad- 


dling of the seat is carried 
through to the back end. 





For r gid frames hand fitted 
orner blocks glued and 
screweod tf tion 





For everlasting joints — two 
hard rock maple dowels and 


give at eac! 


No. 1911S 


For easy movement — case ee 99 
hardened ste glides with - 

shion of ent rubber, 
applied to bottom of each leg. 


Made of Quartered White Oak and Genuine Walnut 





The chair of a hundred uses and guaranteed service at a low cost unprece- 
dented in the history of Gunlocke chairs. When economy is a factor, by 
all means push Gunlocke Utili-Chairs, No. 1911-S. You can sell them 
almost anywhere that comfortable, sturdy chairs are needed. They are 
large enough for comfort, yet small enough to save space and permit 


easy movement. 





Utili-Chairs will give your customers years of satisfactory service 


because of the double doweled joints, hand fitted corner blocks and heavy 





stretchers. The Gunlocke Guarantee goes with each one. The Utili-Chair 


is low in cost and your assurance of customer satisfaction, quick turnover. 


Chairs for Your Working Comfort 
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a Sob. H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 












1. ANGLED VISIBILITY . . . 30° 
index characters than any other insertable 
tab. Inserts available in 5 colors and white 


Wanufactunrers of the Seleo Line 


531 S. JEFFERSON STREET 


200 





. SPRING ACTION . 


“Efficiency plus 
Comfort!”’ 


“Since we replaced our old-fashioned 
file guides with the new SEL-plastic-TAB 
Guides, the only time | stoop is to take 
bows for the stepped-up efficiency of my 
filing department. SEL-TAB’s extra large 
guide index label and 45 degree angle 
allows signboard visibility even in the bot- 
tom drawer, and its smooth contours elim- 
inate scratches and broken fingernails. 


‘SEL GUIDES’ ARE SWELL GUIDES!” 


DEALERS—Request samples and Price List 


of the entire Selco Line of Filing Supplies. 


prevents inserts 3. ONE PIECE CONSTRUCTION .. . tab 


from falling out, split back allows inserts attached securely with metal eyelets; won't 
to be removed and replaced more easily break off, even with the roughest handling 


SELL CORPORATION 


CHICAGO 7, ILLINOIS 
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through the war years combating many problems as 
to how to continue to operate during the curtailment 
in the manufacuring of office machines except on 
high priorities under Government control. Most of 
you during that period, I believe, concentrated on 
repair services to some degree of success, looking for- 
ward to the day after the war when production would 
get back into full swing and you could map out your 
program of operations to get your share of post-war 
business 


GOMPARE 
What has happened two and one-half years after 


¥ 
PECTS A - 
the war? We find conditions with regards to produc- 


tion by manufacturers, especially in our industries, } WITH ALL OTHERS 
worse in some respects than it was during the war. } 

These manufacturers who were camping on your } 

doorstep for business before the war, are still working {| MADE IN SWITZERLAND... 
m allocations with the “take it or leave it” attitude. | 4 MOOEL OF Swiss 
This picture is changing very rapidly and no one can {| "*®C!S!ON 
predict what the future holds in store for us. In order 
to be ready for this, we must be very cautious in not 
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attempting to over-expand our business, keeping our 
inventories at the lowest workable level but not so 


low as to become dangerous to your operations. 
—b-e-  - 


MASKED BANDITS TAKE “51” PENS SINCE 1933 
Theft of 20,000 pens has the Parker Pen Company THE COMPLETE 


; : ™ 
worried over mort than the material loss. James N. ™ LINE BASED ON 
Black, vice-president in chargé of. sales, stated, “We >, THE 10 KEY 
have long followed a policy of selective distribution on Y SS PRINCIPLE 











the theory that the sale of a prestige item such as the 
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Parker “51” in a blacksmith shop would hurt the item 

more than it would help sales. If the holdup men are } Tee RECALL KEY 

not apprehended and the merchandise not recovered. }$ ; Sea his recall key will re- 
we will have way of knowing the channels through } a ae torte ebaaid ty tin Gael 
which the “51 will be dispensed to the public nor including the last total 

will we knov der what conditions of price and mer- 





chandiaing | vane" DOUBLE and TRIPLE ZERO 


raid occurred Sunday night, March 20, at the $ 
These two keys eliminate thousands of opera- 


Company's shipping department. At least three masked } (20) tions. Depress the triple zero key only twice 
bandits boun gagged and blindfolded the night } = to enter six digits. Operators highly recom- 
Raoall 


watchman. Retail value of the loss is placed at $161,000. mend these time-saving features of Precisa. 








—-<- 
GOULD AIDS HANDICAPPED VETS IN JOBS 


Ability, not disability, counts’. This slogan has been 


ah VISIBLE DECIMAL and CREDIT BALANCE 


put to work by George E. Gould, director of the Capitol All Precisa models have as standard features 
School f ‘vpewrite achanics Tashj direct subtraction and credit balances, plus the 

~— Pe ‘ / +4 - iter Mec hanic s, W ashington, D. C. Visual Decimal Indicator to simplify multipli- 
His work for Employ the Physically Handicapped Week cation. Other features are Total and Sub-Total 


keys: Correction key; Non-Print Key; Non- 
Add Key; Repeat Key; short, easy operating 
lever drive. The Multiplication Key automa 
tically moves the digits to the left one space 
for stepover multiplication as the motor bar 
is released, eliminating another manual oper- 
ation found in many machines 


EXCLUSIVE DEALERSHIPS AVAILABLE 


Our National distribution system permits the addition of 
new dealerships in some communities. Attractive discounts 
are allowed All machines are guaranteed for one year 
against defects in parts and assembly. Complete stock of 





parts always available for service 


FOR DETAILS ABOUT THE SIX 
fi MODELS, mail this coupon 


aoe 








AARNE ASRS ANS 






WELL DONE.—George Gould (left), director of the Capitol 
School of Typewriter Mechanics, Washington, D. C., receiving “"™" ; 
Man of the Month award from Bill Sardo, director of “The { PRECISA DISTRIBUTORS. INC 

oo’? heal . 905 Second Ave. Bidg., Seattle 4, Wash 
Bulletin”, official Junior Chamber of Commerce organ, for 
his work during Employ the Physically Handicapped Week. Gentlemen: | am interested in a dealership 


for the Precisa machine 


SANS RONDE ARNON RONEN GRNREEEE GoOEER HtocEe By = % 


was judged so outstanding that he received the Man 
of the Month Award from the Junior Chamber of Name oe 
Commerce 

During Mr. Gould’s campaign in the nation’s capital 

1947 more than 27 firms signed up for the program = as 
and more than 150 job openings were secured. The j; 
program was so successful that the Junior Chamber jj ‘ty Zone sate 
f Commerce adopted it for a national project with *“™=-* ee ae Sr 
1800 Jaycee rganizations “doing a terrific job in 
1948.” 

One project at Washington last year was Mr. Gould’s 
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One of the Most 
DRAMATIC OFFERS Ever Made 





A FREE $30 REVOLVING 
DISPLAY plus °33°” List Value 


of Free Merchandise 
with this C-THRU DEAL 


You CAN believe your eyes. Here's the way to 
double and triple your sales of C-Thru ruling 
devices. This sales making action display was 
developed in answer to the requests of thousands 
of dealers who wanted a compact, dramatic 
method of showing C-Thru merchandise. Look at 
the advantages of this display. 


COMPACT — Only 17'/2 inches in diameter, and 
32 inches high — yet shows 24 of the fast selling 
C-Thru items. 


VERSATILE — Can be moved about to any part 
of your store for display, or can be used as very 
attractive window display. 


COMPLETELY ASSEMBLED — Just unpack and 
this display is ready to work for you. It comes with 
items mounted. 


MOTORIZED — Can be had with motor as op- 
tional feature. 


Write for complete details 


RS - TRIAMGLES + BAVIGATIONAL (ESTROMERTS ~ STERCILE - PROTRACTORS « OTHER DEVICES 


tttlk linjlirly 


HARTFORD, CONN., U. S. A. 





202 





sponsorship of a trailer at 1000 Conn Ave. to acquaint 
the public with the program and to sign up employers 
right at the trailer. 

More than 67 firms and organizations signed up for 
hiring handicapped persons in 1948. Actually, so many 
job openings came in that there weren’t enough 
qualified people to fill the vacancies. 

Among the handicapped persons presented by Mr. 
Gould at luncheon meetings was a blind typist who 
works for the International Business Machines Cor- 
poration in Washington, D. C. 

—- — 


OTLATCHING witht"? 
REGON HRAILERAVELERS 


Wilson Turner, Correspondent 







I am sorry to report Charlie Easton, of Lowman and 
Hanford Company, Seattle, Washington, is home with 
heart troubie. We hope he gets back to work real soon 

+ a * 

Jack Shade has left the Pioneer Printing Company 
of Klamath Falls. His job has been taken over by C. P. 
Gabriel trom Missouri. Mr. Gabriel is new to the sta- 
tionery business. He formerly owned a grocery store. 

e * a 

Kenny Carlson of the J. K. Gill Company, Art Dept., 
Portland, Oregon, is getting married and has been 
running around frantically looking for a place to live. 
The other day a man stepped up to him and asked him 
for a Speedball pen and a piece of cardboard saying 
he wanted materials suitable for a sign saying “Apart- 
ment for Rent.” Kenny said, “You won’t need the 
merchandise. I’ll take the apartment.” 

. + + 

The oldest son of Kenny Brown, Book Nook, Walla 
Walla, Washington, is becoming quite a skier. It is 
expected that he will be one of the Olympic Champions 
in the near future. He’s so good that his friends have 
nicknamed him “Olav.” 

* - - 

The Perkins Music and Stationery Store of Coquille, 

Oregon, has been sold to Chester Morgan’s family. 
” * * 

Bill Harrington is no longer with the Zellerback 
Paper Company in Seattle. 

* * * 

Comment has been made on my mentioning Bill 
Kling of Kling’s Stationery in Lewiston, Idaho, so often, 
but I say, “what better subject material is there about 
which to write.” Who else would buy a special light 
meter and go to all sorts of trouble to take colored 
photographs, send them in for developing, and when 
they came back find out that they were black and 
white? 

7: - - 

It comes as quite a surprise to all of us that Ed Moore 
is no longer with the National Blank Book Company. 
At the last report he was considering representing sev- 
eral lines on the coast 

—<- 
ADDITIONAL FACTS ON MAXON COMPANY 

Through an oversight some details regarding the 
Maxon Office Equipment Company, 1409 State St., Erie, 
Pa., were not given in the article appearing on page 
19 of the March issue of OFFICE APPLIANCES. Mr. and 
Mrs. Dayton E. White have purchased L. R. Maxon’s 
business, operating it as the Maxon Office Equipment 
Company. Mr. Maxon is still with the firm in a sales 
capacity, but otherwise it is an all-new organization 
Mr. White was with IBM for 31 years, the last 24 as 
manager of the branch at Erie, Pa., before purchase 
of his own business with Mrs. White 
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only Welch URFLIGHT Circulalon 


offer you these Exclusive Features! 





Now that customers are “shop- 
ping” more carefully... looking 
for better values, the exclusive 
features of Welch Air-Flight 
P Circulators help you sell on the 
»} 


) spot... enjoy faster turn-over, 


4 greater, quicker profits. 





"Exclusive" Features to Put Your Sales Way Out Front: 


PLASTIC CONSTRUCTION. Provides 1,10 the weight of other 


{ 
hy materials. 


ER-RINGS. Only Welch Air-Flight Circulators have the patented 


i 
<'& 


LO 


LE magic-like louver-rings that control and direct the flow of 
= 
= cooling air. 


BEAUTY OF DESIGN. The modern, clean-cut styling of Welch Air- 


Flight Circulators easily makes them ‘America’s Most 


7 
‘ 
\ 


Grin 
4. fh 


Beautiful Fans” 


x 


* 
x 


VALUE. Only Welch Air-Flight Circulators give your customers, dollar 


~~ ¢% ~S for dollar, this extra value. 
lS = 


i 


Write for complete information about the Welch 
Faster-Selling Plan. Let us explain how Welch 
Air-Flight Circulators are built to out-perform, 
out-demonstrate, and out-sell competition. 


~) 


W. W. WELCH COMPANY | 
GENERAL OFFICES CINCINNATI 2, OHIO 
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NSA DISTRICT NO. 1 AWAITS REGIONAL AT 
HOTEL WENTWORTH BY-THE-SEA 
Elaborate preparations have been made for the Dis- 
rict No. 1 NSA regional convention to be held at 


Hotel Wentworth By-The-Sea, Portsmouth, N. H., June 
1 and 2. By March 15 reservations for 200 persons had O2ZLY. 
lready been made at the hotel, including representa- 


tives of 35 different retail stationery establishments. 
One of the features of this convention is to be a 


manufacturers’ exhibition of sales aids, such as dis- 
plays of sale romotion materials including direct K O y 
mail pieces, wit w or counter displays, price lists and 


catalogs, and other special literature. A late announce- 
ment is to the effect that finished goods may be dis- 


played by a manufacturer, provided it is an integral bp) A's @ BS 
part of a dis] Otherwise the exhibition is strictly ia | 


onfined t lisplays of sales promotion materials. 

Arthur L. K Ward’s Stationers, Boston, Mass., is 

hairman of the exhibition committee and is making 

extensive pla to accommodate the exhibits of 100 

“7 Saale oan are nvention is built around DATING ST PS 
ne ntire |} ram oO conve on 18 

a neniat turers’ exhibition of sales ‘aids. Speakers MAKE FOR ane EFFICIENT BUSI- 

will be heard on such subjects as “The Dealer’s Use of NESS OPERATIO 

Direct Mail Planning Sales-Getting Window Dis- 

plays,” and “A Dealer Ties in With a Manufacturer's 

Promotion SUPPLY THE DEMAND 
Located on the New Hampshire seacoast, the con- HAVE A GOOD ASSORTMENT ON 


ne of the famous hotels of the world due to its 


natural char ind historical associations. WHEN WANTED 


Pree con ag SALES — PROFITS 

CARTER USES COLOR STRATEGY FOR SALES 

A four-page illustrated spread in the January issue ORDER YOUR SUPPLY TODAY! 
f Modern Pi ying tells how The Carter’s Ink Com- 
pany has adopted dazzling new packaging and color 
trategy to st juality office supplies 

rhe article states that the new group of Carter pack- 

es is designed to meet all stationery market require- 
ments—qualit rice, feminine interest and specific 
product use 

Considerable attention is given to the Deluxe Golden 
Arrow package of carbon paper, commemorating Car- 
ter’s 50th anniversary as a national advertiser. Beau- 
tiful gold and silver metallic boxes have been intro- 
duced as companion pieces to the Golden Arrow and 
Silver Craft carbon paper packages. These have full- 

lor lithog1 i floral designs on the lids and are 
without trade entification on the tops of the boxes, 

that each makes an attractive re-use container for 
paper clips, pi r loose powder in the secretary’s desk. 
Among other Carter package improvements is new ele- 
unce for the Jewel Case, a set-box containing five 
bottles of red inks for writing desk use. Labels for 
ill Carte imer packages of paste, mucilage and 

bber cement have also been redesigned. 

——_-—= > o————— 
VICTOR ANNOUNCES TWO PROMOTIONS 

Two promot in the branch sales organization of 
the Victor A Machine Company were announced 
by A. F. Bakewell, general sales manager. These pro- 
motions be e effective March 1. 

In the first of these moves Everett L. Mueller, for- 
merly bran unager at Milwaukee, Wis., has been 

omoted t istant branch manager for Chicago. 

Thomas D. Clark, formerly Victor’s national accounts 
ipervisor f Chicago, has been promoted to fill the 















ition in M ikee 


Both of t men have been employed by Victor 
many | Mr. Mueller since 1937 and Mr. Clark 


a — 


NEW SUPPLY STORE OPENS IN OREGON 


ax 
rhe Bend Office Supply Store was recently opened ! 


+ Bend Office Supply Store was reeently opened GOMANeAN yh 4 
A repair de tment will be managed by Hal Brisker. 5 INC. 
hines and Remington and Woodstock 


. writer e carried in stock, also stationery and 80 DU ANE ST. NEW YORK 7,N Y 
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LEDGER 











SHEETS 


The same fine quality 
papers—the same ac- 
curately ruled forms — 























are now available at 
quantity discounts on 
your own selection of 





rulings from our large 
assortment of Ledger 
Sheets. The coupon be- 
low will bring you the 


















































complete descriptions of 


all rulings PLUS 
full discount informa- 
tion, 














COLUMNAR FORMS 


in Brown and 
heavy 
paper. Line 


easy posting, 


COLUMNAR PADS 


Widely accepted as the stand- 
ard. Buff bond paper with 
a non-glare finish. Ten 
standard forms, pen ruled 
in Brown and Green to 
minimize eye strain. Also six 
popular rulings of Account- 
ants Work Sheets. 


Complete descriptions of these forms and 
rulings are in the newly revised supple- 
ment to Catalog “J”, Business Forms and 
Accounting Systems. Mail the coupon 
below for your copy of this booklet. No 
obligation, of course! 


The C. E. Sheppard Co, ~ 
4 44-01 TWENTY-FIRST STREET <> 


Cesco 
mse LONG ISLAND CITY 1, WN. Y. 


Mail This Coupon TODAY! 


THE C. E. SHEPPARD CO. 
44-01 2st Street, Long Island City 1. NV. Y 

Please send me the newly revised supplement to Catalog “J 
with full information about the quantity discounts you offer in “Office 
Appliances.” 














", together 


INDIVIDUAL 
FIRM NAME 


STREST ADDRESS 









Ideal for Statistical Analysis 
or General Accounting. Ruled 
Green on 
White or Buff ledger 
numbered for 

















EASTERN EUROPEAN BUSINESS 
MACHINE INDUSTRY 
STAGES COMEBACK 


By Aleksandrs Kanbergs 


S WINSTON CHURCHILL said, Europe is divided 
A by an “iron curtain” from Lubeck to Trieste. Be- 
hind this “iron curtain” is another one, the old 
Russian frontier line, which separates Soviet Russia 
from the countries it occupies. As the “sovietization” 
of the Russian zone of Germany is still not completed, 
business economics in this zone and in Soviet Russia 
is quite different. In Soviet Russia proper, the old 
communistic methods are still going strong,.and all 
the concessions which were made to the people during 
the war were withdrawn after the war was over. 

Although the western part of Germany is known 
mainly as industrialized country, most of the largest 
business machine industries were never situated here, 
but rather in Thuringia and Saxony, as well as in 
Berlin. Because of control over the German provinces 
of Thuringia and Saxony, Russia is inheriting the bulk 
of the former German business machine production 
facilities located in that area. 


Russians Take Over 


After several business machine factories in the 
Soviet Russian zone were dismantled and the best ma- 
chine tools removed, the Soviet occupation authorities 
organized a campaign to encourage the re-establish- 
ment of the former factories by leaving them the 
oldest and outmoded machine tools and stocks of 
parts. These re-established plants, plus whatever other 
ones were not dismantled, became Soviet property. 
One exception to this procedure has been the Mercedes 
factory, as there is considerable American capital in 
it. Therefore, this factory was given to the “people” 
and was not affiliated with the Soviet Company, Ltd., 
For Manufacturing Machines of Precision (Sowjetsche 
Aktiengesellschaft fiir Pracisionmaschinenbau) where 
all other must be incorporated. All these properties 
are managed by Soviet Russian appointees. Most of 
current production still goes for reparations. 

Although, it must be stated, Soviet Russia did not 
dismantle all the factories and removed only the best 
facilities, production in eastern Germany through 1946 
amounted to no more than 20 per cent of 1936 figures. 
It has climbed a little, according to present estimates. 
From Russian opinions there is 60 per cent of the 1936 
productive capacity remaining in the area if optimum 
output is achieved. These estimates are sketchy at 
best, because the statistics are Soviet secrets and gen- 
erally unavailable to outsiders and “common people”. 

There was little development of the business machine 
industry within Soviet Russia itself before the recent 
war, certainly insufficient to fulfill the limited demand 
of the State offices and enterprises in which the em- 
ployment of office machines even now is still in a rela- 
tively primitive stage. Before the first world war, most 


private and state offices in old Russia used the 
“Stschoty”, which is the Russian abacus. It is still 
produced and used throughout Soviet Russia today. 


Shortly before World War I a Swedish inventor and 
manufacturer, Odhner, began the manufacture of 
calculators in russia. All other business machines, in- 
cluding typewriters with Russian characters, were im- 
ported. When the Communists realized the need for 
business machines, they organized a special factory 
for mass production of a machine like the old original 
Odhner calculator. The factory, and its product, was 
named after Felix Dzersinsky, although the head of 
the political police, NKWD (as it was then called), had 
nothing to to do with the calculator, its invention or 
even its production. It is possible that after several 
years the Communists, who claim that all important 
inventions in the world were made by the Russians, 
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1949 WOODSTOCK TYPEWRITER COMPANY 
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MONTHLY REPORT TO DEALERS OF 


ohuson Chair Company |! 




















PUBLISHED EVERY MONTH 


BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO, ILLINOIS 








FAMOUS JOHNSON CHAIR “1738” 


IS BACK- WITH NEW FEATURES! 


Again you can Promote this 
Fast-Selling ExecutivePostureChair 


Unique Patented Advantages 


Johnson back with arms attach: 


occupant leans away from desk 
any angle. Arms tilt with back 


need of shifting position of seat when 
remain on floor—with no pressur 


even when seat and back are ti 


Johnson Has NEW MOvELS comine 
SOON — FINEST IN 


A Few Open | JOHNSON’S 80 YEARS! | 


Territories 


Here is an opportunity for 
live-wire dealers to acquire one 
of the finest office chair lines in 
America. Only a few territories | 
are available. | 

For 80 years Johnson's high 
standards of quality and crafts- | 
manship have built for this line 
a reputation which makes a 
Johnson dealership a great 
asset. 

If interested, get in touch 
with Bill Small at Johnson 
Chair Company, 4401 W. Nort! 
Avenue, Chicago. 
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irawing boards 


ustomer-grab- 


WHY “1738” 


IS A HIT! 





Chair is custom-fitted to ac- 
tual working position of the sit- 
ter. Notice how back conforms 
with natural curves of the body. 
Correct posture is maintained 
at all times. Fatigue is elimina 
ted. Perfect comfort assured. 


Back posture support always 
right. Position of back changes 
to conform to occupant’s posi- 
tion. The chair back follows the 
sitter. Affords perfect support 
to all parts of the body. 





your cash register 


| assumed without strain or hin- 


announcement | drance. The seat tilts with the 


Complete relaxation when de- 
sired. Relaxed position can be 


back. No perceptible rise at 
front of seat, so feet are al- 
ways on the floor. 













Again Johnson moves ahead 

with the greatest advance 

in seating comfort since the in- 

vention of the swivel chair... 

the improved No. 1738 execu- 

tive chair with Synchro-tilt 
action. 


This smart modernized model 
of the famous Johnson “1738” 
is brought back at the request 
of dealers all over the country. 

NEW FEATURES 

It has all the popular, fast- 
selling appeal of the old 1738” 
plus important new improve- 
ments. As a result, you can ex- 
pect history to repeat itself on 
this item with new sales tri- 
umphs 


The arms are attached to the 
back and tilt with it when the 
back is reclined—an exclusive 
patented feature, offered by no 
other manufacturer. 


COMPLETELY ADJUSTABLE 


The chair has all the adjust- 
ments needed to provide a cus- 
tom fit for every individual. 
Simple hand adjustments per- 
mit changes in the pitch of 
back, in the height of seat. and 
in the reclining tension of back 
and seat—to suit exactly the 
preferences of your customer. 

SYNCHRO-TILT ACTION 

This unique mechanism pro- 
vides the ultimate in sitting 
comfort. It supports the user 
in an easy, natural, upright 


working position and lets him 
recline when he pleases. The 


| Seat tilts as the back reclines. 


Furthermore, there is no an- 
noying pressure beneath the 


. knees, since front of seat does 
not rise perceptibly. 


The new Johnson “1738” is 
designed to meet the demands 
of your most exacting customer 
ae styled to blend with the 
finest office furniture and in- 
terior decoration. It’s sure to be 
your biggest seller of the year. 





ALSO AVAILABLE 
WITH LATEX 
FOAM RUBBER 
UPHOLSTERY “OD# 
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try to prove that Felix Dzersinsky had invented 
efore Odhner. 


will 
the calculator 


Quality Is Compared 


this lever-type calculator, produced in 
der its new name without paying any- 
to the inventor is a poor quality, 
heap which should not be compared with 
the modern ¢ ner calculator being manufactured in 
Sweden. The factory, which is now producing the only 
Russian typewriter, has used the German Continental 
a model quality of the Russian machine is 
iecidedly infer to its German prototype. The Rus- 
sians are al aking a portable typewriter, but pro- 
juction of both standard and portables is small and 
typewriters Russian type are imported. Russia 
also produce adding-listing machine like the old 
Dalton and a lculator like Marchant or Monroe. 


in any Cast 
oviet Russia 


ino of 


machir 


Althous Le who never learned bookkeeping, 
ind, therefore, had not a slightest idea of it, made 
he famou tement, “Socialism is accountancy”, 
bookkee} Soviet Russia is not very far advanced. 
Their e1 n for loose leaf manual bookkeeping 
ystems aft World I was short lived when they 
realized the id not produce the proper quality 

per and « Then they turned to bookkeeping 

rching many Astra, Mercedes and Hollerith 
machine e imported. Astra and Mercedes even 
ublishec operators’ handbooks for their ma- 
hines in R and instructors were not allowed 
enter Soviet Russia to teach machine operation in 

e usual Only the Hollerith machines became 
popular al hey are being made on a rather large 
‘ale now in Soviet State. The Russians plan to build 
pecial “b ping factories’ which will have the 
isk ( the bookkeeping work of many other 
factorie i ther words, a central accounting office 
buildin h type machines will be used for this 
york 


Seek Improved Machines 


At the present time, Soviet Russia is trying to im- 
prove the quality of its business machines with the 
help of German war prisoners who formerly worked 

the busine machine industry and “voluntary” ex- 
erts and from eastern Germany who were 
en o V Russia immediately after the sur- 
render. Man‘ f the leading technicians and skilled 
workers in the Soviet zone simply “disappeared” and 


nobody knov thing about their whereabouts. There 


is occasio? rmation about the beginning of a 
new busine ichine industry deep within Russia 
tself, where these people are engaged in building 
and organiz new factories. Through German skilled 
workers ‘hine tools from dismantled German 
factories, Soviet Russia hopes to develop the largest 


industry in all Europe, which should 


luce busins machines in peacetime, and rifles 
he next as did Nazi Germany during the 
t war. T nous “V-1” and “V-2” were assembled 
m the yroduced in several well-known busi- 
é machine tactories 
Soviet R lanning is based on huge quantities 
nachin¢ ls and other modern equipment re- 
ed from ‘ nany. These physical properties alone 
e the I the foundation on which to build 
he bigg« writer, adding, calculating and book- 
keeping n industry in Europe, thereby enabling 
them to be e the leading supplier of business ma- 
hines for export on the European continent 
Standardization Wanted 
The n report indicates that Soviet Rus- 
lans are rdizing the production of typewriters, 


an ilating machines. Only one type of 
each machin: to be produced, as determined by 
Soviet busins chine authorities. This standardiza- 

machines made in Soviet Russia as 
Germany. The program is being rushed 


tion is to a 


well as easter 
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Sec Foam Bond takes pen, pencil or typewriter. Erases 

. . «makes up to 14 clear carbons in one typing. It's been the first 
choice in thousands of offices — large and small — for 35 years. It's 
Nationally Advertised. 


You've never seen a package move any faster! 

and blue box easily creates eye-catching shelf ond | 
Distributed nation-wide by leading paper merchants. It can 
profits for you, too. : 





America’s Favorite 
+ \ Lightweight Office Paper 


as 2” een Tm cs Raa cones 
ZI BROWNVILLE PAPER COMPANY 


‘ 
! 
- : : I 
2 Bridge St. Brownville, N. Y. , 
Please send me one of those “self-selling” Sea Foom Bond 
xes — and plenty of samples — free 1 
me es ea 
' 
Company -——-- ! 
! 
Addre ! 
! 
4 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 
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LITTLE Dealer protection 
eliminates competitive ef- 
fort. 
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LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


Ix 
loz: 


TUN 
an 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
. quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which 


means much more to our “S93 
dealers than price and s¥s" 
selling promises. > 


Write for details and samples. 














“QUALITY EXCLUSIVELY SINCE 1888’ 
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over the objections of some German experts, who 
claim it would be more economical to use the old 
plants and facilities than to standardize at once. 

Consequently, there is the. prospect of severe com- 
petition in the business machine markets of the world 
in very few years, once this program is completed. The 
cheap slave and half slave labor and centralized state- 
directed efforts behind the “Iron Curtain” will enable 
the Russians to undersell all other producers of busi- 
ness machines. Because of the great demand, and as 
yet slow rate of production, they are not now offering 
cheap machines. When international markets dim- 
inish, however, Soviet Russia can be expected to make 
a strong bid to dominate the export market, not only 
in Europe, but in the other parts of the world as well. 
A pattern of such an export “policy” we have seen 
already in the lumber export trade just after the World 
War I 

One condition appears certain already—the market 
in Soviet Russia and its satellites is almost completely 
lost to the rest of the world. 

—-- 
BATES NAMES A NEW REPRESENTATIVE 

The Bates Manufacturing Company, Orange, NWJ., 

recently announced the addition to its sales staff of 








WILLIAM STRONG 


William Strong as the new southwestern representa- 
tive. 

Mr. Strong’s territory covers nine states and he uses 
airplanes to make his schedule whenever necessary. 

— —- 
KISCO MOVES INTO A NEW PLANT 

Kisco Company, Inc., St. Louis, manufacturers of the 
Kisco Circulair, has completed transfer of offices into 
the new six-building plant at 2400-40 DeKalb St. This 
site was acquired shortly after the Kisco plant at 39th 
& Chouteau Ave. was destroyed by fire on Christmas 
Day, 1948, President J. W. Kisling announced 

Limited production of Kisco Circulairs has been un- 
der way in the new plant since March 1 and President 
Kisling states that the installation of new equipment 
in the new plant, which has triple the space of the old 
location, has progressed to a stage that will permit full 
scale production. Shipment of standard Lo-Air and 
Whirlaway models has continued from other ware- 
houses without a hitch since the fire and the increased 
production facilities of the new plant will insure im- 
mediate and continued aelivery of the new models. It 
is emphasized that the fire will in no way affect Kisco’s 
delivery schedule for 1949. 

WOODSTOCK NAMES DEALER AT UTICA 

The Woodstock Typewriter Company, Woodstock, Il., 
recently announced that the Arlott Duplicator & Office 
Supply Company, 820 Charlotte St., Utica, N. Y., has 
been appointed Woodstock typewriter dealer for Oneida, 
Lewis (north to Lowville), Herkimer, Madison, Otsego, 
Chenango, Hamilton, Fulton and Montgomery (west of 
Canajoharie) Counties 

James Arlott will handle the complete line of new 
Woodstock typewriters and maintain a service depart- 
ment assisted by factory trained sales and service per- 
sonnel.—_GET 
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AMERICAN 


NUMBEKING:-MAC HINGZ 





For All Special Requirements 


3 MOVEMENT—S5 MOVEMENT 
— LEVER NUMBERING MA- 
CHINES—CARBON COPY 
NUMBERING MACHINES— 
HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET, 
YARDAGE MACHINES — SPEL 
CIAL MACHINES ON PLAT: 
FORMS. 





Please give full details and 
mention reference numbers 
shown below on special re- 
Write for latest folders describing 


694321 
Facsimile Impression 


quirements. 
all models. 
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AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES.. BROOKLYN 8. N. Y 
BRANCH 105 WEST MADISON STREET, CHICAGO ?, ILL. 
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Bank Exuelopes 


FOR EVERY BANKING 
NEED 


*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 


Currency Gift 
Exccelopes 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 


* 





Passe Sook Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Gackets 
FOR ners OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia tor donation to Schools. 


Write for Prices and Samples 





oclheen 



























Needs 





Seed Exuelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*Inter-Fold Seal Styles 

*Gummed Seal Flaps 


[ustrt fe 











Open End Filing 
Envelopes 


DURABILITY FOR 
PERMANENT FILING 
*Fict ond Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financiol Firms 


AL ELLS 
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ENVELOPE ai COMPANY 


CHICAGO 





SAINT PAUL 
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Model 11 DP— 
Complete with 
25 OXFORD 





Retail $6.00. 
Home - @, ize 


SLIDE F ‘LE 


Adapts desk drawers for suspension type file folders. 

in on the trend to hanging type file folders. Many pe Rae are 
converting to them. This unit is adjustable to fit wood and 
metal drawers. A thin dime is all you need to assemble— 
and a five minute demonstration leads to multiple sales. Packed 
10 to a carton, complete with Oxford Pendaflex Folders— 
letter size. 


ALUMINUM 
CARD FILES 


You'll like the looks and the 
feel cf these smooth, baked en- 
amel card files. Heavy alumi- 
num. An improved hinge and added edge finishing make these 
attractive, popular files better. 3x5 in grey, green, red, white, 
red-white; 4x6 in grey and green. Available with indexes and 
cards, if wanted. 


4x6—$1.75 


3x5—$1.00 LIST 


WELDED 
STEEL CABINET 


Jith a better supply of steel for 
us this year, the No. 66 cabinet 
has been improved in weight 







and in construction. Improve- 
ments are: heavier gauge steel; 
sturdier back corners; better 
shelves; and floor rests. Four 
shelves. Grey or green. Assem- 
bled. 66” high by 26” wide by 


13” deep. Cylinder lock. 


PROFESSIONAL MODEL NO. 66—$37.50 LIST 
All prices f.0.6. Muscatine, lowa 





Organize and Modernize with Home-O-Nize 
THE HOME-O-NIZE COMPANY, MUSCATINE, IOWA 
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Pendaflex Folders. 





DARNELL 


Office Chair 


CASTERS 


perform better 


last longer 


ANY WAY YOU MEASURE IT 


WRITE FOR THE LATEST 192 PAGE 
DARNELL CASTER G&G WHEEL MANUAL 


DARNELL CORP. LTD. Long Beach 4, Galif 
2 60 Walker St., New York 13, N. Y. + 
36 N. Clinton, Chicago 6, Ill. 
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HELPING CUSTOMERS REMAIN 
IN BUSINESS 


By J. E. Bullard 


\\ bee THAN EVER before, every businessman 


needs to know exactly where he stands. Short- 

ages sooner iter will be met. Excess inventories 
may be difficult to prevent. The price situation is 
uncertain. It is made more uncertain by the unsettled 
conditions throughout the world. As soon as produc- 
tion, includir food production, in the devastated 
nations get ck to normal there are likely to be 
surpluses in tl untry where there have been short- 
ges before There is little agreement among the 
authorities regarding when this may happen or, if it 
oes, when al w much and how fast prices will fall. 
That one the best ways for a businessman to 
meet the tuat is to know from day to day just 


indicated by the experience of two 


firms in the eal 1930s. Both were in the men’s cloth- 
ing and furni ngs business. One was a store which 
id been started by a World I veteran shortly after he 


from the service. The other was an old 
established which had for at least a couple of 
renerations proved a profit-maker. The veteran had 
been in the urtermaster’s department during the 
war and wa mpressed by the system of accounting 
he saw used there. Accordingly, when he started a 

re of his ov he adapted what he had learned to 
a system whi howed him from day to day the 
difference between what he paid for and what he 

i f yoods he sold in a day 


received tor tne 


Used a Code System 


a1 simple system. A code number was 
ven to each shipment received. This was marked on 
the goods. The perpetual inventory showed the time 
the shipment received and the cost. When a sale 
was made the de number was written on the sales 
lip for each item. At the end of the day or the next 
lay, the total umber of each of the items sold were 
deducted from the inventory balance of those items, 
the prices paid for them added, and this total was 


deducted from the total of sales. This difference, of 
course, was had to cover all business expenses 
This information gave him ample warning after 1929 
reduce expenses in time and to the degree neces- 
sary. He continued to do a solvent business right 


through the depression. The owner of the other store 
d more difficult to pay his bills but 
not realize he was insolvent until after he had 
money at the bank and the bank’s 
iccountant vent over his books. He went through 


found it more 


tried to DOr! 


i at every businessman needs to keep 
more complete records than many, if not most, of 
them have cept in the past. He needs to know 
exactly how h is due him on credit accounts and 
llections are slowing up. He must 
tech his entory, especially its ratio to sales vol- 
eep a daily record of sales and gross 


n il sale the man already mentioned did, that 
should help. ¢ ts have to be watched to a greater 
degree than ever before 


Need Office Machine Help 


Probably the st majority of small businesses could 
keep all the records really needed unless they used 
ances a achines which they never have used 

le past erhaps they know little or nothing 
about. It i they will start keeping additional 
records that be essential in time unless the appli- 
e deals them the idea. It also is likely that 
hose wl the idea will appreciate the fact 
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Tempo FILM STENCIL... - 


Now with the New Improved 

















Easy on the eyes... 





{ and easier than ever to cut 
is 
F perfect stencils for sharp, clean 





reproduction...Another major refinement for 
TEMPO, the original Film Stencil pioneered 
by the Milo Harding Company since 1938. 


Write for catalog showing full line 


of Tempo duplicating supplies 





WATCH FOR ANNOUNCEMENT OF THE 
NEW TEMPO ELECTRIC DUPLICATOR 











MILO HARDING COMPANY 


ESTABLISHED 1904 
432 West Pico Boulevard @ Los Angeles 15, Calif. 
317 Third Avenue @ Pittsburgh 22, Pennsylvania 


Manvutactur 


REG. U.S. PAT. OFF 


DUPLICATING SUPPLIES 
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ees SUTCHER, the baker, the candle-stick maker... 
the entire business world from the smallest business 
organization to the largest...are waiting word of 
the arrival of this smart, sturdy, compact Swift Adding 
Machine. It’s here, today! 

With its big-machine capacity, and such practical 
advantages as 4/2 pound weight, economy, and hand- 
some zipper carrying case for ease in transporting, 
there is no limit to its all- 











around versatility and 
usefulness. Clerks, doc- FEATURES 
tors, salesmen, account- 9,999,999.99 capac- 
ants, students—will find ity, Short-stroke han- 
jobs unlimited for the dle, 6’ pounds, visible 
wonder-working Swift totals, two-color rib- 
Adding Machine. bon, standard key- 
A limited number of board, zipper carry- 
distributorships are still ing case, and many 
available. For further other features. 
facts write... 





SUMFT 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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that it was the dealer who helped them through a criti- 
cal period. 

In normal] times the average businessman will in- 
crease his profits if he has a really efficient office with 
all those machines and appliances which will help 
him reduce the cost of accounting, tend to make his 
records more accurate, and speed up accounting activi- 
ties. In times like the present he needs to watch every 
phase of his business to a greater degree than in nor- 
mal times because of the uncertainties he faces. It 
can be expected that competition will become keener 
and keener. There is a possibility that future margins 
will be smaller than they have been in the past, which 
will mean inventories will have to be turned in a 
shorter period. Any marked degree of unemployment 
may cause serious credit losses to the retailer who has 
not made certain to keep credit extension down to a 
point which will not make possible credit losses which 
prove disastrous to him. 

All this means that the appliance dealers who make 
it a point to help their customers meet present and 
future conditions not only will keep many in business 
who otherwise might go bankrupt but will gain a 
degree of good will which could be gained in no other 
way. At least past experience indicates this will be 
the case. Back in 1930, a wholesaler brought his staff 
together for a meeting. After a thorough discussion 
those who attended the meeting came to the conclu- 
sion the firm could not remain in business unless it 
took forceful steps to keep its customers in business 
also. Accordingly, it was decided that from then on 
no credit would be extended to any customer for more 
than a week, that the salesmen would explain the sit- 
uation to the customers and persuade them to limit all 
credit they extended to a period of not more than a 
week and if practical to demand cash on delivery. The 
net result was that not only did the wholesaler weath- 
er the depression without difficulty, but he was certain 
many of his customers also did so who would not have 
otherwise 

Can Develop Warning Systems 

An appliance dealer who studies the problems of his 
customers and prospective customers develops systems 
which will warn businessmen in time when their busi- 
nesses are in danger and sells them the appliances 
and the machines which are needed to keep all essen- 
tial records certainly is helping his customers to re- 
main in business. It has been more efficient machines, 
recording instruments and detailed records which have 
helped to a greater degree than is realized generally 
to bring down electric rates. Because there were rec- 
ords which showed exactly how much current was be- 
ing sold each hour of each day and from day to day 
throughout the year, power companies were able to 
seek the business needed to increase total volume to 
the maximum for a given investment, to establish the 
most favorable rates, and to do many other things 
which were important to the building up of sound 
business units. Without such records it is not at all 
likely rates could have been reduced to such a marked 
degree as they have been. 

If the businessman could be provided with the in- 
struments which would make it possible to know as 
much about his operations as the power companies 
have known about theirs, it is quite possible there 
would be more profit made, fewer failures would occur, 
and ability to operate on smaller margins would tend 
to lower prices to the consumer. That the average busi- 
nessman does not realize this, however, seems appar- 
ent. Otherwise, not so many antiquated typewriters 
would be found in business offices. There would be 
adding machines which also subtract in every office. 
Nothing would be done by hand which could be done 
better, quicker and prebably cheaper with machines. 

One of the difficulties many a concern suffers from 
is the use of systems which are too slow. Bills are not 
made out and mailed on time unless work is done on 
them after business hours. Other records are not com- 
plete soon enough to prove of the greatest value and 
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desk line 


has... 


ALL THESE SALES 









Ball-Bearing // 
file drawer 
suspensions 


—_ 
¥ 
— 
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Semi Flush 
drawer pulls 


Adjustable height 
29” to 302" 





Faultless Y—— 
adjustable glides 










Dustproof 
underconstruction 


Island base 


No. 5486-69 Conference Desk 
Size 86” x 45” 





y 
J 


ur customers want MORE than good looks and quality construction 


n office desks. They want those PLUS features . . . the all-important 


extras found in Imperial's Wiltshire Modern that transform day-to-day 





office routine into a pleasure . . . a desk into a “working com- 
panion."' Wiltshire Modern with genuine Walnut exteriors or Rift 
Oak in softone finish, meets the approval of your customers 
who think in terms of office utility and efficiency . . . in 
addition to beauty and style. This modern wood desk line 

leads with dealers everywhere . . . because it has ALL the 

| features that speak out for sales. Wiltshire Modern is 
YOUR lin for satisfied customers . . . faster 


* 
ie. ees Impersial 
desk company 


w MANUFACTURERS OF WOOD OFFICE FURNITURE 
EVANSVILLE 7, INDIANA 


MEMBER 
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Peak Protectiou 


IN MEILINK FOUR-HOUR ‘A’? MODELS 


UNDERWRITERS CLASS A, T-20 BURGLARY LABELS 








A 


‘. / 
- 


thud what's behind the labels? 


All the “know-how” of a half-century of safe engi- — — a 
neering and construction. Exclusive Meilink features 
of design and manufacturing—proven through the 
years—are refined in these newest models again 
rolling off the line. You can sell them with the 
utmost confidence . . . at a profit you'll find most 
welcome these days. 





7 Fo | ~ 
at MANUFACTURERS | 
RE 








WRITE FOR BULLETIN 39-A 
, 1899-1949 <= 
Hi EILIN 
: MEILINK STEEL SAFE COMPANY CG < 
\* 


0; 





TOLEDO 6, OHIO 
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during the next few years speed and accuracy are 
likely to be essential. The use of the best, newest and 
fastest machines which are available may enable a 
man to remain in business who would fail if he de- 
pended on antiquated methods of accounting. He 
remains in business and continues to make profits 
because he has at hand, in time, the information 
needed for correct decisions. 


Speedier Information Needed 


To a greater degree than ever before, therefore, it 
would appear to depend upon the appliances dealer 
to learn how serious the next depression proves to be, 
and whether or not it will be more than a period of 
readjustment. More and more effort is being made to 
gather data which is needed for long term planning, 
to adjust production to actual current demand so any 
excess inventories will be avoided, to extend data gath- 
ering facilities and to speed up the collection, digestion 
and dissemination of business information in forms 
which can be comprehended readily. All this, however, 
cannot prove most effective until every businessman 
has the information about his own business which will 
enable him to apply most effectively any general in- 
formation which comes to him. He cannot have that 
information about his own business unless he has an 
efficient record system and that calls for more and 
better office machines and appliances than most busi- 
nessmen have been using in the past. 

Since the war, more and more men and women with 
limited or no past business experience have bought 
established firms or started new ones. In some in- 
stances manufacturers and wholesalers will give them 
what guidance they can. It is the appliances salesman, 
however, who in a position to help the most. He is 
elling the machines and appliances needed for an 
efficient accounting system. He may be able to suggest 
a complete workable system fitting their needs. He 
may have to sell the idea of such a system before he 
can close the largest possible order. At any rate, the 
oldtime electric power salesman found it necessary to 
show his prospects how they could reduce production 
costs through the use of purchased power, that is, 
how to make more money. In the same way the appli- 
ance salesman should be able to increase his sales vol- 
ume when he studies the problems of his customers 
and shows h to increase profits by the use of what 
he has for sale 

In all probability it will be easier to sell the idea 
of adequate, efficient accounting systems to new firms 
than to old. It is easier to make changes at the start, 
or before a business is many years old, than it is when 
fixed habits have to be changed. That is one reason 
why that old already mentioned, went through 
bankruptcy while the man who had been in business 


but a few years weathered the 1930 depression. The 
new store owner had an open mind regarding account- 
ing. The owner of the old store felt that the system 
which had been used for so many years was adequate 
The older business firms, after they have been con- 
vinced, however, are likely to buy more appliances and 
machines tha e new one for the simple reason that 
they are larger. It can be taken for granted, in any 
case, that the more effort appliance dealers put forth 
to improve a inting systems will help to soften 
he effects of any future readjustment or depression 
yET1IOACS 
°*—- 


WOODSTOCK OPENS BRANCH IN DALLAS 
The Wood ['ypewriter Company has opened 4a 
ithwestern wholesale sales and service branch in 
Dallas, Tex. H. N. Webster, from the home offices in 
, 9 named division sales manager in 


lal Dallas man with wide experience in 

servicing typewriters, is completing a course of train- 

at the fa ry in Woodstock, Ill. He will be the 
veling service manager for the division —WLF 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 
work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Can't Scratch 


the Desk. Olive Green Art Steel 


No. 104. Letter Size, Olive Green $6.50 


Correspondence Separator 

A HANDY MEANS ‘ OF CLASSIFY 
ING Corresponden« Price Lists 
or Catalogs for Immedi ate Refer- 
ence. Not Adjustable. Special 
Sizes M ade to Or jer. Many firms 
have simplified sorting routine by 
purchasing special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 
Art Steel 

No. 105. Letter Size, 5 Pocket, 154° Wide $4.50 


Sorting Tray 


For ready reference. Opens like a 
book. Instant contact with 1-3] 
A-Z, Monthly r Tab Indexes 





_orrugated ft 


No. 115. Letter Size, Without Index. Olive Green $4.00 
No. 116. Legal Size, Without Index. Olive Green — 5.00 


Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Saves time, space and 
stationery 





No. 310. Letter Size, Olive Green $4.00 
Cashier’ s Pad Rack 

Every busine: has various 

pads, bank checks receipts, 

contracts, partial payments 

jelivery and service forms 


This rack holds each in a 
pocket eaSy to reach. Saves 
space and confusion. Art Steel 
electrically welded. All one 
piece. Hollow pace inside 





Olive Green only 
No. 566 Six Pocket $4.00 
No. 568 Eight Pocket 5.00 
No. 570 Ten Pocket 7.50 
Utility Desk Tray 
Hooks on the draw when fil 
ing. Speeds up the filing of 
papers. Catches all the papers 
ready to file. Saves time, Extra 
trips to the File. Ideal for sort- 
ing out old records. Acts a: 
shelf on side of File drawer 





lever idle, works all the time. 
GREEN—GRAY—BROWN 

No. 315. Letter size 3 lbs $3.00 

No. 316. Legal size 5 lbs 5.00 


ORDER TODAY 
Currier Manufacturing Co. 


2448 W. LARPENTEUR AVE. 
ST. PAUL 8, MINN. 
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(3) WOOD SHELVING 





Here is prefabricated wood shelving for your record storage 
room having this unbeatable combination of advantages: It is 
light weight. It is rigid. It is strong, having withstood load tests 
of more than a ton. It is easily set up by anyone without the use 
of tools. It is inexpensive, and may be expanded with additional 
units to any length desired. 

Liberty PREFAB WOOD SHELVING is the on/y shelving about 
which a// of these claims may be made. 


All purpose shelving. Each unit is knocked down and individ- 


ually packaged in compact cartons. 


No nails, no screws, set it up without the use of tools. 


Anyone can assemble it 
in a few minutes. 























BANKERS BOX COMPANY - 720 SO. DEARBORN ST.- CHICAGO 5, ILL. 








Write for c omple te details. 









Order now 
FOR 1949 
delivery 


7 GREAT NEW MODELS 











A PRODUCT OF THE O. A. SUTTON CORPORATION 





THE BIG BARGAIN 


A bargain leader in every price class! 
Seven great models blanket the entire 
air circulator market .. . from $22.95 
to a top of $147.00! Vornado leads 
the field . . . for 


BIG REASONS 


Moves 3 times more air 3 times 
farther than ordinary ‘buzz’ fans 


Complete safety for children with 
Vornado’s revolutionary construc- 
tion 


> 
More comfort engineered into 
Vornado with swirling Vortex- 
Tornado air action — no pulsation 
or vibration of the airstream 


Superb beauty — the first complete 
change in fan design in 35 years 


5 Air where you want it with Vor- 


nado's feather-touch tilting feature 


100% DEALER SUPPORT .. . Strong 
national advertising reaches millions 
of prospects. Brilliant displays, dealer 
helps, local cooperative advertising. 
See your nearby distributor TODAY! 


* WICHITA, KANSAS 
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Mr. Dealer: Try our One Stop 
service. Complete line one source 


Greater 
Competitive Prices. 


assures Volume—Lower 


EVERY CHAIR ARANTEED 
frames that assure 


yea f se ' t business building 
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TODAY'S 
GREATEST VALUES! 


These two outstanding values are making 
chair history The response has been tre- 
mendous. Priced to win business. Don't miss 
; . order today. 


No. 535A—Flo-Tilt Model — seat tilts with 
back. Cushions: [9''xlé"x3 Foam rubber 
Back Rest: 15''x!0"' padded, adjust 3" hori 
zontal. Seat Height: Adjusts 17x21". Base 
"Alumna Grey" enamel 


No. 435A "JR. EXECUTIVE" RESILIENT BACK. 


$ 3 750 


List 





No. 120 with unique ‘back slope tilt" 
with easy underseat finger knobs, 
adjustable ‘‘while seated.” 


DEALERS: Build your business with the 
complete Riteform line. Write — for 
Franchise details 


eprom CHAIR CO. |. 


PUT YOUR MONEY ON STAPLE-MASTER 
a dure STRAIGHT Winner! 


Please write today for 
CATALOG and DEALER DISCOUNTS 


200 HUDSON STREET 


MARKWELL MFG. CO., IC. new vork i3n. v. 
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ARE YOU THE MAN? 


Our sales activities with authorized Clary dealers have 
grown to the point where we need a full-time, full-fledged 
Dealer Sales Manager. We're looking fer a man whose 
background in the office equipment industry (not neces- 
sarily adding machines and cash registers) is filled with 
demonstrated proof that he can organize for, plan and 
administer a comprehensive long-range program ... @ 
man for whom our fine dealers will have respect . 
man who can measure up to the high personal senderds 
deliberately set up for Clary men. 

We're looking for a man to whom the challenge of being 
on the ground floor of a destined-to-be-big operation is 
more important than just finding a good job with sunny 
Southern California headquarters. 

The man we're looking for can write the kind of letters 
that will reflect the new kind . . . the Clary kind of business 
philosophy. He's a man who can supervise the many paper 
details of a big dealer sales operation ... who can inspire 
with superior supervision the Clary men in the field who 
maintain contact with our dealers . .. whose concepts of 
merchandising and sales training and sales promotion and 
helping dealers are both modern and sound. We're looking 
for a good man whose best years are ahead of him. To him 
we offer an ideal environment and a substantial salary with 
which to create a good job. 


why in complete enough de- 
Address your 


If you're the man, tell us 
tail to prompt us to arrange 
confidential reply to: 


an interview. 


J. W. Stallings, 
General Sales Manager 
CLARY MULTIPLIER CORPORATION 4 
1524 North Main Street ; 
Los Angeles 12, California 















| »* @ 
* Because you have customers who need 
/ CHECKWRITERS 


/ CHECK SIGNERS 
/ COPYHOLDERS 














/ CHEXSIGNO 


/ SPEEDRITE ERROR-NO 


’ ’ 
Should be in your bine 
Additional business is all around you. 
Write for particulars about the wealth of 
|} free imprinted advertising, demonstration 
material and down-to-earth selling aids. 


Te AM Wel 





* ROCHESTER 7 


ADDRESS: 40 MT. HOPE AVENUE 
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A great time saver 


Ju Gig Demand! 


ALLEN'S “SNAP ERASER” 
Patent Pending 


Eraser is snap-attached to shield . . . Detach to erase .. . 
Snap on when finished. Always together — Saves time and 
patience. 


NEEDED IN EVERY OFFICE 


BUILD CARBON SALES 
WITH SNAP ERASER 
Write for sample and sales plan 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons. 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 

















“SMO-KING” Makes a DIFFERENCE 
pecause “SMOQ-KING” IS DIFFERENT 


e The Guaranteed Smoker 
triple-plated for beauty 
and durability. 


e Available in many styles, 
in distinctive chrome or 
English bronze plate, for 
every surrounding. 


e Quality-made, attrac- 
tively-priced. 
elmmediate delivery— 


packed set-up in indi- 
vidual cartons. 








q“SMO-KING” No. 20 


Gracefully smart and durable. 
Big ash compartment requires less emptying. Ht. 
26”; plunger aids quick disposal; tray 10!/2”; sturdy 
10” base. Plated chrome or English highlighted 
bronze. Packed set-up in individual cartons. 











Make “SMO-KING” your profit line! 
Send for descriptive literature. 


NESTLER-FIELDS MFG. CO., INC. 


602 WYTHE AVE. BROOKLYN, N. Y. 
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NEW MACHINES, DEVICES AND SUPPLIES 
Continued from page 66) 


been adds the seat edge for protection of both desk ES! 
and chail i the seating proportions have been made St 
more generou rhis chair is offered in Softone, light mM 
ak, mal y and walnut. The mahogany and walnut ’ | 
finishes art n pecan Re © PROF 
*—- 
ANCHOR RU 1G ‘IS ’ 0. 





7S! 






RULING DIVISION IMPROVES LINE 
Official {f the Anchor Ruling Division, paper mer- 
hants of Melrose Park, IIl., established in 1915, have 


announced that due to the greater present availabilitp Oo Oo oe EAR 
of paper, they are now expanding their operations and R I = 











an = 
Ancher Re ng 
ANCHOR RULING DIVISION TRADEMARK 


improvil he entire line. Moving into larger quarters, 
immediate delivery now is guaranteed for paper to the 
commercia tationery trade—adding machine rolls, SOLD BY OFFICE SUPPLY DEALERS 
iuplicating papers, mimeograph papers, second sheets, 
ruled and pl pads and notebooks fillers. The armorial FROM COAST TO COAST... Used 
trademark illustrated identifies all Anchor Ruling by hundreds of leading American 
Division products 

—- firms, the new improved 1949 model 


ROTO-SHEAR will bring you quick 
sales and profits and pave the way 
for other sales. 


A PRECISION MACHINE, built of the finest 
materials, recently improved to make machine 
fool-proof, easier and simpler to operate, the 
ROTO-SHEAR opens mail faster, better, sofer. 
Its razor-sharp, self-sharpening blade cuts off 
just enough of the envelope to expose but not 
damage contents. Opens envelopes on one, 


two or three sides. Less fatigue to operator. 


MAKE MORE FRIENDS, customers, soles and 
profits with ROTO-SHEAR. Write or wire for 


further information and dealer prices 


ov te ROTO-SHEAR COMPANY DIV. 


WORLDS \amertr 


pmseees 6s NATION WIDE PAPERS INC. 


many facTuRER 









AVAILABLE 


1621 Wall Street 
P.O. Box 5571 





NEW WEAREVER TRI-COLOR.—Newest member of the Wear- 


ever family is this three-color ball pen that writes in red, Dallas, Texas 
blue and jreen. Priced at $l, the Wearever Tri-Color is 
electro gold-pl - d and comes packed one dozen with card- 
merchandiser. Further information on the No. 920 Tri-Color is 

available from David Kahn, Inc., North Bergen, N. J. 
*—- © 

UNDERWOOD DESIGNS NEW FANFOLD MACHINE 
4 new elect! keyboard fanfold writing machine, 
lesigned t duce better and more multi-copy work 
with le ical effort by the operator, has just been 
nounce Underwood Corporation, One Park Ave.., 
New York N. Y. The machine, which is now avail- 
ible at 1 erwood offices throughout the United 
State es the fully electric keyboard for speed 


GUARANTEED 
FOR ONE YEAR 


f Rose impressions with improved 
at tures for simplified machine manifolding 


The m is equipped with an automatic electric 
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Collier-Keyworth presents 





outstanding engineering in 
revolving chair controls with + 
patented “Equi-Balanced”’ 

action that assures smooth, eas 
motion. Modern in design and 
appearance, these all-steel 

chair controls are construct- 

ed to give enduring com- 


fort and satisfaction. 


th 
= j ©- aan 


COLLIER-KEYWORTH CO. 
MENEREENTAT GARDNER, NASSACHUSERES 


222 





carriage return and a two-position intermediate car- 
riage return feature to speed efficient production while 
eliminating ordinary typing fatigue. Other features 
include full length tabulator bar for either left or right 
hand operation, plus a palm tabulator for rapid selec- 
tion of columnar positions. Designed for using con- 





UNDERWOOD’S NEW FANFOLD MACHINE 


tinuous forms, there is also a transparent form cutting 
knife to permit unobstructed insertion of loose forms 
A redesigned form measuring guide facilitates removal 
of forms, and the machine is equipped with a floating 
Sheet carbon paper bracket plate for sheet carbon 
paper. 

A standard typewriter keyboard with standard ar- 
rangement of feature keys makes the machine adapt- 
able for use by all typists, and standard type styles are 
available for typing all multi-copy records. Roll carbon 
paper bracket plates are also available 

—-> © 


MARKWELL 


thes 








MARKWELL DISPLAY—The Markwell Mig. Co., Inc., 200 Hud- 
son St., New York 13, N. Y., has made this counter and win- 
dow display card free to the company’s dealers who will 
write for it. Featuring the Punchmaster loose leaf punch, the 
display card is printed in red and blue on white stock and 
is 934 inches high and 61, inches wide. 
a da 


LA SALLE PRODUCTS OFFERS NEW ITEMS 

La Salle Products Company, 2216 N. Clybourn Ave., 
Chicago, in the new spring line is offering several new 
items, including the No. 210 sand urn herewith illus- 
trated. This item is 11 inches high, has a cast base 
a two-inch post and ten-inch spread at the top 

Other new offerings include a round-base costumer 
of heavy-gauge steel, designed for balance under heavy 
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re the new... a‘SHARP” 


(Ferris evs in APPEARANCE 
“ONE-HAND TAPE PISTOL (24 in Cutting ! 


FOR 


“oo INGENTO 


onan QUALITY TRIMMERS 


TAPE 









e@ “SHARP”—Beautiful 
Glossy Natural Finish. 
Bed made of birch—sea- 
soned and kiln-dried. 





@ “SHARP”—Tempered Tool 
Steel Blade. Keeps its cutting 
edge—gives a clean cut every 


HANDY + QUICK - AUTOMATIC 


TIME SAVING Pull the trigger and roll it on . . . one motion does time. 
the job 
PORTABLE Carry it to any job . .. im your pocket if desired Precision made of finest materials, Ingento Trimming 


Ig 2c ng SN, 4 aaa ith ‘ os , Boards last a life time with normal care. Eight convenient 
our an oes no ouc e tape... mo sticking fo intense ws” i” i” 914" el” 1” oa” , ” 
laneve sane to called on Gneet sizes:—614", 84", 10%”, 1214”, 1514", 181%", 24”, and 30”. 

AUTOMATIC Dispenses and applies 2" tape .. . just click it For further information, write Dept. 4 OA 
and stick it. One hand always free. ‘ 
« Write Today for Discounts and Literature to 
G 4 Pr y ty yy; 1) 7.1 ilo ele) Melt) 1B aieek 
HC. 8318 Birkhoff Ave., Chicago 20, Ill. 


1983 East 59th St. CLEVELAND 3, OHIO 











Good Selection of Used 
CALCULATING 

AND ACCOUNTING LOOSE-LEAF COVERS 

MACHINES ~ae on, 


they’re made of wear- 










resistant, heavy-weight 
leatherette. Letter size 
84 x 11”. Feature 
practical built-in 
prong fasteners. 


, well known for years as a dependable 
r used office equipment, offers dealers 
riety of business figuring and account- 
ing machines 


Come in red, 


Calculators — All makes: Burroughs, Comp- oe. toe 


Friden, Marchant, Monroe. Both select tan, green, deep 
| rebuilt. green, blue, mid- 
. right blue, ey 
{ccounting Machines — Burroughs Book- : i” ce “iy 
. ane vnlack. 
n > bank, utility, and commer- 
n« luding I in \ Packed 40 of 
Rough only each color to a 
box. 


iries welcomed, answered promptly. 


No. 525 Covers $9.90 per 100 $91.50 per 1000 
READY FOR IMMEDIATE DELIVERY 


Amberg File & Index Co. 


Filing Specialists Since 1868 


1608 Duane Bivd. Kankakee, Ill. 


CALCULATOR EQUIPMENT CORP. 


ORANGE, N. J. 
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NEW Lightning 


PNo}o}i Com rv ih | 3 


- New features! Precision built! 
YET IT STILL RETAILS FOR 
YOU CAN GROSS BIG! 


Nationally advertised in Saturday Evening Post, Collier's 
and others . . . it's America's fastest selling Adding 
Machine! Speedy, accurate, versatile, and as easy to use 
as DIALING YOUR TELEPHONE. 

IMMEDIATE DELIVERY — DISCOUNT IN DOZEN LOTS 


LIGHTNING ADDING MACHINE CO., INC. 
543 So. Spring St., Los Angeles 13, Calif. 








A NEW SCHOOL TABLE SERIES 
“PEDESTAL MODERN" 


A table built for discriminating schools 
at school budget prices 









No. ST 3160* 


Available in 4 Sizes 
No. ST 3148—24" x 48" 












No. ST 3160—30" x 60"'— As 

Illustrated 
No. ST 3172—30" x 72" or 

36" x 72’ 
Heights—22"'—24"'—27"'—28"'—29"' and 30 





Finishes — Natural Oak — Light Oak and 
School Brown. 

Tables available with or without bookracks 
Suitable for Kindergarten thru High School 
and College. Also ideal for libraries and 
cafeterias. 

Tables available with 5-ply Oak veneered 
tops or solid Oak tops. 

*P designates plywood top. 

Bases constructed of plain Oak with choice 
of tops. Tables are "tops" in Design, Ma 
terials, Strength, Durability and Finish. 


DON’T DELAY—WRITE TODAY 
FOR COMPLETE STORY 


ASPER TABLE CoO., 


JASPER, INDIANA 


INC. 
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ORDER 
NOW 





A natural seller 
to schools, teach 
ers, clubs, busi- 
nesses... To 
anyone who 
wants an inex- 
pensive and prac- 
tical Duplicator 


“EVEREADY” 
DUPLICATOR 


The Eveready is the simplest and most economical method of 
making up to 100 copies quickly and easily. Complete step by 
step directions make every beginner a full fledged veteran in a 
few minutes 

The new Eveready 
washing after use 


Gelatin Films—8%” x 14%”-—require no 
Ink is absorbed on to the specially treated 


fibre backing within 48 hours, and printing surfaces are once 
again ready for use 

Thus—sheet number one would be used on Monday; sheet 
number two would be used on Tuesday, and sheet number 


three on Wednesday. On Thursday, sheet number one is ready 
for re-use 

Each of the three gelatine films will take 20 or more masters 
before becoming filled up with ink. This means that one set 
of three films will give a minimum of 6000 copies before a 
new refill set is necessary. 

Refills come in sets of three films with a protection cover and 
are easily replaced. No special skill or tools are required. 
The Eveready all aluminum base is rust-proof and warp-proof. 
It is fitted with four rubber suction grippers to hold base 
firmly to any smooth surface without slipping or marring 


Attractively boxed complete with ink and sponge. 


HECTOGRAPHIA CORP. 


Manufacturers of Hectographia Metal Tray Duplicators, Celatin Refill 
Composition and All Duplicating Supplies. 


110 West 17th Street New York 11, N. Y. 











ADJUSTABLE STEEL 


UNIT BINS & SHELVING 


OPEN AND CLOSED TYPES 


Moderately Priced 





Immediate Delivery 
Standard and Special Sizes 
Sturdy, Correct Fabrication 

Available in Olive Green 


Baked Enamel and other colors 


= 


Shipped knocked down 


Easily assembled 








Parts Bins designed for 
storage in many industries 





SPECIAL ORDER DEPT. to fab- 
ricate customers’ needs that 
are not ordinarily available. 














Write for Dealers’ Prices and IIlustrated Circular 


HILCO MFG. COMPANY 


1721 NORTH ELSTON AVE. CHICAGO 22, ILL. 
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loads. The base has a 21-inch spread and the costumer 
is 68 inches high, with a 14-inch post. It is equipped 
with hooks made from solid rod, attractively finished 











“SPIN—DEX™ 


NEW LA SALLE PRODUCTS SAND URN NO. 210 
NEW—MODERN—EFFICIENT 


with rounded knobs. Various finishes are available. 
Still another new item of the La Salle line is a heavy- 
duty smoker for use by railroads and institutions. This ROTARY—TYPE FILE 
weighs 37 pounds 
— - o—- 0 This is a wheel type unit accommodating approximately 6000 
ROYAL INTRODUCES GOLDEN PORTABLE cards of standard sizes. Here is the amazing thing about our 
Royal Typewriter Company, Inc., 2 Park Ave., New "“SPIN-DEX"—NO SLOT—NO HOOKS—NO SPECIAL 
York 16, N Y is introducing a special golden, gift- GUIDES — NO RE-WRITING OF CARDS — simply take your 
model portable To be known as the Golden Royal, present cards from the regular drawer type unit — DROP 


them in the "SPIN-DEX" unit and Spin. The cards are prop- 
erly housed and without any fear of disturbance, ready for 
Free Instant Active use. 

10 minutes after receiving your "“SPIN-DEX" unit, your new 


system can be in operation. 





MARSHALL GETS FIRST GOLD TYPEWRITER.—Gen. George 
C. Marshall, former Chief of Staff and Secretary of State, 
receives the first Golden Royal portable typewriter from 
W. W. Chaplin, NBC commentator and president of the 
Overseas Press Club of America, at the club’s banquet at 
the Waldorf-Astoria, New York City. March 4, at which DEALERSHIP 


Marshall was guest of honor. 4 d k 
may be still open in your territory. 











the machine will be finished in 18-karat gold, and will . . 
be carried in a custom-made, airplane luggage-type WRITE for information. 
SE 
The machine, most of which is hand made, is a - ee o 
mbination of gold and black. The sides and all of usiness Icienc j « 
the fittings are a brilliantly-polished gold. The top is 
lack ¢ The keys, specially tailored to fit the 
contour of the fingers, are enclosed by a thin strip of 7916 LINCOLN AVE., SKOKIE, ILLINOIS 
gold. The wner’s name or initials can be inscribed 
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QUALITY PAPERS 


PRICED TO SELL 





a 
] Anchor Ki ma 


Adding Machine Rolls 
Duplicating Papers 
Mimeograph Papers 


Second Sheets 
Ruled & Plain Pads 
Note Book Fillers 


SPECIAL REQUIREMENTS TO ORDER 
PROMPT DELIVERY from our big, modern 


plant. Complete satisfaction guaranteed 


ANCHOR RULING DIVISION 


2015 N. HAWTHORNE AVE. 
MELROSE PARK, ILL. 














FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


“Perfect” 


side »vered with rich 
pile y for ol seasons 
the other side with woven fibre 


for hot weather 
Filled with new live rubber 
having thousands of air cells 
that breathe with every move 
Colors: Brown, Green. Sizes 
7" =» 16°—i5" x 17"—14I/,' 
x 15". 


THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats Elastic grip holds 
on stool firmly. Cush 
ion is Instantly 
slipped on to give 
soft comfort to 
those who use stools 
onstantly Made 
of resilient one 
piece sponge rub 
be and covered 
with furdy mate 
ria Available in 
13-14-15 inch diame 

ters 
SPONGE RUBBER 
TYPEWRITER MATS 


Non-Skid, Silent Operation 


Write for New Illustrated Folder Neat - Compact - Efficient 
Giving Complete Information LOW COST - PROFITABLE 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 








Philadelphia 24, Pa. 
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on a gold name plate. The case is covered by a rich, 
brown fabric with leather binding. All fittings on the 
case are finished in gold. The case also serves another 
purpose; the typewriter can be removed and the case 
then becomes an ideal overnight kit. 

The typewriter will come with a personalized type 
face, selected by the buyer. It will cost approximately 
$150 

A new portable typewriter desk, the Alma Type- 
master, has been introduced by Alma Desk Company 





THE NEW ALMA TYPEMASTER DESK 


High Point, N. C., designed to combine proper desk and 
typing height with beauty of design to complement any 
decorative scheme 

The special typewriter drawer (‘patent pending) 
houses any standard make portable machine. A simple 
mechanism permits instant raising or lowering of the 
typewriter, which is out of sight and protected when 
not in use 

Constructed of solid hard white maple the 42 x 24- 
inch Typewaster is finished with rounded edges in nat- 
ural color. It is also available in walnut finish or maple 
Features include a back panel, a handy stationery rack 
beneath the typewriter and two full-sized drawers 


Atlas Stencil Files Company, 1662 E. 118th St., 
Cleveland 6, Ohio, has introduced an efficiency com- 
bination cabinet combining the features of a 200-500 





ATLAS STENCIL AND STORAGE FILE 


capacity Atlas stencil file with those of the Atlas effi- 
ciency storage cabinet. The dimensions of the new 


cabinet are 30 inches wide by 20 inches deep and 30 
inches high and it has a reinforced 18 gauge table top 
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This 
STEEL 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 

on Sight! 
a 

Here’s a show 


piece of practical 
value with quick 


turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 
Finished in olive green or gray baked enamel. In 


two sizes 
18” deep and either 72 or 78” high. 


36” wide. 


Shipping weight 150 pounds. 


Equally serviceable as a Cabinet or wardrobe. 





MIDWEST METAL MaNuFacturING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 





Remington 
Sine -a-time 


SPECIAL OFFERING OF 
BRAND NEW 
GOVERNMENT SURPLUS 
LINE-A-TIMES 
ALL 
PACKED IN ORIGINAL 


CARTONS 


Limited Quantity 
Offer Subject to Prior Sale 





Size Model Orig. Price Our List Price 
12" Standard 27.50 14.00 
16" Standard 30.00 19.50 
30" Standard 39.00 25.00 


Generous Dealer Discounts—Quantity Prices 


INTERNATIONAL OFFICE APPLIANCES, Inc 


29-31 E. 22nd St., New York 10, N. Y., ORegon 4-6400 











ORIGINATORS OF 


Homogenized Inks 


CANODE TAKES 
ANOTHER STEP 
FORWARD 
a 
NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 

LEADERS IN THE 

MANUFACTURE 

OF DUPLICATING 
INKS 





. 
TRY THIS NEWLY 
PROCESSED 
CANODE 
HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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Tre" OF FICIAL” 


THREE SIZES POCKET SEAL 


FOR SALE BY LEADING STATIONERY AND 
MARKING DEVICE JOBBERS EVERYWHERE 


MEYER & WENTHE, INC. 


ele \cleme.) 





30 SOUTH JEFFERSON ST. 
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, ZIPTIPPER 





Once you “get the knack” of how to use your 
ZiIP-TIPPPER you will find that it gives you a perfect 
point—ALMOST AUTOMATICALLY. 
Makes any kind of point desired—long or stubby; 
round or “chisel point.” 

CLEAN © FAST ® CONVENIENT 


Sells for 25c each 
Packed 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. 
IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
TELEPHONE—RANdolph 3341 











PAWATH A 


ed TYPEWRITER F PAPERS 





MANIFOLD PAPERS 


Are Recognized 


|* BONDS 
Standard for 


AIR MAIL PAPER 
over 30 years 


* MANILAS 
...Up-to-the-minute packag- ; 
“* 


, : ONIONSKINS 
ing...a profit-and-prestige : 


line you'll sell with pride. 





Inquire about our Franchise 


Sales Plan —the short cut 


ENVELOPES 


to bigger and better sales. 


WANSCO | 


PAPER PRODUCTS CO., INC 
409-411-413 PEARL ST. NEW YORK ? 





a 
r : 
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* MIMEOGRAPH PAPERS” 





= — ——__— —— — 


Gets work out 
cleaner, fadter 







WON’T CURL, 
SMUDGE, OR WRINKLE 


Easier to handle because it has more body, 
Nev-R-Kurl will not curl, tree or wrinkle. It's 
non-smudging, non-skidding, too, because it has no wax 
on the back. Typists can move faster, produce cleaner 
work, 

No question but what Nev-R-Kurl is a cost-cutter. Turns 
out up to 50 per cent more clean, sharp copies per sheet 
by actual test. 

Try it in billing and bookkeeping machines as well as 
typewriters. 


PROCESS CO., INC. 


197 MILL ST. ROCHESTER 4. NY 
* PROTYPE 
TYPEWRITER CLEAR. PRINT 
RIBBON WOOD SIAMP PADS 








a CARBON PAPER 


















FILING SUPPLIES . . 
PRESSBOARD FOLDERS 


SUSPEND-O-FOLDERS . . 
PERSONAL DESK FILES 











MANIFOLD BOOKS AND PRINTED STOCK FORMS 


Write for Illustrated Price Lists 
w 25th Year Selling thru Dealers Exclusively 


ADVANCO , ee 


MANUFACTURERS sie 
. Sie roe 
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on which a hand duplicating machine may be oper- 
ated. Two hundred to 500 used stencils may be filed on 
the suspension type pull-out frame. Paper, new sten- 
cils, ink and other supplies are accommodated in the 
storage half of the cabinet which is equipped with lock. 


IMPROVED SEL-TABS NOW IN PRODUCTION 


Sel-plastic-tab guides now have the back of the tab 
extended, practically enclosing the insert and holding 
it firmly place by spring action, according to an 


announcement by the Sell Corporation, 531 S. Jeffer- 
son St., Chicago 7, Ill. The split back is said to sim- 
plify insert removal and replacement but does not 


catch onto Tabs are all of clear 


papers or folders.. 





a. | 
FRONT, PROFILE AND BACK OF SEL-TABS 
col 


plastic r being supplied through the use of label 


inserts in five easily distinguished colors and white. 

Due to the method of construction there is no limita- 
tion of the widths of Sel-tabs. Manufacturers can 
also mount these tabs in any position desired and on 
any practical guide material selected. 


—_- —— 
HUNTER OPENS FIRM AT TEXAS CITY 
The Hunter Office Supply was recently opened by 
Tom Hunter at 407 Texas Ave., in the rapidly-growing 
city of Texas City, Tex. The largest tin smelter in the 








NEW HUNTER OFFICE SUPPLY STORE IN TEXAS CITY 


United States is located at Texas City, along with the 
Monsanto Chemical Corporation and a dozen large 
refineries, making the annual payroll of the city rank 
with that of larger centers. 


Mr. Hunter has been in the office equipment busi- 
ness for 14 years. He was in the systems division of 
temingt Rand for ten years, in the Army Air Forces 
for four years and manager of the Finger Office Equip- 
ment Company in Dallas, Tex., for two years. He re- 


signed from Finger’s to open this store of his own 
——7 = —_—_—_—_—_ 
BRIDGEPORT FIRM TAKES LARGER QUARTERS 
The Universal Business Equipment Company recently 


moved new location at Main and Porter Sts.., 
Bridgeport 6, Conn. This move increased the firm’s 
floor space fivefold, with ideal facilities both for dis- 


play and the handling of furniture and supplies. 
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| CE CR 
The NEW and IMPROVED 

DOLIN STEEL TRANSFER FILE 
IMMEDIATELY AVAILABLE 


IN ALL POPULAR SIZES 





CAN BE BANKED TO FIT AVAILABLE SPACE 


Sturdily constructed of heavy gauge furniture steel . . . 
electrically welded throughout . continuous welded 
corners and reinforced with insert angle corners. Each 
unit is equipped with four rollers, brass handle and card 
holder. Office Green enamel finish. 


WRITE FOR DESCRIPTIVE LITERATURE 
“The Nation's Transfer File Specialists” 


DOLIN METAL PRODUCTS, INC. 


189 VARET STREET BROOKLYN 6, N.Y. 











SerVICE CHAIR MATS 
5 COLORS — 2 SIZES 





This is the original tempered fibre chair mat which outsells 
all others. It will save its cost many times over in pro- 
tecting floor coverings and floors. Bevelled edges. 

5 colors available: SILVER GRAY, Brown, Green, Black 
and Maroon. 


2 Sizes: Standard Size 36x48"; Executive Size 48x54". 


3 SHIPPING POINTS 


Long Island, N. Y. © Chicago, ill, © Laurel, Miss. 
~» 


WooDALL [NDUSTRIES [NC. 


2035 So. Calumet Ave. : Chicego 16, IH. 
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The Fastest-Selling 


* Fountain Pen* 


in stationery 






stores is the 


with the right 
point for the 
way you write 





TO SELECT OR 
RENEW HERE'S 
ALL YOU DO 


*Survey made by 
National Analysts, Inc. 


Depend on Tilton 


for outstanding value of 
SERVICE and FULTON 


DATERS AND NUMBERERS 


All of high grade rubbers — deeply moulded 
to give clearer impressions. 


Also: 


FOUNTAIN PEN 





DeLuxe and Special Business Outfits 

Sign Makers and Chart Markers 

Fulton Stamp Pads and Ink 

All Weather Wood Block Pads and Ink 

Achilles and Iron Castor Racks 

All Types of Marking Inks—Use No. 96 
Opaque Ink for best results on Metal, 
Glass, Cellophane, etc. (submit sample of 
material for faster service) 


Plus: Fulton's Dri-Kwik Pad Merit. 


Carefully constructed of special woven felt 


of Special 


and muslin on perfectly insulated block— | 
inked with Dri-Kwik, a special ink that is 
odorless and dries instantly after use but 
remains moist in stock. 








Prompt Shipment ° Write for Catalog 


|  Maliies SPECIALTY COMPANY 


Factory and Showroom 
Elizabeth 1, N. J. 





| 82 Fulton Street 
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Gsterbrook 


FOUNTAIN EXPOSES REFRESHMENT 
SEEKERS TO OFFICE SUPPLIES 
By Mary dedeay 


Correspondent 








/ G. MARBOURG, new office supplies and station- 
N e ery dealer in Longmont, small city located 50 
miles north of Denver, has found an unusual combina- 
tion. His sign reads, “OFFICE SUPPLIES, STATION- 
ERY, FOUNTAIN.” 

The fountain was added, first because the manager 
of the Imperial Hotel who had the renting of the busi- 
ness space adjoining wanted the occupants to run a 
store that would be open evenings (the corner was 
poorly lighted) , and second, because a fountain seemed 
a nice addition to a store catering to business men and 
their employees. 

The fountain occupies the left side of the store. Two 
large shelving cases are arranged near it. 

In addition to regular cold fountain service, the 
fountain serves good coffee and doughnuts. This is 
important, for Longmont is a town of heavy drinkers 

coffee drinkers, that is. Business and professional 
people, as well as homemakers and farmers coming to 
town, have a habit of dropping into public places for 
friendly cups of coffee several times a day. “Out for 
coffee” is a familiar remark. 

By luring these folks into their store (Mrs. Marbourg 
is in partnership with her husband) for their social 
cup, the proprietors expose them to paper, carbon, 
erasers and pencils, as well as to the major office 
machines. 

Too, it’s always easy to get acquainted with folks 
who sit at your fountain in a friendly, relaxed mood 

. especially in a small city like Longmont. And 
friends make customers. 


Small, But Attractive 


Though the place is small, it is attractively finished 
with walls and ceiling in light tones of fabricated wall- 
board with ornamental grooves. Modern fluorescent 
lighting adds to the attractiveness of the store. 

The small display windows are always attractively 
arranged, with Hallmark greeting cards proving an 
attention-puller for the stationery items, and the oc- 
casional typewriter or other business machine. 

The Marbourgs were formerly in business in Salina, 
Kans. A blow-out as they were motoring to Laramie, 
Wyo., to visit a new grandchild, held them in Long- 
mont for a time. They surveyed the city, decided 
they’d like to live there, and so the office appliances, 
stationery, and soda fountain business came into being. 

There is only one competitor in the office appliance 
field in the city. 














TO HEAD NEW YORK OFFICE.—Sid Dembner, who was re- 
cently named district sales manager for metropolitan New 
York area by Royal Metal Mfg. Co., with headquarters at 
25 W. 26th St., New York City. The firm manufactures a line 
of chrome office furniture under the trade-name Royalchrome. 
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What do you know about 


the NEW... 


BENTSON “Top-FLITE” series 
and the 4300 SERIES 


of STEEL FILING CABINETS 
2 


Write for important details 
It’s The BENTSON Line in '49 


“The Line of Most Assistance” 


THE BENTSON MANUFACTURING CO. 


Manufacturers of Stee! Office Furniture 


AURORA, ILLINOIS 
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'~ IN PACIFIC JUNGLES 
k bs WEIRD GIGANTIC 
“6 STATUES WARN EVERYONE 
oe AWAY FROM SACRED PLACES .. 





COLORED SIGNALS ON RECORDS 
AND CONTROL SYSTEMS WARN OF 
VITAL FACTS, AND SPARK ACTION . 


>a — 
a 
SIGNALS 


and MAPTACKS 


GEORGE B. GRAFF CO., 


AEB: 





CAMBRIDGE 40, MASS. 





PHONE BOOK 
COVERS 


easily 
sold 


at a 


PROFIT 


@ Sizes to fit 
ANY phone book 


@ Cover stamped 
in gold 


@ Neat, sturdy 
appearance 


@ Available in 
black or brown 








@ Needed by al! your customers to protect 
and dress up unsightly telephone books 


Chicago Sales Office: 336 S. Jefferson St. 
New York Sales Office: 10 Thomas St., New York 7, N. Y. 


fee PRooucrs 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 





AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 






CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


















| 
| 
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The Binding of 
OFFICE RECORDS _—i| 





























-at its Simplest and Best 
) with 
ACCO FASTENERS | 


ACCO PRODUCTS, Inc. 


OGDENSBURG, NEW YORK 





In Canada: Acco Canadian Co., Limited, Toronto 


esis een 














—— Se 












Corner-Rounper 


PORTABLE DESK 7 FOR 
MODEL 20 , 





LASSCO PRODUCTS, INC. 


485 HAGUE STREET 





HY ERE'S a simple, inexpensive, sturdy and efficient desk or 

table machine which eliminates the time wasting delays 
encountered in sending out cards and sheets to be corner 
rounded. Thousands have been sold and are now operating 
satisfactorily in offices, print shops and manufacturing in- 
dustries. 

Note these exclusive features—(1) “Plug-in'’ cutting tools 
enabling users to cut various radii (/g", '/4", 3%" or '/2'') 
changed without tools or adjustments. (2) Shear action blades 
give clean, sharp round corner. Cuts | sheet or 100. Capacity 
up to '/" thickness. 


Complete with 1 cutting unit $90) 

Extra cutting units $7.50 each 
WRITE OR WIRE FOR 
FULL INFORMATION 
ROCHESTER 6, N. Y. TODAY 








1007 rere EFFICIENCY: 





























































DIV-I-DEX ans 
UNITS 3% 
ARE CONSTRUCTED OF miGHD ee 
ELECTRICALLY WELDED STEEL. 
WL OUTLAST ANY FILE CABINET save 
Frm Wart 
£ OLO mE OF Fine SAVE 
GASEO As MRGED CON its 
AED 1O MmOvt OF —_——lUC~m—~C~C~*C~Ca 
owes 
INCREASE 
Hifi “ P my 10% 
a ce some 
oI THE BIV.I-PER METHOD OF 
. u POROEES Sf 460 MEATY UCR eetts RLA@R? woes INC 
set Fon AND flee ort REASE 
oe nv ou ow 10% 
nNOC8 WAC 
INCREASE 
VIs@ULITY 
15% 














Viore BACK- SLIDING fo/ders? 


——— 


CEL-U-DEX CORPORATION 


1 MAIN ST. BROOKLYN 1, N. Y. 
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{\ —— DIVADEX 





TYPEWRITERS 
ALL MAKE §S 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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SALESMAKER! oi 


FOR MORE AND MORE DEALERS 





The Twirlit Paper Drill 





PROVE IT IN 
JUST 5 SECONDS! 


y TE ss oS Rg 

\ simple 5 second demonstration of the Twirlit 
Junior Paper Drill brings profit to you. A twirl 
of the fingers and this wonder paper drill con- 
vinces the toughest prospect by putting a neatly 


drilled hole through a 144" paper pad. 


lwirlit opens the door to further 
sales of office supplies too! Order 
a supply of these handy paper 
drills today. Use the 5 second 
demonstration on your hardest-to- 
sell prospects. Add to your profit. 
\ttractive dealer discounts. Send 
for catalog and price list. 


MITCHELL CORPORATION 


103 Matthews Avenue, Hagerstown, Md. 








All sizes, shapes and colors. D 
Plain, numbered, lettered 


and special markings. Over 
3.000 different combinations. 


Sturdily made with sharp 


steel points. Firmly anchored — a owe 

heads. Nationally advertised. ing Tacks for price 

Map . om panies sell the mings eheyaoonr 

ers, counter ond 

Moore line EXCLUSIVELY. window disploys. 
Mokers of fomous Moore Push-Pins and Pushless Picture Hangers 

















Can Your Profits Stand A Boost? 


ee a a 


How about surveying your market—in most cities 
and towns there are accounts using large quantities 
of “special items” of this industry: 


Clothing makers and Neon sign makers use 


Carbon Paper Rolls 


Transportation companies and _ industrial 
plants use Time Stamp and Time Clock 
Ribbons 


Law and accounting firms use Silk Type- 
writer Ribbons 


Printing companies use One-time and Pencil 
Carbon Papers 
You surely can use some of the profits from these pur- 


chases . . . so write for our descriptive dealers’ price 
list as the first step to cashing in on this potential! 


Pru Gug Guu =ga»ag ff yao 


For Domestic & Export Trade 


a 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 














MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST PHILADELPHIA 44, PA 
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The ADDOMETER does a 


BIG Adding Machine Job 
Ze) mtrt-YeMelaleMel-tel lee] i] <-y- 











Fast Selling —Big Profit 


a 122! 








Because no other adding machine has all of 
Addometer’s features—-and because Addometer fills 
a definite need with users—it sells fast! Because deal- 
ers can earn 49% to 51% profit per sale, Addometer 
is a high-income item! 

@ Addometer handles figure work as speedily and 
efficiently as many big, expensive machines. 

@ Addometer adds, subtracts, multiplies by direct 
action. 

e@ Addometer has 8-column capacity; totals visible 
at all times; instant dial clearance—-and many 
other outstanding advantages. 

Free display stand with every order of 6 or more 

Addometers—Add this profit-making adding ma- 

chine to your line today! Write Dept. A. 


Reliable Typewriter & Adding Machine Co. 
303 W. Monroe Street « Chicago 6, illinois 
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NEVA-TWIST 


is back! 


The all-rubber cord specifically designed to 
prevent the kinking of telephone cords and adapt- 
able for use on ironers, toasters, and other elec- 
tric appliance cords. Neva-Twist withstands wear 
and constant usage, has no rough edges, won't 
crack, break, or scratch because it is compounded 


from pure rubber. 


Hodgman's Neva-Twist is packaged to sell— 
comes in an eye-catching red and gray cardboard 
display wrapper which occupies a minimum of 
space on dealers’ shelves and counters, yet gives 
maximum display value. Packed three dozen per 
carton and one gross to master carton. Weight 


is 24 Ibs. per gross. 








For Full Information address: 


The HODGMAN RUBBER CO. 


FRAMINGHAM, MASS. 


CHICAGO SAN FRANCISCO 


NEW YORK 














Smartly Styled 


ZIPPER 
RING BINDERS 


Portfolios Brief Bags 


Business Cases 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 





No. 271—Zip-Ring Binder. 
Available in various exclusive and luxurious black or brown leathers 
with leather pockets to match in usefully modern arrangement 
Equipped with ‘'Strong-Edge’’ reenforcements. For Standard 8!/,"' x 
11" sheets. Gold-plated 3-ring |'' capacity metals. Closed case 
measures 13'/,"' x II"'. 


Write for New Illustrated Catalog and Prices 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. * CHICAGO 6, ILL. 
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SALES STIMULATORS 
(Continued from page 11) 


telephone stands, costumers, waste baskets and letter 
trays. Copies will be supplied on request. 


HART MANUFACTURING COMPANY, 2400 EN- 
DICOTT ST., ST. PAUL, MINN.—This firm is offer- 
ing the trade a new illustrated circular featuring the 
Hart mimeograph with its patented postcard feedbox. 
In addition the company is supplying postcards suitable 
for dealer mailings, and display posters for the use of 
office supply retailers. 


SAFEGUARD CORPORATION, LANSDALE, PA.— 
The company recently issued a leaflet entitled “Be 
Wise—Safeguard Your Check Procedure,” featuring 
15 multiple choice questions on check protection. Cor- 
rect answers, together with 12 rules for writing checks 
to prevent loss, appear on the back page of the leaflet, 
available to dealers on request. 


MEGEATH STATIONERY COMPANY, OMAHA 
2, NEBR.—This firm in January issued a thumbnail 
office supply catalog in a condensed alphabetical form, 
without prices. Measuring 7 x 3*%4 inches, the new cata- 
log is of an ideal size for keeping in a desk drawer. More 
than 1500 were mailed to customers and potential cus- 
tomers in the Omaha area. 
—- 
GREAT LAKES TRAVELERS CLUB NOTES 

Only 18, one of the year’s smallest turnouts, were 
present at the February 25 business meeting of the 
Great Lakes Travelers Club at Central Y.M.C.A., 
Chicago. 

Following self-introductions, the secretary’s report 
of the last meeting was read by Brown Hardison, 
Modern Stationer. He also read the treasurer’s report 
prepared by Bob Reynell of Oxford Filing Supply 
Company, who was out of town. A brief report of the 
club’s Washington’s Birthday party was made by Ken 
Henderson, Carter’s Ink Company. Bill Boyd, Art Steel 
Sales Company, reported an invitation extended to 
all members of the club to attend the next meeting 
of the Stationers Club of Chicago at the Merchandise 
Mart on March 21, where Joe Meek, secretary of the 
Illinois Federation of Retail Associations, will be the 
principal speaker. Karl Kiesel, recently retired emis- 
sary of the Carter’s Ink Company, was made an honor- 
ary member of G.L.T.C. 

New members accepted at the meeting were E. J. 
Conniff and Wayne E. Mitchell, Hodgman Rubber 
Company; Dale Weitman, Rockwell-Barnes Company, 
and O. R. Snapp, OFFIcE APPLIANCES 

A committee was named to work with Milwaukee 
dealers on the possibility of staging a joint golf tour- 
nament in that city during the summer. The meeting 
closed with a discussion of ways and means of as- 
suring a good dealer turnout at the forthcoming NSA 
District No. 6 convention at the Congress Hotel on 
April 25-26. 

* a * 

Three guests graced the regular Friday luncheon 
meeting of GLTC on March 11. The visitors were: M. E. 
Gribble, Brown Book Company, Madison, Wis.: Art 
Olson of Forest Park, Ill., new secretary of the sta- 
tioners Club of Chicago, and Homer Smith, National 
Stationers Association. On invitation from GLTC Pres- 
ident Rus Ragan, American Pad & Pipe Company. Mr 
Olson spoke about the meeting of his organization 
scheduled for March 21, at which Joe Meek, secretary 
of the Illinois Federation of Retail Associations, is to be 
the speaker. Mr. Smith told about the product infor- 
mation series of pamphlets being developed by NSA 
under his direction. 
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Two GOOD Reasons Why It's 
“ROBERTS FOR NUMBERING” 


1 Roberts Model 49—Machine of the Century 


Roberts Model 49 has always been the most attractively priced, as well 
as the most dependable numbering machine. This handy, light, 3 action 


model meets practically all numbering requirements. 





2 Roberts Model 95 —teadership in Multiple 


Model 49 sd 
List price $14.00 Movement Machines 


The 5 easily chosen and set actions of the Model 95, plus its 
smooth, easy operation, makes this the favorite office machine. 


Priced amazingly low. 


IMMEDIATE DELIVERIES 1 goes GERAD 


(6 wheel capacity) 


ROBERTS NUMBERING MACHINE CO. 


700 JAMAICA AVENUE BROOKLYN &, N.Y. 

















CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 


Automatic Roller Release. Eliminates Smudged 
Sheets. 
Automatic Counter. Counts only printed sheets. 





Enclosed Drum. Automatic Inking. 





Hilco Slipsheeter can be attached. 
Automatic Feed. 


Paper Pusher is automatically lifted and carried 
back to feeding position, to eliminate lint on the 
stencil. 2g 

DEALERS are REQUESTED TO WRITE FOR = Drums are quickly interchangeable for color printing. 
COMPLETE CATALOG AND DISCOUNTS. 


NOUPw No 


5Rg32 Plus Tox 
IMMEDIATE DELIVERY. 


Tec ny 
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for efficient MOVING 
of all office equipment use 


ESCORT TRUCKS, 
) | 
CRAWLS 
up Steps 
| 
ROLLS 
on flat 
surfaces 








For efficient moving of all office equipment. Mé« 
desks, files and crated equipment of a i t 

or down easily. Crawls up steps, rol n flat rface 
Saves valuable time and manpower. El 1ates danger 
of chipped or marred stairway und prevent i age 
to equipment. Will pay for itself i 
venience quickly. Useful in putting 

store, taking out, and in making de 

Received enthusiastically where introd 


additional particulars. 


ASSOCIATED SERVICES 


224 W. Main Street Carlinville, Ulinois 




















PAAR 


i 
a 


a 
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La Salle costuMERS 


ASH TRAYS & SMOKERS 


Designed Especially for Office Use 


\ 


































No. 155 heavy 
gauge stee! cos 
tumer; Sturdy con 
struction, de 
signed for perfect 
balance under 
heavy loads 
Height 68°—Post 
1%”. Base—21” 
spread. Hooks 
made from solid 
rod, attractively 
finished with 
rounded knobs 





No. 300 Desk Ash Tray 


SAVES YOUR DESK .. . Can't 
spill Butts. Ends all odors. Over- 
size capacity. Easy to Clean. 
Finishes: Bright or Satin Chrome. 
Old English with brass trim. Sta- 
tuary bronze. 
Finishes: 
Bright or Satin 
Chrome, 
All-grey, or grey 
with chrome 
hooks 
Old English with 
solid brass 
hooks 


SOLID WALNUT or OAK 
(new softone finish) 
HAND TURNED, finished to har- 
monize with finest desks. Two 
’ sizes: 8A with 6-inch amber glass 
) liner; 12A, large, with 

. 8-inch liner. 


Write for illustrated catalogue and prices 


La Salle Products Co. 


2216 N. CLYBOURN AVE. CHICAGO 14, ILL. 


Packed in units of 
six. Shipping 
weight 60 Ibs 


extra 








THE LINE OF BETTER 


SCHOOLS 
FACTORIES 
INSTITUTIONS 














No. 221 LETTER SIZE... 

the tine,- ane $1.75 each list 
rlined Built tor No. 222 LEGAL SIZE 

servic Desiqned ..$2.10 each list 

maximum efficiency No. 250 SET OF 4 BUILD-UP 

name! finish POSTS IN CHROME FIN- 

pleasant iSH.......$ .25 list per set 

r, easier COLORS: GRAY « GREEN e 


WALNUT and MAHOGANY 
F.0O.B. FACTORY 
USUAL DEALERS DISCOUNT 


r visibility 
r troy all 


INFORMATION 


NC 


JAMAICA ‘ ’ ~ 6Y jAmaice 


WRITE FOR COMPLETE 
STELLAR TOOL & MFC en 
93.34 t70eh STaERT 
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KARLO STANDS 
The BEST 


Typewriter Stand 
Ever Made! 












Yes Sir, there are more 
downright selling points in 
a KARLO Stand than any 
other. 


Mr. Dealer, you can sell 
more stands and make 
more money with the 
Karlo Line. 


Write today for 
folder on the com- 
plete line as well 
as prices and lib- 
eral dealers dis- 
counts. 






Model No 


“The Stand that Makes Satisfied Users” 





MANUFACTURING 
COMPANY 


SW., GRAND RAPIDS, MICH 
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FRIDEN APPOINTS GERMAN REPRESENTATIVES 
Two of the first representatives of American manu- 
facture! the allied zone of Western Germany are 
now doing business for the Friden Calculating Machine 
Co., Inc., San Leandro, Calif 
Stanley M. Friden, export sales manager, reports that 
Friedrich Reining now represents the company from 
Bremen in the northwestern portion of the Allied Zone 
while Max Lips, with offices in Munich, covers the 
southern section of Western Germany. 
“Appropriations by the ECA, plus widespread need 
for calculating equipment due to war damage, plus 
the fact that most German-made office machines come 
from Saxonia in the Russian Zone, give promise of ex- 
cellent business conditions,” Mr. Friden said. 
Mr. Reining is a former salesman for Mercedes 
Buromaschinen Werke A.G., Zella-Mehlis (Thuringia), 
German office machine manufacturing company, and 
for many years German representative for Under- 
wood, Elliott Fisher and Sundstrand. Before starting 
business in Germany Mr. Reining sold office equip- ; 
ment in South America. A new, profitable and unique desk name plate made 
y . a Mey —-mée rit} ; ac 2 . : 
: os pe oe a ae and has et solid wood—6" x 212”. Available in beoutiful 
bees stee aris nmntaaiaie ” walnut or mahogany finishes. Its simple, dignified 
ROSE EXPANDS FACILITIES FOR STA-CLEAN design will add charm and harmonize with any type 
Ad % a se ett of <swihes Ribbon & — professional or executive desk. Large easy-to-read 
Manufacturing Company, Inc., Elizabeth 4, N. J., re- wording carved in natural wood tone. 
cently announced a program of plant expansion in c , , . ‘ 
idditional factory Poth and installation of ave equip- Sturdily constructed yet light in weight. Will meet 
ment especially to handle the demand for the new the requirements of your most fastidious customer. 
Sta-Clean. This is a protective coating declared to Price $2.00 list. Quantity discounts. Choice terri- 
prevent the soiling of hands and clothing. tories open for dealers and distributors. 
Sta-Clean products are supplied in hectograph car- 
bon for the gelatin process, master units and sheet 
carbon for liquid duplicators OSHKOSH wooD PRODUCTS CORP. 
—- OSHKOSH, WISCONSIN 
OPEN NEW PEN AND CARD SHOP IN TEXAS 
Mr. and Mrs. N. V. Hanson have opened their new 
Hanson Pen and Card Shop at 508 Main St., Fort 
Worth, Tex., using 128 feet of card racks and carrying NEW “QUALITEE” 


eight makes of fountain pens in stock. This is the third 


expansion move made by the Hansons since establish- TYPEWRITER and UTILITY TABLE 


iness in 1941—JHR 








a Best Value in the Field 
CLARK & COURTS ESTABLISHED IN 1857 
Claim to being the oldest stationery firm in the state 
of Texas is made by Clark & Courts at 2210 W. Ciay 
St., Houston, Tex. The firm was founded in 1857 
JHR 
a 


No. 522 





Leaves up 14)2"x 
3514" 
Leaves Foided 
14),"x18" 


All Steel Drop Leaf Table e Extra Sturdy ¢ No Sharp 
Edges @e Handy Book Shelf Bottom and Pull Drawer 
e Hammered Gray—Green—Brown ¢ Shipped Set Up 





iy al . or K. D. 
PORTLAND STATIONER PROVIDES NEWS SERVICE.—News- GUARANTEE: Due to special packing methods, tables guaranteed 
starved Portlanders scan the windows of the J. K. Gill Co. to to reach destination in perfect condition. 
catch up on current events during the recent newspaper 


strike at Portland, Ore. UP news, provided by radio station GOODFREND METAL PRODUCTS 


KPO], via teletype tape, was posted three times daily and 
local news was supplied by City News Service. The service, 6852 INDIANA AVE. CHICAGO 37, ILLINOIS 


as seen by the photo, proved to be a real traffic-stopper. 
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NOTHING COULD BE Fine 


4200 
Series 
miIDCcO 
desk 
lamp 





Available in 1-Tube and 2-Tube models. 
MIDCO’s acknowledged superiority in lighting efficiency, 
trouble-free operation and choice of beautiful finishes 
have made it the fastest selling portable desk lamp in the 
quality field. 

There is a MIDCO model for every supplementary light- 
ing requirement. 
New catalog and prices on request 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Illinois 








ae 


nn ae 








Mistakes in typing, 
ink or pencil vanish 
cleanly under 


KLENZO’S sharp point. 
BUY IT FROM 


Sifaisdelf YOUR STATIONER 
8 KL E i ye) Dlaiedell rercn. co. 


PAPER WRAPPED PHILADELPHIA, PA 


ERASER 


No. 533-T 


*Reg. U. S. Pat. Off. 
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YES SIR—we’re making deliveries of the 
New No. 1000 KOL AIR AGE STAND 


Just like its big brothers in the KOL family, this new 
No. 1000 is pleasing dealers and customers alike. Shipped 
issembled, and complete with a new type of strong and dur 
able snap-in-place wing, the KOL 1000 is a honey of an 
office machine stand. You'll like its self-leveling, soft rubber, 
swivel casters, its jumbo top, the spacious wings, and its 
beautiful all around appearance too. Here's a stand that is 
designed to sell itself, and it will mean added sales and 
profits for you. Write for details today. 


SALES DIVISION 


KOL INC. 220 souTH 10TH STREET 
MINNEAPOLIS 2—AT. 2728 














IMMEDIATE DELIVERY 
ON 


4 or 2-Drawe 
STEEL ~ 


LETTER FILES 


The No. 100 Line non-suspension 
type, with reinforced sides. Satin 
finish and lacquered brass hardware. 
Roller bearing drawers open and 
close smoothly. Furnished with fol- 
lower blocks and guide rods. Avail- 
able in green or gray finishes in 
letter size only. 26!/2"" deep, 15" 
wide. 












No. 102—2 Drawer, 3012" desk 
high (wot. 70 Ibs.) 
$36.50 List Price 


No. 104—4 Drawer, 5239” high 
(wgt. 108 ibs.) $49.50 List Price 


STEEL TRANSFER CASES IN ALL SIZES 


2 Grades—the Economy, or the Chan- 
nel Iron Construction Grade. 


Usual Dealer’s Discount 
Terms: 30-1-10 F.0.B. Factory, Chicago 


Send for New Catalog of Complete Line. 


New 1949 Catalog Now Ready 


THE MAYFAIR COMPANY 


315 NORTH DESPLAINES STREET, CHICAGO 6, ILL. 
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IN OTHER LANDS 
Continued from page 78) 


tivities there. Francis Simpson's speech in reply con- 
tained a iracteristic aan of humour, as well as Nictvron 
his comments regarding the loyalty and interest oy tag 
hown by many of the staff. The toast of the visitors 
was proposed by H. W. D. Buckeridge, who paid a —— 
tribute to the wives and also emphasized the value of 
such a soci assembly because it enabled the per- 
onnel of each department to meet and thus assisted Ledger Sheets 
in achieving a more complete and happy co-ordina- . : 
tion in business. The toast was responded to by Mrs Columnar Sheets 
John Snowdon, the wife of John D. Snowdon of . enw 
the London sales staff, in a brief but delightful manner Columnar Ruled Pads 
During the course of the evening, a very pleasing 
ceremony took place when Mr. Markus presented 
i handsom«e ld wristlet watch to each of two mem- Columnar Pads for Ring Binders 
vers of the staff—to Jack Hood, the manager of the 
arts department, for loyal service over a period of ° 
2 years, a the other to E. Pepper, one of the sales 
representatives of the retail branch in London for the Quality Work - - Quick Service. 
best individual results for the year of 1948. , 
After a dinner par excellence, dancing was contin- 
lous dul the whole evening to a well-known band Orders shipped day received. 
and all thi test—and oldest—dances were indulged 7 
in by a happy throng, which included the oldest to the ° 
oungest members of the staff of all departments of 
the organization. At midnight, the party dispersed Write for Catalog 149 
fter a most enjoyable evening 





Accountant’s Work Sheets 


Every number always in stock. 


Dealer Trade exclusively. 
New British Dictating Machine 


A new magnetic electronic dictating machine, the . ~ ” 4 ;, 
Ret rdon, costing £45 and no larger than a portable The National Manifolding (‘ompany 
typewriter being marketed by Thermionic Products, S . 
Ltd., of Pratt Walk, London, S.E. 11. Letters are re- Kasse Gay Snegearers 

rded on } r discs which can be played over and ee ? 
again and the message erased when necessary Second & Sears Sts. Dayton, Ohio 
The discs can be folded for the post and used indef- 
nitely f ecording dictation : 











Tally Counting Machines 


A new inter is manufactured by English Number- 
ing Machine Ltd., of 38 Barrett’s Grove, London, 


Comfortable to hold and easy to operate in either 
left or right hand, the hand tally is inconspicuous 
when in u It has a resettable four-figure recording 
init the action of which is smooth and light. It is 
operated thumb depression of the top-mounted, 
spring-loaded plunger and each depression records one 
unit. Ons mplete turn of the reset knob immedi- 
ately returns the figures to zero. The tally has a brown 

ly-chromatic finish with plunger, retaining chain, 
and reset k b plated, thus ensuring resistance to 
wear, moisture and perspiration 

—-< 















“CADO” 


PUNCHLESS BINDER 


“No holes necessary” 





No wonder it’s such an outstanding 
repeat item! It's neat—saves time 

and space. Avoids nuisance of punching. 
Just push two slides to bind or 

remove papers. Nothing to wear out. 
Cover is genuine pressboard 

in red, black or gray. Available in 

letter and legal sizes, with 

punchless clip at top or side. 





Write for price list today 


CUSHMAN & DENISON MFG. CO. 
135 West 23rd Street, New York 11, N. Y. 











TERRITORY EXPANDED.—William Putnam, Bainbridge, Kimp- 
ton & Haupt representative in the Southwest, has been as- 
signed to a larger operation. He will continue his coverage 
of Texas and the Southwest, but will also serve Bainbridge 
ustomers in the Middle West, headquartering in Chicago. 






a “CADO” product 
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HOW TO INCREASE INCOME, 
SALES AND PROSPECTS .... 


by adding the Acme “‘line”. 
ACME SELLS OUTRIGHT! 


Acme does not rent Changeable 
Letter or Name Strip Directories 
and Bulletin Boards. This means 
greater commissions for you .. . 
“long term" savings for customers. 


MARKETS UNLIMITED! 


All businesses, buildings, of- 
fices, clubs, schools, churches, 
cafeterias and restaurants 





ore prospects for Acme's 

large variety of stock styles and sizes or the Acme 
“Custom Designed” line. An exclusive feature—the 
Acme Embossing Machine makes Name Strips right in 
your office, independent of outside sources. 


For complete information please address 


inquiries and requests to Dept. O-3 





c. 37 EAST 12™ STREET 
| NEW YORK 3, N. Y. 


BULLETIN COMPANY 














AT LOWER COST! 


Equally comfortable 
too, for this Krueger 
chair features an extra 
large, recessed mason- 
ite seat and curved 
steel back rest scien- 
tifically designed to 
assure correct pos- 
ture. Single action 
folding, positive 
seat lock and a 
smoothly baked finish are 
features which enhance 
its standard of value. 


WRITE FOR DESCRIPTIVE FOLDER 





























METAL PRODUCTS @e GREEN BAY @ WISCONSIN 
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IDENTIFY LEDGERS AND RECORD BOOKS 
IN AN INSTANT WITH 


RETAIL PRICE 


$ 400 pep 
Bree ~ poz. 


MARKERS 


Mcllrath Markers, the new, modern 
way of identifying ledgers and rec- 
ord books, have been accepted with 
acclaim. Reorders from dealers 
everywhere is proof that the de- 
mand exists. Just show Mcllrath 
Markers when you sell ledger sheets, 

or display them on your counter— _— easily over the end of 
they'll sell like hot cakes! eee ee ee, 
PROFITS FOR YOU. Order your _ tion at all times. They're 
MclIlrath Markers today! There's a aS - 
100% mark-up on this fast selling 500-3" long, deep | 

item. Just show 'em and you'll sell lip, slotted '/," face 
‘em! Get your share of the profits! ny s aeaten en 
Full dealer discounts. 


ROY E. McILRATH 


8 S. Michigan Ave., Dept. OA Chicago 3, Ill. 


#513 — $4.00 PER DOZ. 


FULL DEALER 
DISCOUNTS 


Mcliirath Markers slip 





THE TERM FOR A WELL- 
POISED BODY IS THE WORD 
FOR A FRITZ-CROSS CHAIR 





Fritz-Cross chairs com 
bine efficiency with com- 
plete comfort They 
feature steel construc- 


tion, simplified adjust- 


AITZ-CRO! 
F_ 


ability, tailored up- 


holstering Write for 


OMPANY 


300 E. Foath & 


dealer brochure & data. 
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DEALERS!! 


Save Freight! 
Save Time! 
Improve Service! 


Cut Costs! 





COMBINE THE PRODUCTS MADE 
UNDER THE FAMOUS “WE SERVE” 
LABEL WITH THOSE OF THE HUN- 
DREDS OF OTHER NATIONALLY 
ADVERTISED BRANDS IN OUR 
WAREHOUSE ON ONE ORDER. 


G. S. PEARSON CO. 


Wholesale Stationers to the Trade 


709 S. DEARBORN ST. CHICAGO 5, ILL 








HUY 





BUNHo 
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MASO'S ' 


ALL-PURPOSE 


G 
fampton 


UTILITY 
STAND 


LOCKING DEVICE ON 
2 FRONT CASTERS 


THE ELBOW TYPE OF 
DROP LEAF ARM, 


THE NEW GRAINED 
WALNUT FINISH 
TOP ON MASONITE 


ALL THESE STEADY SELLING FEATURES! 


e | Ye" Masonite Top Contin. Piane 
Black Composition Hinges 

Casters All Steel. Tubing 
Baked Ename!, Walnut 15a" Wheels 






improved to Increase Sales 
It is easy to clinch those extra sales 
now that you can offer your custom- 
ers the 1618 Champion with all its 
pre-war quality, plus the new decora- 
tive — walnut finish top on hard 
tempered masonite. Add to these the 
Ne. 1418 — MONARCH * Gaspie’ snag-proot, clatter-proof 
New, improved. with choice of qualities, the easy portability, the 
° a vere Gren, curved legs for greater leg room and 
aked enamel on metal with you have a winning sales maker, a 
ak top Walnut baked enamel steady profit producer. 


on metal with walnut tor 


quality product. A top Boos. Order Your Needs Today! 


MASO STEEL PRODUCTS — Dept. O 
500-32 S$. THROOP ST., CHICAGO 7, ILLINOIS 
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Tusu.aR Corn WraPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pi-ate your 
customers and cash in on your missionary 


work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller's Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 
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Southeastern 


States | 
OPEN | 


representative with 


for experienced sales 

following, 
. for 

| 


LEADING TOP-GRADE 
WOOD OFFICE CHAIR LINE | 


Preference to salesman now carrying quality | 
wood desk line. Commission basis. IMMEDI- | 
ATE. Confidential. Send detailed information, 
photograph, references 
Address Box R-264 
care Office Appliances, Chicago 6 
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DAYTON STENCIL 
WORKS CO. *ouic”™ 






Wy Y Y » = 
Ti OP 
LCELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes: stamp containers, etc 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details 


Markilo Company, Mfrs. 


3633 8. Racine Ave Chicago 9, I S. A 





RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
















PREFERENCE! 


More and more typists 
prefer NORTA, the mod- | 
ern plastic type clean- 
er. No liquids to spil) 
or splatter...no mess 
quick, efficient and 
longer lasting. A favor 


ite since 1924. 





THE ORIGINAL 


NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10, N. Y. 


CASH REGISTER 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 


Chicaga Cash Re 


2810 W. ADDISON ST 


gisler Parts Ca. 


fel, er \cl ema i: yan | & & 
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Buy U.S.Savings Bonds 
REGULARLY 


van & 
Ask where you WORK 
Ask where you BANK 
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{212 TIME CARL 


































| No Al i Tins Cond 
MAME 
FOR 
EVERY TIME CLOCK 
ne =} International, Cincinnati. 
ees Simplex Time Cards 
ps4 et) wens - - 
a. eyre: | rIME CLOCK RIBBONS 
ye | TIME CARD RACKS 
Write NOW for catalog 
and price list. 













36 EAST 23rd STREET 
NEW YORK 10. NV. ¥ 





ACME PUBLISIIING CO 








MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 


* 

Request sample and 
full details on your 
letterhead 
. 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 




















When You're Asked 
for, FACTS 





CAN you GIVE THEM? 


onditi 


hanging daily. Are YOU keeping pace with 
nformation will help you plan sales, act de 
vely, push profitable items, keep your stock up to date 

nf stion your Service ane gave us wes just 
and placed us in a position to secure addi 
ness that otherwise we could not have gotten.” A 


T 


tham mea 


enn. 


no o 
ow 


: his, 
)FFICE APPLIANCES brings you the latest styles, news and 
ade gossip every month. The Service Bureau helps you 
d data gratis, almost impossible to 
74in e aA ‘ Ss? 8 y por e 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 


ts «4 





Mailing Tubes 
Wrappers 


The tighter you roll the tubes 
—the stronger they are. 


Formerly Manufactured by 
International Mailing Tube and Wrapper Company 


Ames Safety Envelope Company 
SOMERVILLE 43, MASS. 











Make Those Extra Commissions 









a OVERS 
; BOOKS PERSONALIZED — Cc 
po eee STATEMENT je sana , 
aa passBoOKS eget spook 
pes BILL ST 
pocket CHECK CASES a Sn 


passBook ENVELOPES 


ORMS 
PEN RULED F 
DEPOSIT SLIPS 


‘tam \OXLINE Tuc. 


1270 Ontario Street Cleveland 13, Ohie 








Wn PN 
for FILING SUPPLIES 


AND FORMS 








Index Cards + Filing Folders * Guides 
and Indexes * Filing Systems * Printed 
and Ruled Stock Forms * Commercial 
Forms * Record Cards * Bank and Insur- 
ance Forms * Special and N.C.R. Forms * 
Roll Labels. 

Order Today! 


QUALITY + SPEED + DEPENDABILITY 


DACO CARD & INDEX CoO. 


301 Congress Street Boston 10, Mass. 











6-Drawer STEEL UTILITY CABINET 


BETTER MADE — NO SHARP EDGES 
NOW READY ... 
ORDER PROMPTLY 


for legal blanks, insurance 
forms, cuts, parts, etc. 
Cabinet 12%” H x 10” 
W «x 15!” D. Drawers 
inside 9° Wx 18” D x 
1%,” H 

LIST PRICE $19.95 
Representatives wanted. 


Cabinets have rubber feet 
and interlock. 


STAR STEEL EQUIPMENT CO. 


1900 S. CALIFORNIA AVE. CHICAGO 8 
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DEALERS... 
Le Q===e WHY CARRY 


ALL-IN-ONE LARGE 
Clasp | | INVENTORIES @ 





s standard of the stationery trade IMMEDIATE SHIPMENTS 

ng way Ag Page Poet hin ag  » Made from our large stock of office equipment 
large amounts of papers securely. You on hand at all times 
can drop them and throw them but 
you won't lose them and it is a woopD AND STEEL 
Sher ove mods te te dues ant tees DESKS - CHAIRS - FILING CABINETS 
coe. Stems We. 2 OG" end We. | LEATHER FURNITURE and ACCESSORIES 
Finishes Stainless blue steel and black Write or call for complete information, 

ne A aig — we © prices and dealer discounts 

fing A Kimmel Products Company OFFICE FURNITURE WHOLESALE DISTRIBUTORS 

Box 411 New Castle. Pa. 74 Broad St., New York 4, N. Y. Bowling Green 9-8231 








Southern Warehouse—Miami, Florida 








Prompt Delivery 
on Legal Blank 
Cabinets 
ALL STEEL 
Green 
Gray 
Brown 


No. 5 12-H 
’ List 27.70 
ea. 


















HAROLD D. 


aaa ee = 
“= 401-3 RAND ST 


J. S.STAEOTLER,INCG. FORT WORTH TEXAS 
53 Worth Street + New York 13, N. Y. 


STAEDTLER SINCE 1662 


describing ne Pre 
Pee. 


: =. 
LIN E : CANVAS 


AND 
LEATHER 


of STAPLERS, STAPLES, MAIL 
and PAPER PUNCHES : 
FREE DESCRIPTIVE 


METAL SPECIALTIES MFG. CO..- CANVAS. PRODUCTS CO. 


3200 Carroll Ave. Chicago 24 aeemee Shamma 2 | 
& McWilliams Sts. ee —= 
FOND DU LAC, wis. = 




























MEILICKE CALCULATORS] {ROLLING STORE LADDERS 














. Library Ladders 


For use with Filing Cabi 
nets and Shelving, in Of 
fices, Vaults and Store 
rooms. 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card ee lil 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Made of Oak and Birch 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes 





Send for Folder 
and prices 





Manutactured by 


Meilicke Systems, Inc. (eh tem | 11. D. COTTERMAN “ "cseccorss! 4" 
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HARRY G. NEVINS 
MILTON H. NEVINS 


New York and New Jersey. 


Qur 1 ern fleet of trucks are 





Yj 
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WALZ FIREPROOF 7 


chests 


SELF-RELEASING 
CHEMICAL PROTECTION 


Customer appeal! Special high YY 










AN 








\ 


Y 
Y temperature insulation. Rich 77 
silver-gray steel casing — full Z7 


hinge—tumbler lock. Luxurious. Z 
ly lined. 


yj WALZ MANUFACTURING CO. _3 SIZES: 
/) 808 SO. HARVEY AVE., OAK PARK, ILL. $10.95 LIST 
eae HES pe 
Y E FOR FULL DETAILS & DISCOUNT 


\ 





GRAYTONE 
BI92E 
Electric Printing 


CALCULATOR 


WITH 


DIRECT SUBTRACTION 
Peiloneten Barrett Addin g Machine Division 





Lanston Monotype Machine Company, 24th at Locust St., Philadelphia 3, Pa. 


N. Y. FURNITURE EXCHANGE 
206 LEXINGTON AVENUE 
NEW YORK 16 


EXPRESS CORPORATION 
Furniture Pool Car Distributors 


Offering New and Modern Warehouse Facilities to office furniture manufacturers and distributors in Metropolitan 


ready at all times to serve your delivery needs. 


Inquiries Invited 





WOOD OFFICE TABLES 


POPULAR PRICE RANGE 
PROMPT DELIVERY f 
No. 6000.—60” x 32” — 30” 
high: 1%” hand-rubbed top-— 
5-ply quartered oak and walnut 
veneers. Edges banded and 
shaped. Finished natural with 
heavy-bodied lacquers. 
Phone Cabinets—Typewriter Stands—Desk Trays 


Write for illustrated literature of complete line. 


DORO MFG. CO. 20c""% 























LABEL & CARD HOLDERS 


Made of Bright Finished Metal 


In Constant Use for identifying contents 
of boxes, shelves, bins and drawers. 
Available in any desired sizes. Low cost 
Also furnishing Pricing Devices, etc. 
We also supply 
Plastic Cover Cards 
and Card Inserts 


Send for Samples. 
immediate Delivery 
Write for illustrated Price List 


MASTERCO SALES CO. 


Manufacturers 
1721 North Elston Ave. 
Chicago 22, Il. 











CUSHION KEYS 


“SPRINGS 
instead of 
Rubber” 


What a difference ! ! 


Masten Speed Keys 


Send for a free sample key 


SPEED KEY CORPORATION 








268B CHAUNCEY STREET 
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Carbon Papers 
and Typewriter Ribbons 






In demand by office workers 
who want the best. 


For Volume PROFITS 
Feature WRITE 
WRITE 


INCORPORATED 


420 Lexington Ave. 
New York 17, WN. Y. 
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your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 
INTO YOUR.5 








We have broken all precedent with the 
roduction of a dealer file 


facture and p 
ial handle a complete line of 


and display unit to 


ARTYPE MAPS. . . 
" Ask for details about how we install this 


ynit, help you to advertise and bring PROFITS 


to YOU. 
Reply Dept. A-1 


16 East 42 St. 













— AMERICAN MAP COMPANY. INC. 
N.Y. 17, N.Y. 











AUTOCOPY DUPLICATOR INKS 


Offer High 

Quality at 

Moderate 
Cost 


Here’s a duplicator 
ink that is superior 
in strength, depth of 
color and easy writ- 
ing quality. 


The use of finest 
ingredients, plus care 
in manufacturing is 
your guarantee of 


better and more 





copies. 


AUTOCOPY, INC. 


458 W. Superior St. 18 W. 18th Se. 
Chicago 10, Illinois New York 11, New York 





More Sales Features— 
More Sales 


Led by architects and office planners 
the trend is to Office Valet wardrobe 
equipment. By keeping wraps dry, aired 
and open to germ killing light this 
modern steel equipment helps prevent 
spread of epidemics and resulting ab- 
senteeism. Keeps wraps "in press’’ helps 
employee morale, saves floor space, fits 


in anywhere, ends locker room evils. 


Widely advertised in general busi- 
ness, institutional and trade magazines, 
this line offers an almost unlimited op- 
portunity for profitable sales to offices, 
factories, schools and institutions 








Write for 
Bulletin OV13 


f 
fees 


A} 
Sy sx 






VOGEL-PETERSON CO. 


624 So. Michigan Ave., Chicago 5, Ill. 










300 New :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 





on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that | 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 


The Office Appliance Company 


600 W. Jackson Blvd. Chicage 6, U.S. A. 
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Executives demand DIGNITY 
in their office -halrs B-2 GUEST ARM 


STRAIGHT CHAIR 






Nondescript executive chairs are as old fash- 
ioned as roll top desks. Your salesmen will tell 
you that executives demand and expect rich 
design and distinctive styling in their office 
chairs. NEW INDIANA up- 

holstered office chairs have 
the aristocratic good looks, 
spacious comfort, and luxu- 
rious finish required to satis- 
fy today’s discriminating ex- 
ecutives. Massive seat and 
back — spring cushioned 
with new-type resilient — 
conform comfortably to 
body contours. Cover in 
genuine leather or rich Dur- 
asol. These chairs mean 
sales! Order now to please 
your customers, make it 
easier for your salesmen 
and increase your profits! 































INDIANA CHAIR COMPANY 


B-1 EXECUTIVE ARM ce 
SWIVEL CHAIR 


BOOKKEEPER’S 
RULE 


Mode of corefully selected Rock 
Maple. Two coats of varnish, gloss 
finish. 19,6 inches wide, % 
inches thick. One brass edge, 
scoled in 1éths on one edge both 
sides. Flexibility is the outstand- 
ing feoture. It actually bends 
with the ledger. 


GENERAL 
OFFICE RULE 


Made of carefully selected Rock 
Maple finely varnished, natural 
color. 1¥\4 inches wide, '4 inch 
thick. Packed 1 dozen in ao box, 
single brass edge, and scaled in 
Téths on the bevel. 


TYPIST’S RULE 


Scaled pica type, 10 characters to 
the inch on one edge .. . elite 
type scole, 12 characters to the 
inch, on the opposite edge. 

Opposite side scaled 6 lines to 
the inch on one edge with a six- 
teenths simplex scale on the op- 
posite edge. One brass slanting 
edge ond a wide green celluloid 
opposite edge. 


FALLS, NEW YORK 
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BOOKS * SMOKING STANDS * BRIEF CASES * PENS AND PENCILS *« CANDLES «* KEY ( 
DS * LEATHER GOODS «x ALBUMS AND 


‘ORATIONS * tf HOUSEHOLD P 
1e 
BINDERS * Chi thi annual show reflects J WASTE PAPER BASKETS 
s tnir pe : 
ae | Wl gr cowth al lreadv evidence | BILLFOLDS « WALLET: 
AC m Lv g , 1 ne AMTAR wy 
ASH TRAYS ee f year ‘8 market. (More varre SOCIAL STATIONERY x 
Cc AN as ve . re- ’ OAT CTORKSC 
GS AND TIES a rill for cual rep GEOGRAPHICAL GLOBES 
Talini~ale ce 1a? ° ” MATR’R T ~ 
ESSORIES * merc a classi ication as ARTISTS MATERIALS « 
. Ax? ) C + = ‘ . rresreTrne ONC 
MPESMEUER = contation Lat they will see bright. TRADE PUBLICATIONS 
‘ARDS AND ALBUMS eure buy ers tha | , randise. PENCIL SHARPENERS 
; : sh, mer 
TAGS AND SEALS ideas and fr ream MUSICAL NOVELTIES 


new 
PPLIES AND BAGS shop the cream STAPLING MACHINES 


1e 


. ( cle - awited to s 
‘ARDS * BOOK ENDS You dle cet at the DESK ACCESSORIES 


P = neru mar 
; AND TALLIES « of the stationer: FILING CABINETS 


\VORS * CASH BOXES tilionny, Show RIBBONS * BANKS 
MAS TREE DECORATIONS New Yok Sai MAGAZINE RACKS 
AMPS * PAPER NAPKINS AY 15th- 20 GR ACETATE BOXES « 

« CALENDARS HOTEL wan * PENCIL, CASES « 


Directed By . n¥1 ¢ 
; DICTIONARIES « 


OD). Bae = 1018) 6S ENT—220 FIFTH AVENU 
BOOK MATCHES 


\PPOINTMENT BOOKS GEOR 
WIDE WIN 1016). (012) on ies CARD TABLE COVERS * WRITING SETS 


GE F. LITTLE MANAGEM 





“The NEW and IMPROVED 


MODEL “Cc” 






~ 

o 

@ et r ‘ moistener 
° 

o 

oe 


NO STENCILS — NO INK — NO GELATIN 
THE New Wright Spirit Duplicator does everything that 


ven the highest priced machines do. Perfect copies from 
typing or hand drawing or lettering—as many as 500 from 
me master carbon—and up to four colors with one opera- 


lion. Handles any size sheet up to 9 x 14. Improvements 
in the new Model C Wright Spirit Duplicator include longer 


paper guides, a new type moistening unit designed to save 


re Huid and insure better distribution, and a new automatic 
F | release crank handle. A handsome dust and moisture proof 
: cover is included with the new Model C and a counting 
Ui\s ° 

f a | levice is available at slight extra cost. Compare the Wright 
LOU ° : ° ] Spirit Duplicator’s work and features with any other ma 
; MINNEAPOLIS, MINNESOTA chine Phen look al the price The Wright Company 

be sie 1330 Quincy Street N. E., Minneapolis 13, Minn 
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NATIONAL Orrice MAANAGEMENT ASSOCIATION 
1949 OFFICE EQUIPMENT EXPOSITION 
PHILADELPHIA, PA. 

MAY 23-24-25 
to be held in conjunction with the Association's 


30th INTERNATIONAL CONFERENCE 
EXPOSITION SPACE 


100% SOLD! 


Conference Registration Still Available 


1950 EXPOSITION—CLEVELAND, OHIO 
FLOOR PLANS AVAILABLE SUMMER, 1949 


NATIONAL Office MANAGEMENT ASSOCIATION 


12 EAST CHELTEN AVE. PHILADELPHIA 44, PA. 








No. 8502 REVOLVING 


Here are two 
of our 
latest numbers... 
and the new 
BRIGHT catalogue 
shows dozens 


of others... send 


for it today. 


No. 850 ARMCHAIR 











CHAIR COMPAR i ee 
127-133 BLEECKER STREET, NEW YORK 12, N. Y. GRAMERCY 7-566) 
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WHERE SCIENCE “GOES TO TOWN” 
ON LIGHTING! 


Visual Work Field 
by Sight Light 
Provides an Adjustable 


Controlled Light Source 
Affording Correct 


“BRIGHTNESS DISTRIBUTION" 








The Pad Which Is Part of Complete Unit Is a Grained Beige Linoleum 
Eliminating Reflected Glare and Eye-Tiring Contrasts 


List Price, West of Rockies, 
$4,500 Dimensions of “Visual Work Field’’—24’’x38” $4,750 





Sight Light Sales Division 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 Greenwich Street New York 8, N. Y. 























qu - 


SENTRY'S "ON-SPOT’ PROTECTION 
WELCOMED IN PRIVATE HOMES 


Dealers everywhere are amazed at the accept- Sentry’s growing popularity in replacing safe 
ance of Sentry safe in farm and city house- deposit boxes. 


holds. Wherever they are advertised, Sentry’s 





Sentry's new Vermiculite insulation doubles 
benefits have quick appeal. its heat resistance. Meddle-proof design and 
Shorter banking hours, red tape, legal re- permanent handsome appearance all help to 
strictions, hich rental costs all contribute to make Sentry the best home safe value on the 


market. Tell folks about it—you'll sell ‘em. 


DIMENSIONS: $i?! i" 


BRUSH-PUNNETT CO. 





rey $45 West Avenue, Rochester 11, N.Y. 


SAsea 
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More and more DEALERS éack the CHAMP {01 smooth, 


fast action in Sales and Profits! 


THE 
CHAMP 


ALUMINUM 


DESK TRAY 


STANDING on the pedestal of popularity “THE 
CHAMP” is by far the finest desk tray on the 
market today 

The graceful streamlined design together with 
the rich baked enamel finish combine to make 
this tray a welcome addition to any office. 
The solid one piece construction of heavy gauge 
aiuminum affords the utmost in strength, dura- 
bility and service. Another feature cf these trays 


which is most important are the four soft rubber 
feet. No fear of scratching the most expensive or 
highly polished desk. These feet are not glued or 
pasted on, but securely eyeletted so that they 
cannot come ff 


“THE CHAMP” is now being sold with increas- 
ing success by all leading stationery, office equip- 


ment and office furniture dealers throughout the 
United States. When your customers ask for desk 
trays, why not introduce them to “THE CHAMP.” 


Write today for illustrated circulars and 
complete information on dealers prices 
and discounts. 











TWO OPENINGS FOR 
USE ON SINGLE O8 
DOUBLE DESK 














2%)" OfPTHAFFORDS 
MARIAM CAPACITY 














DISTINCTIVE & RADIUS 
STREAMLINED CORNERS 














SATIN SMOOTH 
CORNERS FOR 
GUARANTEED SAFETY 

















CUT OUT TO GivE 
EASY ACCESS AND AVOID 
FUMBLING FOR PAPERS 














russeR sb 
FEET 





STURDY ALUMINUM POSTS 
FOR STACKING INTO 
THERS 








\ 


\ 


sae 


FIVE FUNESHES 
MAHOGANY — WALNUT — GREEN 
GRAY- SATIN FINISHED ALUMINUM 


AVAILABLE IN LETTER AND LEGAL SIZES 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 


Dept. 






A 











Order the popular Weldon Roberts 
Eraser No. 1010 HEXO Cleaner NOW, 
to supply the demand! 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 
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Office furniture of unusual distinc- 
tion in Royal square-tube designs 
and Royal's exclusive Plastelle metal 
finishes. 


ooo FROM THE OUTSTANDING 


‘ 
‘\ 
“ 
‘ 
‘ 
‘ 


upholstered in colorfui, ‘ 
fire-resistant new 


‘ 
‘\ 


super-tuftex leatherette 


A VINYL PLASTIC-COATED, fire-resist- 
ant material, produced in accordance 
with Federal specifications. Royal- 
developed, and guaranteed for 18 
months against cracking, peeling or 
bubbling. Available in a wide selec- 
tion of colors and in genuine leather. 


BY THE MAKERS OF 


ROYAL METAL MANUFACTURING COMPANY 


175J NORTH MICHIGAN AVENUE + CHICAGO 1 


Branch Offices: 25 W. 26th St., New York City 
949 E. 3ist St., Los Angeles 


R-A 
Distinct ' FU 
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A*good line moves even faster 
when properly ‘pushed."' Boost 
your sales with ready-to-run 
newspaper mats now avoailable.: 


: 
: 
5 
=. 
: 








Step out 
with a Leader! 


Stay out front with Underwood 


“Typewriter Leader of the World’’ 
..~@ Stand-Out in the Portable Sales Parade 


See what great values the new 
Underwood Portables offer! 

They're wonders in craftsman- 
ship. They're beauties in appear- 
ance. In convenience . . . in time- 
saving features . . . in price they 
provide the greatest profit-build- 
ing opportunities in Underwood 
Portable History. 

Two great Portables! The Uni- 
versal . . . priced right for pro- 
motion! The Champion, for “step- 
up” sales that bring extra profits. 


© 1948 


It pays 
to promote 


The new Underwood Portables 
are backed by a continuing adver- 
tising program. In national maga- 
zines, in school and college publi- 
cations, these smart new machines 
are being advertised to millions. 

So, for sure-fire sales, be sure to 
promote the popular Underwood 
Portables... 


writer Leader of the World.” 


made by “The Type- 


Portable Typewriter Division 


Underwood Corporation 
New York 16, N. Y. 


Sales and Service Everywhere 


One Park Avenue 


Underwood 














Look at these Features 
of Underwood 
Portable Leadership 


DUAL TOUCH TUNING. This Under 
wood feature permits tuning the 
touch of all keys, or changing single 
keys to suit any individual. It helps 
make possible the finest quality of 
work for the longest period of time 


FINGER-FORM KEYBOARD. Scientit 
ically designed concave keys center 
the fingers for fast, accurate stroking 
Pleasant to the touch 


RIGHT AND LEFT MARGIN RELEASE. 
Conveniently located just above the 
keyboard, a push button release en- 
ables an operator to write outside 
either margin. Returns automatically 


to original setting 


VARIABLE LINE SPACER. Pull out the 
left-hand knob for variable line 
spacing. Push it in to re-engage 


normal spacing. Positive, accurate, 
one-hand operation 


CARRIAGE CENTRALIZING LOCK. 
Locks carriage securely to prevent 
jarring while carrying. A special pro- 
tection which means longer, trou 
ble-free service from Underwood 
Portables. 


STANDARD RIBBON. Underwood 
Portables use the same size ribbon 
as the famous Underwood office ma 
chines. No confusion. For = sale 
everywhere. Spools are reversible, 
too, for longer wear greater 
economy. 

PRECISION CONSTRUCTION. Observe 


the Underwood Portable construc 
tion. It's precision built for accuracy 


and top performance with the care 
and pride of master craftsmanship 
ww, 
SL 
UNDERWOOD 
{ae 
Mey gus 














